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The Very Best Manila Fibres for Natural Strength... 
Columbian Anti-Rot Treatment for Natural Hazards! 


(Mildew, Mold, Rot Bacteria) 


Season after season, in all kinds of Germ-carrying moisture cannot harm 
weather, you can depend on the original Columbian fibres... it can only increase 
toughness and resiliency of Columbian 4, strength while wet! 

Manila fibres! 


That's because they are protected at all Every foot of Columbian Manila Rope is 


times against the ravages of mildew, mold, d d 
and decay bacteria — even when continu- adequately protected against decay for 


ous usage allows no chfhek efor thorough YOUR climate, YOUR uses, YOUR methods 
drying. of handling! 
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Microphoto of untreated Manila fibre ofter same 
2-week test shows jungle of spores whose 
“roots” feed on fibre, leaving it rotted and 
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MIRRO. 


‘ THE FINEST ALUMINUM 





MOTION DISPLAY cuceé the purchase of 
POPULAR MIRRO ELECTRIC PERCOLATORS 


YOU GET FREE THIS $10.00 Electric-Motion, Shopper-Stopper Display Fixture with deal. 

YOU SELL Five Fast-Moving, Completely Automatic MIRRO-MATIC Electric Percolators and One 
Best-Seller MIRRO Electric Percolator ! 

YOU MAKE $26.16 on the Deal Items Alone—FULL 36.6% MARGIN | 


YOU KEEP This Valuable Display Unit That Will Go On and On Making MORE Money ! 


Ok Ulry 









Handsome mahogany veneer display is skilled cabinet work 

at its best. Unique, clock-face action, powered by a flashlight- 

gat battery motor, costs only pennies to run. Complete setup takes = 

Uy y) less than one square foot of counter space! Actual display OUny prom 
—< dimensions only 23’ x 8’ x 555”. 


— Your 
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AI99M MIRRO Electric Percolator Deal MIRRO | 

Dealer Price* Retail Value* } 

1 Only A10M Display Stand......... ; FREE t 

2 Only 101M 4-cup Polished MIRRO-MATIC Percolators $12.60 $19.90 Vobber i 
2 Only 102M _ 8-cup Polished MIRRO-MATIC Percolators 15.84 25.00 
1 Only 112M 8-cup CHROME MIRRO-MATIC Percolator 12.00 18.95 
1 Only 122M 8-cup MIRRO Electric Percolator......... 4.75 7.50 

TOTAL Oe ee ee $45.19 $71.35 


*Iincludes 5% Excise Tax 


Shipping Weight A99M Deal: 2014 Ibs. 
Prices slightly higher in West 





























ALUMINUM GOODS MANUFACTURING COMPANY ° MANITOWOC, WISCONSIN 


FIFTH AVENUE BLDG., NEW YORK 10 MERCHANDISE MART, CHICAGO 54 
WORLD'S LARGEST MANUFACTURER OF: ALUMINUM COOKING UTENSILS 
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You can use this feature 


Six pin tumbler construction in the new Kwik- 
set “600” line not only offers maximum secur- 
ity, but also provides greater masterkeying 
flexibility. At no additional cost. 

The Only Lock with All these Features: 


Two-way locking action 
Exclusive, adjustable strike 

All steel and brass construction 
Full 2" latch bolt throw 
Feather touch knob action 
Equi-distant knob projection 
Elimination of cylinder reversing 
Unconditional guarantee 
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kwikset sales and service company anaheim, california 













Sell more paint 


with this 


Portfolio ! 
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Here are 10 
stunning bedroom 
color schemes 
selected from their 
own pages by 
editors of 10 leading 
national magazines. 
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NOW, for the first time, you can use 
the prestige and authority of the nation’s 


The Portfolio of Colorful Bedrooms is 
available in two editions—one, for use by 











leading home decoration editors to help 
build your paint sales. It’s just like having a 
famous magazine editor at your elbow! 

Each of the exciting bedrooms shown in the 
portfolio is printed in sparkling natural color 
and each editor has written her reasons for 
selecting and combining the colors used. 
But—most important for you—every color 
in each room is color-keyed so you can match 
it easily and exactly. Here’s a selling tool that 
helps you stir your prospect’s imagination 
and desire for fresh color, and draws on the 
experience of famous magazine editors to 
button up extra paint sales for you. 


For better 


home uses... 
opportunities every 
day in the year! 













painting and 101 handy 
101 sales 


painting contractors, shown above, and the 
other an edition for Week-End Decorators 
who prefer to do their own painting. Con- 
ceived and developed by Archer-Daniels- 
Midland, this great new paint-selling idea 
is being made available to all paint manu- 
facturers in the interest of increasing the 
consumption of paint, and is being featured 
in national magazine ads. 


Here’s a sure-fire way to get extra paint 
sales—earn extra paint profits! 


Check your own paint supplier today for a 
supply of these first-of-their-kind sales helps. 
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ARCHER - DANIELS - MIDLAND COMPANY - 600 ROANOKE BLDG., MINNEAPOLIS, MINN. 


1 


HARDWARE AGE, MAY 13, 1954 


Leon: 


Willi 
Kennet 
Rudol; 
J. RI 
6. t. | 
Georg 
Ray M 


Neil | 


Alber 
‘Who 


Paul 
Wash 


J. S. 
Moana 


56t 
se 


M. 
be 


HAR 





in ORLME RE BMRyI A 








Leonard V. Rowlands, Publisher 


EDITORIAL STAFF 


William A. Phair, editor 
Kenneth A. Heole, feature editor 
Rudolph S. Wild, merchandising editor 
J. R. Keagy, sfore management <cditor 
E. L. Barringer, marketing editor 
George H. Baker, Washington editor 


THE HARDWARE DEALERS MAGATZI 


Established 1855 









PUBLISHED EVERY OTHER THURSDAY 


Vol. 173, No. 10, May 13, 1954 





Ray M. Stroupe, Washington editor i n Th | © i $ § u e 
Neil R. Regeimba!, Washington editor 
Albert J. Mangin Just Among Ourselves 
“Who Makes It" Directory editor What's in ao Name? 7 
- ? 
Paul Wooton It's Your Money 8 
/ Washington member editorial boord 
J. S. Torre 
Manager, Rosier Service Store Management 
om Self Service Cuts Down Walkouts 86 
BUSINESS STAFF 4 Selling Aid 93 
C. C. Read, advertising manager basse Mo seal I ing Ids 94 
etter Buying Contr 
Regional Offices Ups and Downs in a Shopping Center Store 96 
heir pong oom P Invoicing for Small Wholesalers os 
John G. Wilcox, 10 High St. . 
Telephone: Liberty 2-4460 = gay ea Market a 
u 
New York 17, N. Y. 
ding wa Merchandising Ideas 
Telephone: Oxford 7-3400 Do-It-Yourself Flourishes in a Man's Store 83 
nes. Cleveland 15, Ohio Christmas Selling Begins in July at This Store 88 
gene Will J. Feddery, 1836 Euclid Ave. Emphasizes Service to Homeowners 90 
| Telephone: Main 1-6374 30%, Golf Goods Increase 116 
z Chicago |, Ill. 25,000 Chicks a Week 132 
Wm. C. Scholefield—Mal M. Whitfield Holds Cooking Schools to Spur Appliance Sales oe 
230 N. Michigan Ave. . 4 15 
Telephone: Franklin 2-6202 Promoting Used Appliances 
r Ss is ~ 
cpteioag . Syren ky Display and Modernization 
- ° ° irc ran cKentie 
and the rtetatige ends Overhead Doors Form New Store Front 98 
2corators Rnepane Cenipae SNS Good Display Sells Summer Merchandise - 
ng. Con- Los Angeles 5, Cal. Attracting Women Shoppers 4 oo 
Daniels- L. H. Jackson, 3156 Wilshire Blvd. Egg Crate Displays Dress Up Windows 
ing idea a ee Better Space Utilization + 
Paint Sales 
t manu- e iid ale eth Colored Wall Panels Improve Pai 
sing the 100 E. 42nd St., New York 17, N. Y. $ th 
e Trade 
featured News o 
é Washington News and Views 10 
i Charter Member How's the Hardware Business? 14 
ra paint i Packaging Award Winners 120 
ay, Letters to the Editor on 
(ee NI P| Convention Calendar : 
ay for a j e — News of the Trade 204 
‘helps. i Manufacturers’ New Merchandising Plans 236 
' 
i SUBSCR PRICES: United St d 
its possessions $1.00 per year, Casede: $348 What's New in Hardware Merchandise J 12 
per year. All other countries $5.00 per year. 
EET ; ae nee ee Classified Advertising 242 Advertising Index 244 


HARDWARE AGE was established 1855, suc- 
ceeding and embodying "Hardware," New 
York; “Stoves and Hardware Reporter,” St. 
Louls; ‘Western Hardware Journal,"" Omaha; 
“Iron Age Hardware,"" New York; “Hard- 
ware Reporter,"’ St. Louis; ‘Hardware Sales- 





Net Paid Circulation This Issue 35,429 





ONE OF THE PUBLICATIONS 





man,"’ Chicago; “Hardware Dealers Maga- 
tine,"’ New York; "Good Hardware," New 
York, and "Your Business,"’ Philadelphia. 


OWNED, PUBLISHED, AND COPYRIGHTED (1954) BY THE CHILTON CO. INC. 


Executive Office Editorial and son Se 
1 
Chestnut and Séth Sts. ® ae vote _ . 
Philadelphia 39, Pa., U. S. A. 4 
OFFICERS AND DIRECTORS 
JOSEPH S. HILDRETH, President 


Phone: GRanite 4-5600 Phone: OXford 7-3400 
RENDORF, G. C. BUZBY, HARRY V. DUFFY, Vice Presidents; 
ee i ean. Scenes ENON BLAIR. MOFFETT, Secretary; GEORGE T. HOOK, 





’ HARDWARE AGE, published every other 
i Thursday by Chilton Co. (Inc.), Chestnut and 

56th Sts., Philadelphia 39, Pa. Entered as 
second class matter March 24, 1933, at the 
Post Office at Philadelphia under the Act of 








March 5, 1879. (Printed in U. S. A.) $1.00 WILLIAM H. VALLAR, Treasurer; 7 ge 
r i i FE M C. CAMPBELL, FRANK P. TIGHE, ; 
MINN. ~ _.. Single copies, 25¢ each. Vol. MAURICE =. COX, TO Aste c LEA TEVINNG € HAND 


aid 
RTT ape y 


wv 


$, 1954 i HARDWARE AGE. MAY 13, 1954 








American Chains for Farm, Home, 
Industry and Transportation — 
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New Metal Containers 
Offer Even Better Values 


« Now the popular ACCO-PAKs come in new 
metal containers, well finished and labeled. 
These pails can be re-used. As a matter of fact, 
you can sell them as pails when emptied. 

As you know, Acco Quality is the standard 
of value in chains. That’s why it pays to dis- 
play American Chain items at all times. 

Do you need another American Chain dis- 
play stand? These Salesmakers really create 
impulse buying. Tell your AMERICAN CHAIN 
distributor. 


taitcictsize 


American Chain Division 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, 
Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


What’s in a name? 


The interdependence of manufacturer and retailer finds special emphasis during 
the annual Brand Name week that is celebrated each Spring in New York. 


One of the highlights of the week’s activities is the selection and honoring of 
those retailers, in various fields, who have done an especially effective job of pro- 
moting and selling brand name merchandise. You’ll find on page 205 of this issue, 
an account of the hardware dealers who were selected as Hardware Brand Name 
Retailers of the Year. 


Because we believe in the value of brand name selling by hardware stores, it is 
our custom each year to have the hardware dealers who have been honored by 
the Brand Name Foundation as our guests at a luncheon. As you can guess, the 
conversation at this luncheon is devoted primarily to hardware merchandising in 
all its ramifications. 


The winners in this year’s Brand Name competition are all top merchandisers, 
men who know how to move hardware. They came from all parts of the country. 
Hearing their views on the selling of nationally known brands was most interest- 
ing. 

While we put considerable stress on the value to the dealer of selling nationally 
known brand name products, we must also keep in mind that this is also very 
profitable for the manufacturer. Certainly it is just as important to the manufac- 
turer as for the dealer. It is a partnership in which both share equally. 


While we all agree on the long range value to dealers in promoting brand name 
items, we must also acknowledge that there is creeping into the thinking of many, 
many dealers throughout the country, the question of whether or not brand 
names may be losing much of their value, if the manufacturer using a brand 
name does not think enough of his reputation to keep his product in proven, estab- 
lished retail channels. . 


Continued representation of a manufacturer’s product on the shelves of discount 
houses does his brand name no good. The tacit acceptance of discount houses by 
a manufacturer by his failure to make an honest effort to keep his product out 
of the hands of these bootleg retailers, can eventually destroy all the values that 
many years of effort have built into a brand name. 


The large sums of money that have been invested in stores, in fixtures and 
services by hardware dealers in order to provide an effective outlet for selected 
merchandise, is just as much for the benefit of the manufacturer as for the dealer. 


If a manufacturer feels that he would rather sell his product through discount 
houses in the large cities, he has every right to so act. But he should give careful 
consideration to the consequences of losing the other thousands of outlets he now 
has about the country, for most certainly it is now evident that he cannot have 
both the discount houses and the established retailer at the same time. 
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Just Among Ourselves 





informal editorial comments 


After listening to much conversation and seeing little action, many dealers are 
beginning to take matters in their own hands and are playing down, in some cases 
discontinuing, those lines that have cast their lot with the discount houses. 








As more and more dealers do this, the manufacturer of the brand name will 
begin losing one of his prime assets... the value of his brand name. All the money 
that he has spent over the years in building acceptance of his brand name will be 
just so much money thrown down the drain. 














































The manufacturer will also lose one other important asset . . . the accepted 
retail price for his product. Without this list price ... the price at which the 
product is sold by established outlets, the discount house loses its primary pro- 
motional emphasis. If they don’t have a standard with which to compare their 
products, they have no selling point. 

A manufacturer may well find himself left without his hardware outlets and 
without his discount outlets. 


It’s vour money... 


The wise handling of the finances of a store is as important to its long time 
success as is its merchandising practices. The most attractive store, the best mer- 
chandised store, can fail unless it is being operated on sound financial principles. 

In times such as we are now going through, the value of sound financial policies 
is doubly important. One aspect of the current picture that is causing some con- 
cern is the rapidly expanding volume of open credit being carried by dealers. 

We are not speaking here of instalment credit, but rather of open 30 and 60 
day accounts that directly tie up a store’s money. This backing up of receivables 
at the retail level is also felt at the wholesale level. Slow pay at the retail level 
makes for slow pay at the wholesale level, too. 

One of the chief sources of this difficulty is the tendency of local store owners 
to hesitate to ask past due accounts to pay up. Too many dealers feel that a cus- 
tomer will be offended if he is asked to pay his account. 

The large stores that compete with you for the consumers’ dollars have no 
qualms about going after past due accounts. They go after them promptly and 
aggressively. 

This often results in a customer paying up his account with the big city stores, 
because they demand it, while he let’s his local store account go unpaid. 

Credit is a valuable selling tool, if ysed properly. But it can be a bad master, 
too. A store that cannot discount his invoices is automatically buying at 2 percent 
more than his competitors. If he goes further and borrows money from a bank, 
he is adding from 3 to 5 percent more to his selling costs. 

A rough way to gage the condition of your outstanding credit, is to keep it 
under 45 days. This can be calculated this way: Take the total amount of open 
credit you do in a vear’s time (excluding instalment selling) and divide this figure 
by 360 days. This will give you the average credit sales per day. lé 

Divide this figure into the amount of open credit you are now carrying on the 
books. If the resulting figure exceeds 45 days, you would be well advised to initiate 
a program for collecting over due amounts. 

In the long run, it would be better for you to run the risk of offending one or 
two customers, by asking for payment of a past due account, and collecting on 

° eight or nine others, than to leave 10 past due accounts running without making 2 
an effort to collect them. i | 





There are many unoffensive means of collecting these accounts We have re- 
ported in HARDWARE AGE on many occasions the techniques used successfully 
by dealers in all parts of the country. These reports emphasize that the collection 
of accounts does not necessarily offend customers. 


eat 


Pa ana tied 





After all, it’s your money; it should be working for you. 
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DESIGNED FOR 
YOUR KEY CUTTING DEPARTMENT 





The New 
ILCO MONITOR 


Here’s the one key-cutting machine @ Easy to operate ...anyone in your store 
‘ . : can learn to use it 
that’s been designed specifically to er _ 
¢ @ Compact... space required is only 7" x 
meet the requirements of the small re- 3%” 
tail hardware dealer. And it’s been de- a Qeemae - « « new, improved rotary cutter 
. duplicates cylinder keys with precision ac- 
signed by ILCO the largest manu- curacy 
facturer of key blanks and key-cutting @ Adjustable key guide . . . can be reset to 
machines in the world. The ILCO compensate for wear in cutter or sample key 
. . i @ Sturdy key gauge... ensures accurate 
Monitor is your machine .. . alignment, long life 





SPECIAL KEY BLANK ASSORTMENT #8KBA 1 dozen each of 50 
most popular ILCO numbers. Also includes free decal, window card and instruc- ° 
tion manual. 








ee Write for full information on how ILCO can help make your key-cutting service really pay off. 


fs) 
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ashington 
NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Weather Is Key To Profits 
During Next Few Weeks 


Generally favorable weather during the next several 
weeks promises to boost sales in many areas. The 
U. S. Weather Bureau’s long-range forecast calls for 
drier-than-normal weather in most areas west of the 
Continental divide. Rainfall will be above normal over 
a broad area comprising the Gulf states, the Missis- 
sippi and Ohio River valleys, and the Middle Atlantic 
states. In other areas conditions will continue to be 
“about normal.” 

Effect of excessively dry weather in sections of the 
mid-west is being watched closely by federal business 
experts. A prolonged drought and its adverse effects 
on crops could seriously impair consumer ability to 
buy. Hardware and farm machinery purchases could 
be set way back. 

Keep in mind, however, that prices in general remain 
firm, that disposable income is higher than in 1953, 
and home-building continues at a high rate. 


OUTLOOK—Brightest sales picture in the’ 


weeks ahead is shaping up in the southeastern 

B states. Drought-stricken areas look the worst. 
Farm income generally is off, but for the most 
part still healthy. 


Federal Controls Not Likely 
Early In Indo-China War 


Any direct participation by the United States in the 
Indo-China war will not mean an instant return to 
federal controls over prices, products, wages and 
profits. 

War can and will be avoided, of course, if possible. 
If the worst happens the administration knows it must 
be prepared to maintain stability within the domestic 
economy. Top officials are doing some careful checking 
to make sure they have not tripped up in any of their 
calculations for mobilization of civilian-type produc- 
tion. 


10 


Basically, the U. S. today is approaching tip-top 
form in its state of military preparedness. Industrial 
capacity has been increased enormously since 1950. 
Stockpiling of scarce metals and materials had made 
good strides. With only a few exceptions the U. S. 
now has a hefty arsenal of both military and civilian- 
type supplies that could sustain another wartime econ- 
omy. 

OUTLOOK—The U. S. today could support 

a “guns-and-butter” economy indefinitely. How 

$ long the nation could fight a war without tight 

controls at home would depend upon the mag- 
nitude of the military operation. 


D. C. Fair Trade Assignment: 
Sell Long-Range Advantages 


Grass-roots support from Washington retailers, plus 
a helping hand from manufacturers, are the two pri- 
mary weapons being wielded locally in an all-out move 
to bring fair trade to the District of Columbia. 

Established merchants here now know it is neces- 
sary to convince the buying public of the long-range 
advantages that result from dealing with permanent, 
legitimate retailers. 

Hardware dealers must stay alert to advise con- 
sumers who see only the short-run advantage of a cash 
saving in buying from a discount house. It is im- 
portant to point out to the consumer the obvious ad- 
vantages of a valid guarantee or warranty, as well as 
maintenance and repair service. 

Manufacturers and wholesalers are being urged to 
release their goods only to legitimate retailers. Pledges 
to do this are being clearly ignored in some cases. A 
“get tough” policy on the part of manufacturers would 
go a long way toward solving the problem. 


OUTLOOK—Real impact of the Washington 

situation is yet to be felt. More discount 

> houses plan to open outlets here as headquar- 
ters for mail-order business. 


(Continued on page 156) 
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ON THE BiG “‘do it yourself’? maRKET 


é " Our: sia «ils Two Colorful, Eye-catching. 


Salesmaker Display Boards for 


McKINNEY “forged lron havimare 


Fe, Ba 


SyMKINNEY 





KIT NO. 54 


This board sells McKinney Forged Iron Cabinet 
Hardware for kitchens, dens, game rooms and 
other cabinet building or room modernizing. 


IT DISPLAYS Ha. Hand Butterfly Hinges; 
Plate and H Latches; Pulls; Knobs; Strap Hinges; 
and Semi-concealed Hinges. 


YOU PAY ONLY *63= 


—just the cost of the salable hardware. 


YOU GET: 


@ A Beautiful Display Board 

@ 14 dozen each of 23 items displayed 

® Catalog showing a large selection of the com- 
plete McKinney Forged Iron Line 

@ On request—a generous supply of literature and 
folders to help you sell 


YOU SELL the hardware for YO5H0 


—at a great big §6674% profit. 


Both display boards are 22%" high x 18/2" wide —in attractive decorator colors — 
removable frames. Samples shown in three distinctive finishes—dull black, Swedish 
(relieved) iron, and Olde Copper. Boards are exact size for use in NRHA Cabinets. 


These effective displays belong in your showroom. Your 
customers will prefer McKinney Quality Forged Iron Hard- 
ware because it is the original line—the leader in its field— 
backed by 30 years of national advertising—the only complete 
line on the market—authentic designs—matching hardware 
for any installation. McKINNEY MANUFACTURING COMPANY 


Don’t miss this profit opportunity. Immediate oa tat aaa 
delivery — Get in touch with your Jobber today! 














Single Bore Lock 

No, 1100 screen and combination 
door lock can be quickly and easily 
installed by the do-it-yourself fan. 
Lock requires only one hole to bore, 
nothing into edge of 
Strike 


lever latching mechanism which en- 


since goes 


door, contains a_ yielding 


gages a latch bolt on the shank of 
handle. 


the lever Strike is flush 








mounted on surface of door jamb, 
so no mortising is required. Lock 
fits all doors from % to 1%, in. 
thick. Has solid brass trim and 
steel inside parts. Carries a lifetime 
guarantee, Dexter Lock Co. 


For more data circle No. 1 on postcard, p. 165 


Screen Door Closer 
Musketeer screen door closer is 
reversible without mechanical 
changeover for use on doors open- 
ing in or out. Easy to install, it 
has a hold-open device that keeps 
door in open position when desired 
and a nylon valve adjustable clos- 
ing speed control. Buffer spring 
concealed in the extruded alumi- 
num cylinder reduces possibility of 
wind damage to door and hinges 
and eliminates need for auxiliary 


12 


Musketeer 


SEEPS tHSEcTs 
“*S OUT. Keeps 
Boor 








8 CLosen 


device. 


spring 
Closer is finished in bronze or sil- 
ver luster. As special introductory 


shock-absorbing 


offer, counter display is offered 
free with each order of six closers. 
P. & F. Corbin Div., 
Hardware Corp. 


American 


For more data circle No. 2 on postcard, p. 165 


Four-Cup Coffee Maker 
Four-cup drip coffee maker has 
been added to line of Revere Ware 
copper-clad stainless steel cooking 
utensils. It features a_ tapered 


coffee basket which makes it pos- 
sible to brew two and three cups 
that are equal in flavor to results 
when 


obtained brewing to full 








four-cup capacity. Retail price is 
$9.95. Revere Copper and Brass, 
Ine. 


For more data circle No. 3 on postcard, p. 165 


Vacuum Boftles 


All vacuum Aladdin 
line now feature a non-drip pour- 
ing lip, a threadless cup and an im- 
proved stopper with new finger 
grip. Designed as an integral part 


bottles in 





of the collar, the new lip protects 
the filler neck and cuts down break- 
age. The cup, made of high impact 
styron, is unbreakable in normal 
use. Stopper is now easier to insert 
and Aladdin Industries, 
Inc. 


remove. 


For more data circle No. 4 on postcard, p. 165 


Portable ice Chests 

Models 9024 and 9025 
trated) ice chests have been added 
to the Little Brown line. Model 9025 
is 28 in. long, 15 in. wide and 1214 


(illus- 


in. high. It holds more than 85 Ibs. 
of ice. Model 9024 is 22 in. long, 15 
12'%4 in. high, and 

30th chests are 


in. wide and 
holds 70 Ibs. 
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FOR THE HARDWARE DEALER 








equipped with ice picks, bottle-can 
openers, removable food tray, and 
outside drains. Model 9025 lists for 
about $19.95; Model 9024 for about 
$15.89. Hemp & Co. ; 


For more data circle No. 5 on postcard, p. 165 


Corn Dishes 

Corn Crib set consists of four 
corn husk shaped dishes with deep 
butter well in chartreuse and eight 
metal-spiked holders shaped like an 
ear of corn in forest green. Made 
of durable, washable Styron_ plas- 
tic, dish measures 834x2°, in. Set 
is packed in cellophane window box. 
Lists at 98¢. Federal Tool Corp. 


For more data circle No. 6 on postcard, p. 165 
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Cylindrical Locks 

New line of Yale “key-in-the- 
knob” push-button cylindrical locks 
contains models for every standard 
application in residential buildings, 
hotels, schools and other institu- 
tions. These Yale 5300 Series locks 
available in bronze or 
aluminum. Built with six pin tum- 
blers to give greater security and 
to facilitate better master-keying, 
locks have an anti-jimmy 


are brass, 


also 


CYLIMORICAL 
Leocusers 





guard bolt. Available in various de- 
signs. Yale & Towne Mfg. Co. 


For more data circle No. 7 on postcard, p. 165 


Grass Shears, Weeder 
Model DK grass shear is oper- 
ated by mechanism which uses up- 
and-down handshake grip. Handles 
are at offset angle with blades to 
permit hand clearance when 
along walks, walls, etc. Length of 
shear is 1234 in. Grass weeder has 
V-shaped blade which is forced into 
root area by pressure on push bar. 


used 


Designed for use in standing posi- 
tion, weeder is 41 in. long. Also 
available is 17 x 10 x 42 in. display 


(Continued on page 162) 


Want more information on these 
products? Then use free post 
card on Page 169. 


in hardware merchandise... 








TO HELP YOU 


SELL 


AND OTHER DEALER 
SALES BShee 


New Chain Packaging 
Many the 
Chain Companies are now available 
in individual sturdy containers suit- 
able for retail counter and floor dis- 





products of Round 


play. A new catalog folder illus- 
trates, describes and prices all 
items included in new packaging 


program. Each Round Chain prod- 
this 


uct included in program is 





priced to consumer; clearly labeled 
containers permit self-service, and 
facilitates ordering, handling, dis- 
playing, and selling. Round Chain 
Cos. 


For more data circle No. 8 on postcard, p. 165 


Toaster Display 
Two-toaster display 
Super De Luxe Model 1B16 which 
retails for $27.50 and De Luxe 
Model 1B14 at $23. Toasters 
mounted on twin platforms printed 


features 


are 


(Continued on page 190) 
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Retail Sales Fail 
To Keep Pace With 
Disposable Income 


While some retail sales improve- 
ment has been noted, the disparity 
between retail sales and disposa- 
ble personal income offers both 
opportunity and challenge to the 
nation’s retailers. 

This gap between sales and dis- 
cretionary spending funds has 
been widening since early last 
year, and undoubtedly reflects a 
cautious attitude on the part of 
the buying public. 

Although consumer sales have 
held up better than most other 
elements of the economy, it seems 
unlikely that consumers will 


loosen their purse strings until 
they note a positive business im- 
provement. 

While the stock market is no 


longer the barometer it once was, 
the record sales that Wall Street 
has enjoyed in recent days, makes 
encouraging news that will help 
to hasten the day when consumers 
will again decide that they can 
afford to spend more liberally on 
personal wants and on major im- 
provements for their homes. 

Sales of all retail stores in Feb- 
ruary were off 2 pct from the like 


14 
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> Consumer Savings Outstrip Sales 


> Stores Had Pre-Holiday Gain 


> Consumer Attitudes Cautious 


Consumers More Conservative in Buying Plans 
This Year; More Expect to Improve Homes 


Consumers are less. confident 
about their personal financial pros- 
pects than they were a year ago, 
it is revealed by the ninth annual 
Survey of Consumer Finances, con- 
ducted by the Board of Governors 
of the Federal Reserve System. 

A majority of those expressing 
an opinion in this year’s survey, 
conducted in January and Febru- 
ary, stated that they felt that eco- 
nomic prospects for the country 
were generally good but a sizable 
number felt that prospects were 
unfavorable. 

Plans of nonfarm consumers to 
make expenditures for home im- 
provements and maintenance ap- 
peared to be a little more numerous 
than last year. The average amount 
of planned expenditure was a little 
lower, however. 

Consumer attitudes as to whether 
it is a good or a bad time to buy 


month of 1953, and an advance 
estimate of March sales put them 
about 5 pct below the March 1953 


total, after adjustment for sea- 
sonal factors and trading day 
differences. 


durable goods showed little change 
from a year ago. 

It was noted, however, that there 
appeared to be some tendency for 
consumers to time their plans to 
buy more heavily in the latter part 
of the year than was the case a 
year ago. 

This tendency may indicate that 
consumer buying interest will be 
more active later in the year, or it 
may indicate that consumer plans 
are more tentative than in other 
recent years. 


Consumers Curtail 
Buying on Credit 


Customers for the third straight 
month, in March, reduced their out- 
standing short term debt. Prior to 
January, consumers had been add- 
ing to their credit debt steadily for 
more than a year. 

The total of short- and immedi- 
ate-term consumer credit outstand- 
ing amounted to an_ estimated 
$27,151 million at the end of 


March; $327 million below the pre- 

ceding month-end and $1,205 mil- 

lion above a year earlier. 
(Continued on page 224) 
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RB&W’s NEW 


Handy-Man 


BOLT and NUT KIT! 


* 50 BOLTS, 50 NUTS, 8 WASHERS 
—ALL BRIGHT ZINC-PLATED 

* DESIGNED FOR FAST SALES TO THE 
“FIX-IT-YOURSELF” TRADE 


The year’s biggest news in 
bolt and nut merchandising 





Yes, it’s the hottest bolt-seller of this 
year—or any year—the way this new 
RB&W merchandising ‘first’ is catch- 


* A BIG BARGAIN FOR EVERY HOME-OWNER ing on! 








Dealers go for the Kit because it... 
e Gives shoppers self-service item 
¢ Saves time for dealer and shopper 
* Builds bigger unit sales of bolts 


e Sells on sight—from point-of- 
purchase display 


e Provides good profit margin 


Home-owners go for the Kit 
because it... 


e Contains wide assortment of 
needed bolts 


e Eliminates frequent shopping trips 


e Gives them quality items at low 
cost 


e Handles small or large 
fastening jobs 


e Keeps bolts handy at 
all times 














RB&W 
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Typical home repair jobs 


OUTDOOR FURNITURE APPLIANCES AND FIXTURES 
LAWNMOWERS AND GARDEN EQUIPMENT RECREATION EQUIPMENT 
BICYCLES, WAGONS, OTHER LARGE TOYS 











Featured by IRHA 


RB&W’s Handy-Man Bolt and Nut Kit was one of the items 
featured in IRHA’s big nationwide promotion to the multi- 
billion dollar ‘‘do-it-yourself”’ market.- You can still cash in on 
this promotion by ordering your stock of these novel, easy-to- 
sell kits... they come in self-display cartons that take up a 
minimum of room on your counters. 


Shoppers Sell Themselves 


Eye-catching, self-displaying carton of 10kits 
does all the selling for you. Just open a car- 
ton—inside top flap becomes self-selling 
display that helps you increase profits from 
bolt sales. 


Your RB&W distributor is all set to supply 
this new Handy-Man Bolt and Nut Kit. Why 
Order not cash in on this “Do-It-Yourself” trend 


now? Phone or write your nearest distributor 


/ today—ask for RB&W's Handy-Man Bolt 
. and Nut Kit! 


109 YEARS MAKING STRONG THE THINGS AMERICA MAKES STRONG 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales offices at: 
Ardmore, Pa., Pittsburgh, Detroit, Chicago, Dallas, San Francisco. Sales agents at: Portland, Seattle. Distributors 
from coast to coast. 
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Join the (). Fan Fair 
| 


Order your stock 





of KM. Fans from 





your KM. Distributor 






Listed below, today! 





@ SEE the one and only 
&: Swing-A-Round 
reversible window fan 


A big, powerful, 20’ 































fan that cools every corner of the 


e It's a floor circulator! 


@ SEE the amazing >: 
All-A-Round Fan with 
4-way performance 


e It's a blower fan! 






average-sized ranch home. Easily installed in a few minutes 


It's an exhaust-intake fan! 


ales 








































































ALABAMA 
Birminghom 
R. D. Burnett Cigar Co 
Stratton & Terstegge Co 
Selma 
Tissier Hardware Co 


ARIZONA 
Phoenix 
Phoenix Hardwore Co 


CONNECTICUT 
Hartford 
Capitol Light & Supply Co 
East Hartford 
Roskin Distributors 


DELAWARE 
Dover 
Dover Electric Supply Co 
Wilmington 


Radio Electric Service of Del. Inc 


DISTRICT OF COLUMBIA 


Washington 
Copital Cigar & Tobacco Co 
Fetterman Hordwore Co 
Orgel Brothers Wholesale Jewelry Co 
Washington Wholesale Drug Co., Inc 


FLORIDA 
Pensacola 
Pace Holland Co 
Tampa 
Miller Distributing Co 


GEORGIA 

Atlanta 

Appliance Distr. Co., Inc 

Tenenboum Bros 
Augusta 

Hart Electric Supply Co 

Jernigan Hardware 
Dublin 

lovette & Thorpe Hardware 
Savannah 

D 





..no tools necessary. Exclusive “KEMK wind tunnel con- . 
centrates air blast and increases air delivery ... changes to e It's a window fan! 
intake or exhaust positions in seconds without removing fan. The ~S596— All-A-Round Fon made s 


Telescoped metal tubing permits expansion to fit all sizes of 
window openings. Tell your customers that the “KEM Swing- 
A-Round can be used as a blower fan and circulator fan, too 
... extra sales ammunition! 


IDAHO 
Boise 
Affton Lemp Distributors 
Lewiston 
Morgan Bros. & Co 
Pocatello 
Billmeyer Distributors 


ILLINOIS 
Champoign 
Tepper Wholesale Electric Co 
Chicago 
Active Electrical Supply Co. Inc 
All Americon Sales 
B.C Distributing Co 
Bruns & Collins, Inc 
Denward'’s 
Electrical Wholesalers, inc 
Ever.Ready Electric Supply Co 
Harrison Wholesale Co 
Hyland Electrical Supply Co 
Loomis Textiles, Inc 
Rogers Supply House 
Southwest Distributors 
Weinberg & Co 
Decatur 
Decatur Poper House 
De Kalb 
Hub Electric Supply 
Joliet 
Joliet Electric Supply 
Mt. Vernon 
Mt. Vernon Electric & Supply Co 
Peoria 
John C. Streibich Co 
Peoria Paper House 
Quincy 
Irwin Poper Company 


INDIANA 
Elkhart 
Elkhart Supply Corp 
Evansville 


Avtomotive Wholesalers 
Fort Wayne 





+ lLofayette 


Indianapolis 
Economy Electric Supply 
Kipp Broy 
Mooney Mueller-Ward 
Shane Company 
Van Comp Hdwe. & Iron Co. 
Kokomo 
Wholesale Electric Service 
Muncie 
Eastern Electric Supply 
Industrial Electric Supply 
Peru 
Marburger Wholesale Supply 
Richmond 
Meller Bros. Hardware 
Richmond Electric Co 
South Bend 
Galentine Novelty Company 
Young Heating Co 
Terre Haute 
Levin Brothers 


IOWA 
Algona 
Thompson Distributing Co 
(Branch) 
Cedar Rapids 
Electric Motors Co 
Des Moines 
\. MH. Kurtz Co 
Robinson Wholesale Co 
Fort Dodge 
Thompson Distributing Co 


KENTUCKY 
Covington 
J. C. Noyes & Son 
Lovisville 
Burwinkle Hendershot Co 
Owensboro 
Wright Supply Co 


LOUISIANA 






history in 1953... 


features guarantee 


opportunities for 1954 


New Orleans 
Eaco, Inc 
Interstate Electric Co 
lighting Fiature & Electric Supply Co 


MARYLAND 

Annopolis 

Rhodes Electric Supply Co 
Boltimore 

Consumer's Distributing Co 

Electric Industrial Equip. & Sup. Corp 

loewy Drug Compony 

Mar Matic Sales Company 

Shofer's Wholesale Company 

Dovid B. Taylor Company 

Wilcox & Hoslup Hordwore Co 


Easton 

Easton Wholesale Distr. Cu 
Salsbury 

Del. Mor-Va Hardware Corp 

MASSACHUSETTS 

Springfield 

Burt's Soles Co 

MICHIGAN 

Detroit 

Center Electric Supply 

G. & L Electric Supply 


1M. Oberc Co 

National Wholesale Dr 

Splane Electric Supply Co 
1 


Wolverine Wholesole Tot ° 
Flint 

Sitkworth Distributing Co 
Saginow 

Soginaw Hordwore Co 
Muskegon 

Independent Electric Co 


MINNESOTA 
Minneapolis 
Sterling Electric Co 
S & M Company 


MISSISSIPPI 
Blox: 
Combel's Wholesole Hdwe. & Supply Co 


and now, new improved 


even 


greater sales ; 


Columbus 
Puc 
Natcher 
Feitus Bros 
Tupelo 
L. D. Hancock Co. 
MISSOURI 
Fulton 
Central Electrvc Supply Co 
St. Louis 
Alt-Com 


‘ 


ett McGee Electric Supply 





Hordwore 


Artophone Co 
Blackwe Wielondy 
Markwort Sporting Goods 

Stone Distributing 
Sikeston 

Crenshaw Distributing Co 
Springhield 

Four States Distributing Co 
Washington 

Bueschers Wholesale, In 


MONTANA 
Great Falls 
Glacier State Electric Supp 14 
NEW JERSEY 
Atlantic City 


Moegin Electric Supply Co 


Comden 
Camden Electric Fixture Co. 

Elizabeth 4 
Merit Electric Supply Co 


Jersey City 
Gorfuntel Company 


lLovrelton 





Schenck Electrical Supply Co 
Morristown 

Morristown Electric Supply C 
Newark %. 


Nework Specialty Co 

Reliable Electric Supply Co § 
Paterson : 

Watson Flagg Soles Co 


Union 
Surrey Electric Supply Co 
NEW MEXICO Ss 


Albuquerque 
te 





Albany 
Cploni: 
Fort O 

Botavia 
Salwoy 

Binghamto 
Floranc 

Brooklyn 
Adco ¢ 
Horn 8 
Ross E 

Buffalo 
Bison | 
Centro 


Jamestown 
Clorke 
Long Islan 
Groybs 
Meadville 
Harley 
Niagora F 
All Joy 
Mount Ver 
8. Dov 
New Roche 
Applic 
New York 
Air Eq 
Garfie 
Gener 
Midwo 
Royol 
Yorkto 
Syracuse 
lL. Gor 
Utica 
Homm 
White Plai 
Gartie 


N 


eno 
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e fan! 


ade sales 
improved 


iter sales 


AcGee Electric Supply 


01. Hordwore 
cock Co, 
SOURI 

ectre Supply Co. 
e Co 

Wielondy 


Sporting Goods 


Inbuting 
Oiustributing Co 
1s Distributing Co 


Wholesale, Inc 


ITANA 


late Electric Supply 


JERSEY 


lectric Supply Co 


lectric Finture Co 
tric Supply Co 
Company 


ectrcol Supply Co 


n Electric Supply Come 


pecialty Co 
ectric Supply Co. 





099 Soles Co 





tric Supply Co 


AEXICO 

















@ SEE the sensational in 
Duo-Aire Fan... 


2 fans in 1 



































e High velocity blower 


e Scientific circulator 


The 


KeM~ Duo-Aire Fan is an exclusive product with proven 





@ SEE power-packed pro- 
motion that'll give you 
a quick turnover, high 

profit fan department 


EVERYTHING FREE WITH 
YOUR PURCHASE OF 
KNAPP 


local Newspaper advertis- 
ing with your store name 
featured! 
National advertising 
magazines, newspaper and 
television! 
Giant-sized full 
displays! 


color 


Window streamer, counter 
cards! 


-- MONARCH 


@ SEE the new, new y: Rol-A-Round 
Fan... the coolest fan on wheels 


consumer acceptance. It's the only fan that operates as a 


powerful blower fan 


around motor feature 


the sale. 


NEW YORK 


Albany 


Colonial Heating Equipment Co 
Fort Orange Radio Distributing Co 


Botavia 


Salwoy's Hardwore 


Binghamton 


Florance Electric Supply Co., Inc 


Brooklyn 


Adco Company 
Horn Brotehrs 
Ross Electric Corp 


Buffalo 


J 


J 


Bison Electrical Distr. Co 

Central O-B Products Co 

Davis Electrical Distr. Co 

Ellicott Drug Co. 

lee Distributing Co 
amaica 

Central Queens Electric Supply Corp 
amestown 

Clarke Hardware Company 


long Island City 


Graybor Electric Co., Inc 


Meadville 


Harley D. Carpenter 


Niagora Falls 


All-Jay Distributors, Inc 


Mount Vernon 


B. Davis Co., Inc 


New Rochelle 


Applionce Distributors, Inc 


New York City 


$ 


Air Equipment Distributors, Inc 
Garfield Electrical Supply Co., Inc 
General Distributors 

Midway Electric Supply Co., Inc 
Royal Eostern Electrical Supply Co 
Yorktown Electricol Supply Co. 

yracuse 
t. Gordon Distr. Co. 


Utica 


Hommer Supply Co., Inc. 


White Plains 


Garfield Electrical Supply Co., Inc. 
NEVADA 
ene 
. 


and a floor circulator. Patented turn- 
affords dramatic display and clinches 


NORTH CAROLINA 
Asheville 

Rea Auto Supply House 
Charlotte 

Carolinas Avto Supply House 
Elizabeth City 

Aydlett Products Co 

J. A. Hooper 

The R. S. Jordon Co 
Goldsboro 

Smith Hardwore 
Greenville 

Southern Reliable Wholesale Co 


Hickory 

Ligon Electric Supply Co 
Raleigh 

Job P. Wyatt & Sons Co 
Smithfield 

Whitley Specialty Co 
Wilson 


The Tar Heel Hardwore Co 
Winston Salem 


Ligon Electric Supply Co 
NORTH DAKOTA 
Wohpeton 
Dakota Distributors, Inc 
OHIO 
Ashtabula 
Anderson Soles Co., Inc. 
Cincinnati 


Hale-Justis Drug Co 
The Cincinnati Economy Drug Co 
Weisbrodt Sales Co 
Cleveland 
Carnegie Radio Co 
Edgor A. Brown, Inc 
Feature Products 
Columbus 
H. T. Maloney & Sons 
Sharwell Tobacco Co 
Toback, Inc 
Dayton 
The Miomi Cigor & Tobacco Co. 
Hamilton 
The Lewis Cigar Co. 
Lencaster 


From ,cellar to attic... the 


tomers will applaud. 


Mansfield 

Wagner Hardware Company 
Marion 

Probst Supply Co. 
Medina 

George F. Reinhardt 
Springfield 

Paul's Cigarette & Tobacco Co 

Springfield Electric Motor Co. 

Springfield Paper & Mdse. Co 
Steubenville 

Industrial Tobacco & Candy Co 
Wooster 

The Friendly Wholesale Co 
Youngstown 

Al Mor Supplies 


OKLAHOMA 
Oklahoma City 
Southwestern Hordwore Co 


OREGON 
Portland 
Circuit Distributing Co 
S. A. Sediock Compony 


PENNSYLVANIA 
Allentown 


Clark Distributing 
Hunsicker's 


Altoona 

Dibert Radio, Inc. 
Erie 

Presque Isle Electric Co. 
Harrisburg 

Hensel's 


Johnstown 
Cambria Equipment Co, 





lebanon 

J. C. Havers 
McKeesport 

Apter Bros. & Co, 
Meadville 

Horley D. Carpenter 
Oil City 

Corrin 
Philadelphia 


Judson C. Burns 


Pittsburgh 
A. 4. Rapport Company 
Demmier Bros. Co 
Kim Electric Supply 
Martin Hordsocg Co 
State Electric Supply Co. 


Penn Supply 
St. Mary's 

B&R. Electric 
Williamsport 

Neyhort's, Inc 
York 

C. H. Stalimen 
Uniontown 

The Fayette Company 


SOUTH CAROLINA 
Charleston 
Thompson Miler Hardware 
Florence 
Corolinas Avto Supply House 
Greenville 
Poe Hordwore & Supply 


TENNESSEE 
Bristol 
Interstate Hardwore Co 
Chattanooga 
Chattanooga Paper & Woodenwore Co 
Duff Bros., Inc 


Wholesale Furn. & Appl. Co 
Knoxville 

Wholesale Furn. & Appl. Co 
Memphis 

Ellis Bagwell Drug Co 
Nashville 


Nashville Chair Co 
Tennessee Wholesale Drug 


TEXAS 
Dallas 
Crobtree's Wholesale Rodio 
Higginbotham Pearlstone Hdwe. Co 
Meletio Electrical Supply Co. 
Fort Werth 
W ond K Wholesale Camoany 


HEM. Rol-A-Round can be easily 
about... solving any cooling problem on the spot! A feature your cus- 


moved 


VIRGINIA 
Edinburg 
Irwin Candy Compony 
Richmond 


Bodeker Drug Company 

Electrical Equipment Co 
Stanton 

Associated Hordwore 


WEST VIRGINIA 


Charleston 

Anchor Tobocco Company 
Belington 

Kone & Keyser Hordwore Co, 
Clarksburg 


Clarksburg Drug Co 

Johnson Hardware Co 

Parsons Saunders 
Huntington 

Riverside Poper Company 
Porkersburg 

Goldsmit Black, Inc 
Wheeling 

Ohio Valley Drug Co 

Shulick-Taylor Co 


WISCONSIN 
Beloit 
Sovoge Distributing Company 
la Crosse 


lo Crosse Stee! Roofing & Corrug. Co 
Milwaukee 


Hesco, Inc 

Stendord lamp Co 

Taylor Electric Co 

Wisconsin Deluxe Co 
Racine 


Allen's Merchondise Co 
Stevens Point 

Ameo, inc 

The Central Co 


WYOMING 
Casper 
Intermountain Whise. Co 


And all Westinghouse Electric Supply 
Corp. Distribute: 

















































RUBBERMAID’S PACKAGED LINE wins . . . First Prize: Housewares and Household Division . . . Bronze Plaque: ‘‘Best Package of the Year’’ 


RUBBERMAID S-W-E-E-P-S TOP HONORS 
In Variety Store Merchandiser’s Annual 
Packaging Contest! 


ar hlCUT 





‘ 
MORE PROOF THAT RUBBERMAID DOES MORE FOR YOU... 
all the way, from big, continuous full-color national advertising that ( 
makes Rubbermaid iccepted brand name right down to 5 
selling packages. The contest judges said: “Rubbermaid packages are Cour 20TH HEAR) 


eye-catching . . . easily adapted to all counters and self-service fixtures 
... easy to handle... easy to keep clean... easy to buy!” Le 
STOCK and display Rubbermaid’s complete basic assortment. Every HOUSE WARE 


product is priced right and styled right for fast turnover. Enjoy 4 to 5 The original... complete . . . only nationally- 
times greater return per counter foot than the national average for house- advertised line of rubber housewares. 


wares departments. THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 
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Colorfully fresh, smartly tailored RIBBON PLAID is the Decoware pattern that has 
the ladies eager for a complete set. True to the standards of Decoware quality, 
RIBBON PLAID is skillfully lithographed...on the kitchen pieces. that homemakers 
find most useful...in bright red, green and yellow with a choice of red or yellow 
trimmings. Decoware’s all-rounded edges, snug fitting tops, recessed knobs and heavy 
metal construction mean a line of kitchen favorites. Show RIBBON PLAID—Sell 


RIBBON PLAID — to customers on the lookout for a new set, to prospects shopping 





for their first set. Your nearest Continental office will give you full details on 


RIBBON PLAID. Won't you call us? 





i> 
CONTINENTAL (€ CAN COMPANY 


CONTINENTAL CAN BUILDING 


100 East 42nd Street New York 17, N. Y. 
Eastern Division: 100 E. 42nd St., New York 17. * Central Division: 135 So. Lo Salle St., Chicago 3 * Pacific Division: Russ Building, San Francisco 4 
STER, OHIO 


Y 18, 1954 
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This year sell 


more 2 glass ware with™ 


r Vip . 
Libbey ‘s new theme: - Ye Us lt fete | 
| A iio 

| 

. P , 4 , al , : NATIONAL 

Libbey will back this sales-making idea advertising creates. Make your store plays .. . to make it easy for customers § 
with a full-color, full-page ad in House party —and Libbey — headquarters. to carry home. YOU GE 
Beautiful, May, and House & Garden, Illustrated in the advertisement are Start making your plans now. To Bride & 
June, and in other national magazines just a few of the many profitable Host- order, or for information on the com- J ee 
throughout the year. ess Sets in the Libbey line. All are pre- plete Libbey line available, contact White s 
What a natural tie-in and display packed in attractive gift cartons to your Libbey Supply dealer. Or write J the kin 
idea—parties and gay Libbey Hostess minimize your handling time . . . to direct to Libbey Glass, Division of | > 
Sets. Take advantage of the interest this mike it easy to build eye-catching dis- Owens-Illinois, Toledo 1, Ohio. festive 
Nation 
full-col 
ustom 
O I Better | 

7 ey ~ 7 

LIBBEY SAFEDGE GLASSWARE WENS-LILLINOIS | conv 
eanets 
AN (1) PRODUCT GENERAL OFFICES +» TOLEDO 1, OHIO onl 
HARD 
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A Ff TOASTERS ...THE PREFERRED GIFT OF BRIDES! 


oxy _ MR. DEALER: Do you realize what a 
244) Gold Mine the Bridal Market really is? 


s) 
oe BIG BUSINESS? AND HOW! 


IN A RECENT SURVEY AMONG BRIDES: Here is a tremendous untapped market which affords you 
a great Opportunity. 

So sell women the first time they come into the market 
in a big way—as brides. Get them in the habit of com- 
ing into your store. Assure yourself of satisfied customers 






85.1% received toasters as wedding gifts! 

(35% of them were “Toastmaster” Toasters . . . almost 
twice as many as the next leading brand!) 

82.1% received electric trons! 


that will buy = and again from you because ‘“Toast- 
70 “CelVeE - y, ope! mas ¢ . = oa 
65.7% received coffee makers. master” helps build the reputation of your store, as the 
All of which proves that electric housewares are in place to buy fine quality merchandise. 


tremendous demand as bridal gifts. 


IN ANOTHER BRIDAL SURVEY: 
82% of women (see chart) first acquired electric house- 
wares during engagement or within first six months of 
marriage. 


HERE’S YOUR MARKET! 
420,500 MARRIAGES IN MAY, JUNE & JULY! 


Yes, during the months of May, June and July, over 
28% of all 1954 marriages will take place, so start now 
; ; during these best selling months. 

Approximately 1,500,000 marriages will take place in 6 5 


1954. The average age of all brides today is 20.5 years Based on the first survey shown here, the following 
; ‘ ‘ s 20. : 


tremendous numbers of appliances will be bought as 
bridal gifts during May, June, and July. Toasters— 








Electric Housewares First — Married 357,845. Irons—345,230. Coffee Makers—276,269. 
air , It’s a year ‘round business, too! Weddings take place 
ee Second Six Any time every day, so continue month after month to capitalize 

Before — Engaged e ae "a on this gigantic market. 
Source: Study of First Ovnarthio conducted tor Mo MARRIAGES OCCUR YEAR 'ROUND! 
\ride's Magazine by Noti ‘omil; ion, Ine. — 

? - aie eines rearticreeairai Ist Quarter 2nd Quarter 3rd Quarter 4th Quarter 
Jan. 7.1% Apr. 8.0% July 9.0% Oct. 8.6% 
Feb. 6.6% May 8.4% Aug. 9.2% Nov. 7.8% 
Mar. 6.6% June 11.3% Sept. 8.9% Dec. 8.5% 
20.3% 71% 7.1% 24.9% 


Source: National Office of Vital Statistics for 1953 
Tie in with Toastmaster Advertising 
to Get More Bridal Gift Business! 


All year, ‘“Toastmaster’’ runs powerful national advertising 
~ Oo haa to keep this brand the most-wanted of all toasters. For 
Z nak of ye ape : . oe : . 
pole teh fl example, full-color ads will appear in The Saturday Evening 
Post on May 15, and in Look on June 15. Also colorful ad- 


o vertising in McCall's, Better Homes & Gardens, Country 


= -—--- Gentleman and House Beautiful. 

Poe All year, too, ‘Toastmaster’ advertises to the bride in 
all the major bridal magazints. (Brides hint for gifts and 
buy with gift money, too!) 

So put all this promotion to work in your store. Best 
way to do that is with this great new 


a TOASTMASTER STORE DISPLAY 


All you do is take three ‘Toastmaster’ Toasters from 
your own stock. Then, with the Merchandising Kit we will 
supply, you'll set up a beautiful bridal-gift window display 














_ ae NATIONAL AD DISPLAY BLUE RIBBON STREAMER WHITE SILK DRAPE = BRIDE & GROOM ORNAMENT that will really pull customers into your store. (Helps you 
vennemeees . sell other bridal-gift items you carry, too!) 
> YOU GET THIS COMPLETE DISPLAY AND MERCHANDISING KIT FOR ONLY $2! And, get this, you'll set up this display 7” only 10 minutes! 
now. To Bride & Groom Ornament— Molded of campaign. Contains bridal-gift ads. ' ' 
the com- § highest quality, durable Catalin Styrene. Display Set-Up Diagram—Shows you * ALL THIS ... ALL YOURS ... FOR ONLY $2! ~ 
— Figures are lifelike in rich, full color. ; Hin ete «at Si ‘i ' 
contact soap mu cous’ how to set up entire display in LOminutes. 4  ToasTMASTER PRODUCTS DIVISION 
White Silk Drape—Ample materia! here, : ° . ' 
Or write § the kind that falls into deep folds. Hurry ! — Get a beautiful 6-color ; McGraw Electric Company, Elgin, Ill. ' 
war . P . . 3-D in-store display at no charge ' : e , 
vision of — Blue Ribbon Streamer—Smooth satin if you place your order for the s Send me all the following ‘Toastmaster’ Display and Mer- & 
i B® that adds another touch of color to this “Toastmaster” bridal display kit by # chandising Materials. I enclose $2. ' 
10. i festive display. May 15. 1954 + ; ; 1 
y National Ad Display—The powerful a ———_——_- 8 “— & Groom Imprint folders as shown belou : 
se: F ’ rmament 
} full-color advertising so many of your ; ' - 5 
‘ customers will see in the Post, Look, : eeag Ss a Store Name : 
3 Better Homes & Gardens, and McCall’ ies ‘ ue AIDDON streamer a ' 
Ae » National Ad Display — ' 
O I s 5 Hee een Leaflets—Plentiful supply of -—J s Consumer Folders City em . 
; leaflets on both ‘*Toastmaster’’ Toasters. : A 9 Cut & Mat Sh ) ; ' 
; tomatic Toasters ut & Mat Sheet , : 
1,OHIO | Cut & Mat Sheet——-Helps you tie in ne aeae See aero Sunicecuiinat ! Display Set-up Diagram _ Ship attention of ______ : 
' locally with our big national advertising McGraw Electric Company, Elgin, Il. ©1954 Lease eee eee ee 
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for Peak Profits Join In This Huge May- June Gift Promotion NOW! 


Over 66 Million Shoppers—Your Best 
Customers Included—Are Seeing A Colorful 
Array of PYREX Ware Gifts Featured In 
Big Full-Color GIFT FAIR Ads In These 
Leading National Magazines Right NOW! 

@ Campaign includes a powerful two-page, full-color ad in 
April 26th LIFE—plus full-color page ads in the May 
issues of LADIES’ HOME JOURNAL, BETTER HOMES 
& GARDENS, and FAMILY CIRCLE. These ads are 


promoting PYREX Dinnerware, Ovenware, Bakingware, 
Flameware and Colorware for you! 


THIS ADVERTISING IS. TIMED TO HIT THE PEAK 
|__ FOR MOTHER'S DAY—SHOWE: 








Use the special free advertising and Ware sets and single pieces. campaign of newspaper ads 


display material to tie in while PYREX ° Hang all five over-the-wire pe ee. ee ae 
Ware Gift Fair Ads are appearing! anners from kit in your Ee ragiggg atten 
PP e PYREX Ware department. Install a PYREX Ware 


Here's how to do it — e Install the ten colorful price window. 
e Load your shelves with a com- cards! Order the PYREX Ware 
plete assortment of PYREX e Schedule a hard-hitting local ‘*‘Hot-Spot” display stand. 


-—-PYREX ‘“HOT-SPOT““— 
Self-Service Salesman 


Install Your PYREX Ware ‘‘Hot-Spot’’ 
Self-Service Salesman Right Away 


It will automatically boost your PYREX Ware sales and 
profits during the Gift Fair—and all year through! 











@ The “‘Hot-Spot” assures you of: (1) Traffic-stop- 
ping PYREX Ware identification, (2) Attractive 
full-line display, (3) More efficient use of selling space 
—fits standard counters (464%4” x 23%”), (4) Free 
price stickers, (5) Durability of all-metal construc- 
tion. Get details from your PYREX Ware distributor 
today. Remember—PYREX Ware is fair traded— 
your profits are protected. 


Cash In! Check Your PYREX Ware Stock Immediately! 
Order From Your Regular PYREX Ware Distributor! — 











CORNING GLASS WORKS * CONSUMER PRODUCTS DIVISION + CORNING, N. Y.& 


“PYREX” is a Registered Trade-mark in the U.S. of Corning Glass Works, Corning, N.Y. 
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your 
customers 
on these 


SWING -A-WAY 


during the Swing-A-Way TRADE-IN PROMOTION 





#61 TRADE-IN ASSORTMENT 
@ We're repeating last year’s sensational trade-in 
offer of $1.00 for any old Can Opener on the pur- 
chase of either popular model. 


2—#607R Magnetic Can Opener... . $2.98 
2—#607W " . ° 2.98 


@ This special promotion begins at retail on June 1 1—#1409RM Automatic Can Opener 3.98 


and ends July 15. Both models then go up to their 1—#1409WM ” ” 3.98 
regular retail prices of $3.98 and $4.98. $19.88 Total retail value 


@ Better act now! Order the #61 Trade-In Assort- 


: : YOU GET YOUR REGULAR DISCOUNT 
ment from your jobber at your usual discount. 


FREE WINDOW STREAMERS AND AD MATS 








FEATURED IN 


FIRST NAME IN CAN OPENERS (Suing A-Way| 4100 BECK AVE., ST. LOUIS 16, MO. 
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Hexagenia Limbata (Mayfly) 
There are 100 species of mayfly. Sor 
nights, it seems as if all of them are aroun 
the porch light. Ugh! But this fly-by-nigh 
character means dollars for you if ye 
oe an extra display of General Electri 

fellow bulbs in your “Anti-bug” depart 
ment with insecticides, fly swatters, eic) 


opheles Q 
nie’s the fe 
es. The mi: 
rike a lady- 
fellow bulbs | 
member . 
iced at 22¢ 


)-watt size 





























Leafhopper (Draecul\:cephalia 
ollipes, for short) 
The name might fool you. He does hop 
but he also flies. And he loves the bright hich. How 
Sante . - . all except General Electric, General 
ellow bulbs. Your customers are differ-Mb-y to tell th 
ent. They go for G-E Yellow bulbs ins 
way that means profits for you. 










Make the businessly 
with General Electric Ye 


——_—_—- 


Here’s one of those items that all your customers need. § | 


Many of them may not need hammers or hoes. But 
they all get annoyed when bugs gather ‘round their 
light bulbs at night. 

And General Electric Yellow bulbs can lick that 
problem for them! Night flying insects are comparatively 
blind to G-E Yellow bulbs. ' 

The season for G-E Yellow bulbs is a long one —June 
through September. The 60-watt size at 22¢ and 100- 
watt size at 28¢ (both plus tax) mean extra sales because 


they don’t compete with your regular bulb business. 








General Electric’s Yellow bulb promotion is backed 
by colorful point-of-sale material, plus TV and maga- 
zine advertising. Plan your displays now. Order your 
supply of General Electric Yellow bulbs today. 
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2 (Mayfly) 
-mayfly. Son 
hem are arour 


opheles Quadrimaculatus (“Annie”) Malacosoma Disstria (or,“Hey, You!”) Hydrosyche Bifida (alias, Caddisfly) 
ie’s the female malaria mosquito. She Despite the fancy moniker, he grew up Caddisflies include over 17 families. 

















his fly-by.ni ies. The male is harmless. Rather than in a tent, an ex-tent ca illar moth. Mr. and Mrs. Hydrosyche like to come 
for y-by-nig e a lady —ouch! —folks will buy G-E Didn’t like it. Wet, drafty. Prefers your with all the little ogg a to play 
or you if YORFellow bulbs if you display them big. And customers’ nice warm light bulbs (unless around your light bulbs. Rough on your 
eneral Elect member .. . G-E Vellow bulbs are you've sold them G-E Yellow bulbs for customers’ psyches. Brace them up by 
'i-bug” depart iced at 22¢ for the 60-watt, 28¢ for the their porches, yards, or summer camps). featuring General Electric Yellow bulbs. 





/ swatters, e; 





)0-watt size (plus tax.) 









\ 




















rcephalia ns Pipiens (“Just like a woman”) Jiminy Crickets, Agonoderus Lineola (“Beetlepuss”) 
ort) Because lady house moequitoes bite, but it’s “Nemobius Fasciatus”! hime see ground eee ap 
He does hopihe men don’t, it’s nice to know which is There’s acting cheery about a cricket's litt -” —— op go eg Masti’ 
—_ - brig it which. How? Female-like, the ladies buzz. chirping around alight bulb. Still, swatting atte vom wise: 5-5. St : he me 
eral Electrie General Electric Yellow bulb doesn’t a nemobius fasciatus may seem unsport- sroeeth ti ht bathe! Exoopt GE Ye ~ 
prs are differ-Bry to tell them apart; it discourages both. ing. Build extra big displays of General et wag — ow 4 

w bulbs in « Electsic ‘Gallser tulle, Siete estdbes. bulbs. General Electric’s promotion tees 
you. And profitable! off June 3 on Jane Froman’s TV Show. 











SSvours 
ric\ Yellow bulbs 


ers need. 








G-E promotion starts June 3 


JANE FULL COLOR \ | 
cores FROMAN ADIN. & 
a tinieal TV SHOW | SATEVEPOST ‘\ 
ind 100- JUNE 3 JUNE 19 


GENERAL @@) ELECTRIC 


3iness. 
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TRADE MARK 


THERMO-KEEP’ Whabar noms 


™ * 


+ % | * \ 


America’s FIR and still FINEST Insulated Carry-Alls 








MOST FAMOUS...MOST PRACTICAL...MOST WANTED! 


by: Favorite picnic partners, traveling treats, and 

“i fully INSULATED help-mates at home, THERMO-KEEP* Wonder 

‘with FIBERGLAS’ Bags serve the whole family—pleasurably and 

aS practically, That's exactly why they sell-on- 

nn sight wherever shown. There's a size for every 

need . . . a price for every budget. For active, 
profitable sales, place orders promptly. 


Hot « Cold + Fresh Retail from $2.98 to $9.98 


for H-o-u-r-s 


Keeps Contents 


Ideal for Picnic: 


For further details write: 


made of 


material 


leakproof, Seamless inner-bag lining. 


° OUTSIDE 


Smart twill-textured Covers in solid | 


colors and sporty plaids. 


* Trode Mork ** T.M. B. F. Goodrich Co 


NAPPE-SMITH MANUFACTURING COQ. Farmingdale, New Jersey * Telephone: FArmingdale 5-622! 


26 
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Koroseal keeps picnic bags 
waterproof -— outside, inside 


People will buy Thermo-Keep insulated bags on sight 


prone: wants them! They'll buy 


on sight. Get your share of these 
quick, easy sales of Thermo-Keep in- 
sulated bags. 

They keep drinks or food cold for 
hours—or Aot for hours! They're insu- 
lated with Fiberglas, covered and lined 
with Koroseal flexible material. 

Spill things in them or on them—no 
harm is done. If they get dirty, they're 
as easy to wash as the dishes. (Wash 
inside or outside.) They last for years, 
stay new looking for years! 


Koroseal helps you sell 


Your customers know that Koroseal 
flexible material is light but strong, 
lasts far longer than cheap plastics. 
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Made by B. F. Goodrich, maker of 
Koroseal garden hose and Koroseal 
play ponds. Koroseal is advertised 
again this year in The Saturday Eve- 
ning Post, Better Homes & Gardens, 
Life and other big national magazines. 

B. F. Goodrich does not make these 
bags, but they will be advertised (by 
the manufacturer) in big full-color ads 
in national magazines and newspapers 
with millions of readers. 

If you want your share of these easy 
sales, see your wholesaler (or write to 
the manufacturer, Nappe-Smith Manu- 
facturing Co., Farmingdale, New 
Jersey.) Thermo-Keep bags carry the 
Good Housekeeping seal. Fair-trade 
retail prices, $2.98 to $9.98. 


If you want Koroseal garden hose, 
Koroseal play ponds, air mats or 
other things made of Koroseal flex- 
ible material, see your wholesaler or 
write The B. F. Goodrich Co., Indus- 
trial Products Division, Akron, Ohio. 


Koroseal, T.M., The B. F. Goodrich Co 
Fibergias, T.M., Owens-Corning Fibergias Corp 


Kor FLEXIBLE MATERIALS 


B.E Goodrich 


INDUSTRIAL PRODUCTS 
DIVISION 





“Cushion Soft” Polyethylene DRAIN-TRAY 


Here’s beauty plus soft cushioned protection the ladies want 
Stock No. L-125 when doing the dishes . . . can't mar sink or cabinet top. Big, 
all purpose size (154 x 20) yet so light for easy handling. 
Colors stay bright . . . never peels, softens or gets gummy . .. 
cleans ina breeze . . . always looks new. Individually packaged. 


One Piece DISH DRAINER 
made of tough Styron * 475 plastic 





The gals will really go for the no splash, flanged top, closed 
end silverware compartment, love its time saving, sanitary 
utility. Resilient to protect dishes, can't rust, peel or become 
sticky. Practical family size 12% x 16% x 3%. Display labeled. 





you ll want for the gals 
who shop for the best 


at budget: prices 


You'll say they’re wonderful, too... for there are big profits from 
the high dollar volume these Lustro-Ware staples can add to your 


housewares sales. Most women have learned they can depend j | 

on Lustro-Ware’s guaranteed quality, so you have presold cus- / “ug 
tomers for these practical kitchen necessities. Check with your al ay 
supplier at once for complete information and prices of these Polyethylene FROZEN FOOD CONTAINERS 


and 125 other fast moving plastic housewares staples. Space saving 1 pt., 1% pt., 1 gt., 2 qt. sizes that nest and stack 
in any combination. So easy to fill, seal, store and empty... 


For New Catalog and FREE MERCHANDISING AIDS, write folks will buy no others once they have used them. Display 
Columbus Plastic Products, Inc., Columbus, Ohio. packaged in sets of one size 


2, NNN 


PLASTIC HOUSEWARES 


. eo' 
/ | \ 
\ 


Over 130 Million Lustro-Ware sales impressions this Spring remind -w p . 
“gals” to make theirs a gay Lustro-Ware kitchen. Americas Foremodl Xe 


/ 
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V-TRAY 


adies want 
t top. Big, 
y handling. 
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| packaged, 
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sanitary 
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labeled. 
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Gift-Time Promotion Pays Off 


a) 
— 


parade | B 
STILL TIME 


> 
"fs 


¢ 


ae POU 


a 
vaca Sale” 


ba | PARADE 4 
pt MAY 16 


THIS WEEK 


JUNE 6 


— 
AC) 


&  BAGk YARD TT 
a 


TO TIE IN! 


TT 


+ 
Ms 


vo) 


COFFEEMATIC 
Mod 
Maia! 824% 


10-cup 


4 Bic ADS IN SUNDAY SUPPLEMENTS 


Over 40 million readers ... customers right in your own 


COFFEEMATIC 
Model 
ano °29% 


town will be reading about Coffeematic. These hard- 
selling ads in the top Sunday papers will be working for 
you through the peak of the big Gift-Time season, May 
2 through June 6. It’s already rolling . . . tie in! 


Sativa America’s Finest, 
Fastest Selling Coffeemaker 


16 NATIONAL ADS IN APRIL, MAY AND JUNE at a price to 
PLUS ’ 


. ! 
in 14 top CONSUMER MAGAZINES beat ’em all 


orange ncemerweeme ce te, eeag mer, 


GET IN ON THIS BIG NEW ve & Se, Gees 


VERS te OVA J ' o 
mT) EXTRA-PROFIT DEAL! | 22&Clincka/ fa 
VY... 95 value for 
Display ' only $9.95 { 

This Beautiful 3-Piece 

MATCHING SERVICE SET by 


INTERNATIONAL SILVER CO. ¥ 
World's Largest Silversmiths 


Buy 5 8-cup (4408) Coffeematics at $1544 each 
Get 1 8-cup (4408) Coffeematic for $1250 


Make 39% on the whole deal when you sell all six 


Nothing to stock—each 10-cup Coffeematic con- 
tains a special offer certificate. Your customer 
mails it to the factory with a check for $9.95 
and her Service Set will be shipped postpaid. 


Buy 5 10-cup (4410) Coffeematics at $1859 each 
Get 1 10-cup (4410) Coffeematic for $1595 





Make 39% on the whole deal when you sell all six 


SEE YOUR DISTRIBUTOR TODAY! 


a | LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 


a mre on em meee e 
Ge E SLES IR BIE 
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“RED TANG” FILES 


SI-CLONE SAWS “RED END" HACK SAW BLADES 


“CRESCENT GROUND" 


S-CUT SAWS . 
CROSS-C The 


VPI* 
that e 
rust. / 
Stays t 
a vari 


fy Z YFoeso extra ST . Z ier yf TAS 
gales andfprtit WIth» : 


Oe 
> hunti 


“oe, > b 
-- " - “t,t bs vi 2 ‘an hook 
~ mais and ¢ 


SIMONDS HARDWARE TINE : 





PULPWOOD SAWS 


AND FRAMES “BLUE TIP” 


“RED CIRCLE” 


BITS AND 
SHANKS 


HERE 
circu 
pruni 


Ny * 
= 3) 


You rope in extra profit, ride 
herd on paper work, when you 
sell all these famous money- 
makers in the Simonds Hard- 
ware Line. Here’s a big quality 
package with Si-Clone Saws, 


“Red Tang” Files, “Red End” 
Hack Saw Blades, Buck Saws, 
Cross-cut Saws, ‘‘Blue Tip” Bits 
and ‘“‘Red Circle” Shanks. Think 
of it, good profit, steady sell- 


ers with one quality stand- 


Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon 
Canadian Factory in Montreal, Que., Simonds Divisions: Simonds Steel Mill, Lockport, N.Y. 
Simonds Abrasive Co., Phila., Pa., and Arvide, Que., Canada 


ard—the highest you can get. It 
will pay you to start stocking ’em 
right away. Get details from your 
jobber or local Simonds Branch. 


SIMONDS 


SAW AND STEEL CO. 


FITCHBURG, MASS. 
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made 


Establi 
JO 


This silent salesman DISPLAY case 

will earn $8 for YOU with 

NO WORK OR EFFORT on your part. 
It holds twelve $2 packages of assorted 


DRY VAPOR 


PACKVELOPES with vei" 


Something every hobbyist — 


every man who owns tools 
WILL WANT ON SIGHT. 


IT ABSOLUTELY PROTECTS TOOLS AND PARTS AGAINST RUST 


without oil, grease, muss or fuss 


The Packvelope is a heavy Kraft envelope treated with 
VPI* — the no-rust miracle which creates a dry vapor 
that envelopes the tool or part and absolutely prevents 
rust. All you do is slip the tool into a Packvelope and it 
stays bright, clean, ready for use at all times. It comes in 
a variety of sizes for every type of tool or part. EACH 
package contains a dozen Packvelopes in assorted sizes, 


plus a big sheet of 12 x 36 VPI coated paper that can be 
used to wrap a large tool or to line a tool chest or drawer. 
It will save any hobbyist hundreds of dollars. 

This display case tells the whole story to any man who 
comes into your store. It SELLS itself. All you have to 
do is put it where it will be seen — and it will make money 
for you. 


PACKVELOPES ARE NATIONALLY ADVERTISED in Full Pages in a big list of hobbyist magazines, 
like Popular Mechanics, Popular Science, Family Handyman and others. 


Send for a TRIAL CASE of PACKVELOPES 
and we will deliver it through your local jobber. 
USE THIS COUPON NOW 


BERLIN & JONES CO. INC., Dept.H * 601 West 26th Street, New York 1, N.Y. 


Send me one of the PACK VELOPES Silent Salesmen display cases with 
12 Packvelope assortments [2 


Send me a sample Packvelope GUNBOOT (2) 
issued socecasceiesvhinignideciidiocsdauiinibntiabintanbinirionmmnaimentin ivenineennniniins 


Store name 


HERE’S positive RUST PROTECTION for 
circular saws « chisels « drills * auger bits 
pruning shears ° steel ru'es and tapes 
planes * compasses * dividers « calipers* 
hunting knives * marine and fishing gear 
hooks and flies * spark plugs * auto parts 
and accessories * micrometers ° files * taps 
dies * golf clubs + any steel tools 


Established 1843 |, 





JOHN H. GRAHAM & CO., INC., 105 Duane St., N. Y. 8, N. Y. Exclusive Sales Agents for Berlin & Jones’ Packvelopes 








IF YOUR TRADE INCLUDES HUNTERS you will also want the 
PACKVELOPE GUNBOOT with VPI. It absolutely protects any gun 
against RUST. Retails for $2. Every owner of a gun will want it. 
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Point Up Sales 


This Display Moves with this ‘Yankee’ Ot 
Household Hardware “““"""" |. 


the “da’ 
° © any oth 
‘‘Merchandiser perfect 
Does The Job,’’ 
Says Dealer! 


and the’ 
| practica 
for Dac 
So p 
§ tools oO 
Father's 
Harold Saurer of the Saurer Hard- 
ware Company in Barberton, Ohio, 
finds household hardware a steady 
seller, and is particularly pleased with 
sales of the 57 carded items displayed 
and sold by his Stanley Household 
Hardware Merchandiser. 


No. 130A 


Just a push turns screw — and quick- 
return spring pushes handle back after 
each stroke. That’s how the easy-to-use 
“Yankee” Spiral Ratchet Screwdriver® 
No. 130A operates. It’s an unusual tvol am 
— and a mighty handy time-saver. And No 98, 
it’s a big, powerful professional tool} pine bo 
that’s also popular with home craftsmen. more, i 
All of which means it’s an ideal gift) Weds W 
dozen each of 57 Household item — and Father’s Day is just around walier 
Dealers everywhere acclaim this self- Hardware Items that retail for the corner. Now is the time to give this aan wi 
service, sales-building merchandiser. It $136.44 popular “Yankee” a special display spot.§ — bec: 


stands on only 2% square feet of floor 1 Display Stand FREE Retails at $7.70. ee A 
space and pays for every inch by sell- YOU PAY ONLY $81.85 . It will 


i ti . : ' ; . 

mg and promoting related sales Your wholesaler has it, or write di- Compact 5 Yankee-Handyman’ time. I 
Order your Household Hardware rect to Stanley Hardware, New Britain, . margin 

Merchandiser today. Ask for Package Connecticut. Ask for data from Hard- No. 46 Merchandiser mercha 


No. N-102. Here’s what it includes: ware Merchandising File No. 49004. Just a little space is ~~ . 
a defer 


“The merchandiser does all the work 
for me,” says Harold. “Customers see 
what they want and pay for it. There’s 
no selling time to put in. When an item 
is sold out, the ‘sold-out’ card lets me 
know it’s time to re-order and believe 
me, I’ve been doing a lot of re-ordering : 
lately.” Vy 








want tc 


all it takes to display 
this popular item. The 


DO YOU HAVE ENOUGH OF THESE? YOUR CUSTOMERS DON'T = “Yankee- Handyman” 


Push Drill No. 46 
Here’s an item most closets need, and most of i {STANLEY makes another superb 
your customers have closets. This bright dis- CC Sa Father’s D ift 
play uses only 14%” of space to show the rai Finger Rape sn : s Day gift. 
sizes, uses, and ease of installation of Stanley AKA LUD! BARS orks on spring- 


Closet Bars. Get yours now. It’s free when 4 reerenreenes aston — heeite Raat 
you order at least a dozen bars of one size ; 
four most popular size 


(18”, 30”, 48” & 72”, all adjustable) or 4% 
dozen each of two sizes. Your wholesaler has 
it, or write Stanley Hardware for data on 
Closet Bar Display No. DB7020. 


} 


drill points. Re- 
tails for only 
$3.25 — a good 
gift price. 





THE STANLEY WORKS © NEW BRITAIN, CONNECTICUT 
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The answer: — Father’s Day! 
In many ways Father’s Day is more 
; the “day” of the hardware trade than 
© any other day of the year. Tools are 
perfect gifts for Dad — in good taste — 
and they’re useful, household gifts that 
) practical-minded Mom will often choose 
| for Dad. 
So put your handsome and useful 
tools on display. Promote them as 


- and quick. 
> back after 





; €asy-to-use n " 
. No. 981 
Screwdriver 
snusual teol June is the month to feature the new 


STANLEY “SUBURBAN” TOOL SET 
No. 981. This beautiful set in the knotty 
pine box is the ideal gift for Dad. And 
more, it’s a wonderful gift for newly- 
weds with a new home. And this hand- 
some set is more than a gift — it’s a 


saver. And 
ssional tool 
> craftsmen. 
1 ideal gift 


es - per: perfect tool merchandiser. Display it in 
to give this} your window — display it in your store 
isplay spot.) — because it will sell tools. It will sug- 
gest Father’s Day gifts of individual 

- tools for those who want to pay less. 
It will make the do-it-yourself minded 

«“® want to build a set like this, a tool at a 
idyman” time. Retails at $99.50 with a $33.15 


margin for you. And here’s a tip from 
merchants who have had unusual suc- 
cess in selling this profitable set: — offer 
a deferred payment arrangement. 


Display Unit No. 415A 


Unusual tools al- 
ways make popular 
gifts. That’s why 
wise merchants will 
display the new 
STANLEY SPEE- 
D-GRIP DRIV- 
ERS, Nos. 415, 
416 and 417. 
Grip holds screw 
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What's June Got That 
| Other Months Havent Got? 


firmly for casy starting — withdraws 
automatically. Display it in its self- 
selling, self-service unit — comes 


packed with each order of a dozen 
drivers. Cost to 
you $9.10 per 
unit-order. Driv- 
ers retail from 
50¢ to 90¢ each. 


Presdwood 
Display for 
“100 PLUS” 





Another fine gift for Dad — “the 
aristocrat of hammers.” The famous 
Stanley “100 PLUS” displayed on a 
striking merchandising board. Features 
Nos. 11%, 12, 21%. Free with an 
order of six. Hammers retail at $3.50 
each — total value $21.00. Western 
prices slightly higher. 

Order now! Call your wholesaler or 
write Stanley Tools, 200 Elm St., New 
Britain, Conn. Ask for data from Tool 
Merchandising File No. 49004. 


NEW WIDE RULE! 
EXTRA WIDE FOR 
EXTRA SALES! 





“Pyll-Push” Rule No. 3610W! 


It’s a real artisan’s rule — compact, 
convenient, like all “Pull-Push” Rules 
— but more rigid, more useful because 
it can take fixed measurements. Espe- 
cially suited for measuring plywood, 
insulating board and other sheet ma- 
terials. Tape is extra long—full 10’— 
and extra wide — full %4”. Attractive 
“D” shaped case. Comes packed indi- 
vidually on a 2-color “TRUE-VUE” 
CARD — attracts attention and tells 
sales story while displaying the rule. 
Take advantage of these extra sales 
features! Push this rule now — while 
it’s new! Retails at $2.39 — replace- 
ment blade at $1.10. 


Motion Display FREE with 
“Green End’ Sampler Unit 


Gets 32% More Attention Than Stationary Display 


FOR YOUR 
WINDOW OR 

IN STORE 

Unit moves — 
shopper stops! 
And he’s at- 
tracted into your 
store. 








FOR POINT- 
OF-SALE 
Shopper stops 
— merchandise 
moves. Display 
box helps sell 
rules. 


In your window: The little carpenter’s hand moves — and customers move 


into your store. 


Inside the store: The motion attracts customers to point-of-sale. 

The motion display alone is worth $5.00. But you get it free along with 
an attractive point-of-sale display box — when you order Stanley “Green 
End” Sampler Unit No. 24. Consists of 24 popular “Green End” Rules 


divided as follows: 6 No. 


106 — 6 No. 


126 —3 No. 167—3 No. X226 


— 3 No. X227. Costs you $30.00 — retail value, $45.00. 


HARDWARE * TOOLS «© ELECTRIC TOOLS © STEEL STRAPPING © STEEL 
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Sea Yes 
U.S.RAINBOW 
~_Y-BELTS 


7 
| TENSit CORD SECTION 


U.S. Rainbow V-Belts 
for home appliances § 


e The H-30 Assortment has 30 sizes of 
light-duty belts for householders, shop 
mechanics and farmers. Includes the 
exact belt for service on hundreds of 





domestic and commercial refrigeration Tb M- 
units, ice cream, frozen-food plants, : : tal be 
air-conditioning systems, power lawn ps 
mowers, home shop tools, milking ti 
machines, water pumps, etc. P y 

4 di 











Plus 5 Valuable Ve NN ~ iS 
Free Sales Aids 


- SS i co 


3. You can quickly measure 
belt width and length with this 
stick. Especially useful where 
brand name on the belt to be 
replaced is not readable. 


(ee Tha Right 


1. Large, colorful poster for 


ot a ll US) US.RAINBOW BELTS 


(i 


_ 


WITH THE EQUA-TENSIL CORD SECTION ( 


ey PoP od 





GO'GO" Ss ' GF BG 


4. This handy inventory card 


enables you to keep a running (lane ||| ane | Ramaow rr—agth naiueow r brag isansow Be | Tt 
record of sales, and to record if : your | Vv i ver EV wiv" Vv inj 
your best sellers so you can ; : it ' A\ 
2. Belt catalogue containing reorder wisely. Contains retail y i t , kit 
listings for over 8,000 makes and prices and belt sizes for quick pr 
models of refrigerators alone, reference. 
arranged for quick reference. 
Complete with Belt. Length 
Tables and Changeover Charts. 5. Two valuable charts—one 
enables you to quickly select the ‘ 


correct drive, and the other lets 
you determine the belt length 
required. 


FREE sturdy counter stand 
or wall rack. Both keep belts 


in plain view, solve your storage 
problem. Hold up to 70 belts, 
need only 18-inch counter space. 








U.S.” Research perfects it 
**U. S.” Production builds it 
U. S. Industry depends on it 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose ¢ Belting + Expansion Joints *« Rubber-to-metal Products + Oil Field Specialties + Plastic Pipe and Fittings « Grinding Wheels + Packings » Tapes 
Molded and Extruded Rubber and Plastic Products + Protective Linings and Coatings +» Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting Se 
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Bob Davis, Director 
Block & Decker Dealer Service Dept. 








The most popular, largest-sell- 
ing homeowner’s electric drill. 
Available individually, and in 
kits for the amateur and expert, 
priced from $32.95 up. 


Bob Davis says 


You'll sell 


As a hardware dealer, you can easily be head- 
quarters for the Do-It-Yourselfers in your neigh- 
borhood. They have to come to you for screws, 
nails, and all sorts of other supplies—and you can 
sell ’em power tools and accessories at the same 
time, IF you try! For example, devote a corner of 
your store to a Do-It-Yourself Center. Offer free 
demonstrations of tools-—offer free advice and have 
a qualified employee supervise this department. 


And push Black & Decker Utility tools —the tools 
that mean Do-It-Yourself to thousands of home- 


Do- 






more of everything 
when youre headquarters for 


It-Yourself ! 


owners and hobbyists everywhere! They’re hot 
prospects for every tool in the line. Get your share 
of this big business—-complete your stocks by order- 
ing from your B&D Utility wholesaler today! THE 
Biack & DECKER MANUFACTURING Co., Dept. 
H653, Towson 4, Maryland. 


Push the new Black & Decker Saws 
Built from the Job Up! 








And don’t forget the rest of the 


complete B&D line for Do-It-Yourselfers! 


B&D UTILITY Y%-INCH DRILL 
retail price $22.95 






No. 44 SANDER 
retail price $46.95 


BaD UTILITY 
ALL-PURPOSE DRILL 
retail price $32.95 


B&D UTILITY 
JIG SAW 
retail price $49.50 








Show your customer the fine, 
satin-smooth finish produced b: 

this tool, and your sale’s half 
made! Eliminates hand oe 
Larger model, No. 88, $64.50. 










These are the wonderful new Black & 
Decker Heavy-Duty Saws, built with 
all the features professionals have 
asked for! There’s a model for every 
purpose—beginning with the 6-inch 
saw for homeowners and general car- 
pentry work. Also 7”, 8” and 9” 
heavy-duty models for .professional 
use, delivering full power and capacity 
on the toughest jobs! Sell ’em with con- 
fidence—they’re backed by the world’s 
largest maker of portable electric tools! 


Four models, priced from 
$64-50 to $114.50 















Sell this portable jig saw and 
pave the way for sales of acces- 
sories like the Table, Circle 
Cutter, Joint Attachment and 
extra blades. 





Almost a kit in itself! Complete 
with rubber pasion, Bae sand- 
ing discs, polishing bonnet, can 
of electric wax and chuck — 
makes it easy to sell! 








See Your Black & Decker Wholesaler Today! 


HARDWARE AGE, MAY 13, 1954 


2 a 









PORTABLE ELECTRIC TOOLS 























THE FAMOUS 
CLARKE THREESOME 
EC-8 SANDER 


Fastest cutting 
\ machine in the 

Ae 7 rental field 
~ 





a 


h 

P-11 

MAINTAINER 

Woxes, scrubs, 

polishes and 

steel wools 
C-5 EDGER 
Perfect for 
those hard- 

to-reach spots 


SANDING MACHINE CO. 
Muskegon, Mich. 


CLARKE 
305 East Clay Avenue 


Please send me the complete Renta Clarke sales 
plan that will build extra rental profits for me. 
There's no obligation, of course. 


NAME - 





s7voRee__ 





OO 


a 


















The most profitable 
sales plan in the floor 
machine rental 
field is yours FREE — 
compliments of Renta 
Clarke. The plan 


‘ 
‘ 





shows you how to get X 


the most profit in 
rentals and sales of 
sandpaper, sealers, 
varnishes, waxes and 
related items. 

Send the coupon for 
’ your plan today! 


Authorized Sales Representatives and 
fi Service Branches in All Principal Cities 


larke 


SANDING MACHINE COMPANY 





305 East Clay Avenue ° 
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Muskegon, Mich. 
PIONEERS IM THE DO-IT-YOURSELF RENTAL FIELD 


Wolverine’s Floor Machine 


Rental Department Income 
Tops $6000.00 


Grand Rapids Paint and Supply Store Cashes in 
on the Do-It-Yourself Market 


GRAND RAPIDS, MICH. — There’s 
little wonder that William B. Webster 
and William W. Atchison, co-partners 
in Wolverine Paint & Supply Co., are 
happy they bought Clarke floor sand- 
ers, edgers and polishers for rental 
use of their customers. 

“We knew 
there was a 
growing do-it- 
yourself market 
for this rental 
equipment,”’ 
Webster recalls, 
“but the interest 
our rental de- 
partment 
aroused and the 
new customers it brought into our 
store was a real surprise.” 

Equipment in the Wolverine rental 
department now includes three Clarke 
EC-8 sanders, three C-5 edgers, two 
P-11 floor maintainers, two Smoothie 
sanders and four duo sanders. 

In 1953, a total of 1,095 customers 
rented this equipment at Wolverine, 
Webster said. “And our books show 
that rental income for 1953 alone to- 
taled $2,413.50. But the best part of 
the story is the other sales resulting 
from our rental service. We totaled 
sandpaper sales of $1,943.50. In addi- 
tion, we sold these rental customers a 
total of $2,248.22 in related items such 





William B. Webster 


as varnish, filler, floor seal and other 
materials used in floor finishing.” 

Webster explained it was impossible 
to determine the value of impulse items 
purchased by rental customers when 
they visited Wolverine to pick up or 
return floor machines. “But we know 
it was considerable. After all, we need 
plenty of store traffic to build profits 
in this business. And we sure build it 
when we stress our floor machine 
rental department.” 

Dozens of new customers also ap- 
peared in the store after he advertised 
the rental department, Webster 
reported. 

Atchison’s and Webster’s experience 
is being repeated throughout the coun- 
try, hardware, paint and lumber deal- 
ers report. With a minimum of floor 
space and the sound merchandising 
program of the Clarke Sanding Ma- 
chine Company, thousands of dealers 
are learning there are vast profits to 
be made in the ever-growing do-it- 
yourself market. 

National reports show that more 
and more home-makers are doing their 
own floor-care jobs to hold expenses to 
a minimum. Ease of operation of the 
Clarke machines makes the job simple 
and fast. This do-it-yourself upsurge 
has greatly increased floor machine 
rental profits. 


HARDWARE AGE, MAY 13, 1954 



























i 

















No.‘ 


fr 


Regular 
Plastic « 


» drills, } 
» steel dr 





Ca 


Tougt 
6 effic 


sizes — 


Ask 





HARI 


and other 
hing.” 


impossible 
ulse items 
lers when 
ick up or 
we know 
1, we need 
ild profits 
‘e build it 
machine 


also ap- 
dvertised 
Webster 


xperience 
the coun- 
ber deal- 
| of floor 
andising 
ling Ma- 
' dealers 
rofits to 
ig do-it- 


at more 
ng their 
enses to 
n of the 
» simple 
upsurge 
machine 


13, 1954 


Drills of every type . . 


. for every purpose... in 
compact, handy sets that appeal to hobbyists, farmers 


and mechanics. The famous <> symbol on a drill means QUALITY. 
Sold in sets, the quality multiplies... and so do the profits ! 








Regular Length Drills for General Use 
Plastic container holds 11 high speed 
drills, Ys” to %". Also with carbon 
steel drills (No. H-22). 


H-276 


Short Length for use in Electric Drills 


Home length drills, “As” to 4%” by 
64ths, in steel case. All drill sizes 
plainly marked. 


Metalworking Drills With 4” Shank 
Sizes %s" to 4%", all with 4” shanks. 
Steel container with smooth-fitting 
slide cover. 








H-755 


Carbide Tipped Masonry Drills 


Tough, flexible plastic container, with 
6 efficient masonry drills in popular 
sizes—%e" to %”. 


H-14 


Woodworking Drills With 4” Shank 


Sizes 4" to %", all with 1/4" shanks. 
These drills cut fast, with little effort 
or power. 


Bit Stock Drills 
For metal or wood. Clear plastic case 
holds 9 drills, Ys” to %”. Ideal for 
home and farm. 


Ask your Jobber about these and other CLEVELAND Drill Sets 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street 
Steckrooms : New York 7 + Detroit 2 + Chicage 6 + Dallas 2 + San Francisco 5 + 


E. P. Barres, Ltd., London W. 3, England 


Cleveland 14, Ohio 
Les Angeles 58 


CLEVELAND HARDWARE JOBBERS EVERYWHERE ARE READY TO SERVE YOU 
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OUGHT TO KNOW 





Crescent Snips s 
Display No. DB127 


Crescent offers nine different display 
boards, at no cost, containing popular 
assortments of fast-moving tools. You 
pay for the tools only. These displays 
are all 12” x 24”, finished in bright yel- 
low with maroon trim. They can be hung 
on walls or columns, stood upright on 
counters or tables in special base mounts 
which we supply, or any four — 
can be mounted on the CD1 Revolving 
Fixture illustrated at the left. The CD1 
Fixture costs Crescent Dealers only $5. 


Ask your jobber for full 


information. 





Sign of the prlisan 
Syn of Ercellence 


Crescent 1s our trade-mark, tegistered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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It’s easy to sell more carpenters 


and contractors with SKIL Builders Saws 
Heavy Duty! Low Priced! 


Sell the best value for best results. SKIL—the 
best-known, best-accepted name in the portable 
saw field—opens the construction market for you. 
Heavy-duty Builders Saws have all the famed 
SKIL features and performance, yet are priced 
far below any similar saws. 


There is great demand among professional users 
for this type saw. High quality together with 
minimum weight and low price give you a won- 
derful opportunity to sell this tool to the light 
construction field. Remember, sell the best for 
best results—sell SKIL Builders Saws. 





You should know these 
reasons why professionals 


ask for SKIL Builders Saws 


High speed blade for fast cut-off work or for 
use with abrasive discs. 


Heavy duty, yet extremely light weight for 


SKIL Builders 6° Saw ease of handling. 
Model 686—only $69.50* 
Long life helical gears. Ball and needle roller 


bearings throughout. 
Foot on both sides of blade for any cut from 
either side of work. 





SKIL Builders 7%” S \ ; 

Medel 687 only $79.50* : Call—Or See—Your SKIL Wholesaler, Today! 
Send Coupon For Full Information On The 
Complete Line Of SKIL Home Shop Tools 





SKIL Corporation, Dept. HA-54 


5033 Elston Avenue, Chicago 30, Illinois 
Please send me. complefe: information on SKIL 
Home Shop Tools. ** *:. 

TOOLS 


HOME SHOP : ye 
Name 





Made only by SKIL Corporation 
formerly SKILSAW, Inc. 
5033 Elston Avenue, Chicago 30, Illinois 
3601 Dundas St. West, Toronto 9, Ontario 
Factory Branches in All Leading Cities City. Zone. 


SKIL Builders 8%” Saw "Prices subject to change notice 
itheut 
Model 698—only $89.50* : ete. 


“* 


Street. ne 
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Every dot represents a city where one or 
more Hardware Wholesalers stand ready 
to supply you with these famous files. 


Nicholson and Black Diamond files are 
handled by one of the largest and most 
widespread groups of wholesalers serving 
hardware retailing. 
They can serve 
you are located. 


you no matter where 
Nicholson and Black Diamond whole- 


Availability, Knowledge and Facilities. 





sale distribution is measured in terms of 




















1. There are Nicholson and Black 
Diamond Wholesale Distributors in each 
of the 322 cities shown on the map above 
—a complete network of convenient 
sources of supply. 

2. They are all high-type houses with 
well-trained, competent salesmen. Thus 
the Nicholson and Black Diamond whole- 
saler representative serving you is a useful 
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THAT COVERS THE NATION 


sales and technical consultant instead of 
just an order taker.* 


3. They have the means for maintaining 
good stock assortments. 

They have efficient delivery facilities. 
5. They rate high in the intimate knowl- 


edge of the file requirements for different 
fields, different metals, different operations. 
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Nicholson products include every practical 
shape, cut and size in Regular Purpose, 
Special Purpose, Saw, Milled Curved Tooth, 
Swiss Pattern and Rotary files — the largest 
aggregate in existence.... And Nicholson 
sales helps and national advertising support 
are the most extensive, helpful, and con- 
sistent in the file industry. 


*As a ''refresher course’’ for your own sales force, there's 
nothing like Nicholson's famed 48-page illustrated 
book, "FILE FILOSOPHY."’ Send for it. No charge 


2 


-----@| 


yore 


NICHOLSON 
FILE COMPANY 


PROVIDENCE 1, R. |. 


in Canada: Nicholson File Company 
of Canada Ltd., Port Hope, Ontario 
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CHAN yg; LOCK 





HERE's a quality line with real profit possibilities. To get the 
most out of it carry the complete Champion DeArment Chan- 
nellock line. Millions of national magazine subscribers will read 
about the Channellock line every month ... they are being told 
and sold. Use display boards, stock the full line... for real profit 
possibilities. You can sell more pliers than ever before when you 
feature the complete Champion DeArment-Channellock line. 


Ki ‘wy 
if} 


we 


y — i 
MEA 
THE PLIER DESIGN THAT OBSOLETES ALL OTHERS 


CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 
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idit-Melateliatel 
THE VISE FOR HUNDREDS OF JOBS 


First Developed 
and Manufactured by 
The Will-Burt Company 


extra hand 


; the home 
andyman 


Prominent as a Stoker 





Manufacturer...Now in Its 


36th Year of Business 





Precise and 
+ rugged enough 
for the shop. 


<\ 


Automatic Locking Device 


Standard Versa-Vise base fastens to work bench 
—forms a pivot around which the Versa-Vise can 
be turned to any desired position. Versa-Vise can 
be removed from base and kept in tool chest, 
if desired. Extra bases are available, if needed 
for more than one location. 


Usable for hundreds of different jobs—the most easily and readily 
adaptable vise ever made for the carpenter, the cabinet maker, the 
woodworking hobbyist, the handyman around the house, the tool 
room and shop mechanic. Versa-Vise stands up—lies flat on either 
side, for right or left hand use—turns to most convenient position 
for doing work under whatever working conditions. Easier to 
handle, easier to sell than any other vise. Sells easily and quickly, 
unconditionally guaranteed. Packaged in sturdy, individual cartons, 
protected against rust, dirt and damage. Order from your whole- 
saler. This is the one original Versa-Vise, accept no substitute. 
















Stands upright and turns to any desired 
location. Locks automatically in any posi 
tion when jaws are tightened 







When placed on base in horizontal posi 
tion, it lies flat on either side for right on 
left hand use —turns to most convenient 
position for doing work 







Window and counter displays avail- 
able. Catalog sheets also available 
to wholesalers. 


DIMENSIONS AND PRICE 


PN IN a hinicscevsnisvwsaudcqneess tones 

Jaw Depth ................ e 

III. .covsosvvedinscbsapheoupvaboars 

Length over-all ..... : 

Approximate Weight, pkgd. 16 Ibs. | 

RP GIT, GIIED avseveckesescesicces 
($13.95 Rocky Mountains and West) 


Packaged one Versa-Vise per carton, six 
cartons per case. Extra Standard Base, 
weight 3 Ibs., list price $1.70 each. 


Z Wur-Burl (“nsteny emmnem 


Manufacturers of Coal Stokers and Versa-Vise—In Business Since 1918 
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Jin every DELTA'SHOP 


you gell/—And NOW 


i¢ the time to sell 'e 


for the BIGGEST Summer modernizing and repair boom in history | 


High cost of professional 
repairing and modernizing 
and the unavailability of 
professional ‘‘handymen”’ 
have created the tremendous 
“do-it-yourself”? boom. Con- 
tinuing high costs and in- 
creasing home ownership are 
making it even bigger. 
And... 





Summer is BIGGEST 
Do-it-yourself” 
selling season! 

Summer is when most 
major home repair and re- 
modeling jobs are done. 
Summer is when you sell 
most paint and ‘‘do-it-your- 
self’? hardware items. Sum- 
mer is when lumber dealers 
sell most lumber. That’s 
because (according to a 
recent survey) 60% of home 
owners spend their vacations 
at home, fixing, remodeling, 
enlarging! 

And that’s why this 
Summer—right now—is 
| your biggest opportunity to 
cash in on VOLUME SALES 
of the famous DELTASHOP—to make 
$79.00 plus on every sale of this 
nationally-advertised one-motor 
combination of the four most-used 
_ home repair and modernizing tools! 




















Get Set For Your BIG SHARE! 

The rush on garden and lawn care 
tools is over—so get a DELTASHOP 
up front now, where customers can 
see it, touch it, picture it in their 
homes. And don’t forget DELTASHOP 
Accessories—there’s big money in 
them, too. (See photo.) 





Prominent “up front” display generates big $79.00 DELTA- 
SHOP profits for you. Exclusive Delta “Accessory Selling 
Center” pays for itself in one quick turnover of accessories, 
keeps paying off month after month. 





SELL THE DELTASHOP 
for this kind of profit: 


Your Selling Your 
Investment Price Profit 
No. 34-530 
Complete DeltaShop $160.65 $229.50 $68.85 
No. 62-253 % hp Motor 35.96 44.95 8.99 
No. 49-188 
Belt & Pulley Group 3.15 4.50 1.35 





$199.76* $278.95* $79.19° 
PLUS: Big additional profits on the many DELTA- 
SHOP Accessories, and extra store traffic from 
accessory buyers every month in the year! 
PLUS: Extra sales of paint, hardware, and 
countless “do-it-yourself” items to every DELTA- 
SHOP user! 


*Based on prices effective in most areas. Western Region 
prices slightly higher. 











i}ahy:\ DELTA QUALITY MAKES THE DIFFERENCE 


—---------------; 


Talk to Yo 
jODDE NOW 


This Summer can mean 
really BIG profits to you 
if you get ready for it now. 
Get one DeltaShop ‘‘up 
front” right away, and make 
sure you always have at 
least two more for imme- 
diate delivery. Place your 
order for Delta’s new, exclu- 
sive ‘‘Accessory Selling 
Center’”’ that pays for itself 
in one quick turnover. Your 
Delta Jobber will help you 
get set to display, demon- 
strate, and PROFIT--to 
the tune of $79.00 plus on 
every DeltaShop you sell. If 
you don’t know your Delta 
Jobber’s name, send the 
coupon today. 


DELTA QUALITY POWER TOOLS 


Rockwell 


Delta Power Tool Division, 
Rockwell Manufacturing Co., 
680 E N. Lexington Ave., Pittsburgh 8, Pa. 
Please rush me the name of the DELTA 
Jobber nearest me. 


Zz 
o 
3 
a 








q 


’ These are the tools used by master craftsmen! They’re 
power centered for accuracy—have perfect “hang” and 
balance. Lasting durability and beauty ... forged from 
the finest high carbon steel, polished mirror smooth. 


Fire Hardened hickory handles resist weather and wear. 


Take advantage of their instant acceptance by men who 
know and demand the best in tools by giving prominent 


display to these True Temper hammers and hatchets! 





TR UWE lew PER Corporation 


Cleveland 15, Ohio 


FOR OVER 100 YEARS MAKERS OF FINE TOOLS, FISHING RODS, GOLF SHAFTS 
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“Build an 


‘outdoor living promotion 


around CYCLONE LAWN FENCE 
AND FLOWER BED BORDER” 


_ homeowner wants to make his prop- 

erty as attractive as possible. And the best 
start he can make is with attractive Cyclone 
“Red Tag” Lawn Fence and Flower Bed Border 
that sets aside a place for children to play... 
a place for father to garden. 

A sale of Cyclone Lawn Fence is a profitable 
starting place for you, too. Immediately it leads 
to sales of all the things a homeowner needs to 
erect the fence—tools, nails, staples, paint and 
the like. 

And there are more sales to come. A good- 

looking fence will reawaken the homeowner’s 
2” and paee FNS Oe BR a een interest in his yard. He’ll need seed, fertilizers, 
icing at 5 |" pm ae oe es barbecue equipment—all the things that con- 

ny } Fa tribute to outdoor living. 





1 from 
When you offer your customers Cyclone 
nooth. Lawn Fence, you are offering them the best. 
Both Lawn Fence and Flower Bed Border are 
| wear. available in woven and welded construction . . . 
the fence in both single and double-loop types. 
eae al MO eg . “oe f" SS All Cyclone Lawn Fence is made of top-quality 
nwho | Weanul Pee cies cub: Angee pe a galvanized wire. It looks good when erected . . . 

. | RAs PY | 3 wi 7 CAS) SY it will look good for years to come. 

hinent " ¥ AN dig SS gest | | Get on the “outdoor living” bandwagon now. 
chets! LAY BALM GPM RD | A Rae Neo Vp we. But first check your stocks of Cyclone Lawn 
eg ar ti } TY alls \ 5a Fence and fill in any gaps in your line from 


your jobber. 


Saag oe tte ts get cet 


FLEXIBLE STEEL MATS 
Clean Better —Lost Longer 


pes 


er 


SHAFTS 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS + SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS CYCLONE -gecjo7 HARDWARE PRODUCTS 
eo 6hUN ES ED TAY Reed 2 oe 
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B.F. Goodrich announces important garden hose news-— 


Koroseal Garden Hose, 


B.F. Goodrich 






z ‘ha % Sa : hose ] 
‘ , " for wi 
GARDEN UY 3 Q ; “eons ‘ ‘ gardet 
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Koroseal Multispray and 
new Garden Club combine 


fo give you triple profits! 


B. F. Goodrich now gives you a team of THREE garden 
hose products—each designed to match the sales success 
for which Koroseal garden hose is so well known. THREE 
garden hose products, each with the consumer appeal of 
the original Koroseal! 

First there’s Koroseal garden hose itself—in choice of 
colors, choice of lengths and a profitable $9.80 to $13.85 
fair trade price range. Every coil of Koroseal has an easel 
back; in a self-displaying package. 

Second is Koroseal Multispray—‘‘Sprinkler hose’’ that 
makes an ideal companion item for Koroseal garden hose. 
Multispray comes in 50-foot lengths; weight is less than a 
pound. Multispray is also a self-display item. Every carton 
of Multispray contains a 12” x 16” full-color counter or 
window card to which the product is easily attached. 

Third is new Garden Club hose in attractive, bright 
yellow color with smooth, polished finish. New Garden 
Club is made of a B. F. Goodrich plastic, is light in weight, 
will not rot, chip, crack or peel. Sells in 50-foot lengths at 

_only $7.55 so you can compete against cheap plastics with a 
quality B. F. Goodrich product made of proven material. 

No racks needed, all three are self-display items (see 
photo at left). And B. F. Goodrich gives you many free 
selling helps: a luminous window sign, newspaper mats, 
a statement enclosure, sales hints in every carton of hose, 
and sales-aid order cards in every carton. 

More people know and prefer Koroseal. Proof of your 
customers’ preference is the popularity of regular Koroseal 
garden hose. And the reason is advertising. Again this year, 
Koroseal advertising reaches your customers in some of 
the nation’s leading consumer magazines including Life, 
Saturday Evening Post and Better Homes & Gardens. And the 
ads promoting your B. F. Goodrich garden hose sales 
team will be big, full-color ads; ads that can reach as many 
as sixty million consumers, many of them your prospects, 
your customers right in your market! The B. F. Goodrich 
Company, Industrial Products Division, Akron, Ohio. 


Koroseal—T. M. Reg. U. S. Pat. Off. 





GARDEN HOSE 


BY 


B.E Goodrich 


INDUSTRIAL PRODUCTS DIVISION 
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AMERICA’S NEWEST carpeninc 


MANN'S Kep Digger \ 


is your 


3 - Season 


Gardening Tool... 


























Spring, Summer... wg SE 
FALL! y : 
and . sor . ‘2 
: THE + M: 
eT 
IDEAL TOOL; ‘7 
FOR PLANTING) «i 
Ask 
BULBS andSHRUBS| ** 
THE CORRECT WAY! | NAT! 
Stril 
Eve 
Sharp edges make it easy to cut _ 
neat sod blocks; POIh 
Digs a bowl-shaped hole that lets Ff pe 
the bulbs rest on soil-eliminating pe 
the air pockets that cause decay. will 
Quickly replaces loose earth; : Gre 
tamps sod blocks back into their ff *W 
original position. i rele, 
Gre 
lifeti . SIX 
_ sechuitetione Guarantee Attractively packaged | 

satan ar boa or diame gente ate ie ae : ’ i 
Ntleote of Spanien and asc + anuer sectane ond for the gift season. : righ 

handling, and a new “‘RapiDigger” will be sent to 4 i 
you immediately WITHOUT CHARGE! inti 
MANN EDGE TOOL COMPANY noz: 
F Lewistown, Pennsylvania hos 

Producers of highest quality edge tools since 1843 
host 
F 
r] x plet 
and 
Stock ger and watch your garden grow! in 
Gre 
Kindly address inquiries to Department 513, 

MANN EDGE TOOL COMPAN ...Lewistown, Pennsylvania y 
+ « e Where FIFTH-GENERATION CRAFTSMEN make finest quality edge tools! ia 
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TOOL 
TING 
RUBS 
VAY! 


r to cut 
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backs you up 
like this 


SELF-SERVICE MERCHANDISER 


¢ Build your garden department around it. 


* Provides 10% sq. ft. of display space in 3% sq. ft. 
of floor space. 


* Made of heavy gauge wire, enameled green. 
* Top panel answers shoppers’ questions. 

¢ Provides helpful sales hints for salesmen. 

¢ Holds and sells the complete Green Spot line. 


Ask your Green Spot wholesaler how you can get 
one for your store. 


NATIONAL ADVERTISING 


Striking, full-page, two-color ad in The Saturday 
Evening Post. Part of Green Spot’s season-long 
campaign in the Post and Sunset. 


POINT-OF-PURCHASE HELPS 


¢ Watering Guide counter display — shows the 
right Green Spot accessory for every need. 

¢ “How-to-do-it” give-away booklets — build good- 
will, keep customers coming back for additional 
Green Spot equipment. 


* Window streamers, newspaper mats, publicity 
releases that make your store headquarters for full 
Green Spot line. 


SIX NEW ITEMS IN THE GREEN SPOT LINE 


In addition to the two sprinklers shown at the 
right, these other new Green Spot items are being 
introduced for the first time: plastic and brass 
nozzle; heavy-duty Dura-Seal coupling for plastic 
hose; Dura-Seal mender for plastic hose; shut-off 
hose valve. 

Remember, only Green Spot gives you the com- 
plete quality line of hose accessories, the biggest 
and best consumer advertising and the finest in- 
store promotion aids. Sign up today with your 
Green Spot wholesaler. 


RIGHT WAY: WATER YOUR LAWN 2 GARDEN 
Gon Spot 








RIGHT WAY to — f 
YOUR LAWN and SAP 


Waterite Oscillating Sprinkler — Rainger Sprinkler — waters all 
newest design in oscillatin or parts of circles. For large 
sprinklers — compact an areas 80’ across. Maximum 
streamlined. Waters rectan- protection of all working 
gles from 10’ x 12’ to 35’ x 40’ parts. One of the newest 
in uniform, even patterns. sprinklers on the market. 


100en Spot. I Manufacturing 
42, Scovill Manufacturing Company 
“eg THAT 36 Mill St 


Garden Hose Accessories 


Waterbury 20, Conn. 


Sprinklers © Hand Sprays ® Hose Nozzles © Quick Connectors © Clamps 
“"Y" Connectors * Shut-Off Valves © Couplings ® Hose Menders * Goosenecks 
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Proved ways to sell 

















HODELL CHAIN 





18 con cuale | 
Puilette- 


ht 






HODELL PAILETTES 


This is your handiest way yet to stock and sell Proof Coil and BBB 
Coil Chain in strong, all-steel re-usable containers with easy-to-grip 
steel handles. Four sizes available . .. %s, Ys, As or % inch. 


Here are two proved ways to sell more chain. Use the 
attractive, brightly red and yellow enameled Hodell 
Chain Merchandiser as an eye-catcher . . . and, spot the 
sturdy Hodell Pailettes nearby to sell quality Hodell 
Proof Coil and BBB Coil chains. 

These special Hodell sales aids give you fast-moving 






Merchandiser and Hodell Pailettes . . . you'll like your 
customers’ sales response. 





less than 2 sq. ft. 











Division of The National Screw & Mfg. Co. 
















— a 






chain assortments ... popular with home and farm HODELL CHAIN MERCHANDISER 
owners as well as industrial and marine chain users. This colorful, tubular steel display costs $63.05 
Ask your distributor for the practical Hodell Chain complete with fast-selling Great Lakes chain assort- 


ment—returns $123.00, a profit of $59.95. Occupies 


floor space . . . 57” high. 





HODELL CHAIN COMPANY, Cleveland 3, Ohio 








FASTENERS Sf HODELL CHAINS 








CHESTER HOISTS 
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SELF-PRIMING 
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CELLAR 
DRAINERS 





JET SYSTEMS 














BE PUMP HEADQUARTERS IN YOUR COMMUNITY MAIL COUPON FOR FULL PARTICULARS 
You'll make more because you offer more, when you sell the 
Peerless pump line—IT’S COMPLETE! In the line there’s a 
pump for every op re purse and every customer's pur- 
pose. You offer and sell all types of household supply pumps, 
irrigation pumps, sprinkler pumps and general utility pumps. 
When you sell Peerless you compete with the line that’s 
complete, the quality line, the high-profit line, the dependable 
line. Peerless gives you ample assistance in merchandising 


PEERLESS PUMP DIVISION 

FOOD MACHINERY AND CHEMICAL CORPORATION 

2005 Northwestern Ave., Indianapolis 8, Ind. b 
or 301 West Avenue 26, Los Angeles 31, California 

Please send full details on Peerless Dealer Profit Plan 




































NAME ane snslccabetiailiieaneateiaciaensiaians 
and sales follow-thru. Peerless knows how to make compe- ) 
tition, not just meet it. You'll be pump headquarters when a - — } 
you handle, sell, install and service the complete Peerless line { 
of modern pump and water systems. ADDRESS —_________— —— 
CITY as — __STATE —_ anes 












HDW-AGE 








FOOD MACHINERY AND CHEMICAL CORPORATION 
Factories: Los Angeles, California and Indianapolis, Indiana 

Offices: New York; Atlanta; Chicago; St. Louis; Indianapolis; Phoenix; Fresno 
Los Angeles; Dallas, Plainview and Lubbock, Texas; Albuquerque, N. M. 
Distributors in Principal Cities; Consult your Telephone Directory 
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Advertisements like this, appearing regularly in regional 


farm papers, are catching the attention of fence buyers. , ¥ wees ra r fi ; 
. | | ! BE | H ha 
ASK YOUR JOBBER...about Bethlehem Fence 


...Steel fence posts . . . barbed wire... : FENCE 

nails and staples... . bolts and nuts mi —— . 

... bale ties... baler wire... dothes | : 

line and other Bethlehem products. , a r D This appe 
Fg ay ad in The 

|) Better He 








Pr 
od 
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LOOK... 


The Saturday Evening Post—July 3 
and Better Homes & Gardens— June 


are telling millions 
of your customers 
to buy... 
BECAUSE IT’S 

SO EASY 


$O LIGHT 
SO PRACTICAL 


|BECAUSE IT’S 
MADE OF 


iknene. 


Point out to your customers 
the “Made of KRENE” label on 
hundreds of better products 
for millions of people and 
their homes. 


IT WILL HELP YOU SELL! 


This appears as a two-color, full two-column 
ad in The Saturday Evening Post, July 3, 


|) Better Homes & Gardens, June 
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ole) Grr emt. 1 hy 


The easiest way to water your 


eM 7amelateMelelge(-vah 


THRIFTY 
SPRINKLER HOSE.. 


— 


$O EASY ...sprays one or two sides, around cor- 


ners and curves. 
SO LIGHT... and compact. Rolls up in one hand. 


SO PRACTICAL... because it’s made of KRENE. 
It lasts for years. KRENE resists mold and mil- 
dew, won’t rot even if the sprinkler is tucked 
away wet, doesn’t tend to crack or stick. KRENE 
resists oil, grease, many chemicals, and abrasion. 
That’s why so many better products of many 
kinds for you and your home rely on KRENE for 
extra quality and durability. Always look for the 
label “Made of KRENE”...a sure sign of qual- 
ity and value, 

BAKELITE COMPANY 


A Division of Union Carbide and Carbon Corporation [qq 
30 E. 42nd St., New York 17, N.Y. 


MADdg 


This “two-tubes-in-one” 
lightweight sprinkler made of 
KRENE comes in several handy 
lengths, complete with hose 
connections. Available at de- 
partment, hardware, seed, drug 
and variety chain stores. Made 
by A. M. Andrews Co., Port- 
land, Oregon. 
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Large, half-page advertisements such as this 
are now running in many leading newspapers, in 
a series featuring the Black Leaf Line. Additional 
| advertisements feature single products in many 
other newspapers. 






Aphids (plant lice) are those 


tiny insects that infest the tender 



















hrust their sharp beaks into the plant 


Aphids attack and damage almost all kinds 
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gard fine crog and beautiful flower : x 7 P. nad 
Back Lat 4 — he ga Sse. j Big, colorful advertisements similar to this are Black | 
te cimpeey To mst ft ct prreeiel now appearing in Better Homes & Gardens, depend: 
prays lst and mils Sunset, Flower Grower and Popular 
pares he Gardening. sources 
You ca 
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Your best answer to any 
garden, lawn or household 
pest control problem 
is a dependable 





Order tc 
distribu 
supplie: 


ae a aa POP 8 


| Getridof (-&° 
| insects =& 
extra fast! 
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. | 
> PRODUCTS | Th 
Thi 
Destroy aphids early as soon as plant buds 1 
start to open. Reliable Black Leaf 40* kills | sing 
aphids quickly and surely by contact and by ‘ 
fumes. Also kills leafhoppers, most thrips and | ma 
soft-bodied sucking insects on flowers, vege il 
tables, fruits and shrubs. One teaspoonful | y 
makes two quarts of powerful spray that * 
) doesn't let insects develop resistant strains DRI a | 
Z Black Leaf 40 spares the bees, lcoves 220, Geese 
crn | a harmful residue. Also repels dogs (neecticide | 
=) i itt town insects the quick, easy way with = “Sega 
4 Black Leaf 5% Dieldrin. The non-dusting | 
ee S ae granules broadcast evenly, penetrate to the 
oa ground quickly, kill ants, lawn moths and chinch bugs, Jap | 
a anese beetles and white grubs, earwig® wireworms, cutworms 
= and ticks, chiggers and grasshoppers Powerful and economical. | 
i Get rid of hord-to-kill scale insects, mites and many chewing 
insects with Black Leaf ¥ Malathion Spray. Kr he | Ea 
tough adult « iT that winter r s uing 
OTHER RELIABLE BLACK LEAF PEST CONTROL PRODUCTS: ee senican bean beetles and | ava 
he tiny mites that tu hag 
10% Lindane Spray ¢ White Oil Spray © Arsenate of Lead * 50% DOT : preaieraete | uct 
5% Chlordane Dust ¢ 1% Rotenone —— 6 |} apeeerererereras } | pai 
Crabgrass Killer « Arsenical Weed Killer ¢ Rat Killer Bait “© Mouse Killer Bait H | 
FOR FLOWERS, FRUITS, VEGETABLES, SHRUBS AND LAWNS: 1 pro 
' Lome Serev S% Chierdene Over CPR Gordon Invocr Killer White Ou! Serev rT | 
e 25% Phys = Funquide 10% binders Serey Sive and Sao! Pellets Arenete of Lead 
Look for the Black Leaf on the red and white package! 1 Hines Se ee Womans Powder | 
H TO DESTROY WEEDS AND BRUSH: H | ry 
' 24D Weed Killer 2.4.5.1 Brosh Holter Arvemcel Weed Killer 0 Craberese Killer 5 | 
' FOR HOUSEHOLD USE: ' 
1 pyrencne Acresel Insect Killer Blech Leet Fly Spray Mevse Killer Beit ' heme 
1 "oe DOT) Aerosol insect Killer Ber Koller Bow Ret & Mouse Killer Concentrate ! 
oes reae 4 
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LEAF Advertising 


ee oa 4 
ee 


customers! gyre 


Take advantage of the big opportunity to get fast BES T- K N OWN 


turnover and big profits by stocking the full Black R i A ot D 0 F 
Leaf line backed by intensive advertising. 


These top-quality materials are tops for customer P E h) T- CON TRO L 


' satisfaction and reliable results that make buyers PRODUCTS 


come back for more. Every product carries the famous 


; Black Leaf trade-mark, the symbol of quality and 
| dependability, backed by the experience and re- @ Black Leaf 
} sources of the nationwide Black Leaf organization. for lawns, gardens and iaiends 
+ You can feature Black Leaf products with profit — @ Attroctive red ? 
they are recommended by garden and pest-control all carry the famous “Black Leaf” trade- 
» experts everywhere. 


Provides a complete line 


and white packages 


mark, 


@ Widely advertised to your 


| Order today to sell more this season. See your regular customers, 
distributor — you'll get prompt attention and full a Dependable, high- 
| supplies of free merchandising aids. that build repeat sales, 


quality Products 


NEW FOR YOU THIS SPRING! 
Special FREE FREIGHT OFFER on 
Black Leaf 5% Dieldrin Granular Insecticide 


This proftable introductory deal gives you free freight even on 
single-case lots of powerful 5% Dieldrin lawn insecticide. It is 
manufactured in dustless, easy-spreading granules that broadcast eas- 
ily over turf to kill insects fast. Shipped direct from us to dealer: 


doz. 1-lb. cartons $7.12 
six 4-lb. cartons $11.92 
two 1212-lb. bags $9.99 


Each case includes colorful window streamers. Newspaper mats 
available on request. Black Leaf is supporting your sales of this prod- 
uct with its own special nationwide newspaper advertising cam- 
paign on 5% Dieldrin. Order now to get full advantage of this 
promotion. 











This offer expires June 1, 1954 


» VIRGINIA-CAROLINA CHEMICAL CORPORATION 


Black Leaf Products Division 
Richmond, Virginia ¢ Sales Offices in 19 Cities 


RELIABLE, DEPENDABLE PEST CONTROL PRODUCTS SINCE 1885 
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There’s more 
to these millions 
than meets the eye! 


4-million families, 
screened for the BUY on their minds 








LONE of America’s largest man-woman maga- urge in every issue, from cover to cover. 


zines, Better Homes and Gardens preconditions its That’s why your advertising is a continuation of 


editorial—not an interruption. So there’s more to 
It starts with editorial planning that screens them for these 4-million families than meets the eye! 
high income, home ownership, 


readers for the hardware products you have to sell. 


With almost 80% home ownership, 


and the active desire to lead richer, SURE Conciiinn ene everdntent 


fuller lives. making their homes better and more 


It continues by helping them toward comfortable. That’s why they’re 


their goals—telling them what to “high on hardware’”—with the 
do, how to do it, and what to buy 


to do it with. 


money to buy what you have to sell. 


Your hardware-product advertising 
works harder in BH&G—dollar for 
dollar—line for line—page for page. 


It completes the job by establish- 

















ing and maintaining a buying 





MEREDITH PUBLISHING COMPANY, Des Moines, lowe 






4-million families, 
screened for the BUY 


on their minds! 











BH&G BUYological Briefs 





| 
| e The ‘‘do it yourself” movement is the hardware indus- biggest and most popular magazines. With leads as high 
try’s greatest sales-spur in years—and BH&G is the as 9 to 1 over the next magazine, BH&G was rated tops for 
acknowledged leader in this trend. Gardening Ideas—Remodeling Ideas—Repair Hints—and 
e@ The BH&G Handyman’s Book has now reached a sale New Home Building Ideas. 
of over 500,000 copies. @ Over 1,400,000 BH&G families already own power tools 
e A recent survey among 5,000 men customers of hard- —and they’re still buying. 456,000 bought workshop 


ware stores shows BH&G on the top of America’s 27 tools for Christmas, 1952. 
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get quick HARDWARE 


sales 





just set it and forget it! 


quick 
turnover 














uation of Sell 56 different, popular- 
3 more to priced hardware items... 
ye! six sets of each, in 22 
wnership, square feet of floor-space. 

















intent on 

and more Plastic-packaged in ‘“‘see- 
y they're thru” bags and carded for 
with the foster ied High 
wetecdl “impulse” appeal. 
os Rack is 66” high of 
ollar for F plated steel wire for 
for page. top appearance and mer- 








chandising value. 


| Moines, lowe 


. . S 7 8 

your Profit is 5 0 Get 'Em Coming and Going With a Lawrence Fix-Set Selector! 
: S 7 & 18 From any angle, coming or going, your customers can't miss 

your Cost is the Lawrence Fix-Set Hardware Selector. It turns “service” sales 


No Charge for the Rack into profitable sales. Leaves you free to help “close” with the 
big-unit prospects. And you don’t overlook the reminder 






Replacements are packed, 1 dozen of 
each item, in a box. Order as needed. value...the impulse value to the Do-It-Yourself market! 








CALL YOUR WHOLESALER OR WRITE US FOR FURTHER INFORMATION 
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ROFIT BUILDERS! 


OU’LL sell more and better builders’ hard- 

ware when you put these compact Corbin 
silent salesmen to work for you! Use them in 
windows ... on walls . . . on counters. They'll 
attract many an “impulse” sale that would 
otherwise be lost. They’re tops as conversation 
starters . . . action getters. It will pay you to 
ask your Corbin distributor about these color- 
ful, low cost sales-build- 
ing sample mounts now! 
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P. & F. CORBIN 
Division 

The American Hardware Corporation 
New Britain, Connecticut 
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You can’t discount Dempster’s 75 years of 
experience in designing, engineering and 
manufacturing water systems when you choose 
the line you can sell most profitably. A reputation 
for efficiency and trouble-free service means more 
pre-sold customers; a record of three-quarters of a 
century of production means continuous satisfaction to 
dealers and consumers—and a guarantee that Dempster 
stands behind the quality of every Dempster pump. 
The success of Dempster water systems over the’ years 
is based on advanced design, sturdier construction, 
lower maintenance and higher efficiency. For every 

‘ water supply requirement there is a Dempster pump 
that can meet the need. 
All your water system demands can be met from 
one source—the modern Dempster plant at Beatrice, 
Nebraska .. . and as a Dempster dealer you are assured 
of prompt delivery from the nearest of eight Dempster 
branch warehouses or from stocks of distributors 
in principal cities throughout the world. 


Write today for full details of the 
valuable Dempster dealer franchise. 


DEMPSTER MILL MFG. CO. 


i BEATRICE, NEBRASKA 


~. 
——_ 


WATER SUPPLY EQUIPMENT 





Branch warehouses and offices in Omaha, Nebr.; Kansas City, Mo.; Des Moines, Ia.; 
Sioux Falls, S. D.; Denver, Colo.; Oklahoma City, Okla.; Amarillo, Tex.; 
San Antonio, Tex. 
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“BRICK” CONGOWALL covers 3 big markets! 


© remodeling... 


“Brick” is a natural for the impor- 
tant Do-It-Yourself marke*! 





@ new homes... © commercial... 


Builders are shooting for 1,500,000 
units this year! 






“Brick” is the best bet for offices, 


siores, schools, hospitals in °54! 
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The modern decorating trend is to brick for kitchens, 
playrooms, living areas. 

@ “Brick” Congowall looks like real brick with its 
header row and recessed mortar line 2-level effect. 















@ Red, yellow, or white patterns meet every demand 
for wainscot-high or floor-to-ceiling installations! 

@ A low, standard price will make this premium pattern 

your best seller from now on! 














You get MORE with CONGOWALL 


@ The original enamel surface wall covering @ The Gold Seal Guarantee . . . satisfaction or your 

@ A quality product that resists stains, grease, soot... money back 
is easily cleaned! @ Longer, stronger TV and color advertising background 

@ Added “heft” hides wall imperfections 

@ A record of over 5,000,000 successful installations Plan to tie in now with June advertising for | 

@ Easier installation. Greater flexibility, ease of cutting “Brick’’ Congowall on Mr. and Mrs. North TV and I 
and handling makes it star with the Do-It-Yourself in AMERICAN HOME, SUCCESSFUL FARMING! | 


market as well as with professionals! 

@ Exclusive Duplex felt back that gives a firm, quick 
bond to the wall... assures trouble-free installations 

ee @ 32 “Salestyled” patterns to meet every customer’s 
demand! eg 

@ 171 convenient distributors make it easy to stock 
Congowall 





See your Gold Seal distributor 


GOLD SEAL 


FLOORS AND WALLS 















_ @ Congoleum Nairn’s unit shipment policy makes it 
easy to profit with Gold Seal Congowall CONGOLEUM-NAIRN INC., Kearny, N.J.©1954 
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More Space and Comfort 


—today’s favorite “customer appeal” 


a ieee. ie ae irri tle.: 










inch of space usable ... with comfort too! 


, 


It was a woman who first called it “énvisible’ 
heating . . . for flexible living. 

With a woman’s intuition she saw right to the 
heart of the matter. Here was the comfort of 
pleasant, natural, healthful heat p/us absolutely 
no visible source of heat supply in the living area. 
No more spending a lifetime with the furniture 
always in one place! For radiant panel heating 
imparts that flexibility needed for modern living, 
the assurance of a fresh, redecorated look when- 
ever desired. Simply by shifting the furnishings 
to new positions . . . because every inch of floor 
and wall space is unobstructed and usable. 


No wonder radiant panel heat is increasingly 
popular. It satisfies a man’s mechanical and tech- 


nical requirements; it delights the homemaker’s 
need for comfort with decorative flexibility. 


But though modes and methods of heating may 
change, the best medium of transmission for wet 
heat goes on forever . . . time tested steel pipe. 
For steel pipe has been proved in more than 60 
years of conventional hot water and steam heat- 
ing applications. It also has the qualities of 
economy, durability, weldability and formability 
required for a successful invisible heating system. 
In fact it is the most widely used pipe in the 
world for plumbing, heating, fire sprinkler sys- 
tems, air, gas and water lines! 


Write for the free 48 page color booklet, 
“Radiant Panel Heating with Steel Pipe.” 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 
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ACME STEEL 


CORRUGATED FASTENERS 


Do-it-yourself customers buy Acme 
Steel Corrugated Fasteners as fast 
as they fasten. 

Acme Steel Corrugated Fasteners 
are scientifically designed to join 
anything made of wood quickly, 
easily and permanently. Firm joints 
are assured because center corruga- 
tion is wider at the bottom than at 
the top. When the fastener is driven, 
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Fastener Depth 





mean fost sales... fast profs 


this angled corrugation pulls the 
wood together to form a strong, 
long-lasting joint. 

To get your supply of these steady- 
selling profit builders contact your 
jobber, an Acme Steel representa- 
tive, or the Acme Steel Products 
Division, Dept. JJ-54 Acme Steel 
Company, 2840 Archer Avenue, 
Chicago 8, Illinois. 


Self-service display carton builds sales 


This new, attractive self-service counter display carton 

was developed to catch the customer’s eye... to make more 
profits for you. Each carton contains ten individual boxes 
of 50 or 100 fasteners. Check the chart below for sizes and 
number of fasteners per box. Order your supply TODAY. 


Number of Corrugations 


5 6 












"” 100 

%” 100 

Corrugated Fasteners ”" 100 

are also packed in bulk in quantities ih” 100 
of 500 to a carton. %” 





HERE'S HOW THEY DRAW WOOD TIGHT 


100 
50 or 100 100 
50 or 100 100 
50 or 100 100 
100 100 











Clean, precision- 
formed, 

free-running 
threads save time, 
hold tight. 

















Close-tolerance 
nut-to-bolt fit. 


SHEFFIELQ 
BOLTS and NUTS 


When the word “quality” is used in describing 
Sheffield bolts and nuts, it’s no abstraction. It’s a 
set of hard facts: Sheffield bolts and nuts are in- 


High tensile stalled with time-saving ease, hold fast with 





steel for ‘ 
greater strength to spare, and save you money in long 
strength pull service. 

and holding 

power. Here’s why: Sheffield’s STATISTICAL QUALITY 


CONTROL checks every step of bolt manufacture 
from making of the special analysis Sheffield steel, 
right on through to the finished bolt. Inspection 
data is recorded and analyzed by methods similar j 
to those used in aircraft production. Deficiencies 
just don’t get by. 


Tough, precision- 
shaped heads defy 
mutilation and 

wrench slippage. 


Add fast delivery to all the 
other advantages you get 
with Sheffield bolt and nut 
f¥ products. We'll save you 
valuable time. Specify Shef- 
field and you’ll get the best 
buy in bolts. Thousands of 
Makers of Top : 
Quolity Bolts and standard types and sizes, 
Nuts Since 1888. and _ specialized fasteners. 
Call us for full information. 





Sheffield-Made and 
Quality Controlled from Furnace 
to Finished Product 
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The sales-building 

CORBIN LOCKSHOP 

Helps you make every sale! Stimulates im- 
pulse buying. Available in two assortments. 
The A-50, illustrated, which displays both 
cabinet locks and padlocks; and the A-60 
all-padiock assortment. 
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PADLOCKS 


and 


CABINET LOCKS 








You get fast, profitable sales action with Corbin’s power- 
ful national advertising! Every Corbin consumer adver- 
tisement is aimed directly at your home-craftsmen cus- 
tomers — the big “do-it-yourself” crowd that is so im- 
portant to you. Cash in on this steady, continuing cam- 
paign! Call your Corbin distributor today. Make sure 
of an adequate stock—and display Corbin Padlocks and 
Cabinet Locks up front! 

























The F9m0uUs 
P65 PADLOCK 


Hundreds of thousands sold last year! 
A whale of a lot of padlock at a low 
price. Disc tumbler mechanism, heavy 
die cast, aluminum lustre case. Hard- 
ened steel shackles. Two brass, milled 
keys. 19/16” x1lh’"”. 


Be sure of fast turnover 


«+ with CARR : 


CORBIN Cabinet Lock Division 
The American Hardware Corporation 
New Britain, Conn. 








Why you can sell ADJUSTO-SEAL 
2 to | over any other type weather strip 
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DEMONSTRATION 
MAKES THE 
DIFFERENCE! 








See in this cross section how Adjusto-Seal wool pile weather 
stripping reaches in to snuggle against low spots, flexes 
tightly against high points. Maintains its seal even if surfaces 
change after installation. Ordinary weather stripping touches 
raised places, leaves drafty openings over low ones. 


Show customers this easy, convincing demonstration. Lay 
Adjusto-Seal across the knuckles of your clenched fist. Show 
how the wool hugs high spots and low, reaches into crevices, 
follows curves. Let customers do it themselves. Convincing 
proof for bigger weather strip profits than ever before. 


Adjusto-Seal is the only weather stripping 
that automatically adjusts to uneven surfaces 





Adjusto-Seal Weather Stripping wool pile & 


locked in tough, Vinyl plastic. Won't dry, 
crack, swell or set. Resists moisture, heat, 


dirt. Fits corners without cutting. Stops e 


rattles. Matching tacks supplied. 


Adjusto-Seal Doorbottom wool pile locked 
in sturdy metal. Strip furnished in 32", 36" 
and 42" lengths, pre-pierced for easy mount- 
ing. Screws supplied. 


we 


... fills up the hard-to-plug cracks or worn spots 


Yes, demonstration makes the difference and the 
difference is more profits, faster turnover. 





To sell more weather stripping than ever before, all 
you have to do is show prospects this proof of Adjusto- 
Seal superiority. 


Because Adjusto-Seal is competitively priced, turnover 
is fast—and every sale gives you good unit profit. 


So to get fast selling, with big profits, feature Adjusto- 
Seal out front. 


Adjusto-Seal is advertised in leading national magazines 


Order now through your regular jobber... meantime write for FREE SAMPLE 
el 
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HARDWARE 


Silent 
Floor Salesman! 





Sells 42 different Popular 
items in only 212 square feet 


of floor space! 


Displays Household Hardware Right out 
front .. . reminds customers to Buy! Catch 
more customers coming and going with 
Hager’s new Handy Hardware Rack! 
You'll profit from the payoff in extra 
self-service sales! Almost a hardware 
department in itself for the Do-It-Yourself 
trade. Brightly packaged, clearly dis- 
played hardware swiftly sells itself to 


your store traffic! 


Set this rack up on your floor—find out 
fast why “Everything Hinges on Hager!” 


HAGER Uf. ly x) 


HARDWARE 











Attractively carded and packaged 
hardware in sturdy, crystal-clear plas- 
tic. All necessary screws included in 
separate section from hardware unit. 
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As ARDWARE | 
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sells from 
both sides 


Rack assembled in | 

Strong U-Channel steel 
construction—non-slip 4 
rubber feet 56” highte [> 
top of display sign. 
Carries 42 different items F 
of carded hardware (in Ee 
half-dozen lots of each 5 


item)—you get complete 
rack and hardware with 
deal. 3 cartons, wi. 85 tbs. 


Order Hager Rack Package Neo. 139 
From Your Jobber Now ! 


Profit-making deal for you— 


You get rack and all hardware No. 139 fer... . $ 61.27 
Yeu sell hardware fer. .. . . - ++ see $102.12 
You make a first-time PROFIT of. ... .. . . $ 40.85 





Order from Your Jobber Today or send for FREE information 


C. HAGER & SONS HINGE MANUFACTURING COMPANY «+ 
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Power — to > hy sink profits! 


Hiehons SA 


CABINET SINK 


$12925* VALUE 








TO RETAIL NOW FOR ONLY 


19995 


Complete with faucet and strainer 


*Slightly higher West and South 


Cabinets of steel for lasting appeal 


Get this 54” Special 
package in action! 


@ Colorful transparent window poster demands 
attention, gets them in!: 


@ Blazing display card pulls them to the point of 
purchase! 


@ 2-column ad mat shouts the news to your local 
market! 


@ One-minute radio and television spots. 


@ Colorful broadsides. All-new! All-different! 
Packed with sell! 








MULLINS MANUFACTURING CORPORATION 


World’s Largest Makers of Steel Kitchens 
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WARREN, OHIO 








This big Youngstown Kitchens 54” Cabinet Sink 

. loaded with work-saving, timesaving features 
...1s priced to skyrocket sales! 

Two wide drainboards, three huge storage com- 
partments and two deep drawers make this the 
model thousands of buyers want ... at the price 
they can afford! 

Famous Youngstown Kitchens quality 
national acceptance of all-steel Youngstown 
Kitchens . . . makes this a sells-on-sight, profit 
packed Special! Start it working for you today! 


a 


MAKE IT A 2-IN-1 DEAL 


Every time you sell a Cabinet Sink, sell a 
Youngstown Kitchens Food Waste Disposer 
along with it. The buyer saves on installa- 
tion . . . you pull in extra profits! It’s the 
perfect tie-in deal. 








Visit the 
Youngstown Kitchens booth 
at the 
NAPC Convention and Exposition 
May 10-13, Washington, D.C. 
We have a gift for you 
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WANT ACTION? 
74 
ACCURATE 


Friction, Rubber 
and Plastic Tapes 


pep 


INCREASE TAPE SALES with the two 
nationally advertised electrical tapes that 

' enjoy a reputation for quality nationwide. 
ACCURATE tapes sell on sight 
because tape users everywhere recognize 
their superior taping qualities. Display 
ACCURATE TAPES prominently and 
watch your tape sales grow! Both 
Friction and Rubber are available in 
attractive display boxes. 








y Dp 
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They're buying They're buying 
ACCURATE RUBBER TAPE ACCURATE PLASTIC TAPE 


Theyre waytig: 
ACCURATE FRICTION TAPE 





_ = for maximum — for high _ — for speedier 
al protection dielectric strength taping 
"Wnllaiaisshicasi ian’ see Sa ae it. sti Ss, d ii” 
— / 
ORDER YOURS TODAY—¥® EHOU SE /; TOCKS AND AGENTS STRATEGICALLY 
LOCATED NATIONWIDE PAS. SERVICE. For name of the representative in your 
territory, and a copy of the neg a  Tapexatalog, write Accurate Mfg. Company, Garfield, N. J. 
Pitre // 
rea fy 
eematin a ACCURATE 
"YOUR BEST BUY IN TAPE 
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HEADQUARTERS 


for Standard and Special 
Washers for Every Purpose 


MILWAUKEE 


WROT WASHERS 


Washers are not “just washers”. There is a 
difference — in quality and uniformity. When 
you specify “Milwaukee Wrot Washers” you 
have the best possible assurance that you are 
getting top quality production — from the 
most dependable source of supply. 















1887 








At our plant, washers are stocked in thou- 
sands of different types and sizes, including 
all standard and semi-standard sizes, utiliz- 
ing more than 25,000 sets of dies. Let us help 
you maintain your shelf- and warehouse- 
stocks of fast-moving U.S. Standard Washers, 
SAE Washers, Rivet Washers, Lock Washers, 
Light Steel Washers, Finishing Washers and 
Machine Bushing Washers. Prompt deliveries. 































MILD STEEL MACHINERY BUSHING 
WASHERS — No. 200 ASSORTMENT 


This popular assortment 
comprises a total of 200 
narrow rim Machinery 
Bushings, in 12 different 
sizes, ranging from 5%” to 
214" sizes, with SerSqunees 
of each size, enabling you 
to meet a wide variety of 
calls. 

A handy display board, as 
illustrated, is included with 
the purchase of each No. 
200 Assortment. This han- 
dy point-of-sale merchan- 
diser measures 12 inches 
by 15 inches and is pro- 
vided with 12 hooks to 
most effectively display 
these narrow rim bushings. 














CONVENIENTLY PACKAGED 






DEALERS: Order from your DISPLAY BOARD FREE 
All standard sizes are available in 1-lb. and 5-Ib. hardware jobber. 

boxes, as illustrated, and in 200-lb. containers for 
bulk supply. Washers are supplied in shelf-service 








. ah JOBBERS: Write for a supply of Milwaukee Wrot Washer Catalog 
boxes at very nominal extra cost. To facilitate ease Sheets, Form 73, and also Pocket Folder List, Form 7-D, for distribu- 


of —— it 1s a my — order tion to your dealers. This literature covers most-in-demand washers. 
paper box units in standa 00-lb. packages. DEALERS: Ask your jobber for a copy of 7-D Price List. Place all 
orders with jobbers. We make no direct sales to dealers. 


WROUGHT WASHER MFG. CO. 
THE WORLD’S LARGEST PRODUCER OF WASHERS 
2218 SOUTH BAY STREET MILWAUKEE 7, WISCONSIN 
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THE 100 SERIES oe gow’ s = 


NOW...matching design in 


LOCKS, KNOBS and PULLS 
for every 
DOOR and DRAWER 
in the home 


Write for 


further information 





WESTERN LOCK MFG. CO. 


{ Wesl 


Western 








HARDWARE AGE, MAY 13, 1964 
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PERFECT CONTACT 





TO ASSURE LASTING GRIP 
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REPUBLIC BOLTS AND NUTS 


@ With threads accurately machined to minimum 
tolerances, Republic Bolts and Nuts run on smoothly, 
are snug fitting—yet easy to take apart. They are 
uniform in size—tough and strong to withstand shock 
and vibration. 


Pictured here are just 2 of over 20,000 regular items 
manufactured and stocked by Republic. Highest quality 
steel plus rigid production controls assure you maxi- 
mum service and dependability. You can count on 
Republic fasteners to hold tight, satisfy all requirements. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division e Cleveland 13, Ohio 
Plants at Cleveland, Ohio and Gadsden, Alabama 
GENERAL OFFICES e CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 
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ET is MOOT cul 


- OVER 7000 DEALERS 


CAN'T BE WRONG! 


HERE’S WHY YOU, TOO, SHOULD DEAL WITH weather- proof 





Wi 
RIP “WE SELL ONLY 
' TO LUMBER 

AND HARDWARE 

DEALERS! 

You're protected 
against competition 
from specialty dealers! 


TREMENDOUS 
NATIONAL 
ADVERTISING 
CAMPAIGN! 
Life, Good Housekeep- 
ing, Post, Better Homes 

and Gardens, etc. 





AV; 

LIBERAL YOU'RE DEALING 
CO-OPERATIVE AR i ee), | ae) 2 
ADVERTISING AMERICA’S 

PROGRAM! LARGEST AND 
TV Films, Radio Spots. OLDEST 
Ad Mats, Circulars! MANUFACTURER 


, 





Duo-Dor 


“DO-IT-YOURSELF” 
ALUMINUM COMBINATION DOOR 


Duo-Motic 


“DO-IT-YOURSELF” 3-TRACK 
ALUMINUM COMBINATION WINDOW 





Lowest price ever! Triple- 














track, self-storing 
design; rugged, all- 
aluminum construction. 
DUO-MATIC is so easy 
to install thot any 
homeowner can do 
his own installation 


and save! 


$29.95 Value 
Retails For 


$69.95 Value 
Retails For . 


#993 


WRITE-WIRE FOR INFORMATION! d 





- Fexereloes by ™ 
Good Housekeeping 





CORNER TWO MARKETS IN ONE 
WITH THESE TWO PRODUCTS! 


1954 Either the vast “do-it-yourself” market .. . or, for 2 the weather- root C0 
those who so prefer, you can arrange for installation. a 
' ek tide a One )) iC 
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New Chevrolet Trucks 


are powered and priced 
to save you plenty! 








eer” 


MANSFIELD * * * 


Housewares 
INC. 


RNER_ HARD 

































P 
When it comes to saving money, you just can’t beat with every new Chevrolet truck—from light 2. 
a new Chevrolet truck. Here are two good reasons delivery models to heavy-duty haulers. In addi- 
why this is true — tion, Chevrolet trucks traditionally put you dollars 
ahead at trade-in time. HE 
YOU SAVE AT THE START Aren’t these the kind of savings you want in a 
In fact, your savings start the moment you close truck? Stop in and talk it over with your Chevrolet 
the deal for your new Chevrolet truck. That’s Dealer soon. . . . Chevrolet Division of General 
because Chevrolet is America’s lowest-priced line Motors, Detroit 2, Michigan. 
of trucks. And yet, no other truck at any price 
offers you all the new features and advantages oe 
you get in these great new Chevrolet trucks. JA fal™ Avs -Ye) LET y/ 
YOU KEEP RIGHT ON SAVING ae 
You save on operating costs with thrifty new high- 
compression power... on upkeep costs with new MOST TRUSTWORTHY TRUCKS 
chassis ruggedness. And you get these savings ON ANY JOB! & 





THREE GREAT ENGINES — The new “Jobmaster 261” engine* for extra heavy hauling. The ‘“‘Thrift- 

CHEVROLET master 235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK | 
ADVANCE-DESIGN HYDRA-MATIC TRANSMISSION* —offered on 12-, 34- and 1-ton models. Heavy-Duty SYNCHRO-MESH 
TRUCK FEATURES TRANSMISSION —for fast, smooth shifting. DIAPHRAGM SPRING CLUTCH—improved-action engage- 
ment. HYPOID REAR AXLE—for longer life on all models. TORQUE-ACTION BRAKES—on all wheels 











on light- and medium-duty models. TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models. 
DUAL-SHOE PARKING BRAKE—greater holding ability on heavy-duty models. NEW RIDE CONTROL SEAT*—eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES—give increased load space. COMFORTMASTER CAB 
—offers greater comfort, convenience and safety. PANORAMIC WINDSHIELD—for increased driver vision. WIDE-BASE WHEELS —for 
increased tire mileage. BALL-GEAR STEERING—easier, safer handling. ADVANCE-DESIGN STYLING—rugged, handsome appearance. 


*Optional at extra cost, Ride Control Seat is available in standard cabs only, “Jobmaster 261” engine 
on 2-ton models, truck Hydra-Matic transmission on /2-, ¥4- and 1-ton models, 


- «a» 
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regular $295 


CORY 


WROUGHT IRON 


CANDLEWARMER 


with the purchase of the 


popular New NICRO STAINLESS 


( at regular $11.95 price ) 








——— 


HERES THE DEAL: 





NICRO Stainless Steel 
Coffee Brewer by CORY 


Makes wonderful coffee for a 
lifetime because sparkling stain- 
less steel upper and lower bowls 
are guaranteed for life! Won't dent, 
chip, stain or break! Wipes clean 
and stays bright always. Has 
plastic heat-proof handle, safety 
stand, coffee measure. 4 to 8 cup 


eT 


New CORY Candlewarmer 
Keeps beverages and foods hot 
right at table . . . an ideal serving 
accessory for buffets .. . grand 
for TV or midnight snack parties. 


LIMITED TIME ONLY 
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STEEL COFFEE BREWER by CORY | 


Here’s a new, special combination promotion 
that will make your Cory sales soar ths =——— 
Spring and Summer! Two popular Cory prod- 

ucts in the more-than-ever popular Cory line 

... offered together for the first time! Stock up 

on this terrific special offer deal right away . 

give your customers a full $14.90 value for only 


$11.95. Best of all...enjoy full dealer profits too! 


® the greatest 
name in 
coffee brewing! 


MAIL THIS COUPON NOW! 


CORY CORPORATION 
221 N. LaSalle Street, Chicago 1, Illinois 





Gentlemen: 


C) Ship me . Model 468 NICRO Coffee Brewers plus one $2.95 
Candlewarmer FREE for each brewer ordered, to be offered in combina 
tion to the consumer. 


(CD Bill the above order through my distributor: 





(Distributor’s Name) 





(Address) (City) 
0 Have distributor salesman call: 


Dealer Name. 








Company. 
Street Address. 



























YOU SELL MORE MET-L-TOP IRONING TABLES BECAUSE WE. 


s/s p.tle ld Whal- the vitae’ 


With due apologies to that famous Chicago department store, 

















we, too, have learned that the secret of selling lots of 
merchandise is to meet the demands of Mrs. America. 
Today, more than ever, the new MET-L-TOP Ironing 
Table is a best-seller everywhere because it “gives the 
lady what she wants”...complete comfort, 
eye-appealing beauty, money-saving durability. 








—— 9 — ee MORE COMFORT 


- ~ og Plenty of room for legs and knees 


PS - wz -" 5 - ..and the top “floats” right over 
. - ede ; ‘ “a the lap. Good riddance to tiring If 
"lll stretch and strain ! ae 
QU = / m: 
MUS)” | MORE BEAUTY se 
\ A brand new combination of deco- ta 


rator colors...plus lifetime dura- 
bility and the exclusive MET-L-TOP 
double-steel ventilated top. 


“> 


/ 


1. WW . You 


a Ge 


MODEL C-690 
RETAILS FOR 





wher 
confi 
They 
COMPLETELY ADJUSTABLE jg 
% " \ Perfect for sit-down ironing. 
: Bese 
am n —S and just as comfortable for standing a he 
J j \ oes up, too... because MET-L-TOP in- for « 
stantly olen to the height that’s help 
just right. 
THE Original ALL-METAL IRONING TABLE . 
GEUDER, PAESCHKE & FREY CO., 1700 W. ST. PAUL AVE., MILWAUKEE 1, WIS. 
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MAY—Sign of Gemini the Twins 


If your birthday falls between May 22 and June — 
21... you are very intelligent and have an active 
mind . . . you are ambitious... you are quick to 
see and grasp an advantage... you will quickly 
take advantage of the popularity of J&L Galvan- 
ized Ware to make a nice profit. 


Every month is a PROFIT-SIGN 
with J&L Galvanized Ware 




















Your Customers Know and Buy J&L Ware... 


Galvanized ware moves better and profits are more satisfactory 
when you stock a line with an accepted name like J&L. People have 
confidence in the J&L reputation for quality and sturdy service. 
They buy it when they see it in your store. 

J&L Ware is priced to cover the big volume market . . . and yield 
a healthy profit to the hardware dealer. Ask your Hardware Jobber 
for complete information. Call him today. If you need additional 
help or information write direct to J&L. 


Sones ¢ Laughlin 


STEEL CORPORATION — Container Division 


405 Lexington Avenue, New York 17, New York 
Galvanized Ware Plants: Toledo, Ohio, and Atlanta, Georgia 
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FOR THE 


UL SEAL 


... it means 
SAFETY 
and 


in individual 


DEPENDABILITY 





HEAVY-DUTY EXTENSIONS 


HAVE IT! 


ROYAL UL listed “SJ” and “S” cord 


Heavy-duty MOLDED-ON RUBBER caps 
and connectors 


Built-in strain reliefs 
Easy to display and ship 
Completely SAFE and fully DEPENDABLE 


Thru your wholesaler 


ROYAL ELECTRIC COMPANY, INC. 


corrugated cartons 


for POWER TOOLS 
LAWN MOWERS 

HEDGE CLIPPERS 
PROJECTORS — 
APPLIANCES 
FLOOR POLISHERS faeces 
MACHINE TOOLS 

and 101 other uses 


iil! 
S| | 
ml 
re } a 











Write for sheet 3-54-1 describing the full line 


PAWTUCKET, RHODE ISLAND 


WIRE @ CORD SETS @ FUSES @ DEVICES @ DECORATIVE CHRISTMAS LIGHTING T PUSI 
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: Ws FABULOUS! Just select the weather 

: you: want—push a button and you 
get instant, automatic control of both 
ftoom temperature and air circulation. 
Exclusive Fresh’nd-Aire Electromagnetic 
“All-Weather Control cools, dehumidifies, 
- circulates, ventilates, filters, exhausts 
“and heats*. You enjoy perfect 

_ weather every day of the year. 


| Automatic Thermostat included on al! 


es 











ST PUSH THE BUTTON 
OR PERFECT WEATHER 























t 
z 





LO ENT EC 


-H1I VENT 
_— EXHAUST 
LOCOOL 


all a 
“Oo.e& 




















New potented Fresh'nd-Aire universal 
FLEXO-MOUNT window bracket eliminates 
installation problems—overcomes complicated 
code restrictions. Mounts unit so flush it hides 
behind draperies—or allows entire unit to 
slide forward to any desired depth in room. 
Elegantly styled in colors of neutral pastel and 
lustrous gold to complement the decor of 
America's most luxurious rooms in either home 
or office. 


another 
quality product of 


corporation 


*Heater included on all models — NO EXTRA CHARGE 


Model A4! 
1 Ton | 
for areas up 
600 sq. ft 


Fresh’nd-Aire Company (Div. of Cory Corp.) 
World's Leading Manufacturers of Air Treatment Appliances 
221 N. La Salle St., Chicago 1, Ill. In Canada, Toronto 10, Ontario 


COUNT ME IN!—I'm going to sell air conditioners in 1954 and 


full details about Fresh'nd-Aire. 
$4.49 


Company Name 


Address. 


City Zone State__ 


dealer 






































NYLON STARTER ROPE 


nee ”\ 


For outboards, lawnmowers, 
generators and similar hand- 
started units. Pure nylon, three 
feet long, with polished hard- 
wood handle. Virtually unaf- 
fected by moisture, oils and 
greases. Individually packed in 
pliotilm envelope, twelve to 
a display carton. 


























They pay big dividends for 
the small counter space a 
display carton requires. 
Seven popular sizes of jute 
twine—No. 24 Polished 
Fine India—No. 36 Pol- 

ished Fine India—No. 
8 Polished Fine India— 
No. 4% India—No. 6 India 
—3 ply EZ Wrapping—3 
ply ies Garden Jute. 24 
half-pound balls to a car- 
ton. Not assorted. 


American Manufacturing 


Display packages create impulse sales. 
They remind customers of rope or twine they 
should have bought, but kept forgetting. 
Packaged cordage requires only a mini- 


mum investment in stock, and almost no 





selling efforr-—means more profit per sale. 

Ask your supplier's salesman to suggest 
the stock assortment most suited to your 
trade—and specify “American Brand” 


cordage. 


ROPE IN CARTONS .” 














Pre-marked every five 
feet. Easy to measure— 
makes quick sales. Rope 
has no lashings to cut 
— uncoils properly — 
keeps stock clean and is 
easy to stock. 14”, 
5/16”, 44”, VY” dia. in 
600 and 1200 foot coils 
—¥" and 44” dia. in 
600 foot coils only. 








HAN = 
ANDY COILS , 
: i} 

Sell rope right from your count- American Brand” 
er. Handy 100 foot connected ROPE 

coils make a conven- 
ient unit of sale and 
are easy to handle and 
wrap. 4", %0", 3", Ya" 
dia. 15 lbs. of rope to 
a carton. 








Company, Brooklyn 22, N. Y. 


Rope (Manila, Sisal, Jute, Nylon, Polyethelene, Dacron, Saran, Glass), Twine, Oakum, Packing, Baler Twine, Carpet and Electrical Yarns 
Branch Factories: St. Louis Cordage Mills, St. Louis 4, Mo. + Delaware River Jute Mills, Philadelphia, Pa. 


82 


Sales Offices: Boston, Chicago, Houston, Los Angeles, New Orleans, Philadelphia, Pittsburgh, San Francisco. 
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Flourishes 


Do-It-Yourself 


In A Mans Atmosphere 


Storage building is set up for 
store that appeals to maintenance 
minded home owners while general 
hardware and houseware lines are 
featured in dealer's main store 


Have you considered increasing your do-it-yourself 
market profits by setting up a separate store in your 
storage branch for your home owner maintenance 
customers? 

If there is enough room in your storage branch and 
the location is a good one for retail trade, you may find 
that it is a more advantageous place for a do-it-your- 
self shop than your main store. 

For one thing, your do-it-yourself customers may 
feel more at home in their work clothing when shop- 
ping in a neat, plain storage-type store than mingling 
with better dressed customers in your main store. In 
fact, you may pick up business from customers who 
would never enter your main store dressed in work 
clothing. 

Also, merchandise is more readily available in a 
storage branch store for do-it-yourself selling tech- 
niques. Materials can be taken off shelves and out of 
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bins to make lay-outs on counters and floors to show 
home owners exactly how to handle a, job. 

This two-store operation is used by the Cochran 
llardware Co., in Renton, Wash., a city of 16,000 
population. 

O. N. Cochran and his son, Tom, have found the 
arrangement satisfactory and profitable. The branch 
store grosses about $60,000 a year with only one full- 
time employee who also is the storage manager, plus 
a Saturday salesman. 

The problem of storage of merchandise also is in- 
volved in Cochran Hardware’s two-store arrangement. 

The bulk of the stock is carried at the storage 
branch store which is several blocks off the city’s main 
street, in an area where land values are lower. The 
main store, near the city’s retail district where land 
values are higher, has most of its floor space available 
for selling. 
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Do-It-Yourself Flourishes 








The main unit is stocked with merchandise, is laid 
out and fixtured to make it a general hardware store. 
leatured lines include floor coverings, housewares, 
giftwares, wheel goods, toys and paints. But the open 
displays and open windows give it an atmosphere of 
glamour, as compared with the storage branch store. 

“Our main store was designed to attract women 
customers and it does supply the greater part of our 
total sales volume,” O. N. Cochran says. 

“Our storage branch store, however, brings in cus- 
tomers whom we could never hope to get inside our 
main store. In merchandise and services, it was 
planned specifically for the man who does his own 
repairing and installation work. 

“I would estimate that 95 pct of all merchandise 
sold there is bought by customers who do the mechani- 
cal work at their homes. 

“We sell about 120 complete bathroom sets per year 
virtually all of which are installed by home owners. 

“Our best department is plumbing and we carry a 
full stock of pipe, fittings and fixtures plus the tools 
for installation. 

“When you add the service of showing the customer 
how to do his own work you have a merchandising 
package that will outsell strictly price competition. 

“Plumbing merchandise is not difficult for the buyer 
tu install, if it is explained clearly to him. Our storage 
branch store manager, Martin A. Reggiardo, knows 
local code requirements and how a job should be put 
together. 

“He’s found the best way to explain an installation 
is to take out the principal pieces of pipe and fittings 
and lay them out on the floor in front of the cus- 
tomer. That enables the customer to visualize it 
clearly. 

“Few home owners own good plumbing tools or want 
to buy them just for one job. We keep a full assort- 
ment of tools for rent, with cutters and threaders 
renting for 25 cents per day apiece. To customers 
who buy their materials from us, we loan those tools 
for five days without charge. Lead pots are rented for 
$1 a day. We also handle rentals of other items out of 
this store—floor sanders, power garden tools, cement 
mixers and other tools. 

“In cases where customers want to do only part of 
their own work, we have a working arrangement with 
a mechanic. He will lay out a job for a home owner, 
or he will do part of the installation or he’ll do all 
of it.” 

The storage branch store, in a 30x112-ft. building, 
has an attractive front and good store identification. 


Main store that attracts general hardware, house- 
wares customers. Above, top, exterior of store 
Next to top, floor covering is featured at left, front 
of store. Third from top, color chips help customer 
select paints. Bottom, toy department is on balcony. 
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The floor is plain concrete. The ceiling beams are ex- 
posed and painted. Fixtures are adequate but not 
fancy. 

“We specifically did not want to make this store too 
pretty,” Mr. Cochran explains. “Otherwise, it would 
scare away customers we hope to attract, the man who 
is working on his house and does not want to change 
his clothes to come downtown to pick up some hard- 
ware merchandise.” 

The main store, in a 50x112-ft. building, is a block 
off Renton’s main street, out of the main flow of foot 
traffic but at a bus stop and it has ample off-street 
parking space. 

“An island display is not left in the same location, 
or in the same form, for more than four or five 
months,” Mr. Cochran explains. “Otherwise, customers 
will get so accustomed to displays that they no longer 
will ‘see’ them and their sales appeal will gradually 
fade.”’ 

The storage branch store, however, is not the exclu- 
sive province of the masculine customer. It does attract 
women and the sales techniques that appeal to the men 
work equally well, as indicated by this incident: 

“A couple came into the store recently to inquire 
about the price of a bathroom installation,” O. N. 
Cochran relates. 


“They were not yet ready to buy, they explained, 
but were doing some preliminary price shopping. 

“They showed their list of materials to Mr. Reggi- 
ardo who questioned an item that he knew would not 
meet code requirements. 

“To explain this point, he got pipe and fittings out 
of stock and made a sample lay-out for them on the 
floor.” 


All merchandise, with the exception of giftwares, is 
shipped directly to the storage unit. An exception is 
made of giftwares because of special pricing problems 
and this merchandise is handled by the manager of 
the department at the main store. 

The first thing each morning Mr. Reggiardo goes 
to the main store to pick up the want book. He then 
goes to the branch, pulls wanted merchandise from 
storage, prices it and has the order ready for picking 
up by 10 a.m. 

The storage area, in serving two retail stores, makes 
possible the purchase of some merchandise in quanti- 
ties to be repacked for retail displays. Such is the 
case with wire, and also with rope which is purchased 
in large rolls and cut into shorter hanks for the main 
store, 


Branch store in storage building. Above, top, ex- 
terior of store. Next to top, interior is neat and 
clean, with cement floor and painted beams. Third 
from top, storage area for plumbing supplies. Bot- 
tom, showing a customer how to handle job. 


> 





Self Service Reduces Walk-Outs 


In the new hardware store Bill Steinberg operates 
in Great Neck, Long Island, N. Y., self service tem- 
pered with sales assistance when needed, is the mer- 
chandising rule. 

One marked advantage, the owner already has noted, 
is that walk-outs because of inability to provide 


prompt customer service have been reduced to a 
minimum. 

The pictures on these pages show how the North 
Shore Hardware Corp. at 432 Middle Neck Road, was 
fixtured by the New York State Retail Hardware Assn. 
to help customers help themselves. 
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The 40x87-ft. store has check-outs, stationed be- 
tween two side entrances that frame a full-vision dis- 
play window. A large cutlery case, glass-enclosed to 
prevent pilferage, encloses one side of the double 
check-out. Shopping carts are lined up at the front of 
the store. 

All merchandise is price marked by stamp, ticket, 
or crayon. Signs in the store read: “Serve yourself,” 
and “We are pleased to serve you. Just ask us.” 

Four full-time sales people staff the store and two 
part-time sales people are used.on Saturdays. Either 
Mr. Steinberg or his store manager, Ernie Pizzarelli, 
in photo, top of left-hand page, man the check-outs. 
During peak periods, they are backed up by an extra 
man to wrap purchases. 





nil 





i 


Store layout provides a wide center aisle and two 
side aisles. On the left as one enters, is the man’s 
side of the store; the woman’s is on the right. Dif- 
ferent colors are used on display backgrounds to pro 
vide attractive contrasts for the merchandise. 

Owner Steinberg has been in the hardware business 
about a year. Previously he operated a super market 
food store. 

His experience there and the experience he has 
gained in hardware retailing convince him that a self 
service hardware store must be prepared to offer ser- 
vice for some of its line. But nevertheless, partia] 
self service, he believes, leads to greater volume because 
people can shop more freely, and consequently they 
buy more. 















Toy Promotion 





Vacationists have time to browse, 
so hardware store in Illinois lake 
region puts on big toy display in 
July. Local customers begin lay-a- 
way buying early 


Dolls are given a prominent spot in the summer-time 
toy display for vacation customers, 


Christmas Selling Begins 


Left—Step-up islands and wall 
shelving are used to display toys 


Below—First floor sign directs traffic to toy and 
gift department on second floor. 






‘Toy IFT DEPT. : 
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Chinaware and glass- 
ware displays are near 
toy department to at- 
tract attention of gift- 
minded customers. 










in July at This Store 


The Christmas toy season begins in July at the 
Blackburn & Broughton hardware store in Wauconda, 
lll., because a large, well-stocked department is main- 
tained to attract the patronage of summer vacationists. 

Local customers join in the summer toy buying pro- 
motion for Christmas lay-aways. 

Vacationists at nearby lake and river resorts have 
plenty of time to shop, probably more time than they 
have when at home, so reasons Glenn Blackburn and 
Lyle Broughton, owners of the store. They act on this 
line of reasoning by increasing each year the store’s 
summer-time toy display. 

The toy department is on the second floor of the 
store. About 60 pct of the 30x75-ft sales floor is given 
to toys. Glassware, chinaware and gifts take up the 
rest of the floor. 

“Many tourists browse around our toy department 
in summer and buy toys which they store at home until 
Christmas,” Mr. Blackburn points out. 

“Local customers begin buying toy lay-aways in 
July, and the big toy trade with local customers starts 
when the summer vacationists leave.” 

A large selection of reasonably priced toys enables 


HARDWARE AGE, MAY 13, 1954 


the department to attract a large number of customers, 
and most of these customers are buyers, not shoppers. 
The fact that the department has a large selection dis- 
courages customers from just “looking around” and 
encourages purchases. 


Most toy sales are in the $1-to-$5 bracket, but there 
are quite a few sales that total $15 to $20. 


Dolls, toys and children’s books are displayed on 
seven step-up islands and on wall shelving. The islands 
are painted a light color, and the windows have at- 
tractive curtains to brighten the toy department. 

Glassware, chinaware and gifts are on the second 
floor, for the partners believe that toy shepping cus- 
tomers also are interested in gifts for older members 
of their families. Hence, gift and toy departments 
help build traffic for each other. 

First-floor customers are directed to the second-floor 
departments by a large sign which states, “Toy and 
gift department. Use our Xmas lay-away plan,” plus 
a lighted arrow directed to the stairway. 

The store also mails about 2,000 toy catalogs each 
year. 











Customer receiving package at U-shaped checker's table. 


Emphasizes Service to Homeowners 


A Washington, D. C., firm branches out to capture more of 
the suburban trade. Registers 2,000 visitors at grand opening 


The Barber & Ross, Inc., store at 5th and V St. merchandise, including some major appliances, with 
N.E., in Washington, D. C., does considerable volume no purchases being required. 
with suburban dwellers for miles around. To get a Four full-time and two part-time employees stat! 
larger share of that trade, the firm opened a branch the shopping center branch at 3509 N. Fairfax Dri\ 
unit in Arlington, Va. Self service is encouraged with in Arlington, a shopping center attracting man 
use of a check-out table toward the front of the dis- suburban-home dwellers and some apartment houss 
play room and in the center portion. residents. 

From the opening day—when 2000 visitors regis- All staff members were trained at the company’ 
tered—store traffic and volume have been good. The main store, all are well acquainted with a wide vari 
registrants participated in drawings for a variety of ety of do-it-yourself and lawn and garden equip 
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Shopping Center Store 
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Diagram of shopping-center branch store layout 


Wide aisles give plenty of room for browsing. Note 
recessed lighting and sprinkler system for fire fighting. 
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ment and the materials offered by the branch unit. 

The suburban unit has 4000 sq ft of display space 
with a visual front. Green walls, blonde plywood 
tables and trim make the store an eye-catcher which 
attracts many window shoppers and passersby. Major 
appliances and seasonal merchandise are displayed 
toward the front of the store. 

For the convenience of builders and architects, the 
branch store’s builders’ hardware sample room is be- 
hind a partition at the rear of the show room. Here 
finish and rough hardware displays are separated. 

Roofing materials, plumbing and electrical supplies 
are displayed to meet the needs of the do-it-yourself 
fan. 

A wide range of lighting fixtures and numerous 
types of bathroom medicine cabinets are shown on 
wall displays. Power tools are displayed just inside 
one of the windows, other displays being changed 
weekly. 

The branch store’s office is elevated six feet above 
the sales floor at the rear where the entire display 
room may be viewed. The shopping center in which 
the store is located is built around one of Washing- 
ton’s leading department stores. 


Promotion for Branch Store 


Three weeks prior to the opening of the branch 
store the firm promoted the event by newspaper, radio 
and direct mail advertising. Weekly advertisements 
of 300 lines announced the opening in an Arlington 
County newspaper. 

More than 5000 mail pieces went to homeowners, 
apartment house residents not being included. Radio 
station WARL was used for three one-minute spots 
and a five-minute program each day for three weeks. 

An added drawing card was a Safety Patrol demon- 
stration in the form of a mechanism to test the driv- 
ing safety of cars of visitors on the opening day. 

Notebooks, screwdrivers, floor wax and cleaner 
samples were distributed to visitors. 


Builders’ hardware and related lines are located in a sep- 


arate room to eliminate interruptions. 


S. Ross Lipscomb, president, says of the reasons for 
opening the branch unit, “We planned our new store 
as a neighborhood unit in which customers could select 
quality merchandise. The main store’s facilities are 
available to the homeowner interested in home im- 
provement and repair projects, such as kitchen plan- 
ning, room panelling, window replacement and remodel- 
ing of attic or basement. We offer free estimates on 
additions to the home and free delivery of merchan- 
dise.” 


Builders’ Department 


The special builders’ hardware department was es- 
tablished at the branch, says Gene Pipher, acting store 
manager, because, “We wanted builders in the area, 
who might find it more convenient to come here than 
to go into Washington to the main store, to realize 
that we wanted to be able to give them special service 
They have the convenience of bringing prospective 
homeowners here to select builders’ hardware, cabinet 
hardware and household equipment and appliances. 

At the present time a weekly newspaper advertise- 
ment in the county paper and an afternoon daily pro 
motes seasonal and special items, and radio has thre 
spots daily of one-minute announcements on new items 
six days a week. 

The store offers glass cutting, key making, and lock 
service among other conveniences for customers. 

From the full basement storage room of 4,000 sq. ft. 
a belt conveyor system transports merchandise to the 
selling floor. A $33,000 stock is carried by the store 

The Arlington store is open until 8.45 p.m. Mondays 
and Fridays, and on Saturdays until 5.45 p.m. 

Barber & Ross Inc. opened as a millwork shop in 
1876 at a downtown location in Washington and shortly 
thereafter a retail hardware store was opened. In 
1893 the business was expanded to include a steel shop 
In 1898 they rebuilt after fire destroyed the plant, and 
in 1936 moved to their present location at the 5th and 
V Streets N.E. address. 


Belt conveyor used to move merchandise from the base- 
ment to the sales floor. 
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WANTED: 


a modern approach in 


manufacturers selling aids 


A dealer tells how aids can be improved to help him sell more goods 


| am happy to see some effort 
being made through the Hardware 
Age survey* to eliminate the ap- 
palling waste involved in the vast 
amount of unused and unusable 
selling aids supplied by manufac- 
turers. 

This waste does not mean that 
hardware dealers do not need or 
want help from manufacturers. It 
just means that dealers need a mod- 
ern approach to their problem. 

This could be achieved in several 
ways: better packaging and tag- 
ging; coordinated display fixtures; 
coordinated window displays; news- 
paper mat service. 


Packaging and tagging.—Every- 
one would be better off if merchan- 
dise were packaged in attractive 
containers which could be displayed 
on counters, shelves and in windows. 





*“How Useful Are Manufactur- 
ers’ Selling Aids?” HARDWARE AGE, 
Jan. 7, 1954 issue, page 118. 
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by Arnold E. Poole 
Merchandise Manager 
O. S. Stapley Co. 


Phoenix, Arizona 


The container could illustrate and 
state what is inside, describe the 
merchandise and tell how the cus- 
tomer could use it. 

A salesman could use the con- 
tainer to get in his “sizzles” as he 
shows the item to the customer. If 
the salesman was busy, the cus- 
tomer could get the basic informa- 
tion off the container while waiting. 

Merchandise that is not adaptable 
to packaging could be identified and 
its uses described with tags and 
labels. 

This idea has been used very ef- 
fectively by large chain stores and 
it is the basis of the success of super 
market merchandising. Much of 
Sears Roebuck & Co’s. merchandis- 
ing success has been attributed to 
informative tagging and packaging. 

Only a few hardware suppliers 


have adopted this simple, direct 
method of presenting their sales 
story to the consumer. This method 
is a must in modern hardware 
stores, and it will materially aid 
even the most old-fashioned type 
store. 


Coordinated display fixtures. 
Manufacturers should work with 
the makers of store fixtures to pro- 
duce merchandiser units that will 
fit in with or become a part of 
standard fixture units. This would 
be a real service to dealers. It 
would save money spent on mer- 
chandiser units of all sizes, shapes 
and colors that will not fit into 
most stores. 

Many displays which are attrac- 
tive by themselves are never pur- 
chased or used because they do not 
fit into the space and facilities avail- 
able for the display of the total 
line. 

In many cases a display unit 


(Continued on page 112) 














by O. G. Snyder 


When order do you have to 
search your files or accounting records to find out 
when you last purchased that item, from which sup- 
plier, in what quantity and what you paid for it? 

A purchase control system makes all this informa- 
tion instantly available to O. G. Snyder and his staff 
at the Snyder & Co. hardware store in Arlington, Va. 

The system provides a case history for each item 
stocked. Cards are kept in ring binders, and the 
records are departmentalized in eight books. Each 
item has a line which gives its name, size or other 
identifying specification, the date of each purchase, 


you are placing an 
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Notes on stock replenishing left on buyer's desk are picked up each morning 


Record of purchases is guide’ on how often 
quantities in replenishing inventories in this Virginia store 


Better 
Buying 


Control 


to buy and what 


quantity, and the name of the supplier, cost and sell- 
ing price in code. 
“It costs money to keep such a record of purchases 
but it makes money for us,” Mr. Snyder commented 
Here are other ways the purchase control] system 
used in the store’s operation: 

To catch price changes. 

To recheck retail prices when stickers come off mer- 
chandise on the floor. 

To remind the staff to sell, especially low volume 
items. 
To determine quantities in placing pre-season orders 
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The system is geared into an arrangement for noti- 
fying the buyer when stock becomes low on any item 

One employee in each department is responsible fo: 
reporting any shortages of merchandise on the floor. 
[he reports are made on a small, plain pad. 

The notes go to the buyer’s desk, or to the store’s 
warehouse if it is an item on which a reserve stock is 
maintained. If the warehouse stock is low, the ware- 
house sends the merchandise to the floor and a note to 
the buyer’s desk. 

The first thing each morning Mr. Snyder takes ali 
the notes off the buyer’s desk to the store’s office on 
the mezzanine. He checks them against the purchase 
control system. On each note he writes the date and 
quantity of the previous purchase. All notes are re- 
turned to the buyer. 

The buyer uses the information put on the notes by 
Mr. Snyder as a guide in determining what quantity 
to buy. The records are available to the buyer if any 
further information is desired. The information put 
on by Mr. Snyder, however, usually is sufficient on 
straight stock replenishing orders. 

Invoices are checked against the purchase control 
system records. 

In the case of new items, the necessary information 
is set up in the records, and the item is marked “new” 
on the invoice. 

If there has been a price changed, the word “change” 
is marked on the invoice opposite the item as a warn- 
ing signal in making out the price sticker. 

If there is no change in price, the item is just 
‘hecked marked on the invoice. 

The system is in constant use throughout the day. 


Sometimes price stickers drop off merchandise on 
the selling floor. If there is not another item handy 
the salesman may not know the price. This can be 
determined by calling the office, and the price taken 
from the purchase control system record. 

Various sales departments in the store from time 
to time check through the record books. A check is 
made, item by item, as a reminder to sell numbers 
that are not in big demand. 

Mr. Snyder reported that such checks are good 
stimulants for sales. Items in small demand may be 
neglected in day to day selling, and a check of the 
records reminds salesmen of all the various numbers 
that are stocked in a line. 

The records are especially helpful in determining 
quantities to buy in pre-season purchasing, such as 
paint. The case history indicates sales over the past 
year or two, and guides purchases to build up inven- 
tory. 

Mr. Snyder started the purchase control system some 
10 years ago. He used standardized record forms, but 
adapted these to his own use and has them produced 
by his printer. 

In the beginning all records were kept in one book. 
Now the system requires eight books. The depart- 
ments are shelf hardware, tools, housewares, paint. 
sporting goods, electrical, garden shop, and there is 
one book for miscellaneous items. 
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Purchase control records in eight books on desk of Mrs. 
Gerry Seese, who posts purchases, are referred to many 
times daily. 












Life in a’shopping center is 
not always serene, as this 
letter demonstrates. The 
facts in this unusual letter 
are true, only the names 
have been changed. While 
written in a humorous vein, 
this letter tells a story well 
worth reading and remem- 
bering. It is written by a 
capable, long time ob- 
server of the hardware 


field. 
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Dear Bill, 

You know that big shopping center I've been 
writing you about? Well, last time I wrote you, it 
had one very large store room left that didn't seem 
to rent worth a darn. 


I'd been watching this empty spot, and 
wondering if the merchants in my town had finally 
"wised=-up." But they hadn't! 


You know, these shopping-center boys are 
clever. They finally sold the Super-Plus Variety 
Chain on putting in a sSuper-duper store in that 
empty spot. This new store is big enough for a town 
like Cleveland--maybe New York. 


It's beautiful in all its neon lights, 
chrome fixtures, and trainloads of goods! 

I was there the opening day, or evening, I 
should say. The grand opening had been ballyhooed 
for days in advance in and around my town. They even 
had loudspeakers in low flying planes that shouted 
"Go to the grand opening of the new Super-Plus store 
on State Road's new shopping center. Free pop for 
the kids. Free roses for mama." And they should have 
added, free headaches for papa! 


Well, Bill. As I say, I was one of the 
first starry-eyed customers to rush in after the 
silk ribbon was cut. That first night it was quite ; 
success! 





Our little town was dumbfounded! We farmers 
ain't exactly used to such big-city affairs. No sir! 
Ain't been nothin’ like it as long as I remember, 
and I've been at the same address for close to 30 
years! 

But as I say, it sure looked like a big 
success so far as the crowd went. I bet half of the 
people in our town who could run, walk, or crawl 
were there. 


Yet they all got in. It's an awfully big 
store. In fact, now that I think about it, bet you 4 
glass of hard cider, it will prove too big. Yes sir, 
‘way too big! 

Now, I'll tell you why I Say this: 


{f looked all over this big store, which | 
found out later had a basement as large as the 
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ground floor. Oh, it's a great big store, Bill. I 
doubt if there will ever be anything to match it. 

Well, after I walked my legs off, upstairs 
and downstairs, I knew truly that this one store had 
enough merchandise to supply our entire town for the 
next six months=--in case they can't get any more 
from warehouses or manufacturers, though I bet they 
can. 

As I say, when I thought I had seen most 
everything you could hope to see in just three 
hours, I went out and went into every one of the 
other 14 stores in this shopping center. 

And Bill, we've got two other nearby cen- 
ters nearly as big as this one, and they're building 
another one just across the road from this one. 

That will make four! 


But like I say, I went in all the other 
stores. I couldn't get into the bank since it closes 
at six. Well, Bill, all the other stores were empty 
except for clerks and managers. Even the managers 
looked sort of empty too. I bet their cash registers 
were not too full of that long green. 


So I asked, "What happened? Where's your 
customers?" 

Well, it's plain to see these 14 store 
managers and owners aren't too happy. Something's 
real wrong. ‘Cause always before, there usually 
would be one or two customers in each store. 

Finally, I say, "I know. Everyone's over at 
Super-Plus' new store. That's why nobody's in any of 
these 14 other stores." 

Well, when I said that, the store managers 
in all these 14 empty stores wouldn't answer me. 
They'd just sort of gaze out the window or up at the 
ceiling with a dazed look in their eyes. Just like 
they'd been hurt, or maybe lied to. 

Once I imagined I caught a look of revenge 
in the eyes of one store manager. He used to have a 
grocery store on Main Street. He was there for 
years, and everybody liked him and his boy who 
helped in the store. 

But he got high and mighty ideas, and 
moved into his new store; bought new fixtures, and 
spent a fortune. He did real well too until some- 
one put in a super-duper food market right next door 
to him. 





Anyhow, this fellow, he sure looked mighty 
grim. And finally he says, "This thing's getting out 
of hand. It's going too far!" 


Because this fellow's got his life savings 
tied up in this new venture and being an old man, 
if he got too discouraged and started to brood, 
well, it would be too bad. 


That would be terrible since he's well 
known by all the old timers in town and and also by 
these new people that have drifted in and bought 
these little high-priced matchbox houses all around 
these new Shopping centers. I don't figure they 
mean too much, however, over the long pull because 
they'll all go back where they came from just as 
soon as the big factories here start laying off. 

So, trying to cheer this fellow up, I said, 
"Well, Super-Plus Variety doesn't sell food. At 
least not yet!" 


LeFB 


(Continued on page 110) 































































































Designed for open-front display in warm weather, the super- 
market style building has a wide apron for outdoor displays 


Overhead Doors Form New 


Experiences as self-service supermarket operators 
prompted the owners of Weston’s Hardware at 2217 
Sheridan Drive in Tonawanda, N. Y., to use some of 
the construction ideas they utilized in the retail food 
business. 

A 60-ft. front display room but 40 ft. deep is used 
by Weston’s. The front strongly suggests the appear- 
ance of a supermarket. The two-door entrance is set 
in a 20-ft. high tower at one end of the red and cream 
colored cement block structure. Under an 8-ft. wide 
redwood canopy with stainless steel ceiling are two 
16-ft. wide overhead doors, each with eight lights of 
glass. Topping each door is a wide fixed glass panel. 
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rhe overhead doors will be swung up in warm weather 
for an open-air store. 

The end opposite the tower has a two-light low base 
display window of visual-front type, also protected by 
the canopy. 

Since the photo of the front was taken, a large neon 
sign has been installed to attract the attention of 
motorists approaching it from either direction on the 
heavily traveled highway on which the store is located 
Recessed floodlights in the canopy brightly illuminate 
the store front at night. 

A wide concrete apron separates the 30-car asphalt 
topped parking lot from the store front. The apron 
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Store Front 


is used for outdoor displays whenever the weather 
permits. 

Weston’s Hardware is on one of the most heavily 
traveled highways in western New York—an artery 
girding the N. Buffalo area, and leading to Niagara 
Falls and numerous fast-growing suburban commu- 
Nities. 

Benjamin Weinstein, who with his three sons, 
Reuben, David and Morris, operates the store, has 
this to say, “We believe that this is the location of 
the future. 

“More people are moving to the suburban sections, 
as is the retail business. The convenience of good park- 
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Floor plan of store. Wide aisles provide ample display 
space. 


ing is a very important factor in attracting traffic to 
our store.” 

Of the long front and relatively limited depth of 
the showroom, Benjamin Weinstein says, “We believe 
that most hardware stores are too deep, requiring the 
services of too many sales clerks. With this type lay- 
out, two sales people can handle the entire selling floor, 
despite the fact that we display a large assortment 
and quantity of merchandise.” 

Although merchandise is shown in a manner to en- 
courage browsing and self-selection, there are always 
sales clerks on hand to lend assistance to customers 
as needed. 

Fixtured and planned by W. C. Heller & Co., Mont- 
pelier, Ohio, the store’s cash-wrap counter is located 
just inside the double-door entrance. All merchandise, 
excepting bulkier items on the side-wall top ledges is 
within easy reach of most customers. Everything dis- 
played in the store is plainly price-marked. 


Seasonal Merchandise Display 


Seasonal merchandise will be set up in eye-catchiny 
displays under the eanopy. Display fixtures backed up 
to the large overhead doors during the winter months 
can be quickly removed and used as island displays 
elsewhere on the selling floor. Weston’s features toys 
on the units just inside the overhead doors. When the 
store is opened up in warm weather toys will be shown 
near the center of the display room. 

Walls of the store interior are finished in ivy green, 
the ceiling in cream colored acoustical tile. Gray and 
coral asphalt tile covers the floor. 

The rear wall of the building has been constructed 
so that its center section may be easily removed for 
expansion, as needed. 

There are no storage rooms in the store. The only 
enclosed space is a small office area in the rear right 
hand corner. Weston’s plans to operate on a week-to- 
week basis, ordering stock as needed to obtain a con- 
stant turnover. 

To better serve the do-it-yourself trade the store is 
open Sundays from 9.30 a.m. to 3 p.m. Monday 
through Wednesday store hours are 9.30 a.m. to 6 p.m. 
Thursday through Saturday hours are from 9.30 a.m 
to 9 p.m. In the summer months Sunday hours will be 





99 








Well-lighted store has ample aisle space for free move- 


ment of traffic in all directions. 





Tools, all on open display, invite inspection and self- 
selection without need of service. 


the same as Saturday hours for the convenience of 
garden goods and other outdoor equipment buyers. 
Advertising has been used in a local weekly paper 
since the business was established. Traffic-builder spe- 
cials and the store’s business hours are featured in 


heavy border ads. 


The formal opening, last winter, used the same style 
advertising to announce its four-day grand opening 
sale. Those who registered were entitled to partici- 
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Housewares and juvenile goods displays reflect general 


neatness of entire store. 





Large and small containers of paint get open display in 
this section. Brushes are shown on swinging panels. 


pate in drawings for a stainless steel kitchen tool set. 
No purchases were required for participation. 

In part the opening ad said, “Welcome to western 
New York’s newest, most modern hardware center, 
featuring the finest in nationally-known, leading items 


for the home today. See Kenmore’s largest display of 


Christmas toys with many new lines. Free balloons 
and gum for the kids—gifts and samples to all. Come 
down and browse around. A gala event—don’t miss it!” 





Use Teaser Promotions 


Try a teaser promotion. It’s 
worth trying because it will give 
you a lift and pull you out of the 
doldrums after you have been do- 
ing something for several months 
along a similar pattern. 
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Section off a part of your win- 
dow and into this bare area put a 
showcard reading: “Have you 
seen the clever cleaver?” Run two 
small space ads teasing news- 
paper readers with the same catch 
line. 

After running the promotion for 





five days unfold the new type of 
versatile cleaver (or whatever 
other product you use for this 
promotion) that tenderizes, cuts 
meat, cleaves bones and looks like 
a aurgeon’s operating instrument. 

You will sell a number of them 
and do yourself proud. 
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nvoicing for Small Wholesalers 


This wholesaler tried three systems of 


invoicing before he found one believed 


most economical for his operation 


We travel eight regular hard- 
ware salesmen; have one salesman 
on a display van, and one house 
salesman. We cover a _ territory 
of 100-mile radius out of Ameri- 
cus, Ga. ‘ 

We have between 900 and 1000 
Our yearly volume is 
between one and two million dol- 
lars. We do deliver by truck, and 
we do operate a stock control sys- 
tem. The latter two facts have a 
great deal to do with the invoic- 
ing system we use. 


customers. 


In an attempt to get a picture 
of what others 
mailed a questionnaire to all As- 
sociation members, except those | 


were doing, | 


thought were too large to be in- 
terested. I am convinced that the 
size of an operation is a determin- 
ing factor in the system of invoic- 
ing used. 

Truck delivery also has a strong 
influence upon the type of inven- 
tory system used. The important 
question is whether or not to send 
invoices on the truck, with the 
goods, or mail them later. 

Since we deliver by truck, we 
have found it desirable and ad- 
visable to have the invoices go 
along with the goods. If you want 
an invoicing system that allows 
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the invoices to go with the truck, 
speed in completing the invoices 
is essential. 

It seems that all of our mem- 
bers who deliver by truck realize 
the desirability of sending in- 
voices with the goods. But only 
10 out of 37 are actually doing it. 

Three members are trying very 
hard to get it done. Three are do- 
ing the next best thing—mailing 
them the same day, and 22 are 
invoices Whenever 
they get them completed. 


mailing the 


asked, 
“Are you using a Kardex or simi- 
method?” We 
have found that stock control is 


In the questionnaire | 
lar stock control 


another determining factor in de- 
ciding on the proper system to use 
because at one time or another, 
for the stock control system to 
function properly, the order has 
to pass through that department. 

Of the 62 answers to the ques- 
tion, the 


larger percentage re- 


ported they are not using any 
type of stock control. 


they have tried and failed. Others 


Some say 


say they are using it on some lines 
or items, while others say they 
contemplate installing it at a later 


date. 











by John W. Sheffield 
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This discussion was presented 
at the Southern Hardware Con- } 
vention in New Orleans. Re- } 
ports of other discussions at 
this convention appeared in j 


HARDWARE AGE, April 29 


Issue. 


eeeewwew oe ewe oo oe oe ewer eee 








However, only 18 answered di 
rectly in the affirmative, and olf 
these, onl five are passing orders 
through the stock control depart 
ment before, or simultaneously, 
with shipping. We are in this 
category. 

A question on invoicing systems 
revealed that more than 80 pet of 
the members are using a system, 
which I will call System No. 1, or 
individually typed invoices. Eight 
of these firms have a volume of 
under a million dollars; 36 have 
a volume of from 1 to % million; 
five, a volume of 38 to 5 million, 
and one has a volume of over five 
million. 

System No. 2, which is the Ditto 
direct process method claims only 
one adherent. He falls in the 1 
to 3 million dollar category. Sys- 


(Continued on page 118) 
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by Wallace C. Johnson 
Vice-President, Sales 
Admiral Corp. 
Chicago 


At present, a comparatively small 
percentage of hardware distribu- 
tors and merchants handle either 
television or appliances. It is my 
opinion that many more could 
profitably do so. 

These industries and their prod- 
ucts have become two of the most 
important in American life. 

Television has grown into a 
multi-billion dollar industry. Last 
year, the 744 million receiving sets 
produced had a factory value of 
close to 114 billion dollars. TV sales 
at retail accounted for a volume of 
more than two billion dollars, ex- 
clusive of installation, installation 
equipment and service. 

In the seven years since TV has 
become a commercial reality, more 
than 30 million sets have been sold 
and somewhat more than 28 mil- 
lion families have become owners. 

The great majority of the 16 
million families living in electri- 
fied homes who do not now have 
television will buy it just as they 
bought radio. 

When I say these families will 
buy TV, I mean it literally. Very 
little sales effort will be required. 
A lot of sales effort will be ex- 
pended, of course, but it will be to 
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The TV and Appliance Market 


Color is for the future, leaving black and 


white TV in a strong sales position. Manu- 


facturers tend to create families of appli- 


ances under one brand 


attract business to one brand or 


another. 

The decision among non-owning 
families will not be whether to buy 
TV when telecasting service is 
available, but whose brand to buy. 

Bear in mind that unlike the 
automobile, TV is within the finan- 
cial reach of even the lowest income 
group. A 21-in. table model today 
can be bought for only a few dol- 
lars per month. And the operating 
cost, unlike an automobile, is prac- 
tically nothing. 

There is no‘'doubt in my mind 
that of the 44 million families now 
living in electrified homes, 95 pct 
will have TV within three years. 
That means over 42 million fami- 
lies will have sets compared with 
today’s 28 million, not counting the 
new families which are being 
formed at the rate of 800,000 a 
year. 

Translated into dollar terms, this 
will represent sales in the coming 
three years of about $5 billion at 
retail. And again I am excluding 
sales to newly-formed families, 
about 99 pct of which you can be 
sure will want TV just as their 
parents wanted a radio 25 years 
ago. In addition, replacement de- 
mand in the next three years among 





This discussion was presented 
at the Southern Hardware Con- 
vention in New Orleans. Re- 
ports of other discussions at 
this convention appeared in 
HARDWARE AGE, April 29 
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existing set owners will amount to 
at least seven million sets because 
fully one-quarter of the 28 million 
sets now in service are outmoded 
small screen models. This replace- 
ment factor is one of the very im- 
portant long range aspects of the 
TV market. 

At Admiral, we estimate that 
when TV reaches its full penetra- 
tion of 97 or 98 pct, as radio long 
since has, the annual replacement 
business will total to six to seven 
million sets per year. 

Color TV is not going to be a 
significant factor in the business 
for at least one and, perhaps, two 
years. I would like to be able to 
give you a nice pat timetable on 
color because I know that when it 
can be mass produced in large 
screen sizes at prices the American 


(Continued en page 129) 


HARDWARE AGE, MAY 13, 1954 












P, 


Peters C 











HARD" 





Retail Price 


Ballistic Data 


REAR VIEW of the attractive Counter 
Merchandiser shows the data sheet with 
full ballistics information on Peters 22's. 
Space is provided for complete list of 
retail prices 


Price Strip 
Opens from Bottom 


GLASS FRONT swings up only when 
clerk releases specially designed lock 
in the rear. Ammunition is easily slipped 
out, and customer sees price on plastic 
strip. 
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oe Here’s the closest thing to self-service am- sales-promotion manager. He’ll send the 
nent i munition selling . . . the new Peters Counter information you need in the first mail. 
because Merchandiser. With this modern way of And while you're filling in the coupon, 
3 million displaying and selling Peters 22 cartridges, why not find out about all ‘the Peters selling 
utmoded you’re on your way to maximum 22 volume. aids that can be yours. Just check the box 
replace- Get all the facts on how you can put the marked “Other selling helps.’”’ That way 
very im- new counter merchandiser to work in your you'll get a complete list of colorful, hard- 
3 of the store. Contact your wholesaler or send the hitting sales-promotion material that will 
coupon right away to Joe Callahan, Peters help build your Peters ammunition volume. 
ite that Fill in the coupon now! 
penetra- 
dio long ee ee ee Lae oe “ 
=m PETE R My : Smo 
oO seven i Peters Cartridge Division, Remington ArmsCompany, Inc. 
l Department HA, Bridgeport, Conn. | 
i Dear Joe: j 
to be a H Without obligation, please send me all the facts about i 
business Bales , the items checked below: | 
ips, two i © Counter Merchandiser 0 Other Selling Helps ! 
eon | PACKS THE \POWER |: *— mene ! 
able on tf ER | 
when it 5 ‘Store name —-——_——— I 
n large i Street ' 
nerican City = State = 
Peters Cartridge Division, Remington Arms Compony, Inc., Bridgeport 2, Conn. Ge as ae oe ao ow os = ow —— ss ae oe ee ee ee ee ee ee ; 
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Operating methods of new warehouse 
of Washington, D. C., wholesaler 








Put It On Pallets! 


Pallets used for many types of merchandise 


is handling feature of new May warehouse 


The handling of bulk merchandise off the unloading platform and into storage 
offers hardware wholesalers one of their best opportunities to reduce warehouse 
operating costs. 

Mechanical methods have been adopted by many wholesalers to keep down 
the labor bill—the most expensive item of warehouse cost. 

The palletizing of loads from trucks and freight cars to be piled tier on tier 
by a fork lift truck in open or rack storage has come to be a common practice 
where ceiling height, and floor strength and layout permit. 

The extensive usé€ of palletizing is illustrated by the merchandise handling 
methods at the new warehouse of May Hardware Co., wholesaler in Washing- 
ton, D. C. Merchandise that can support a load is put on pallets and so is 
merchandise that cannot support a load such as shovels, pails and lids. 

The new warehouse, completed last year, is all on one level. The former 
warehouse was in a group of buildings. The move enabled management to 
consolidate storage areas, to adapt mechanical handling methods and get as 
much bulk merchandise as possible on pallets. 

Merchandise that can be stacked but cannot bear a load, such as pails and 
shovels, is handled on post pallets. The posts provide vertical support for the 
load all the way to the top tier. The posts are self-centering so time is not lost 
aligning pallets. 

Shovels are stacked from floor to ceiling on post pallets. One bundle of six 
shovels is laid in one direction, the next bundle in the reverse direction. Posts 
support the load on the sides. 

Lower pallets can be worked by order fillers. When pallets on the lower tiers 
are empty, the stack is rearranged with the fork lift truck to bring more mer- 
chandise within reach of the fillers. 

Loose merchandise that cannot be stacked and cannot bear a load, such as 
pail lids, is handled on post pallets also. 


HARDWARE AGE, MAY 13, 1954 





The 
cloth. 
sides. 

Box 
to the 
on low 
Whi 
open s 
the sa 
enoug 


carton 





jarehouse 
ler 


ts! 


dise 


use 


) storage 
irehouse 


ep down 


‘on tier 
practice 


andling 
ashing- 
id so is 


former 
nent to 
get as 
‘ils and 
for the 


not lost 


of six 


Posts 


ar tiers 
‘e mer- 


uch as 





“Shovels are stacked from floor to ceiling on post pallets” 








These post pallets are boxed in with hardware 
cloth. Vertical wooden supports are added on the 
sides. Conversion of a post pallet costs $15. 

Boxed in post pallets can be stacked from the floor 
to the ceiling, since weight is not a factor. Pallets 
on lower tiers can be worked by order fillers. 

Whenever a new item is under consideration for 
open storage palletizing, the management investigates 
the safety aspects. First, is the shipping carton strong 
enough to bear a load? Second, will bearing points of 
cartons rest on the pallet slats or will bearing points 








come Over open spaces where there would be no sup- 
port? 

One row of the item is stacked as high as possible 
under the supervision of a member of the company’s 
management staff. This member then checks the stack 
three times daily, morning, noon, and night. If there 
is no shifting, the next shipment goes into storage on 
pallets. 

The May warehouse has one fork lift truck which 
has a 2,000-lb, 10-ft. lift capacity. It has standardized 
on a double entry, 42 in. pallet. 

Pallet racks are made of 3-in. angle iron. Vertical 
supports are 84 in. apart, to accommodate two of the 
42-in. pallets. One row of pallets is on the floor, an- 
other row on the horizontal supports. Load limits o! 
merchandise determine height of a pallet load. Stack 
ing is based on the principle that a man can reach 
about 8 ft., so the ideal breakdown is to have the hori 
zontal support 4 ft. above the floor to enable orde: 
fillers to work lower and upper pallets. 

Aisles in the bulk hardware storage area are 11 to 
11% ft. wide. This is a foot or so wider than gener- 
ally recommended as necessary for warehouses using 
fork lift trucks. The extra width enables a_ truck 


Below: new warehouse of May Hardware Cc 
left, May executives, left to right, Leonard S. May 
secretary-treasurer; Donald L. May, sales manag 


F. P. May, vice-president; Leo C. May, president. 



































new MAY warehouse 





operator to spot a pallet with fewer movements. Wider 
aisles, the company figures, reduce labor costs, and 
that more than offsets the loss in floor storage area. 

In one area, however, a 7 to 8 ft. aisle worked out 
better. This was to accommodate a slanted wall area. 

The new warehouse was a large addition to an estab- 
lished warehouse-office building, of irregular shape to 
fit the building lot angled between the street and a 
railroad right-of-way. 

A study of this one area showed that regular width 
aisles with storage spots at right angle to the aisles 
resulted in considerable wasted space. The final plan 
was to angle the spots, and reduce the aisle width. 
The fork lift truck has to make only a 60 degree, 
rather than a 90 degree, turn to spot a pallet, and 
that allows the narrower aisle. The angling left some 
vacant spots along the wall 27 to 30 in. wide. How- 
ever, the angular spot plan results in nine more pallet 
spots than would have been possible with a conven- 
tional floor pattern. 


All Shipments By Truck 


Shelf hardware is kept in an area right back of the 
loading platform, adjoining the office portion of the 
warehouse at the front of the building. This location 
was selected to have the area close to the offices so 
buyers could check stock quickly. 

The main stock of shelf hardware is on shelving in 
the open area, with aisles accessible from both ends. 
Reserve stock is kept nearby on shelving along a wall. 

Lock-up merchandise is kept on the second floor of 
what was the older warehouse section. The shipping 
department is directly beneath. 

All in-shipments are received by truck, although 
provision was made for a spur along the railroad 
right-of-way. The company now is checking the vol- 
ume of merchandise received directly by truck at the 
warehouse, against that arriving by freight car and 
trucked from the yards to the warehouse, to deter- 
mine if it would be economical to build the spur. 

In-shipments at the 3-door truck platform are 
checked in and quantities reported to the office. 

Factory orders are made out in triplicate. One copy 
goes to the warehouse receiving department. This copy 
lists the items ordered, but not quantities. 

The receiving clerk fills in the quantities. The copy 
is returned to the office for a comparison of quantities 
ordered and quantities received. 


Customer orders are handled through the warehouse, 
first in the shelf hardware area, then the bulk area, 
and finally the lock-up merchandise department. 

The company has streamlined the handling of cus- 
tomer orders received from outside salesmen to save 
the credit department approval procedure in process- 
ing orders through the office. 


This is done by having each salesman pass on credit 
extended his customers. A list of overdue accounts is 
furnished each salesman periodically to keep them in- 
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formed on the status of their individual accounts. 


The streamlining has produced these two results: 
first, the credit department’s work has been reduced; 
second, salesmen are more interested in their cus- 
tomers paying bills promptly so they will stay off the 
overdue list. 

The credit department still passes on orders received 
over the telephone and at the city desk. 


Customer orders are written up in multiple copies. 
One copy goes to the accounting department for bill- 
ing and invoice preparation. Other copies go to the 
warehouse. 

The company has designed its own type of hand 
truck for order filling in the shelf hardware area. One 
end of the truck has a deep bin for handling long mer- 
chandise such as levels and saws. At the other end 
there is a miniature stationery store with a clip board 
to hold the orders, pencils, tape and similar supplies 
that come in handy. 

All items in an order are placed in a tray which is 
permanently lettered, and that letter is written in a 
corner of the order for identification purposes at the 
shipping dock. . 

Bulk hardware items are then picked and placed on 
a hand truck. 

Orders are hoisted by a box to the upstairs lock-up 
goods department. Items are picked and the order held 
until the shipping department calls for them to com- 
plete assembly of the order. The lock-up goods depart- 
ment sends merchandise to the shipping department 
on a chute. 

A copy of the order goes with the merchandise on 
the truck as a packing slip. It is signed by the cus- 
tomer and returned to the warehouse by the driver. 

After an order is completed, the warehouse sends a 
copy to the office to keep the buyers informed on back 
orders and for analysis by the sales department for 
sales trends. 


Offices on Second Floor 


The second floor of the office portion of the ware- 
house is used for salesmen’s offices where they have 
privacy in making telephone calls and handling paper 
work, and also for a display of fishing tackle. Some 
larger hardware items handled by the company are 
displayed on the first floor. 

The new section of the warehouse has a steel deck 
with built up roof, supported by reinforced concrete 
piers. The walls are of cinder block. The ceiling 
height permits storage up to 16 ft. above floor level. 

Donald May has headed up the company’s move to 
the new warehouse and the working out of the operat- 
ing details. His suggestion for wholesalers planning 

(Continued on page 145) 


About these illustrations ed 


Upper, left and right, light and bulky merchandise 
on post pallets is stacked ceiling high. Center, left, 
truck driveway. Center, right, hardware cloth en- 
closes post pallet for lid storage. Lower, warehouse 
layout showing storage area locations and docks. 





HARDWARE AGE, MAY 13, 1954 

































































































ccounts. 
results: 
‘educed; 
eir cus- 
' off the 


received 


copies, 
for bill- 
. to the 


of hand 
ea. One 
ng mer- 
her end 
p board 
supplies 


vhich is 
en in a 
; at the 


aced on 


lock-up 
ler held 
to com- 
depart- 
irtment 


dise on 
he cus- 
‘iver. 

sends a 
yn back 
ent for 


» ware- 
y have 
r paper 

Some 
ny are 


el deck 
mnecrete 
ceiling 
evel. 

ove to 
yperat- 
anning 


Jise 
eft, 


use 
cks. 


kA 
NS 
AX 
Citar! 


vA 
ats 
ANTAL SN 
Ns 
7 
fi 
7: 


Phas 
we AE: 


Te 
~ ¢ 
' ? 
: 
Kye 
. 2 

















MERCHANDISE 
NOT ON 










orice / ORIGINAL BLDG. 







ff SHIPPING DEPT. ON FIRST FLOOR 
/ LOCK-UP HARDWARE ON SECOND FLOOR 














RECEIVING 


TRUCK ORIVEWAY DEPT. 


econo ----- 


| : i= $TOCK AREAS 




















107 
HARDWARE AGE, MAY 13, 1954 


Outdoor _ furniture 
and related lines 
are given ample 
space for inspection 








Good Display Sells 


Summer Merchandise 


Showing warm-weather goods where people can examine them 
from all angles helps mid-west store make many impulse sales 





There are extra impulse sales to 
be made on summer merchandise 
through better display of it, says 
Frank Zancanaro, manager of the 
Harris Ace Store in Janesville, 
Wis. 

Outdoor articles—chairs, tables 
and chaise lounges—are shown 
where browsing customers may 
try them out. These and such 
items as hammocks are sold to 
customers visiting the store for 
entirely different types of mer- 
chandise. 

“Until we began to give these 
lines prominent display space,” 
said Mr. Zancanaro, “many cus- Inflated wading pools and water toys are given prominence through suspe 


(Continued on page 1140) sion from the ceiling. 
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Yes, it’s just a year since new vy, page LIFE + '2 page POST 
as first put on the na- P ape 
5 times more advertising In "54l 


1954 


Full Page, plus Half Pag® LIFE (Moy 17, June 21) 





played Full Page, plus Half Page: post (April 17, June 5) 
it there. So, here it is again: 
As with last year’s Pro 

there’s nothing extra for you to do. 

Offer sells stock right off your shelf. 

Customer pays full price. You pocket 

regular profit. A full line of display 

and tie-in material, including shelf } | ; 

strips, to help kettle boiling’ yy . | orth z 

Don’t get caught with your stocks othe Big StOrY” Pa | =e 

down. Order RODYSHEEN today! on NBC—TV ash vourvey “ 
june 11, June 18 ee oe ‘ 
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J ORDER TODAY FOR BIGGER PROFITS! 
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Travtlectric = 


EVV pss 
CURRENT shige ae 

) 

for Land.. 7 :\| 


JUST PLUG INTO CIGAR LIGHTER ON DASH 


Change 6 or 12 Volt D. C. 
to 110 Volt A. C. - 60 cyde 





Operates Test Equipment, 
I ic Sh 
SIZE: 2°23" All Electric Shavers 


Tentlectric MIDGET *?!”* 
Model 6-11160, 60 Cycle, 10-15 Watts 


OPERATES 
© Test Equipment 
© Turntables 
, ®@ Lights 
® Short, Long 
Wove Radios 
» @ Portable 
Phonographs 
@ Electric 
SIZE: 2Y2"'x2Y2"'x4Y Shavers, etc. 


TravElectric SENIOR $1595 
Model 6-1160, 60 Cycle, 35-40 Watts List 


OPERATES 
® Curling Irons 
© Radios 
© Turntables 
© Small Dictating 
Machines 
® Test Equipment, 
© Electric Shaver 
© Portable 
Phonographs 


SIZE: 4°'x5"'x6” 95 


$2 
TravElectric MASTER ~ 


Model 6-51160, 60 Cycle, 40-50 Watts 
SOCHCHOHEHOHOHEOOHHOOEEEEEOE 


OPERATES 

® Wire 
Recorders 

© Amplifiers 

® Soldering Iron 

® Radios 

® Dictating 
Machines 

© Turntables 

® Small Electric 
Drill 

® Electric Shaver 





















SIZE: 4°'x5"’x6" 


Travflectric SUPER °97” 


Model 6-71160, 60 Cycle, 60-75 Watts 


FULLY GUARANTEED 


Terado COMPANY 


1067 RAYMOND AVENUE 
ST. PAUL 14, MINNESOTA 
In Canada Write: Atlas Radio Corp., ltd 
560 King St. West, Toronto 28, Ont. 


Export Sales Division: Scheel International, Inc. 
4237 N. Lincoln Ave., Chicago 18, Ill. U.S.A. 


Cable Address—Harsheel 























Ups and Downs of a Shopping Center Store 
(Continued from page 97) 


I tried my best to cheer him up, but I 
couldn't. Bill, he's a sick man. 


Well, by 11:30 p.m., the big event was over 
and the parking lot was empty, and the lights out. ! 
would say Super-Plus had put over a big opening. 
Everyone in our town must have known all about that 
new store. 


The next night was Saturday night. So I 
went out again just to look around. I thought, this 
being Saturday night, there will be so many people 
in Super-Plus' that they will just bust the store 
wide open. 


But, Bill, I was wrong. The store wasn't 
too crowded. Nothing like the grand opening night. 


I noticed the parking lot wasn't full 
either. Looked about like it was before this new 
store was opened. 


Well, over that weekend, I tried to figure 
out what happened to all those people that were 
there the night of the grand opening. Where did they 
go? 








The following Wednesday night I went out 
again, and Bill, you know what I saw? It's the 
truth. Super-Plus had chartered four brand new 40- 
passenger buses, and they were bringing people from 
all over town to their store--free! 


Yes sir, you could just stand at the reg- 
ular bus stop, and they'd pick you up absolutely 
free. To tell you the truth, I don't think our local 
bus company liked it--taking business away from 
them that way. 


Anyway, Super-Plus packed ‘em in and 
wheeled ‘em out. I said to myself, "You know, Super 
Plus is smart. If people won't come after the first 
grand opening night to a big new million dollar 
store, why you just go out and get ‘em in a big bus 
and bring ‘em to the store free. Then they're bound 
to buy because they feel beholden to you.” 


But I can see I don't know nothing about 
this fancy selling and the big city merchandising 
tactics that they're using around these shopping high between 
centers. I've got a lot to learn. — 


Three nights later those big free buses -ALL Ni 
were coming to the store almost empty. People in divsts from 19 
my town just didn't seem to want to come out--even f'??.,'s.3% 
when it was absolutely free transportation. The wast or tarnish, 
novelty had worn off, I guess. - ” 


I don't know, Bill, just how this thing iS Blin trom 18 
going to end up unless about 50,000 new people move ae 
in around this center. Probably we will need 100,- 

000 because the center going up across the road will 
be finished soon, I'm told, if the money holds out. 


Last night, I went out there again. Of 
course I drove my own car out since they have taken 
the free buses off. I feel real sorry for Super- 
Plus Variety now. Their place was empty. 


But I feel good in one way. That old fellow 
in the grocery store I told you about, he was all 
smiles. And he told me why. 

Super-Plus is in the same fix he's in! 


Sincerely, 
Jack 
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Catch as catch can bolt and nut selling methods have no 
place in the modern hardware store. You can make your 
bolt and nut business even more profitable when you let 
the “Self-Service” Lamson Bolt Bar save you time and 
steps to the back room. 


The Bolt Bar comes complete with 106 of the fastest-selling 

sizes of bolts, nuts, washers, etc. Experience proves that 

the Bolt Bar stock turns over an average of 6 times a year. 
The extra profits and time-saving convenience of the 
Lamson Bolt Bar should be a “must” for every hardware 
store. Ask your distributor salesman for the facts on 

the Lamson Bolt Bar or write to us direct. 


“7he LAMSON & SESSIONS @. 


1971 West 85th Street Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio + Birmingham + Chicago 
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Wanted: Better 
Manufacturers’ Aids < 












(Continued from page 9% 





works to the direct disadvantage, 
the manufacturer. This occurs whey 
the manufacturer’s item is isolated 
from other items in the line becaug 
his display does not adapt itself ty 
line display. 













lor example, a display of rule 
may have to be set away from the 
section showing the line. Only o% 
casional sales are made to person 
passing the display, because mos 
customers for rules go directly ty 
the section to make a selection from 
the full line. 

Hardware store customers knoy 
basically what they want when the 
enter the store. Impulse buying is Y 
relatively low except when the cus- 
tomer is influenced by a salesman 















No Time For Displays of 


Coordinated window displays.— 
lor the most part, hardware dealers 
do not have the time nor the talent 
to utilize the most effective tool at 
their disposal— window displays 
that really sell. 

Stores receive more than an 
abundance of window material, 5) 
pct of which is never used an 
much of the 20 pct is used ineffec- 
tively. I feel sure that through the 
elimination of waste a more effec: 
tive job could be done with windov 
displays, and at a cost equal to or 
less than today’s expenditure. 





Window Trim Service 


Manufacturers can take an idea 
from cigarette and liquor suppliers 
and have their own traveling dis 
play crews, or arrange with local 
display companies to have dealers 
windows trimmed. 

This would be a reai service to 
dealers and they would welcome tt 
with open arms. 

Manufacturers could present their 
merchandise in a manner that would 
sell it to the consumer. Manufat- 
turers would assure themselves 0 
the best advertising space in Amer 
ica — the show windows of retail 
stores. Manufacturers also could 
have a direct tie in with their n® 
tional advertising programs. 








(Continued on page 118) 
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YOUR FREE DISPLAY 


shows major models. 
Yours for price of 
locks alone. Includes 
a selling story! Locks 
finished in brass, 
bronze, aluminum, 
and in polished 
chrome for split 
finishes, 





etter 
‘'s’ Aids 
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_ want ALIGNAJOCK 
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Mit fi 


L, 


than an 
naterial, 30 
used and 
sed ineffeec- 
hrough the 
more effec- 


Your builder customers have been These builders realize that 
reading about Sargent’s sensational, ALIGNALOCK is the type of reliable, 





j new ALIGNALOCK ...in one of the branded merchandise that HELPS 

ith window : ee Reviews es 

| most concentrated, high powered SELL NEW HOMES. 

2qual to or . : ; , 

iture. promotions in hardware history! Steck ALIGNALOCK, available in 
Builders know that ALIGNALocK all functions. Then phone the 

‘vice is the greatest value in low cost builders in your area that you’ve 


. locks! got this easily-installed, low cost 
ke an idea 


r suppliers aa They know that ALIGNALOCK’S 
veling dis- ele self-aligning assembly and other Get in touch with your supplier 





lock ready and waiting. 


big vs features make it possible for even now! Or write us, Dept. 4K, for all 
ve dealers wa | non-skilled help to install this lock the exciting details. 










easily, accurately and economically. P. S. Don’t forget that your 
res a They know that it’s made of home-owner customers who need 
velcomm = quality materials throughout. No lock replacements will want 
easily cracked die-cast parts. ALIGNALOCK, too! 










esent their 









that would 

Manufse- Sargent & Company . 
ae a New York « NEW HAVEN, CONN. « Chicago lf 
-iIn Amer- 
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Iso could 
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Dealers who try Keystone’s P.L.U. (Practical Land Use) 


Plan make this discovery...it pulls in new customers...makes 
good buyers out of “‘poor to average customers:’ 














Here’s why! Government figures show a big difference in farm 
income. On the average, it reports, one farmer out of each eleven 
will have 50% of the total income. Two have 30% of the total. 
The remaining eight have 20% of the income. 

The Keystone P.L.U. Plan helps all eleven of these farmers, 
but especially it helps the eight “poor to average” farmers boost 
their earnings. It helps them increase their land value. But, 
to boost their earnings and increase land value, they have to 
spend...for implements, for seed, for fence, for fertilizer, for 
feed. Soon they need better farm buildings. As earnings jump, 
these farmers start to satisfy their desire for home improvements. 
Naturally, they come to you for their requirements. Instead 
of competing with other dealers for the business of the three 
top farmers, you get the cream from the new buying power 
you’ve helped create —and the chances are, at a better profit. 

That’s how Keystone’s P.L.U. Plan spurs your farm trade and 
profits. And, the Plan is so sound that bankers will help finance 
the basic program that starts these farmers on the road to 
success...turns them into solid, profitable customers...wins you 
exclusive, profitable business. 

Does this program require a lot of time and effort by dealers? 
That’s a second feature. All you do is explain the procedure 
...help the farmer make the right contacts. Keystone helps you 
with a complete plan and Merchandising Package, described 
at left. 

This plan is a way to spark buying of all types of farm sup- 
plies. It’s especially valuable today, when farmers are putting 
on the brakes. 

















You'll find all the facts about 
Keystone’s P.L.U. Plan in this Mer- 
chandising Package. You'll be 
amazed at how simple it is to use... L & W 
at how much good it will do for you. fre t Y ty T oO ba E S T - = 

Ask your Keystone representative for 


details. Get started without delay. RED BRAND FENCE - NON-CLIMBABLE FENCE - ORNAMENTAL FENCE CORN 
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as fpaemte rYTOL 
HE gt Ele _ 


7H 
e 


1 Fy 


KFYR 
G11 
WNAX 
WHKC 
L@.4e).4 
KSTT 
KFAB 
WLS 
WHAS 
wowo 
WIBC 
WKOW 
and 13 
others 


WLS BARN DANCE 





No wonder Red Brand 
is tops with farmers 


Farmers love square dancing. That’s why the WLS Barn Dance 
has such a tremendous following. 


















For over 20 years, Keystone has sponsored this outstanding 
program. For over 20 years, farm families in WLS range have 
heard the story of Red Brand fence. It’s won warm friends for 
Keystone... and for Keystone dealers. This is just one of the ways 
Keystone has been building preference for Red Brand quality 
through the years. . . helping our dealers attract farm business. 





This year, we’re doing a stronger, more forceful job than ever. 
Sales can be made, and we’re going to help Keystone dealers 
make them. That’s why it pays to be a Keystone dealer. 


&IWIRE COMPAN YF crces:,uinors 


FENCE CORN CRIBBING - NAILS - GATES + KEYSTONE POULTRY NETTING 
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Increase 


Edwin Wittenberg at one of the special in-store displays. 


How a Texas hardware dealer started 


When Fort Worth, Tex., began 
priming for the annual Colonial 
Golf Tournament, A. J. Anderson 
Co. trained its promotional guns 
in the same direction. The sport- 
ing goods department of the firm 
attained a 30 pct rise in its golf 
goods sales for three months as a 
result. 

Manager Edwin S. Wittenberg 
started in March, 1953—two 
months prior to the tournament 
—to whip up enthusiasm for it 
among the sales staff. 

Three weeks prior to the tourna- 
ment, Anderson Hardware used 
several 3 column by 10 in. news- 
paper ads. Special offerings in- 
cluded seven clubs—two woods 
and five matched irons—with bag, 
six golf balls and 25 tees for $55. 
Advertised as a complete basic set 
it was offered on easy terms. 

A more expensive and better 
special was an autographed set 
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Golf club display includes one of higher-priced spec 





HARDWARE 


ia / 


/ 


Golf Goods - 


advance promotion to profit from tournement 


3. 












HARDW 


Presold for YOU ceric in tser: 
New/ WELDWOOD: 


PRESTO-SET GLUE 


Peet oe no 






102 MILLION PRESTO: SET 


Ady G use - ers FAST 


CIRCULATION Sa 


in 1954! Readers of 
Presto- Set ads include many 
hundreds of your customers 


-@ SAT. EVE. POST 
 @ COLLIER’S 

@ WOMAN'S DAY 
- @ POP. MECHANICS 
- @ POP.SCIENCE MONTHLY | 
| SCIENCE & MECHANICS 
| @ MECHANIX ILLUS. 
| @ HOME CRAFTSMAN 


4 
1 


| @ HOME — 








rwe@ment 

















FOR INDUSTRIAL USERS! 
Packed in 1, 5, and 10 gal- 
lons, 30 and 50 gallon 
drums. (Write for details.) 





| pIsPLAY CARDS! acu at 
‘ | DISPLAY CARTONS! _ HERE’S HOW: 


DISPLAY PRESTO-SET GLUE — 


Keep tubes and jars on counters—put Presto-Set display 
cards in your windows! 













| COUNTER “LEAFLETS! 












"you UR WHOLESALER ‘>! TELL YOUR CUSTOMERS — 
HAS PRESTO-SET! Weldwood product from the United States Plywood Corp 
ORDER TOUGH! CARRY ENOUGH STOCK — 
When they ask for Presto-Set, have it on hand to sell! 


N.Y. 36, N.Y. 















THE UNITED STATES PLYWOOD CORP. + 55 WEST 44 ST., 
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DOMINATE your 
CAULKING MARKET 
BY HANDLING .. . 





















































SEAL 


CAULKING COMPO 





@ Outstanding architectural 
quality — highest quality 
pigment and vehicle. 






@ Rigid factory controls 
during every step of 
manufacture. 





| 


@ Every batch ex- 


ceeds minimum 
Federal Specifi- 
cations. 


@ Guaranteed free from 


adulterants such as 


lubricating oils, lard, 
grease or fish oils, 
etc. 


@ Fair retail prices. 
@ Adequate discount. 


@ Convenient jobbing stock. 


Dealers and jobbers are 
reporting growing sales of 
Flexiseal Caulking Com- 
pound. Get on the band- 
wagon! See your jobber or 
write us for full details. 


LANDEN PUTTY WORKS, inc. 


25 IRVING ST., MALDEN, MASS. 











| were displayed 


with three woods and eight irons 
at $84.95. 
The complete outfits were of- 


fered in different ads, each of 


| Which featured sets of woods, sets 


of irons and putters as well as a 
variety of accessories. 

Golf goods were featured at the 
same time in store and window 
displays, each with posters call- 
ing attention to the Colonial tour- 
nament. 

One of the window displays had 
bright red colors for a background 
and included cardboard figures of 
golfers playing in the tournament. 
Each of the two golf set specials 
with data as to 
their content, price and _ usual 
sales price. 


A basic set was shown on a ver. 
tical display board made of Perfo. 
board. Individual clubs were 
shown in horizontal position to- 
gether with a large talking card 
and smaller cards with additional] 
data. The bag included in the $55 
special was shown with the clubs, 
balls and tees. 

As a result of the tournament 
tie-in the firm estimates that its 
sales of golf goods, of all types, 
was tripled in the imme- 
diately following the tourney. 


days 


Sales of complete sets, individ- 
ual clubs and a variety of acces- 
sories have continued at a high 
rate ever 1953 tourna- 
ment tie-in. 


since the 





Wanted: Better Manufacturers’ Aids 


(Continued from page 112) 


Newspaper mat service.—Here is 
another area in which the hardware 
industry has not kept pace with 
other industries in filling the needs 
of small businesses. 

Practically all mats supplied by 
manufacturers present one product 
only rather than a line. Mats are 
too large for the average hardware 
store’s budget. For 
these reasons we seldom see a good 
advertisement run by a local hard- 


advertising 


ware store. 


Manufacturers seem to work on 
the theory that if they supply only 
a large cut of their product the 
dealers will have to use it. What 
happens? Dealeys don’t use it. 

The advantages of newspaper ad- 
vertising mat supplying 
suitable illustrations have been 
overlooked. If these mat services 
would build up their supply of il- 
lustrations for the hardware indus- 
try, local newspaper space 
men could help small retailers de- 
velop advertising programs of their 
own. In my opinion, much can be 
done to correct this waste of manu- 
facturers’ selling aids. 

Certain facts must be recognized. 
All retailing has undergone a 
change since the war. Much of the 
selling aids material, however, is 
still designed for the pre-war type 
store. 

Take cut-outs of beautiful girls or 
clever cartoons. Most stores no 


services 


sales- 


longer have counters. They have 
modern, tier type island fixtures. 
There is no room for these cut-outs 
or cartoons. 


We are told we can use them on 
our wrapping counters or in our 
windows. Again, the thinking is 
antiquated. We now keep our wrap- 
ping tables as small as practical to 
have more space to display our 
merchandise. We have no room for 
the thousand and one display cards 
designed by clever advertising men 
who advise us that I 


sales will be 
quadrupled if we will 


show their 
item next to our cash register 

I feel that over zealous salesmen 
who have cluttered their customers’ 
stores with carded merchandise, 
counter cards, window 
other similar material have done a 
great deal to drive customers from 
hardware more 
retail establishments. 


cards and 


stores to modern 


Invoicing for Small 
Wholesalers 


(Continued from page 101) 
tem No. 3, which is the 
process system, has six adherents; 
two of them with volume of one 
to three million, and four of them 
in the three to five million class. 

System No. 4 is the one system 
which we have not yet tried. It 
consists of carbon copies of the 
original order, usually in snap-out 


photo 
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form. Five members are using this 
system. One has a volume of un- 
der $1,000,000, and four have a 
one to three million volume. 

A point to keep in mind about 
these systems is that you can’t 
have everything in any one sys- 
tem. You can’t have individually 
typed invoices that are pretty to 
look at, and at the same time have 
the speed necessary to start work- 
ing your orders immediately upon 
arrival, and have them go out with 
the goods. 


fherefore, in deciding on the 
system best suited for your firm, 
you had better decide first on what 
you want. 

We have used all three systems. 


The advantages of system No. 1 
were: 
It had been in use for many 


years, and of course was familiar 
to everybody. The invoices were 
attractive and legible. There was 
no special machine required. It 
was the most economical method 
we have used insofar as consump- 
tion of paper is concerned. 

The disadvantages were: It was 
too slow to match our truck op- 
eration, and it created two serious 
bottlenecks. 

For example, orders going 
through the stock control depart- 
ment slowed shipping, and the 
re-check, back through the stock 
control department, slowed in- 
voicing. 

Also, 


lown 


typing invoices slowed 
delivery, or the invoices 
the truck and had to be 
mailed later. Typing, too, provided 
an opportunity for human error. 
The had to be checked 
after typing, which caused more 


missed 


invoice 


delay. 

We found also that typing was 
expensive, from the point of per- 
sonnel, and slowed down other 
office work for we would take all 
of the office girls off other work 
to type invoices. 

Another disadvantage was that 
the sales manager and buyers saw 
orders too late to do anything 
about them, and the back order 
system was cumbersome. 

We found it impossible to set any 
tule about back ordering since 
some customers would notify us 

(Continued on page 121) 
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IS BRINGING OUT 
A NEW LINE 


and. iti Jerre / 


@ PRICE WISE 
@ PERFORMANCE WISE 
@ SALES WISE 


Nothing like it on the market. It’s a sales 








‘“natural’’. Announcements now going out 
to the trade. Deliveries start on or before 


June Ist. 


See Your Jobber or Write Us 


WEN PRODUCTS, INC. 


5808 NORTHWEST HIGHWAY ° CHICAGO 31, ILL. 



























































Executive Speedway Power Kit 
Speedway Mig. Co. 


ica ENE 


Wooster Fabric ‘X’ Painting Kit 
Wooster Brush Co 


Dazey Egg Beater 
Dazey Corp 








Hardware Package Award Winners 


The eight items of hardware store merchandise shown here have been awarded 
honors in the 1954 Folding Carton Competition. 
First award in the Hardware category was given the Speedway Power Kit. 
Merit awards in this class were won by the Buckeye Griddle Toaster, the Gates 
hose and Wooster painting kit cartons. 
The Super Kem-Tone “Applikay” packaging won a Merit Award for the best 
potential new volume use for paperboard. Of more than 6,000 entries, it “presents 


the greatest possible use of 
paperboard if it becomes widely 
used.” 

Merit awards were given the 
Dazey and Flint heaters for two- 
color printing. 

A Merit Award for construc- 
tion was given the Ray-O-Vac 
display carton. 

The basic purpose of this com- 
petition is to stimulate improve- 
ment and quality in cartons. It is 
sponsored by the Folding Paper 
Box Association of America. 


Flexible Sprinkler Hose 
Gates Rubber Co. 





Flint Arrowhead Food Mixer 
Ekco Products Co 
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Aluminum Griddle Toaster 
Buckeye Aluminum Co. 


Super Kem-Tone ‘Applikay’ 


Sherwin-Williams Co. 


Flashlight Battery Display 
Ray-O-Vac Co. 
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(Continued from page 119) 
that they wanted nothing back or- 
dered. Then when we complied on 
something they really needed, they 
would complain. Thus our back- 
orders were in a constant state of 
confusion, and backordering was 
the cause of many returns. 

Under this system, too, sales- 
men did not get a copy of the in- 
voice. 

System No. 2, the Ditto process, 
which we installed in 1953, was 
the second system used. It was 
an honest effort to clear up the 
two big bottlenecks of System No. 
1. However, I think this was an 
instance of the cure being more 
disastrous than the disease. 

The advantages of that system 
were: It eliminated the stock con- 
trol bottleneck. We were sure in- 
voices would go out with the truck 
and the goods. The salesmen and 
buyers got a copy of each order. 
It improved our backorder system 
100 pct. 

But the disadvantages were: 
Paper was too expensive. It was 
too complicated. Typing orders 
upon arrival delayed their getting 
to the shipping department. 

It was costly in personnel. In- 
stead of reducing personnel, we 
had to add one more person to 
operate the machine. 

Now we are using System No. 3, 
which is the Ozalid Process. It 
was installed in January of this 
year. 


This is the procedure involved. 
Copy No. 1 is the original order 
which we give the customer if he 
requests it. Copy No. 2 is the ship- 
ping copy. Copy No. 3 is the in- 
voice, and Copy No. 4 is the sales- 
man’s copy. 

The original order, written on a 
translucent master _ sheet, is 
mailed in by the salesman. The 
credit is approved, and a perma- 
nent number assigned. From this 
point it goes to the machine, where 
Copy No. 2, the shipping copy, is 
made. That goes directly te the 
warehouse manager’s priority or 
trip cabinet. 

Copy No. 1 goes to the stock con- 
trol department where it is proc- 
essed simultaneously with the or- 
(Continued on page 127) 
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Hitch your business to 


STAR BRITE 


WARE 
THE SHINING CABINET HARD 
LINE THAT GIVES YOU EVERYTHING 


* STARRED for quality. design and precision fit. 









SOLD THROUGH 
WHOLESALERS 
ONLY 








#215 
ORNAMENTAL HINGE 
For flush doors 


Overall size: 
2%" x 2/4" 
“STAR-BRITE" 
Chi ome, nickel 
and brass 










Complete 
with screws 






















#285 
CHAIN DOOR FASTENER 
Wrought steel; non-welded chain 
Size of plate: 4°" x 1%" 
“STAR-BRITE" 

Nickel 
and brass 


#211 STORM SASH HANGER 
x 1%" Eye Plate: 14" x 24" 
STAR-BRITE" Cadmium Plate 
1 doz. pr. to box; 36 doz. to carton 
Complete with screws 


Hook Piate: Va" 


















Complete 
with 
screws 



























SASH LOCK 
Wrought Steel 










SEMI-CONCEALED HINGE 
Raised knuckle 









Overall size: 4 
1%" x 2/,"" ¥%"" offset 
“STAR-BRITE" “STAR-BRITE"’ 
Chrome, nickel Chrome, nickel 
and brass and brass 
Complete 











Complete 
with screws 









with screws 
















#200 
CUPBOARD TURN 
Wrought Stee! 
Overall size 
my Qe 
“STAR-BRITE"’ 
Chrome, nickel 
and brass 


, WITH SPECIAL DEAL 






























er ATTRACTIVE 












































STAND-UP Complete 
DISPLAY with screws 
COMPLETE 
WITH STAR 
AMERICANA #297 
HARDWARE CONCAVE KNOB 
‘STAR-BRITE" 






Chrome 
3 sizes: I'/2""-17/"'-21/4"" 
| Dozen to Box 


with screws 
36 Doz. to Carton 


Featuring Star's 
#318—%" Offset Hammered Hinge 
4319—Flush Hammered Hinge 
#391—1'4 Knob 

#394—Hammered Pull 

#317—"HL" ¥%" Offset Hammered Hinge 
#320—"HL" Flush Hammered Hinge 















A 












BEF: 


METAL PR 


ler Street, Broo 






ODUCTS Co. 


klyn 17, N. Y. 






SEs 


370 But 

























Section of dinnerware and pottery display 
area. Framed prints are shown on high shelf. 







Giftwares Selling 





Attracting Women Shoppers 


When Hickman Hardware _ in 
Granite Falls, N. C., moved its 
toy section from the mezzanine 
to the second floor to give gift- 
wares better display, sales for 
both departments showed an up- 
turn. 

Separation of the two sections 
five years ago brought a 50 pct 
increase in gift volume. Toy sales 
showed a good upward curve in 
a space of 875 sq. ft. 


122 


In its mezzanine quarters the 
housewares department features 
domestic dinnerware, imported 
bone china, three major lines of 
crystal, brassware, wrought iron 
and a wide variety of other gift 
and utility type housewares. The 
department’s color scheme is 
green, grey and burgundy. 

Two saleswomen are on duty 
at all times in the department. 
They make the major portion of 





their sales to people buying gifts 
for brides in this town of 3000 
and attract much traffic from sur- 
rounding communities with a com- 
bined population of 25,000. 
Hickman’s contacts prospective 
brides in the trading area and in- 
vites them to select patterns of 
dinnerware and crystal that they 
wish. A record is made of these 
preferences to inform customers 


(Continued on page 128) 
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Because of brand 
name acceptance 
and continued national 
advertising, they'll be 
sales leaders in 1954! 


Push the button on Krylon Crystal-Clear Acrylic Spray... 

















BRIGHT 


LUM 0M 


SPRAY 


Me. 140" 

. oe” 

fe, vive. Protectiv® cow 
Metal, wood, fle 

Paper, etc. 

















Prorects 
Ped, Leathe’. 
Per, metal/® 






. and anything the spray touches of metal, wood, paper, 
etc. is protected from rust, tarnish, corrosion, mildew, 
acids, moisture, and other ravages—so says national adver- 
tising in Better Homes and Gardens, American Home, Sun- 
set, and Business Week, issue after issue. 









Krylon Bright Aluminum gives the same results in a 
lustrous aluminum finish, and there are Krylon sprays in 
Flat Black, Glossy Black, Touch-Up White, Bright Gold, 
Machine Grey, Light Grey, Cherry Red, Chrome Yellow, 
Regal Blue, and Hunter Green... all advertised nationally 


$15.60 PUTS YOU IN THE to assure you of many pre-sold customers. 


























Tools, garden equipment, screens, important papers, 
KRYLON BUSINESS — brass and copper objects, etc....when it comes to protection, 
Krylon Crystal-Clear Acrylic Spray does the job quickly and 
A SMALL INVESTMENT easily. When it comes to touching-up or decoration, there’s 
a Krylon color spray to do the job conveniently and fast 

FOR SO GREAT A POTENTIAL . .. dries in minutes. 


CONTACT YOUR JOBBER TODAY, OR USE THIS COUPON 


























ee 7 
! 
Here’s the special starter assortment | KRYLON, Inc., pop. 186 
(retail $1.95 each): | 2038 Washington Ave., Philadelphia 46, Pa. | 
counter display shipper We'd like to climb onto the bandwagon! Please have my jobber deliver a 
‘ Krylon Starter Assortment as soon as possible. 
hard selling consumer folders 7 ! 
; | 
ifts St 
; aoa 1 Crystal-Clear 1 Light Grey | sai ees | 
. i Bright Aluminum —_ 1 Bright Gold 1 ada | 
im sur- : ress 
1 Touch-Up White 1 Chrome Yellow | | 
= Com 1 Glossy Black 1 Regal Blue | City Zone Stote__ | 
1 Flat Black 1 Hunter Green | | 
pective 1 Machine Grey 1 Cherry Red | My name ——-—— | 
ind in- | is ities | 
ame of our jo er. 
rns of Your Cost $15.60—You Sell For | ch | 
foe $23.40—Your Profit $7.80. 
ese . . 
acti: Open Stock Priced to Bring KRY LON, In€., 2038 Washington Ave. Phila. 46, Pa. 


Regular 50% Markup 
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Here’s something NEW in house paint 





pAINTS 2s 
| ACME | 
QUALITY o 


STAINS 


b) 
vaenistle 





FORMULATED especially for repainting ex- 
terior surfaces where old paint is in good 
condition. Spreads easily, needs no thinning. 
Features excellent hiding power, beauty, 
durability. Order Acme Quality One Coat 
Outside White now from your jobber. 


















A paint home owners have long demanded! 
A sure-fire, volume-sales item for you 
because it lets your customers SAVE... 
>> TIME (takes 2 the time of two coats) 
x> WORK (just 2 the work of two coats) 
s+ MONEY (4 the price of two coats) 
Tops in beauty, protection and quality, too. Order, 


stock and sell Acme One Coat Outside White House 
Paint. Available through your regular supplier in 





five-gallon cans, gallons and quarts. 


ACME QUALITY PAINTS, INC. | ACM 


DETROIT 11, MICHIGAN 





Makers of Acme Quality Paints, Fashion-Right, Super Kem-Tone, Kem-Tone, Kem-Glo and Insecticides 
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NEW, RUBBER-BASED PRIMER! 


— 


+ ACME QUALITY 
CEMENT FLOOR 
PRIMER «: 


It’s alkali-resistant 




























It’s moisture-resistant 


XK It provides a better bond for the finish coat 





pAINTS 5 
Now, another outstanding product has been added to the 
ACME Acme Quality Floor and Porch Enamel line—new Cement 


TH Floor Primer in gray. 
QUALITY: np phos 


Because of its exceptional resistance to alkali and moisture, 
STAINS 4 


it’s the perfect primer for new or uncoated cement and con- 
« VARNIS = 









crete floors. And it’s your perfect—and profitable—answer to 
the many requests for an easy, foolproof way to condition 
cement and concrete floors. 


Order, stock and sell this Cement Floor Primer. And, for the 
finish coat, sell ever-popular Acme Quality Floor and Porch 
Enamel, now available in 9 attractive colors. 


NEW COLOR CARD 













| SRS 
FOR ACME DEALERS 


JUST OFF THE PRESSES, and just right to mail or 
| . : A hand out. Has space for your imprint. Contains 
nterested in a promotion that will 5 chips of the 9 Acme Quality Floor and Porch 

— Enamel colors, including rich, new ‘Indian Red, 
sell and sell and sell Floor and ‘ Pine Green and Gulf Blue. Also plugs new 
$ Cement Floor Primer. Order your cards now 


Porch Enamel? Send coupon for from your Acme jobber. 


the facts. 


Advertising Dept. B 


Acme Quality Paints, Inc. | am interested in the Acme Floor and Porch 
Detroit 11, Michigan Enamel Promotion. Rush me the details. 








DETROIT 11, MICHIGAN Address 





ticides 


! 
ic. | ACME QUALITY PAINTS, ING. | == 
I 
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Egg Crate Displays 
Dress Up Windows, Stairway 


Special emphasis is given merchandise in displays at 


McIntire Hardware stores in Chevy Chase, Bethesda, Md. 















































Fiousewore items cre teatured at bot 
. na 2 : 3 

* fom of stairs from main se ng tloor +t 
basement housewores deportment 





Window between store and patio lawn 
and garden area has this egg crate unit, 
divided by shelving, for wicker goods 
and giftwares display 





Lawn mowers and andirons are featured 
in this egg crate window unit. 
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Invoicing for Small 
Wholesalers 


(Continued from page 121) 


der which is being worked in the 
shipping department. 

Copy No. 2 is processed through 
the shipping department, and goes 
to the Kardex for verification with 
Copy No. 1. Copy No. 1, the trans- 
lucent copy, has a place for the 
cost, and this is inserted by the 
stock control department as_ it 
passes through. 

Back ordering is taken out of 


the stock control department’s 
hands under this system, and be- 
comes the responsibility of the 
salesmen. 


From the stock control depart- 
ment, Copy No. 1 goes to the office 
for extension and addition, and 
Copy No. 2, the shipping copy, 
goes to the buyer. 

In this way, we get a buyer’s 
check prior to mailing the invoice. 
It is surprising how many errors 
we catch, which can be corrected 
before the merchandise and in- 
voice leave the house. 


After being extended and added, 
Copy No. 1 goes to the Ozalid, and 
Copy No. 3, the invoice, is pre- 
pared, folded, inserted in en- 
velopes, and is always ready to 
go out on the truck with the goods. 

Copy No. 4, the salesman’s copy, 
goes to him, and he handles all of 
the back orders. Then Copy No. 1 
goes to accounts receivable for 
posting, and then to sales analysis 
where commissions are figured, 
and finally it goes to our perma- 
nent records file. 

In the meantime, after buyers 
have finished with Copy No. 2, it 
is put in a temporary file for ap- 
proximately 40 to 60 days so we 
can check back on customer com- 
plaints. These copies are eventu- 
ally destroyed, and this represents 
the only paper waste in this sys- 
tem. 

I think the advantages of this 
system are apparent. It is simple, 
inexpensive as to paper costs. It 
does away entirely with typing, 
and invoices get to customers on 
time. Bottlenecks have been re- 
moved, and buyers get a copy in 
Plenty of time to make corrections 
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SELL MORE with the fireplace line 
that gives you MORE TO SELL! 


THE TRUE “fMevscweni. 


The only fire screen customers ask 
for by name! And this year, Flex- 
screen offers you more models, 
more exclusive features, more na- 
tional magazine advertising in fu// 
color pages—plus a complete pro- 
motion program that will mean 
more Flexscreen profits for you 
Get the facts—and you'll feature 
Flexscreen—the fire screen most 
customers want most! 


BENNETT 


FIREPLACE ACCESSORIES 





Every Flexscreen customer 
is a prospect for these fine 
quality Bennett Fireplace Ac- 
cessories. baskets 
lighters, grates, fenders, and- 
irons, log dogs, etc. 
everything you need to satisfy 
every fireplace customer. 
\ ————— Complete your sale — com- 
plete your profit—by featur- 
ing the complete Bennett line! 


I iresets, 


here’s 











... in sturdy CAST IRON 
for perfect cooking! 








America is cooking outdoors—and 
this new Grilladier is designed for 
any outdoor use! Cast iron (not 
stamped sheet steel), with extra 
large cooking area, super-draft 
inner grate, stationary or wheel 
base models. Graceful wrought 
iron legs, with cast iron brazier 
easily removable for cleaning. A 
“*hot”’ item for your outdoor cook- 
ing fans! 


See your Flexscreen representative 
.. . or write 554 North St. 


for complete catalog. 


BENNETI 


-TRELAND INC. 
é As lersa , ATh, 


NORWICH, NEW YORK 

















ee ee 


TT 








ATOMIZER SPRAYERS 


— ranging from 4 oz. to 
1 qt. capacity 


CONTINUOUS 
SPRAYERS 


— capacities from 1 pint to 3 qts. 


oo | DUSTERS 


«= with capacities of 1 pint to several pounds. 






THESE AND 

MANY MORE MODELS— 
AS NEAR TO YOU 

AS YOUR LOCAL JOBBER 


. made by the most progressive sprayer 
company. Prices allow for full 50% mark-up. 
Nearest Jobber's name on request. 














UNIVERSAL 


METAL PRODUCTS CO. 
SARANAC, MICHIGAN 
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before invoices and goods leave 
the house. 

If there are any great disad- 
vantages in the system, they 
haven’t shown up so far. Of course 





the main fault now is that some 
of our salesmen are not the most 
perfect penmen in the world. But 
believe it or not, they are all im. 
proving. 


Attracting Women Shoppers 


(Continued from page 122) 





as to these interests as a guide 
to gift seekers. 

Purchases for each bride-to-be 
are recorded to prevent duplica- 
tions. Gifts are wrapped free and 
delivered to the home of the 
brides. As an added service the 
firm offers the yse of a punch bowl 
and accessories at wedding recep- 
tions held in a bride’s home. 


Manager Dwight Russell, who 
does the buying for the house- 
wares department, attends gift 


shows in Atlanta and Chicago to 
seek new lines for that section. 
He says, “We like to keep shoppers 
informed as to what new merchan- 
dise we have that they may 
depend on us for complete needs 
not only in housewares, but also 
in other hardware store merchan- 
dise. Advertising and good win- 
dow displays used for this 
purpose.” 

Four display windows are 
changed every two weeks. One is 
used for gifts and toys, one for 


so 


are 





furniture and the other two for 





Brassware, crystalware and other volume producing lines are shown in spe- 
cialty shop style. 


hardware and_ sporting goods. 
Hickman advertising messages are 
carried in radio spot announce- 
ments and in the local weekly 
paper. Handbills are used for 
special promotions. 

Catering chiefly to farm fami- 
lies and textile workers the store 
finds that the stocking of a good 
variety of adult gift items and 
toys—in their own sections—helps 
build sales in both of the depart- 
ments. 

When women shoppers accom- 
panied by youngsters ‘ook through 
the gift mezzanine their children 
will usually go up to the second- 
floor toy department. 

The toy displays are a 12-month 
feature. Free gift-wrapping ser- 
vice is provided in the toy depart- 
ment, an incentive encouraging 
mothers to the toy department 

Hickman Hardware ?s located in 
the heart of the business district 
of Granite Falls and has a free 
parking lot in the rear of the store. 
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The TV and Appliance 
‘Market 


‘Continued from page 102) 


public generally can afford, say 
$500 for a 21-inch set, we will do 
a land-office business. 

In fact, when that day arrives, | 
am sure the television industry will 
ultimately resell the whole market. 
But it is a long, long way off. 

Probably by late 1954, the 19- 
inch color tube will be available in 
very limited quantity. At this 
point, color will become acceptable 
from a viewing standpoint. But it 
will remain extremely expensive— 
probably $1,000 or more for a set. 

Production will be small through- 
out most, and probably all, of 1955. 
Thereafter, as the industry attains 
mass production, prices can be ex- 
pected to decline gradually. 

If the price trend follows the 
timetable achieved in black and 
white, with prices being halved and 
screen area quadrupled, in seven 
years it may be possible to buy a 
21-inch set for approximately $500 
in 1960. 

From that I think you can see 
that although color is truly fabu- 
lous, black and white is going to 
be the backbone of the business for 
a long time. , 


The major electrical appliance in- 
dustry constitutes a larger business 
in total than television, although it 
may not be quite so glamorous. 
Last year the retail value of major 
appliances sold came to the stag- 
gering sum of 3% billion dollars. 


Of all consumer industries in the 
country today, the major appliance 
industry undoubtedly has the great- 
est growth potential. Most of the 
products have hardly scratched 
their market. 


Only the electric refrigerator 
has a high percentage of satura- 
tion. And refrigerators, which 
today are in 90 pct of electrified 
homes, provide a tremendous an- 
nual replacement business. 

Based on a 12-year life, the po- 
tential replacement market for elec- 
trical refrigerators comes to ap- 
proximately 314 million units a 
year. That’s almost one billion dol- 
lars annually at retail, and I have 
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THESE BRILLIANT 


ell on Sight. 


MASTERLITES 
WITH SEALED BEAM LAMPS 


No. 740 






Flashing MASTERLITE 


. . . With tilting Sealed-Beam 
Spot Light and Top Flash- 
er. Light either bulb . $ 95 
singly or together! List Price 

(Less Battery) 





No. 730 


“TILT-BEAM"’ MASTERLITE 


Same as No. 740 Flashing Mas- 
TERLITE — but with bright flood- 
light instead of Red Flasher. 


Finest all-around Sports light!! 
Slightly higher in the West 





. AY, List Price 
$750 
(Less Battery) 


A GREAT MARKET! — Every Sportsman, Motorist, 


Vacationist, Camper — Everyone who plays or 
works outdoors — wants one of the Brilliant new 
EMPIRE “TILT-BEAM” MASTERLITES ... with 
Sealed Beam Lamps!! 

TERRIFIC RETAIL VALUES! — Handsomest designs ever 
offered — finished in striking 2-Tone colored 
enamel. Sealed Beam silvered reflectors are 
always clean and bright like new. ‘“‘TILT-BEAM” 
Spotlight pivots up and down in wide arc—STAYS 
PUT at many angles. BriMiant red top flasher on 
Flashing MASTERLITE (No. 740) signals warn- 
ing on highway. Two Handles — side and black 
plastic bail. Operate on standard 6-volt Lantern 
battery. 

GENEROUS PROFIT MARGINS— EMPIRE “TILT-BEAM” 

MASTERLITES give you highly attractive mark- 

ups at prices that assure fast turnover. No other 

Lanterns offer so many great features at such at- 

tractive prices! 

ORDER NOW! — and be ready to feature these na- 

tionally advertised Lanterns during the big sell- 

ing season coming up! ! 

Flashing 


Travelite 
































COLLIERS’ 
Magazine 



















Pivot-Lite 
$4.75 


Focal-Ray 





THE METAL WARE CORPORATION 


TWO RIVERS WISCONSIN 
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sUPPLEX- 


BUILT 
TO PERFORM BETTER 


PATENTED TRIPLE TUBE CONSTRUC- 
TION* makes SUPPLEX always lie flat 
and spray upward only. SUPPLEX has 
a unit of 6 openings which spray at ex- 
actly calculated angles, over a wider 
area than any other flexible sprinkler— 
20 to 25 feet! Openings are self-regu- 
lating valves, enabling SUPPLEX to pro- 
vide even, gentle rainfall. Each open- 
ing aims its spray at an allotted area, 
producing the perfect coverage and 
uniform soil penetration shown below. 


ay ) 





jo 28 10 25 FT. WIDE ————————“4 


SUPPLEX- 


PACKAGED 
TO SELL ON SIGHT 








25 foot length 


covers 625 sq. ft. $3% 


FAIR TRADED 


$59 


FAIR TRADED 


PRICES 

INCLUDE 50 foot tength 
STORAGE covers 1000 sq. ft. 
REEL 


The bright, appealing lustre of high purity 
virgin plastic, the sturdy storage reel, and 
the tell-all story on the colorful package 
streamer combine to sell SUPPLEX for you! 


* U. S. Pat. #2,621,075. Other Pats. Pend. 


SUPPLEX CORPORATION 


Division of Industrial Synthetics Corporation 


GARWOOD, NEW JERSEY 











| ress. 





not included the market from new 
families. 

To illustrate the virgin market 
remaining in other principal appli- 
ances, let me cite two examples. 
Only one out of seven electrified 
homes has a freezer. Room air 
conditioners have been sold to less 
than one out of 20 families, al- 
though the ratio is higher in this 
area, 

On a national basis, we expect 
that within five years, 50 pct of 


| the homes will have either a freezer 
}or a 


combination — refrigerator- 


| 
| freezer, and one out of every four 


homes will have an air conditioner. 


| American homemakers are as ready 





for these two products today as 
they were for a replacement for the 
old icebox 25 years ago. 

The story is the same, varying 
only in degree, for practically all 
the other large ticket appliances, 
including automatic washers, dry- 


ers, dishwashers, ironers, water 
heaters and dehumidifiers. 
Some of these products are 


going to be in almost as universal 
use as refrigerators, in 10 years, 


and most of them will be in 20 
years. The American home is 
going to be mechanized and the 


homemaker freed of physical labor 
as completely as her husband al- 
ready has been in the factory. That 
may sound visionary. It is not only 
coming, however, it is already un- 
der way. 


“Where is the 
money coming from?” It is com- 
ing increased real wages 
which the American worker will 
earn as a result of increased pro- 
ductivity. 

People can use only so much of 
non-durable consumption items 
such as food. As their income in- 
creases, the gain is spent on dur- 
able goods which add to the ease 
and pleasure of living. This is the 
historic pattern of American prog- 
There is every reason to ex- 
pect that it will continue. 

In the years since World War II, 
the appliance industry has _ con- 
sistently gained a larger share of 
disposable income than it did in 
the 1930’s. The share has been 
2'% pet against less than 2 pct pre- 
war, or an increase of more than 
25 pet. 


You may ask 


out of 


That applies against a steadily 
rising dollar total of disposable in. 
come. At Admiral, we expect, in 
fact, that within a decade the 
amount spent each year for electri- 
cal appliances should at least 
double. 

You may think I am overly bull- 
ish on TV or appliances, or both, 
but even if you discount my figures, 
you will see that both have a tre- 
mendous future before them. Big 
businesses are going to be built, 
and the people who are already in 
the game do not have the field pre- 
empted by a long shot. 


As a matter of fact, important 
changes are going on right now 
At the manufacturers’ level, there 
is a strong trend toward creating 
families of products under 
brand name. Many appliance 
makers are broadening their lines. 

There has also been a trend 
toward TV and appliance manufac- 
turers combining. Several reasons 
account for this. 

First, in order to be competitive, 
a manufacturer today more than 
ever before has to attain extremely 
large production. This is dictated 
by increasing mechanization and 
the staggering multi-million dollar 
costs of machinery and tooling. The 
inevitable corollary of mass produc- 
tion is mass selling, which requires 
that vast sums be spent for adver- 
tising and brand promotion. 

As a brand and a distributing 
organization is built, the cost per 
unit of product can be reduced by 
spreading it over more lines of 
products. There are also, of course. 
direct selling benefits. 

A consumer who is well pleased 
with her refrigerator of brand “X” 
is more likely to buy a freezer or 
air conditioner of the same brand. 
Goodwill, which is so costly to come 
by, is definitely transferable. 

The same cost forces which drive 
manufacturers to larger scale op- 
erations both in manufacturing and 
selling, make it increasingly es- 
sential that their wholesale dis- 
tribution be increasingly effective 
and efficient. They also tend to re- 
quire that distributors be larger 
and make larger capital invest- 
ments. 

This has been reflected in a ten- 


(Continued on page 135) 
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cs PPLEX- BUILT 
TO PERFORM BETTER 

















NEW SUPPLEX 
REATTACHABLE 
COUPLINGS 

can be tightened or re- 
tightened easily to pre- 
vent leaks. SUPPLEX 












you can shut off 
nozzle and leave 
full pressure in the 
sun for days! 
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STREAMLINE 
YOUR INVENTORY! 


This SUPPLEX HOSE is your complete 
Garden Hose line! Maximum profits 
with no loss in dead inventory. 

















SUPPLEX ADVERTISING BUILDS YOUR SALES IN 
The Saturday Evening 


LIFE JPost 


Better Homes § House Beauliful 


Gardens . 









Flower Grower GARDENING 
“AMERICAN 


LOAYED 


Newspaper Garden Sections 
TV and Radio 














© 1954 SUPPLEX CORPORATION 


is REINFORCED 
with TIRE-CORD 


The only All Plastic Hose 





SERVICE KITS, consist- 
ing of Male and Fe- 
male Reattachable 
Couplings, are avail- 
able to make tailor- 
made hose lengths and 
repair accidental 
damage. 






























at the 
under 


hottest THIS STURDY FREE 


GARDEN HOSE REEL 
clinches every sale for 
you! And it really is 
a sturdy garden hose 
reel, not just a holder 
for a hose. You reel out 
the hose easily and 
wind it up again with- 
out struggle. 


c/PPLEX- PACKAGED 
TO SELL ON SIGHT! 
























REINFORCED 


GARDEN 
HOSE 


WITH THE 


FREE 
REEL 


50 FEET 


$3% 


FAIR TRADED 





STANDARD 


~~—y GARDEN 





LOOK AT THE NEW SUPPLEX HOSE PACKAGE— 
bright, lustrous, colorful! An All Plastic, Reinforced 
Hose, packaged on a sturdy FREE REEL! And the col- 
orful package streamer sells SUPPLEX for you! 





SUPPLEX : CORPORATION, : — NEW JERSEY 
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25,000 Chicks a Week 


Promotion Ideas 





John McDowell, right, 
at the inside chick dis 


play. 


Three-month season promotion builds volume in chicks and 


poultry supplies. 


People of all ages will stop to 
jook at a window display of live 
chicks. For this reason Danville 
(Va.) Hardware Co. shows baby 
chicks in a show window much of 
the first three months of each 
year. This animated display stimu- 
lates sales of chicks, all types of 
poultry raising items, and is a 
good means of pulling traffic into 
the store. 

Window displays are _ supple- 
mented by in-store displays, classi- 
fied and display ads in a _ local 
paper. 
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Attracts customers for many other items 


John McDowell, poultry supplies 
salesman for the firm, sells 10,000 
chicks each week from mid-Janu- 
ary to the latter part of March, 
when chick sales rise to 25,000 a 
week. Poultry supplies during the 
chick promotion period rise 50 pct 
above the rest of the year. 

The window features chicks, 
feeder, fountain, brooder, some feed 
and litter. An interior display 
shows about 200 chicks in a coop 
in the store. 

Classified ads are used bi-weekly 
early in January in the local news- 


paper and from Feb. 1, two and 
three column by 7-in. display ads 
are inserted. The latter promote 
chicks and a diversified list of poul- 
try supplies. 

During the peak chick sales peri 
od a hatchery gift of 25 free chicks 
with each 100-chick order is & 
stimulant for large purchases 

Mr. McDowell gives four impor 
tant sales helps as the key to suc- 
cess of the department. These are 
1. A reliable hatchery; 2. complete 
line of equipment for poultry rais- 
ing; 3. a well-informed sales clerk, 
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INSECT WIRE SCREENING 





OTHER WICKWIRE 
HARDWARE PRODUCTS 


Gold Strand Insect Wire Screening is made in grades that 
meet the price requirements of all your customers — gal- 
vanoid, bronze or aluminum. The name Gold Strand is 
your assurance of insect wire screening that’s long-wearing 
and reliable; screening that’s manufactured to the most 
rigid standards of testing and inspection. For a well-rounded 
stock, carry the complete Wickwire Hardware line. - 


Qe 


THE COLORADO FUEL AND IRON CORPORATION 
Denver and Oakland 
WICKWIRE SPENCER STEEL DIVISION 
Atlanta + Boston + Buffalo - Chicago + Detroit + New Orleans + New York + Philadelphia 


oe ae ee ae 


HARDWARE PRODUCTS 


Wissco Flexible THE COL D LANE RON CORPORAT 
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THE MODERN | 
WEED KILLERS | 


year-round repeaters: 


Look for the 
big red can! 





Weedone- 


The weed-killing miracle in the red can, | 
containing the butoxy ethanol ester of 
2,4-D and 2,4,5-T. No vapor injury to 
nearby susceptible plants. Kills over 
100 weeds and woody plants, including 
dandelions, plantains, poisonivy, poison 
oak and brambles. Does not kill grass. 
Harmless to people and pets. 
List 8-oz. can $1 i-qt. can $2.75 
1-gal. can $6.75 


Plastic Weedone Applicator 












Non-scratch plastic construction— 
cap fits any screw-top gallon jug. 


Weedust 240 in Powder Form 


Ideal for spot treatment of lawn weeds. 
List 12-oz. shaker canister $1 


Weedone 
Crab Grass Killer 


The wonderful potas- 
sium cyanate crab grass 
and chickweed killer in the round red 
can. Does not kill ordinary grasses. | 
Harmless to people and pets. 
List 614-02. can $1 26-02. can $3 | 

614-Ib. can $8.85 


2 tigi 
WEEDONE 


CRAB GRAS 


KILLER 








You can depend on ACP products backed by 
the long-established ACP name, and heavily 
promoted through national advertising. 


There's more profit for you in ACP products. 
Check our discounts. Write for details. 


AMERICAN CHEMICAL PAINT CO. 


AMBLER, PA, Wid NILES, CALIF. 
[ Processes | 
Makers of ACP Soil Conditioner + Trimtone 
ACP Rose & Floral Dust » ACP Fruit Tree Spray 
Rootone® with Fungicide « Transplantone® 
Fruitone® « Rosetone® » Seedtone « Gro-Stuf 
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A three column by 7-in. 


1954. 


— 





used in 


display ad 


Baby Ch 
125 (CHICKS «*13% | 





F RED ROOSTERS - 


icks! | 


Buy 100 Chicks For 13.95 § 
Get 25 Chicks ----- FREE 


U. S. Approved — Pullorum Clean 
New Hampshire Reds — For Fryers 
Production Reds — For Layers 

(All as Hotched) 


-- = = 6.95 








MONDAY - TUESDAY - THURSDAY - FRIDAY 


FOR DELIVERY 





FEBRURAY 8, 9, 11, 12 
A $2.00 Deposit Will Hold Your Order! 











and 4. informative displays and 
advertising. 

Poultry supplies department 
stocks include brooders, fountains, 
feeders, medicines, disinfectants, 
and wire fencing. 

Of the knowledge needed for suc- 
cessful poultry supplies selling, Mr. 
McDowell says, “The person re- 
sponsible for this department does 
not need to have first-hand experi- 
ence in raising poultry. Suppliers 


| furnish plenty of literature on all 


phases of poultry raising. The 








© Hardware Age, 1954 


"That isn't a seat, Madam ... it's the 
grass-catcher attachment.” 


 Hardyare Company 


114 NORTH UNION ST. 
PHONE 7500 


Damyilhe 





310 LYNN ST. 
PHONE 5860 


Established 
in 1889 


clerk who can read these manuals, 
labels and other material furnished 
on the subject will be well qualified 
to answer customer questions. 

“We always advise our chick 
buyers to start off their first batch 
of baby chicks with a medication 
in their water. We advise peanut 
hulls and ground corncobs for litter. 
A clerk must be prepared for the 
innumerable questions that custom- 
ers ask when they make return 
visits for feed and other supplies.” 

Samples of some of the questions 
asked are: 

What type of brooder do I need? 

How large a brooder do I need 
for 100 chicks? 

How much should a broiler 
chick weigh by the time it is eight 
weeks old? 

The Danville store has a $350 
stock of poultry medicines and 
remedies. Mr. McDowell’s study of 
manuals, etc., enables him to answer 
questions on chick diseases, and the 
care and raising of healthy poultry. 

Catering to both farm and sub- 
urban trade, Danville Hardware 
Co. encourages poultry customers 
to stop in to talk about their prob- 
lems. 

Danville Hardware sells 
wire fencing, paint, cleaning sup- 
plies, disinfectants, pails and 4 
wide variety of other materials to 


tools, 
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poultry customers. Mr. McDowell 


says, “There isn’t a department in | 


the store which does not benefit 


from the traffic attracted by the | 


chicks.” 


The TV and Appliance 
Market 


(Continued from page 130) 


dency in certain areas toward some 
assumption by manufacturers of 
the wholesaling function. This 
audience, I am sure, is not in 


sympathy with this movement. | 


Neither are many manufacturers, 


although necessity sometimes forces | 


them to enter distributing if an 


able, properly financed independent | 


distributor is not available. 
In my opinion, however, the 
trend toward manufacturer dis- 


tributorship is anything but irre- | 


sistible. In many ways, it is not 
desirable from the manufacturers’ 
standpoint. 


No matter who performs them, | 


the distributor functions must be 
performed. 

Inventories must be carried. 
Dealer organizations must be 
formed. Dealers must be trained 
and helped in the selling of any 
manufacturer’s products. Dealer 
credit must be checked and dealers 
must be financed. 


Independent distributors special- 


izing in these functions in regional | 


areas should be able to perform 
them more efficiently than factory 
controlled operations. I believe 
they can if they will concentrate on 
few enough lines to do a big job for 
a reasonable number of manufac- 
turers rather than attempting to do 
a mediocre job for a great many. 

At the dealer level, the present 
shifting in the distribution picture 
is toward more complete stocking 
of fewer lines. This is an obvious 
consequence of the trend toward 
families of products by manufac- 
turers. This trend is bound to 
continue. 

Dealers can effect economies in 
their ordering and they can do a 
much better selling job by greater 
concentration than has been the 
tule in either the TV or appliance 
industries in the past. 

I would like to touch specifically 
on the opportunities in radio, TV 

(Continued on page 140) 
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CAMPBELL 
CHAIN 


Wherever 

you need chain, 
in any size 

or grade, 

to any 

desired 
specification . .. 


CAMPBELL CHAIN 
Company 


Main Office: York, Pa. 


West Burlington, lowa 


Portland, Oregon 


Sacramento, California 




















pect lists 


How the theatre marquee is used to attract at- 


tendance. 


Appliance Selling 





Minnesota dealer uses local theatre 
for cooking, laundry schools. At- 
tracts large attendance, builds pros- 


Holds Cooking Schools to 
Spur Appliance Sales 


Most housewives are iterested 
in glamorized cooking shows. 

This fact is capitalized on by 
Weyandt Bros., Inc., of 904 Rice 
St. in St. Paul, Minn., through the 
firm’s annual cooking schools in a 
theater. 

Automatic washers are among 
the other appliances given display 
and demonstration attention. 


John T. Weyandt 
(second from right) 
helps conduct cooking 
school on stage. 
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Several hundred women attend 
the Weyandt schools, in response 
to a full-page ad in a neighbor- 
hood tabloid paper, radio spots 
and theater marquee announce- 
ments. 

And they register their names 
and addresses when they attend. 
Registration entitles each woman 
to participation in drawings for 





baskets of groceries, donated by 
a nearby grocer. No purchases or 
fees are required for participation. 
Good prospect lists are built in 
this manner. 

Each annual school has at- 
tracted a full audience. Manufac- 
turers whose products are fea- 
tured usually contribute to the 
cost of advertising and theater 
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Alcoa’s powerful 
television show 
helps you sell 


screening 
of Alcoa 
Aluminum 


Edward R. Murrow is on the air’ for Alcoa—and 
for you. Hard-hitting commercials tell your 
customers that screening of Alcoa® Aluminum 

is the best on the market. Alcoa advertisements 
in national magazines like The Saturday Evening 
Post, Life, Better Homes & Gardens, American 
Home, House Beautiful, House & Garden and 
Sunset Magazine are telling your customers to look 
for the Alcoa label on the screening they buy. 


ORDER YOUR SCREENING NOW... 
DISPLAY THE ALCOA LABEL 





IT’S AVAILABLE NOW! 


Insect wire screening woven by the following manufacturers from Alcoa 
Alclad 56-S Aluminum Wire conforms to National Bureau of Stand- 
ards Specification CS 138-49 and Federal Specification RR-S-141a. 





Alabama Wire Co., inc. 


American Wire Fabrics 
Corp. 

Chase Brass & Copper 
Co. 


Clinton Wire Cloth Co. 
Cyclone Fence Division 
(American Steel & 
Wire Company) 
Dixie Screen & Wire 

Products, inc. 
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Gilbert & Bennett Mfg. 
Co. 


Gulf Screen & Wire 
0., Inc. 

Hanover Wire Cloth Div. 
(Continental Copper 
& Steel industries, Inc.) 

Heilig Bros. Co., Inc. 


The C.O. Jelliff Mfg. Co. 


Keystone Wire Cloth Co. 
New York Wire Cloth Co. 


Pacific Wire Products 
0., Inc. 

Pennwoven, Inc. 

Phifer Aluminum Screen 
Company 

Spargo Wire Cloth & 
Screen Co. 

Whitehead Woven Wire 
Co. 

Wickwire Brothers, Inc. 

Wire Products, Inc. 








ALUMINUM COMPANY OF AMERICA 
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Employee demonstrates 
summer sale. 


range aft 


rental. Since the Weyandt firm 
owns the property on which the 
theater is located, rental for use 
of the auditorium for an afternoon 
is not too costly. 

John T. Weyandt says, “The 
theater is an idea] place for such 
a school. The stage is well adapted 
to showing appliances, under good 
lighting. Seats of good size and 
ample comfort encourag> the audi 
ence to remain for the entire two- 
hour session.” 


The firm has concluded that no 
matter how modern a kitchen a 
woman has, she is still interested 
in cookery magic as explained by) 
experts. And she is also interested 
in learning of improvements in 
ranges, other kitchen equipment 
and home laundry appliances. 

Some of the best prospects for 
sale of current mode] kitchen and 
laundry equipment and appliances 
are women with fairly modern 
kitchens. But they are women who 
want to have the most up-to-date 
equipment. 

Much of the store’s second floor 
is given over to appliances, the 
balance being devoted to furniture 
showings. Appliance displays are 
so arranged that people primarily 
interested in furniture also get a 
good view of attractive appliance 
showings. Sales in both sections 
frequently result. 

The Weyandts have been mer- 
chandising appliances and furni- 
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ture for many years in their hard- 
ware store, building up a good 
reputation for their firms and the 
lines handled. This reputation 
brings many people whose first in- 
terest is in quality lines and de- 
pendable service. 

Careful trade-in allowances, re- 
conditioning and resale of good 
used appliances help the firm to 
realize good profits on major ap- 
pliance transactions. 

The firr’s service department 


Sport Items for 


Father’s Day gifts were featured 
well before that date in 1953 by the 
retail division of Morehouse-Wells 
Hardware Co. in Decatur, Ill. Sales 
of sporting goods and other appro- 
priate Father’s Day lines were ap- 
preciably increased by early bids for 
this business. 

A full-page ad in the Decatur Ad- 
vertiser, a shoppers’ news with 30,- 
000 circulation in that city and sur- 
rounding rural areas was used well 
in advance of Father’s Day. The 
same paper was used just prior 
to Father’s Day to feature a wide 
variety of sporting goods, under the 
heading, Dad’s a Good Sport. 

H. W. Major, buyer of sporting 
goods, says, “Although that ad did 
not mention any specials as such, 
prices were lowered on some fishing 
and other items, with excellent re- 
sponse.” 


can handle all appliance repairs, 
thus paving the way for many re- 
placement sales, 

An aid in attracting prospective 
appliance buyers is the fine park- 
ing lot maintained nearby by the 
firm and other neighborhood mer- 
chants. 

Weyandt Bros., Inc., is headed 
by John M, Weyandt. His sons, 
John T., James A. and Thomas J., 
each have charge of departments 
in the organization. 


Father’s Day 

In the middle of the sporting 
goods section a large sign invited 
people to, “Shop for Pop—Father’s 
Day in June—- Remember a good 
sport.” Equipment for a variety of 
outdoors activities was shown on 
special tables. A window display at 
the same time showed a display 
manikin in fishing attire. Around 
the figure was shown a wide range 
of camping and fishing equipment. 
A talking card had the message, 
“Fishing fathers will appreciate 
these timely gifts.” 

Barbecue goods are handled in the 
sporting goods department, a spe- 
cia] setup being made for Father's 
Day, with a grill in the center. On 
small tables around it were cooking 
utensils, aprons, charcoal, fork sets, 
etc. A sign in the middle of the dis- 
play read, “Something to delight the 
chef on his day in June.” 


A few purely decorative props were used in this neatly arranged window 


to promote gifts for Dad. 
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Here’s a once-in-a-lifetime opportunity to earn some 
quick profits. Revere is celebrating the 15th Anniversary of 
Revere Ware by offering a brand new item at a bargain 
counter price! 

No. 1215—Special Anniversary Price, Retail $2.98. 
Full 1-quart Copper Clad Stainless Steel Sauce Pan PLUS 
1-quart Deep Fryer Basket (pure tinned finish). Sales at this 
special introductory price end June 15, 1954. Regular retail 
price $3.50 applies thereafter. 

Look at these triple-use features (1) It’s a full 1-quart 
Sauce Pan, the size preferred for vegetable sauces and baby 
foods. (2) It’s an economy-sized Deep Fryer that saves 
shortening and turns out generous, piping-hot servings. 
(3) The Basket alone doubles as a vegetable washer 
and drainer. Ideal for removing eggs after boiling. 
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1-Quart Sauce Pan 
PLUS ”" 
1-Quart Deep Fryer Baske 














Regular Retail Price $3.50 


All these features, at an unprecedented $2.98, will create 
enthusiastic new Revere Ware customers and extra sales. 
Your regular trade discounts apply—full mark-up for you 
even on this special limited-time offer. Like all Revere Ware 
utensils, the No. 1215 1-quart Sauce Pan and Fryer is 
individually packed in an attractive freight test container, 

Special Sales helps: Newspaper mats, glossy prints and 
electros, envelope stuffers, catalog page and flyer. 

Get in on this full profit promotion at once. Place your 


order today. 


REVERE C€ 
Rome Manufacturing Company Division 
Rome, New York; Clinton, Illinois; Riverside, California 


SEE “MEET THE PRESS" ON NBC TELEVISION, SUNDAYS 
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Now... BURNS 


presents a quality, 
American-made 
FRENCH FRIED 
POTATO CUTTER 










































Heavy, solid metal handles 
for extra strength and longer 
life. 

One piece construction— 
nothing to get lost or out of 
order. 

Extra-long space holds large 


potatoes up to 4” 
234,” wide. 

Cuts 25 perfect french fry 
pieces from each potato at 
a single stroke. 


long by 


All parts heavily nickel 
plated for rust proof beauty 


‘ee ae 








Invert cutter and use this 
edge for slicing beets, cole- 
slaw, onions, carrots, cottage 
fries, etc. 


Stock it now for immediate 
sales. WRITE for prices 


and terms. 
MANUFACTURING 


BURNS ¢o."ine: 


SYRACUSE, N. Y. 


| 
| 
| 
| 
i 
| 





The TV and Appliance Market 


(Continued from page 135) 


and appliances for hardware whole- 
salers and retailers. I said earlier 
that I thought there was an oppor- 
tunity here that was being neg- 
lected. 

In the retailing of these products 
today, the biggest problem is to de- 
velop store traffic to get prospect 
exposure. The hardware store with 
its multiplicity of small items which 
draw the same customers back time 
after time at frequent intervals 
already has the traffic. 

It is only one step and a small 
step to convert that traffic into 
profitable sales in radio, TV and 
appliances. 


Radio has become almost an im- 
pulse purchase. The cost is com- 
paratively small, and the customer 
needing or wanting one can easily 
be persuaded to buy when shopping 
for something else if there is a good 
display and just a little salesman- 
ship. 

There are also many tie-in sales 
opportunities. The man who comes 
in to buy fishing or picnic equip- 
ment is a logical prospect for a 
portable radio. 

At one time, the service aspects 
of TV selling were such that many 
hardware merchants felt it was be- 
yond their scope. Sets are now so 
reliable, however, that this no 
longer presents a serious problem. 

A hardware dealer with able floor 
salesmen and good display should 
be able easily to turn his heavy 
traffic into a good volume of TV 
sales. The same is true of appli- 
ances with this added factor. 

People naturally tend to think 
of their hardware dealer as a man 
who knows something about me- 
chanics and whose judgment they 
would trust in mechanical products. 
Many hardware dealers also have 
the plumbing and electrical depart- 
ments to provide the installation 
services some appliances require. 

Again, it seems to me that these 
resources can be turned to excel- 
lent use by the hardware merchant 
who wants to build his volume 
without commensurate increases in 
overhead and sales personnel costs. 

There is, of course, nothing new 


in these thoughts. They have beep 
put into practice and proved by 
many hardware dealers. A number 
of distributors have also done an 
excellent and profitable job in ap. 
pliances or TV, or both. 

We have observed that the key 
to success lies in the installation of 
a separate division with a separate 
sales force, including a home econo- 
mist. This fixes responsibility for 
getting a job done. It also elimi- 
nates the chance for diversion of 
sales effort, with the salesman in 
the territory settling for an order 
for anything in the long line the 
hardware distributor carries so long 
as he gets some kind of an order. 

The appliance and television in- 
dustries, big as each of them al- 
ready is, are only on the threshold 
of their development. Both are 
vigorous growth industries and 
both offer tremendous opportunities 
to good merchants with sales know- 
how. 


Good Display Sells 


Summer Merchandise 
(Continued from page 108) 


tomers did not know that we han- 
dled them.” He also discovered 
that inflatable rubber items—wad- 
ing pools and large toys—would 
sel] more rapidly if samples were 
inflated and hung where browsers 
could see them. 

“Inflated rubber goods are now 
suspended from a ceiling beam 
where all visitors notice them. 

“You must use plenty of space 
for showing seasonal goods, but it 
is worth while, for this policy re- 
sults in many extra sales. A rolled 
up hammock is not appealing to 
very many persons. That same 
hammock set up ready for use has 
considerable sales appeal,” he 
said. 

The firm’s Janesville branch has 
no display windows and must 
make the best possible interior 
displays. 

A large parking lot, radio and 
newspaper advertising, plus 4&4 
large and diversified stock of mer- 
chandise are drawing cards for 
the store. 
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YOU make the 
SALES, and PROFITS, 


trom Powerti/ 
Hon Alerting 


of INLAND 
ICE CUBE TRAYS 


There’s plenty of sales dollars... for YOU... 
in the Inland Ice Tray advertisement shown here. Quick 
sales, for quick profits. For this Saturday Evening Post 
advertisement urges readers to buy Inland Trays from 
you now ... as replacements for their old trays. 

And millions of Inland Trays are bought that way every 
year. Impulse sales. Simple display makes customers stop, 
lok... BUY! 

The Inland Tray is not a new and untried gadget! It’s 
original equipment in leading refrigerators. Customers 
recognize it! Chain, department and hardware stores make 
easy, fast sales for faster turnover, greater dollar 
volume, bigger profits. 

For the biggest payoff from Inland’s strong national ad- 
vertising, for biggest profits, display Inland Trays promi- 
nently on your counters. Inland Trays come in attractive 
cartons. Inland “Magic Touch” Ice Trays are available 
from leading distributors. Check your stock now! 


MAIL COUPON TODAY! 


GET 'Maqie Touche 


ICE CUBE TRAYS 


INLAND MANUFACTURING DIVISION 


General Motors Corporation « Dayton, Ohio 
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Want more ic 

ore ice cubes, sized just right 
; easy on ust h nou to replac our ok hy 
for your glasses You can have them moded trays The chy Ay 3 
now! Here's the new Inland “Magic and appeahne ooo net AY % 
Touch” Ice Cube Tray! Look at sai iii ij 
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three full rows of sparkling “ae 


And when you buy o new refrigerator 
be sure it is fully equipped with Inland 

Magic Touch” ice Cube Trays. Just 
osk your dealer for them 


“Wlagie Towel’ ea 


free and dry, instantly ready at a lift 
of the lever, a silt of the grid' Get 
these wonderful nex Inland Trays 
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Inland Manufacturing Division 
General Motors Corporation 
2732 Inland Avenue, Dayton 7, Ohio 


Send me full sales information about Inland “Magic 
Touch” Ice Trays! 


OI 
FIRM NAME___ . — 
STREET ADDRESS ._.__ eeenipepined 


——— — ZONE STATE 
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Pressed for more display area, 
mid-western store owner works 
out new floor plan which allows 
room for more home goods 





A lengthwise arrangement of display facilitated shopping 
and provided more display area. 


It’s 

safet 
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an e 
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ride, 
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Store rearrangement leads to “a 


the f 


in ye 


Better Space Utilization 


By taking a scientific approach 
to his space problem, Harold Pittz, 
owner of the Pittz & Ryall Mar- 
shall-Wells store, in Dodgeville, 
Wis., found that he could get the 
equivalent of half-a-store of addi- 
tional display space. 

Mr. Pittz thought he might have 
to acquire additional store space, 
but he found that better arrange- 
ment and well-planned fixtures 
have given him a more efficient 
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store, 

He attacked his space problem 
by first making small scale models 
of display fixtures which he shifted 
about on a plan of his two adjoin- 
ing stores. 

To begin with he had a hard- 
ware department, measuring 24x80 
ft, and an adjoining housewares ; : 
and floor covering division, 20x80 y Oe, 





ft. These two stores had a common Scores of items for car owners are shown on this 8-level unit. 
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EVANS-COLSON PRESENTS A GREAT NEW BICYCLE SELLING FEATURE... 


THE EVANACTION RIDE 


\ 


eee IT TAKES THE SC UMP our OF THE BUMP, 


It’s a brand new concept in bicycle comfort, 
safety and performance! And it’s exclusive with 
Evans-Colson. The Evanaction Ride works on 
an entirely new principle. Evanaction feels the 
bump... but the rider doesn’t! It not only makes 
a smoother, more comfortable and less tiring 
ride, but also provides longer life for tires and 
frames, greatly lessens the chance of blowouts 
and sidewall breakage. The Evanaction Ride is 
the first genuine improvement in the bicycle ride 
in years. And only Evans-Colson has it! 


THE FEREBIRD with THE 
EXCLUSIVE EVANACTION RIDE 


There’s nothing else like this on the market! 
Exclusive Evanaction Ride Hand caliper 
brakes front and rear 3 speed rear hub - 
magnificent flamboyant finish in green or red, 
gold outline chrome fenders, rims, tank, 
chain guard, and headlight—exclusive Evans 
chrome rear fender guard built-in electric 
horn — automatic tail light stoplight - 
white vinyl saddle with double coil chrome 
springs and crash rail. No boy could resist 
this beautiful, featureful unit! 


THE IMPERIAL VeELociPepeE 


Evans brought in Harley Earl, the celebrated 
designer, to style this revolutionary advance 
in velocipede design. It’s an Evans-Colson 
exclusive with wonderful features — double 
frame construction, ball bearing wheels and 
head fittings, chrome handlebars and rocket 
style truss rods, oversize chrome hubs, Evan- 
air embossed mud guard with chrome trim 
and brilliant flamboyant blue color. 


For more information, write Evans Products Company, Plymouth, 






EVANS 


PRODUCTS COMPANY 
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Heavy-duty construction with heavily 
chromed, polished exterior assures trou- 
bie-free dependable service from the 
Evanaction mechanism. 





Note how the Evanaction absorbs and 
smothers the bump. Greatly increased 
ease, comfort, safety and economy are 
made possible for the rider. 











Evans Products 
Company has 
been appoint- 
ed a licensee 





by the famous 


DING DONG SCHOOL 


Miss Frances recommends The 
Evans-Colson Velocipede | 








Michigan 


PUTS POWERFUL SELLING ADVANTAGES BEHIND 


THE POPULARLY PRICED EVANS-COLSON LINE a 
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BRAND 


HARDWARE CLOTH 


IT SELLS WELL 
the YEAR ROUND 


There's a steady demand for Cort- 
land Brand Hardware Cloth every 
month of the year. It has dozens 
of home, farm and industrial uses. 


You can recommend it to your 
customers with complete confi- 
dence too. Because Cortland Hard- 
ware Cloth is made from full-gauge, 
rust-resistant steel wire that’s 
heavily galvanized for long life. 
It is uniformly woven .. . unrolls 
flat for easy handling. 


Available in both standard and 
heavy grades. 100 linear ft. rolls. 
Standard widths: 24” to 48”. Mesh: 
2, 3, 4, 8. Specify Cortland Brand 
Hardware Cloth from your whole- 
saler! Then display it prominently 
in your store and profit. . 


“ALL-WELDED" WIRE CLOTHS 
ALSO AVAILABLE 
- in V2", ¥4", 1" mesh, 


WB 


BRAND 


y RE 


CREENING 


Nis ih 
BRADS 


WIRE 
HARDWARE CLOTH 
WICKWIRE BROTHERS, INC. 

Cortland, N. Y. 


ve 
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Major appliances, floor coverings and furniture are shown in the same area 


center wall, with two large arch- 
ways for traffic flow, but the floor 
was crowded with display fixtures. 

Mr. Pittz discovered that by 
shifting his 5x10-ft display islands 
lengthwise instead of crosswise, 
he would have greater display 
space and at the same time have a 
better flow of traffic. 

Once the new arrangement was 
put into effect, he was able to put 
all his hardware and housewares 
merchandise into the larger store, 


Bulky galvanized ware stacks neatly 
on this square display fixture. 


without creating a crowded ap- 
pearance. The move also left three- 
fourths of the smaller store free 
for the display of other merchan- 
dise. 

He then proceeded to convert 
this extra space into a furniture 
department. He also enlarged his 
floor coverings and appliance dis- 
plays. 

The walls of the new furniture 
section are painted carnation red 
and the ceiling cream, With larger 
stocks of furniture, lamp shades 
and other home accessories, more 
women are now attracted to the 
store. 

Most of the store fixtures were 
built under the supervision of Mr. 
Pittz, following Marshall-Wells 
recommendations. 

One of the two special display 
fixtures is a 5x5-ft, three-level 
island for showing dairy supplies 
and other galvanized ware. Since 
it is located in the rear of the 
store, it can be stacked high with- 
out destroying visibility of other 
store displays. 

‘Soon after World War II, Mr. 
Pittz stocked many appliances and 
devoted considerable floor space to 
them, but later he reduced both 
the stock and the amount of dis- 
play space. The extra space was 
then given to floor coverings, car- 
peting, sewing machines and vacu- 
um cleaners. 
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This store now sells many ap- 
pliances, but with only a limited 
number on display. Mr. Pittz finds 
he can still sell appliances profit- 
ably and if customers wish models 
he hasn’t in stock, he takes special 
orders. 

“Frequently I can sell an appli- 
ance prospect on the basis of ser- 
vice,” says Mr. Pittz. “We service 
all appliances that we sell.” 

This store does considerable 
farm trade which it contacts regu- 
larly with sales specials, using 
Marshall-Wells circulars in lots of 
2500. 

These are sent to rural boxhold- 
ers, five or six times per year. The 
store owner reports that this type 
of advertising is most effective as 
farmers will come to the store 
weeks later to ask for articles that 
had been advertised in the circu- 
lars. 





Put It on Pallets 
(Continued from page 106) 
to build a new warehouse or im- 
proving operations of an existing 
warehouse is: 

Visit wholesalers in the hard- 
ware and other industries and get 
their ideas on building features 
and merchandise handling and 
storing methods. 

“How-to-do-it” ideas garnered 
from other wholesalers have solved 
many of his problems. 

As an example of how useful out- 
side ideas can be Mr. May refers to 
the palletizing of nails stacked an 
extra tier higher. This is the result 
of a visit at a food wholesaler’s 
warehouse. 

May Hardware started stacking 
nails in the new warehouse six 
tiers high. A pallet load is 1,000 
lb. The sixth tier was the maxi- 
mum vertical lift of the truck. 

At the food warehouse Mr. May 
noticed a maneuver with a fork lift 
truck of the same 2,000 capacity as 
the truck at the hardware ware- 
house, handling a similar size load. 
The truck operator lifted one 1,000 
lb. pallet on top of another, then 
hoisted the lower pallet thus mov- 
ing 2,000 lb at one lift. 

Back in his own warehouse Mr. 
May checked his operation and 
found that the same maneuver 
could be worked, and what had 
been wasted space was converted 
into storage area. 
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BRAND 


Wire Nails & Brads 





They’re packaged for your profit 


@ Nails and brads are one item every customer needs . . . yet seldom 
remembers to buy. Remind them to buy with a colorful counter dis- 
play of Cortland Brand Nails and Brads. Because they‘re so conven- 
iently packaged, these nails and brads literally sell themselves! 


@ Cortland Brand Nails and Brads are 
made to satisfy your customers. They have 
sharp points, true-formed heads. In addi- 
tion, these tough nails and brads are ac- 
curately manufactured, uniformly finished. 


@ Packed in green packages for nails... 
yellow packages for brads...Cortland 
Brand Nails and Brads come clearly 
marked for weight, length and gauge. A 
complete stock of sizes, including ¥% lb., 
V4 Ib., and 1 |b. packages, takes a mini- 
mum of space. 





= 
ee 
ae © ORDER THEM TODAY 


Increase your sales with Cortland Brand Nails and 
Brads in these colorful packages! Order them from 
your jobber. 


FREE DEALER KIT 





Make your store Readquarters for 
Cortland Brand products with 
Wickwire’s Free Merchandising 
Kit. Contains streamers, folders, 
newspaper mats. Send for it today. 





WIRE SCREENING 
HARDWARE CLOTH NAILS & BRADS 


WIRE NETTING 


WICKWIRE BROTHERS, INC., Cortland, N.Y. 
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Tts here... the new 
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ge POPULAR PRICED MATCHED TOOLS 
—— nel 


Himovmante a merchant's line of tools. Every item in 


it has been selected to sell. It will have your customers saying, 
“Good buy,” before you can say, “Good morning.” It will move 
tools, create store excitement, pull plus sales from store traffic. 
It is a line of tools by the one manufacturer who knows tools best. 


[rox is a popular priced line of tools. Every 
tool is a “worth-what-it-costs” value aimed at price-conscious, 
quality-minded customers. Every tool does the job it was made 
for. Every tool is a good tool — to sell, to buy, to own, to use. 


fhe) is a matched line of tools. The color com- 


bination of red and gray, blending with keen steel and grained 
wood, makes an eye-catching assortment. The well arranged 
display stimulates the desire to own in every man who sees it. 
And he who buys once buys again. 
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ipreatis a “do-it-yourself” line of tools. “Do- 


it-yourself” isn’t a new trend anymore. It’s better than that. 
It’s a great and growing national habit. It’s the pastime of the 
most important man in the world — the average American — 
your customer. Handyman is his kind of tools — made for his 
pocketbook, his work, his hands, his home — sold in his store. 


proaery is a brand name line of tools. Here's a 


line that packs a one-two punch for consumer attention. One — 
Stanley — the best known, most respected name in the business. 
Two — Handyman — the buy word for that average American 
male. One-two — Stanley Handyman — a million dollar brand 
name that you and your customers can depend on. 


Wiasevaatal is a selected line of tools. Simplified stock 


control speeds up turnover, builds profits. It is a short line but 
complete — a complete tool department for the market it serves. 


reaper is a merchandised line of tools. A lot of 


your work is already done. Two merchandisers to choose from 
— both are space-saving sales makers. They work. We know 
they do. You've told us they do. 623 Hardware Merchants and 
89 Wholesalers helped us put this line together. It’s dealer-made. 
Both merchandisers are irha approved for any wall or island fix- 
ture. They are tested vendors of a pre-tested line for a known 
market. Other dealer helps include a consumer catalog in color, 
store banner, posters, stuffers, mats, radio and TV scripts. 
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ADD UP THE CHECKS! 


They add up for you — tool sales galore! 

Mail this coupon for all the fascinating facts we 
haven’t room for here. See these two merchandisers 
in more detail. Count on an integrated, top turnover, 


Plan on it. Think about the store excitement you can 
build. Accompany this excitement with the music of a 
hot cash register. 

It’s quite a deal. We’re proud of it and we think 
you'll agree. Stanley Handyman —the red and gray 
line — big news for the hardware dealer and his 
customers. 


CHECK AGAIN: 


vY Acomplete tool department 

VY Merchandised from A to Z 

y Top turnover — easy stock control 

Y Popular priced matched tools 

Vv Merchandising unit costs you only $205.50 
V It’s Stanley Handyman 


Get in on the know. Clip and mail today, or call your 
wholesaler now. 











tool department that costs you as little as $205.50. | 


lg 
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———| STANLEY ] 


OF THE WORLD 





THE TOOLBOX 


THE STANLEY WORKS, NEW BRITAIN, CONN. ° TOOLS 
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Colored Wall Panels 


Improve Paint Sales 


Large color samples opposite paint department help Texas firm boost 


its sales of paint. Attributes 20 pct increase in rubber-base paint sales 


entirely to sample panels 


Don’t tell them, show them, is 
the sales philosophy of T. G. 
Harris, Jr., of the P. K. Dudgeon 
Co. in Port Lavaca, Tex., in the 
merchandising of latex rubber- 
base paint. 

To carry out this idea he had a 
member of the staff paint 16 broad 
wooden panels with different 
shades of latex rubber-base paint. 
These panels extend for 30 ft 
above the top of the wall shelves 


Customer is shown large painted panels to help her select 


desired shade. 


opposite the paint department. 
Each panel is 8 ft high and 18 in. 
wide—large enough to give a clear 
idea as to how these colors will 
look on the wall of a home. 

And the show-them idea works. 

Care was taken to be sure that 
contrasting colors join each other, 
making each shade stand out. 

Mr. Harris says that he selected 
this location for the samples be- 
cause it is easier for customers to 


look across the store at the strips 
than to tilt their heads and look 
directly above the paint depart- 
ment, “Besides,” he says, “‘distance 
lends better perspective for the 
colors.” 

The wall panels have helped in- 
crease the sale of latex rubber- 
base type paints by at least 20 pct. 
Mr. Harris expects sales to show 
an even greater increase in this 
section of the paint department. 


T. G. Harris, Jr., shows prospect how the paint she 


selected looks on one of the panels opposite. 
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DEALERS 


Just like having a bottomless garbage can. Intro- 
duced after several years of testing, the Bard- 


Matic Garbage Eliminator works on a scientific 


principle never before available for house- 
hold use. So simple to install — so simple in oper- 


ation — it’s almost unbelievable! 





THE MARKET. Garbage disposal today is a univer- 
sal problem, Exhaustive market research indicates 
enormous unsatisfied demand to which the Bard- 
Matic Eliminator is the ideal answer. 
NATIONAL PUBLICITY campaign’ now in full 
ate T consumer interest being aroused 
pe Advertising in home and garden publica- 
~ will intensify this interest. 


POINT-OF-SALE AIDS. Complete kit to ii you 


NO ODOR, INSECT, OR 


you FAME NEACE ELUM 
Onl 29? RETAIL 


NO MOVING PARTS 
NO PLUMBING 
NO MAINTENANCE 
NO GAS OR ELECTRICITY 
SANITARY & SAFE 
DOG PROBLEM 
IDEAL FOR HOME, COTTAGE OR FARM 





Empty the ‘catalytic starter’ furnished on top of 
first garbage deposit. The Bard-Matic does the 
rest. No additional starter needed. Just deposit 
garbage and forget it . . . coffee grounds, egg- 
shells, bones, plate scrapings, vegetables, fruit 


or meat scraps, etc. 


YOU CAN'T MISS SELLING THE 
NEW BARD-MATIC ELIMINATOR 


sell the Bard-Matic Eliminator. Includes counter 
cards, display signs, literature, window streamers 


and local newspaper publicity stories. weg 
generous coop program available. 


‘mats supplied at no cost. 


THIS IS THE HOTTEST SELLING ITEM THIS 
YEAR. ORDER YOUR BARD-MATIC ELIMINA- 
TORS NOW SO YOU CAN MEET THE DEMAND. 
A age canbe goa: Rie ida write, 
wire or call direct. 








 BARD-MATIC 
Garbage Clanintor BARDMATIC CORPORATION 


P. O. Box 266 


MUSKEGON 
MICHIGAN 
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Promoting Used Appliances 


Merchandising is key to lowa hardware dealer’ s 
program. Trade-ins are reconditioned, given 
good display space near heavy traffic areas 


If appliance trade-ins are a prob- 
lem in your store here is a five-point 
program to improve your sales and 
profits. 

The program will help with im- 
mediate sales and also build for the 
future when today’s customers 
again are in the market for more 
used or new appliances. 

The program is based on the 30 
years’ experience of Carr Hardware 
Co., in Ames, Iowa, in selling ap- 
pliances. 

The key word in the program is 
“merchandising.” This is the way 
store owner Frank Rogers, his son 
Richard, and D. C. Peterson, ap- 
pliance manager, put it: 

“Every trade-in appliance which 
represents capital deserves mer- 


chandising treatment just as any 
other article in stock.” 

Here are the five points: 

1. Make careful appraisals. This 
attitude makes for more realistic 
deals, and the store acquires used 
appliances on which there is a more 
reasonable possibility of coming 
out with a profit. 

2. Recondition appliances. Carr 
Hardware’s service shop goes over 
every appliance taken in on a trade, 
both as to mechanical condition and 
also appearance. The appearance 
operation is especially important so 
appliances come out of the service 
department clean and with sales ap- 
peal. 

3. Arrange attractive displays. 
Carr Hardware puts used appli- 


Good display of attractive merchandise is key point in successful selling 


of used appliances. 
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ances in an orderly row, along one 
wall of its big basement, near the 
housewares and gift sections which 
have heavy traffic. 

The area is well lighted and this 
enhances the attractiveness of the 
display. 

Used merchandise values suffer 
appreciably when prospects are led 
into dusty, dimly lighted back 
rooms, store officials point out. 

Experience has proven that or- 
derly, good displays of used mer- 
chandise lead to sales of new ap- 
pliances. Customers who enter the 
store to buy a used appliance may 
shift over and buy a new appliance. 

4. Advertise. Carr Hardware uses 
classified advertisements in the local 
newspaper. The appeal is mainly to 
rural residents, hotel, resort and 
cottage owners. 

5. Have time payment plan avail- 
able. Carr Hardware finances its 
own time payment deals, charges 6 
pet carrying charge, and benefits by 
having customers come into the 
store to make payments, thus in- 
creasing store traffic. 

“When we sell an appliance we 
view it not as a single transaction, 
but one which can be a lead to ad- 
ditional sales if we treat the cus- 
tomer properly and give him ser- 
vice,” Mr. Peterson notes. 

“This is especially true in a city 
like Ames where many persons own 
their homes and stay with satisfy- 
ing buying connections. 

“The prospect who purchases 2 
good used appliance will sooner or 
later be in the market for new ap- 
pliances of one kind or another. 

“We want that future business. 
The only way to get it is to sel! him 
used merchandise in good condition 
and take care of his service needs 
in a satisfactory manner.” 
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#3 ““SHOW-HOUSE” features MOE Z742 






in the May Ist issue of po 


~ 


Inspiration-Lighting 
by MO ELZAr 


THE FIRST AND ONLY LIGHTING LINE 

TO BE FEATURED IN A FULL COLOR 

DOUBLE PAGE SPREAD IN THE POST 
“SHOW-HOUSE” 


“SHOW-HOUSE? the authoritative home plan- ~ 
ning section of the Saturday Evening Post will 
feature and recommend Inspiration-Lighting by 
Moe Light in a double page, full color spread in 
its May 1st edition. 








Send the coupon for “Your Home and 
inspiration-Lighting” ...a 52 page book 
lavishly illustrated in full color. Technical 
data, suggested solutions, \ 


gidaves of Ge hale the, Genet reen 
settings... everything to help you sell 
is included in this powerful selling tool. 


U7) 
RY "Y 


A MOEG<: 9 moe LIGHT, Fort Atkinson, Wis 
GF 


“yw 
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Inside and Out... 
it's MOE LIGHT 


Sd These are examples of interior 
and exterior “Inspiration 
lighting” as featured in the 


“Show-House” ad. 
i, ni ge EN 
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Hundreds...even thousands of your prospects 
will read this ad—many will send for the “Show- 
House” plans. Each plan specifies [nspiration- 
Lighting by Moe Light exclusively. 

No other advertisement exceeds the readership 
of the “Show-House” ads among the 10,105,793 
Post readers. This is your golden opportunity to 
profit by a really outstanding lighting promotion! 


*(@ combination of general, localized and accent lighting) 











MOE LIGHT, Dept. HA-5 

Fort Atkinson, Wisconsi 

I am enclosing $1.00 for your new book ‘Your 
Home and I[nspiration-Lighting.”’ If I am not com- 
pletely satisfied, I can return it to Moe Light 
within 10 days and receive a full refund. 
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3 Ways to Sell cases, Sil 


jewelry -§ 
NAA Mee EE More Hobby Goods jvsty. 
) | N C E 1 9 @) 2? Hobby merchandise sales have standard 
been increased at the Harvey's The sp 


Hardware Co. store in Falmouth, J is based 
Mass., with this three-point promo. § there 1s 
tion program: among tl 


ny EW IMPROVEMEN>. 


1. Relocation of the department _—". 

2. Exhibition of models. Mr. ’ 

s ]  t. Geet hours’ 0 

ERIE Pipemaster 3. specia appea Oo eminine pelle 
Offset Wrenches, trade. ei 
eaedlediads The hobby department was re- | through 


located last year to a spot immedi- § gales for 
ately behind the all-glass front The hi 
where the entire stock is visible § asked te 
from the sidewalk. classes h 

“We got an immediate, and satis- § of the dz 
fying jump in sales primarily onthe § to whittl 








Guaranteed impulse basis,” explains Harvey M. § semble n 
PIPEMASTER Martin, owner of the store which § was on 
WRENCHES has promoted hobby merchandise § and clay 
Erie PIPEMASTER WRENCHES for three years. The s: 
ek. me aa “Tourists and townspeople alike, § in the tr 
to exceed all Government specifi- in passing the store, may be at- turning 
carn actor theee a tracted by a miniature automobile, J Which is 

jet fighter model, or schooner and “The 
suddenly decide to buy. Martin « 
“We have found that this type “Our | 
of merchandise requires maximum custome! 
display visibility.” can do it 
“A wo 

; — ‘a’ , | such sug 
Erie STILLSON > m mt ss — 

WRENCHES varantee An exhibit of completed model: ane 

* The ever po bular Stillson t Erie wrench with quality would do much to attract customers, _— 
ieaiatis Gad dine eeniearedidion gomer ont texan tite so figured Mr. Martin but the prob- J Last yea 
‘ Available in 6” to 48” sizes. lem was how to get such models, § Women \ 
Few models were available from such sal 
suppliers, and the store’s staff did years. 
not have time to produce them. 
The problem was solved by let- 
ting the customers make the models HA 





for exhibition. 
Mr. Martin wrote letters to sev- 


eral hobbyists in the Falmouth area = 
ncted for the quality of their work, 

and invited them to his store. To cd 
each, he made an offer. Mr. Martin SU 


| 

| would furnish the kit. The hobby- 

| ists would furnish the labor, and 
| within a specified time turn over 

| to the store the completed model. 

| “Once a model is completed, we 
| sustain the hobbyist’s interest by 
| supplying a new kit,” Mr. Martin : 
| pointed out. 
| 

| 





Write today for your FREE copy of our new Catalog and prices. 


TOOL WOR KS 


“By giving these craftsmen 
plenty of time, six months to a year 
if necessary, we can depend upon & 


VS 735 WEST TWELFTH STREET, ERIE, PENNA. steady supply of attractively fin- 
Manufacturers of Plumbers’, Steamfitters’, Machinists’ ished models.” "| don't 
and Home Workshop Tools Since 1902 The models are displayed in glass Let's see 
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cases, similar to displays in fine 
jewelry.stores. The cases are on a 
low table which brings them up to 
standard counter height. 

The special appeal to the women 
is based on the observation that 
there is plenty of leisure time 
among those on Cape Cod for the 
summer or for the week-end. 

Mr. Martin decided the “idle 
hours” market could be cultivated 
to increase sales in his hobby de- 
partment. And he cultivated it 
through the feminine side of his 
sales force. 

The half dozen saleswomen were 
asked to attend short, informal 
classes held during the slack hours 
of the day. They were taught how 
to whittle, sand, glue, paint and as- 
semble merchandise. The emphasis 
was on figurines, figure painting, 
and clay modeling. 

The saleswomen were interested 
in the training and soon they were 
turning out quite creditable work, 
which is displayed in the store. 

“The idea is quite simple,” Mr. 
Martin explained. 

“Our saleswomen approach their 
customers with the idea that ‘If I 
can do it, you can do it too.’ 

“A woman can always pass along 
such suggestions better than can a 
male salesperson.” 

The special promotion for the 
leisure time market has paid off. 
Last vear sales of hobby kits to the 
women were four times as large as 
such sales during the two previous 
years. 





HARDWARE HUMOR 








© Hardware Age, 1954 
"| don't like the way that one whirls 
Let's see some of the other kinds.” 
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ASBESTOS —_ 
The Indispensable Material 


—now in quick-sale packages that require 
no measuring, no cutting, 




















SalMe KSBESTOS PAPER '3" 


18 rolls, 12’ long, 18” wide, in attrac- 
tive display carton, with suggested 
uses displayed in big, bold type. 





Salle KSBESTOS PAPER 70% 


20 yds. of fine-quality Asbestos Paper, 
18” wide, in eye-catching orange-color 
wrapper. For complete covering of 
warm-air pipes or where large areas 
need fireproofing. 


SALL MOUNTAIN CO. 


no wrapping 




















Sal$e WSBESTOS PANELS 


16 pieces of Asbestos Millboard, /s" 
thick, ready cut to size 24x36 inches. 
Panels slide out at one end of carton. 





Stal Mo WSBESTOS PIPE JOINT TAPE 


Easily and quickly applied. Assures a 
neat, clean job—no rough edges. 12 
rolls of 3” tape (1,008 ft.) or 18 rolls 
of 2” tape (1,512 ft.), put up in an 
attractive carton. 


HAMILTON, 
OHIO 
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CASH IN 
WITH THIS 
PROVEN 





Millions of people, coast to coast, have 
bought Magnagrip for their own homes 
and as gifts. Order your Demonstrator 
Unit now and get your share of profits! 


ou MAGNAGRIP 
Demonstrator Unit 
Sells Automatically 


CUSTOMERS CAN’T 
RESIST TESTING 
THE POWERFUL GRIP 


SELLING CARTON IN 
BASE POINTS UP WIDE 
VARIETY OF USES 


This small size attention-getter and 
salesemaker takes only nine inches 
of counter space! Use one in your 
housewares section — one with small 
tools. See how customers demonstrate 
to themselves the marvelous magnet- 
ism of Magnagrip — how the Demon- 
strator makes Magnagrip an auto- 
matic companion sale with household 
implements and tools! 

Yes, millions of Magnagrips are 
already in use, and the new Demon- 


strator is multiplying sales daily. 


HERE’S THE DOLLARS-AND-CENTS PROFIT STORY 


On initial order, Magnagrip Demonstrator Unit is 
packaged in a compact corrugated box containing 
1 Dozen No. 9 Deluxe Magnagrips @ $3.49 List 
(individually boxed in display carton which fits 
base of Demonstrator) plus 1 Demonstrator (com- 


Demenstrator Unit 


plete with sample Magnagrip and chained-on 
spatula). Demonstrator is supplied at cost. Re 
placement orders consist of new display cartons 
each containing 1 doz. Magnagrips. Freight pre- 
paid on orders totalling 72 of more Magnagrips. 


YOUR SELLING Your PROFIT 


(1 doz. #9 Magnagrips ORDER NO. YOuR COST PRICE 

(@ $3.49 list, plus 

demonstrator and sample DM) $26.87 $41.88 list $1 5.01 
Magnagrip at cost) 

Replacement Cartons 

(1 dex. #9 Magnagrips R1 $25.13 $41.88 list $16.75 


in new display box) 


Order from your wholesaler or write for further information 


PHELON MAGNAGRIP CO., INC. * EAST LONGMEADOW, MASS. 


ARM PAIVMIM MMA VIVA Mee\: WAS 


: : 
2 

& Letters to the Editor 
OI OOO 


Editorial Reprints 


Dear Editor: 

May I congratulate you, in be- 
half of our membership and my- 
self, for two very fine editorials in 
HARDWARE AGE; namely, the one 
titled, “A letter to labor union off- 


cials” from the Feb. 18, 1954, 
issue, p. 7, and the other titled, 
“Only a dream but it could 
happen” from the Mar. 18, 1954, 


issue, p. 7. 

We think so much of these edi- 
torials that we ask your permission 
to reprint them to be used as fol- 
lows: The Feb. 18th editorial we 
would like to reproduce in sufficient 
quantity so that we may send a 
copy of same, together with a letter 
from our organization, to all union 
headquarters located in Nassau and 
Suffolk County. 

The Mar. 18th editorial we would 
like to reproduce in the form of an 
envelope stuffer to be used by our 
membership. We expect to print 
approximately 30,000 copies of the 
latter. 

The writer would appreciate hear- 
ing from you regarding permission 
to reprint, as requested. 

Yours very truly, 
Murray M. Pearlstein 
President 
Nassau & Suffolk County Retail 
Hardware Assn. 
8 St. Lukes Place 
saldwin, N. Y. 


Editor’s Note: Glad to extend 
you permission, 


Re: Galeton Hardware 


Dear Editor: 

For a short time there was a con- 
cern in Galeton that went by the 
name of Galeton Hardware, Inc. 
However, at the beginning of 
World War II they closed and since 
that time some circular letters are 
still forwarded to them; the senders 
apparently not knowing they were 
out of business. 

There are a great many hunting 
and fishing camps in this vicinity 
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and they think of us as the Galeton | 
Hardware, as we are located here, — 

and many times do not recall our 
correct name. Recently a letter was | 
addressed to the Galeton Hardware 
Company, which was intended for 
ys, and the letter was mailed around | 
to this other party, who is no longer 
in town, and when he finally got it 
he mailed it to us. 


Our thought in writing you was | 


that possibly mention could be 
made in some way that would get 
into the files of many dealers and 
other firms to correct this con- 
fusion in names. 

Very truly yours, 

C. A. Devling 

Deviing Brothers, Inc. 
Galeton, Pa. 





Packaging and Sales 


Dear Editor: 

I want to write you about the 
February 4th issue of HARDWARE 
AcE and tell you how much I ap- 
preciated your comments in “Just 
Among Ourselves” in that issue. 

The piece on packaging was most 
informative and I believe covers 
one of the most important phases in 
this “Quick Service” or “Self Ser- 
vice” hardware operation—packag- 


| 
| 


ing together with pricing. These | 
comprise the greatest problem in | 
switching from semi-self service to | 


self service operation. 
This last year I visited self ser- 


vice stores; some of our other men | 


did likewise, and we came up with 
the idea that it would be a good 
time for us to make the change 
right after the first of the year. 


We decided to remodel our fix- | 


tures rather than to purchase all 
new ones, as they were of a much 
more substantial type than you 
can buy nowadays. The remodeling 
has been the easiest part. The re- 
packaging and pricing of the ex- 


tremely poorly packaged merchan- | 


dise has been our greatest headache. 
I imagine this has been true with 
most stores. The net result is the 
manufacturers who now package 
their products attractively and label 
them informatively are the people 
we are favoring with our orders. 
Yours very truly, 


H. Jackson Clark 


President and General Manager | 


Jackson Hardware, Inc. 
Durango, Colo. 
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WOO Fett EACH BALL 


The voper 
Ow ue” ce ot his 


KING COTTON CHALK LINE is a volume 
sales item and it has a variety of spring 
and summer uses. Check the above sug- 
gested applications and you'll realize 
what a GOOD sales item this can be. 
Our Chalk Line is packed in an attractive 
blue and yellow display box that is a 
real merchandiser. 


Why not write for the new King Cotton 
Catalog? 


JOHN H. GRAHAM 


105 DUANE STREET * NEW YORK 8, N. Y. 





Seed Planting 
Plant Staking 
Lawn Edging 
Mason’s Line 
Hedge Trimming 
Layout Lines 
Fishing Lines 
Net Repairs 





King Cotfon 


LINE 


® Sash Cord 

* Clothesline 

© Masor''s Line 

® Chalk Line 

* Cable Cords 

® Venetian Blind Cord 
© Twine 






CORDAGE 


& CO. INC. 
























MR. FAMILY-FUN SAYS— 


SOUTH BEND 
CROQUET HAS 


THREADED 
SCREW 
HANDLES 


2. 


KNURLED 
MALLET HEADS 


Threaded handles prevent heads 
from flying off. Automatic seating 
prevents wear of threads. Knurled 
mallet heads provide greater ac- 


curacy in hitting ball. 


Our 80th Anniversary 
1874—1954 


| the Federal 





Write for 1954 Catalog and 
name of nearest Jobber. 











SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 


South —Louis Williams & Co., 3rd National 
Bank Bldg., Nashville, Tenn. 


Midwest—South Bend Toy Mfg., So. Bend, Ind. 


Calif. & S$. W.- Anderson Sales Company, 
730 W. 10th Place, Los Angeles 15, Calif. 


Denver & Pac. N. W.-Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 


SOUTH BEND TOY MFG. CO. 


Dept. HAS, South Bend 23, Indiana 


CROQUET SETS * DOLL CARRIAGES— 
Folding, Fibre, and English Coach * 
DOLL STROLLERS * JUVENILE FURNITURE 
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NEWS and Views 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


| Refrigerator Safety 
_ Not A Federal Problem 


The refrigerator industry, not 
Government, is the 
proper body to decide whether or 
not new refrigerators should be 


| equipped with interior latches. 


That is the view of the U. S. 


| Department of Commerce on the 


question of whether or not manu- 
facturers of refrigerators ought to 
be required by Federal law to in- 
stall inside latches on all refrig- 
erator boxes. 

Secretary of Commerce Sinclair 
Weeks points out to the Senate 
Commerce Committee that the re- 
frigerator industry is constantly 
seeking ways to improve its prod- 


| ucts. If the installation of inside 


latches is the answer to the prob- 
lem of how to keep children from 
suffocating, the industry will solve 
the problem voluntarily. 

It is also pointed out that the 
children who have suffocated in 
refrigerators have perished in old, 
discarded models, not refrigera- 
tors in use. Hence, some 15 years 
would elapse before inside-latch 
models would turn up on the junk- 


| pile. 


See Bike Imports As 
Unemployment Cause 


Imported bicycles are causing 
more worry for American busi- 
nessmen who are pointing out to 
the Government that the low price 
of these items results in greater 
joblessness in U.S. bicycle plants. 

Representatives of domestic bi- 
cycle companies recently urged 
Commerce Secretary Sinclair 
Weeks and other Federal officials 
to consider the need for tariff re- 
strictions in import quotas on the 
steadily growing stream of for- 
eign-made cycles. 


Last year, bicycle imports num- 
bered about 600,000. This year, 
they’re expected to reach 1,000,000, 

Competition from this number 
of imports put more than 35 pet 
of the estimated 80,000 U. S. bi- 
cycle industry employees out of 
work in the first three months of 
1954, manufacturers’ spokesmen 
told Mr. Weeks. The group exhib- 
ited a $59 American bicycle and 
a $39 English model in stating 
their case for Government action 
to aid the domestic industry. 


Set Public Hearing On 
Wood Screw Imports 


The U. S. Tariff Commission 
now intends to hold its public 
hearing on wood screw imports 
on May 26 at 10 a. m. Earlier, the 
agency had announced May 18 
would be the hearing date. 

This session will take place in 
the hearing room of the Tariff 
Commission Building, 8th and E 
Sts., N. W., in Washington. The 
Agency has given public notice 
that anyone wishing to appear and 
produce evidence at the hearing 
must file a request with the Secre- 
tary, U. S. Tariff Commission, be- 
fore May 26. 


Hiring at Plants 
Continues to Rise 


Hiring at manufacturing plants 
continues to rise. New Govern- 
ment figures show an official in- 
crease in the rate of hiring be- 
tween February and March, and 
unofficial tallies made since indi- 
cate still larger gains in the ranks 
of employed. 

Manufacturing plants increased 
their rate of hiring from 25 per 
1000 workers to 28 per 1000 
workers. 


(Resume Reading on Page 11 
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°"MoreThan Ever 
in’ 54 
SIEBERT 


Continues to GiveVou 
| ~ Doll Cones 


ge MORE / 


—~ Velocipades OS MOP eS a 
/ Trainer Bikes aie 


SIEBERT SALES CHART for 1954 
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388-1— LITTLE TOTS YE AppEAL! Buy Appeal! . . . and value- 
LOY LER SRS ) packed merchandise — that’s the Siebert 

policy for °54! Beautiful new streamlined 
designs . . . rugged, durable quality . . . extra 
selling features—that’s the Siebert story for 
°54! High salability at low promotional prices 

. to build customer acceptance; national 
advertising to create customer demand—that’s 
the Siebert merchandising plan for 754! 


Want proof? 


HIGH VALUE — HIGH .PROFIT TOYS 


Wheel toys are always “sure-fire” sales . . 
and SIEBERT wheel toys are the high quality. 
value-packed toys that have been, the first 
choice with parents and children for four 
generations! Sell the line that SELLS—get in 
on the profits for 54 that Siebert assures you 
... by giving more! Write Dept. HA-5. 


PERMANENT SHOWROOMS 
Space 1537, American Furniture Mart, Chicago. 
Space 305, New York Furniture Exchange, New York. 
Space 908, Western Merchandise Mart, San Francisco. 
5th Floor, Southern Furn. Exposition Bldg., High Point, N. C. 


“KITATA 
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Keep water out 


of masonry walls. 
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The THORO System 
SINCE 1912 


Your customer needs a 
raincoat for his home — 


Give him the best money can buy | 
at minimum cost! 


| 





Get our pictorially-described ES | 
literature "HOW TO DO IT” ~ 





PENNSYLVANIA | 





NEW EAGLE, 














the alphabetical 


May 
6-18 Alabama Hardware 


7.19 


Show 
Industrial Supply Conventior 


June 
17-19 Texas Wholesale Hdwe. Assn 
Texas Hardware Boosters Club 
Jul 
12-15 Nationa! Retail Hardware Assr 
12-16 Housewares & Appliance Show 
August 


1- 4 Housewares Show (Western 
15-18 Pacific Northwest Gift Show 
22-25 Portland (Ore.) Gift Show 
29-31 Spokane Gift Show 

30-3! Walter H. Allen Show 





Convention Check List 


For complete details about the conventions 
listings following this quick check list 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 








isted by 


gates below see 


September 
26-29 Nationa! Builders’ Hdwe. Exposition 
October 
3- 6 Atlantic City Hardware Conven- 
tion of AHMA and SWHA 
10-12 Sporting Goods Eastern Market 


Week in New York 


1-15 Nationa! Hardware Show 
1955 
February 

6-10 Nat portina Is Show 
September 

20-21 Franklin Hardware Conventior 








National Events 


American Hardware Manufacturers 
Assn. annual joint convention with 
the National Wholesale Hardware 
Assn., Oct. 3-6 at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J. 
Arthur L. Fauble is secretary of 
the AHMA with offices at 342 Madi- 
son Ave., New York 17, N. Y. 
Thomas A. Fernley, Jr., is execu- 
tive secretary of the NWHA with 
offices at 1900 Arch St., Philadel- 
phia 3, Pa. 


Housewares Show (Western), Aug. 
1-4, at the Shrine Auditorium, Los 
Angeles, Calif. Sponsored by the 
Los Angeles Trade Fair, Inc., 1151 
South Broadway, Los Angeles 15. 


Industrial Supply Convention, May 
17-19, at New York City. Sessions 
at the Waldorf-Astoria Hotel. Con- 
ference Booth Program at Madison 
Square Garden. Sponsored by the 
American Supply and Machinery 
Manufacturers’ Assn., 814 Clark 
Bldg., Pittsburgh 22, R. Kennedy 
Hanson, general manager; the Na- 
tional Industrial Distributors Assn., 

1900 Arch St., Philadelphia 3, Pa., 

H. R. Rinehart, executive secretary ; 





and the Southern Industrial Dis- 
tributors’ Assn., 712 Volunteer 
Bldg., Atlanta, Ga., E. L. Pugh, 


secretary-treasurer, 


National Builders’ Hardware Exposi- 
tion, Sept. 26-29, at the Palmer 
House, Chicago. Sponsored by the 
National Contract Hardware Assn., 
John R. Schoemer, managing di- 
rector, and the American Society 
of Architectural Consultants, W. A. 
Mathewson, executive secretary. 
Administrative office of both groups 
at 420 Madison Ave., New York 17, 
N. ¥. 


National Hardware Show, Oct. 11-15, 
at the Navy Pier, Chicago. Spon- 
sored by National Hardware Show, 
Inc., 381 Madison Ave., New York 
17, N. Y. Frank Yeager, director. 


National Housewares and Home Ap- 
pliances Show, July 12-16 at Con- 
vention Hall, Atlantic City, N. J. 
Sponsored by the National House- 


wares Manufacturers Assn., 1140 
Merchandise Mart, Chicago 44. 
A. W. Buddenberg, executive secre- 


tary. 
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Sell from 3Q)Q) Colors 


Yet All You Stock are 
12 Little Tubes Plus Some White! 


Brings in and keeps customers in your 
store ... satisfies all their color wants! 


Yes, with this simplest of all color systems there’s no need to 
lose good customers because you can’t carry a complete color 
selection. Now with Spectro-matic you need only 12 colorants, 
plus some white to give you 300 colors . . . every wanted shade 
and tint to make you the Color Center in town! 

Spectro-matic gives you a real money-making paint depart- 
ment yet you don’t tie up funds and devote valuable space to 
large inventories. Color chips and big swatch book shows your 
customers all the colors... you make the exact shade in 
minutes! No fuss, no muss, perfect results every time! Get 
all the facts today! 















USE THE SAME 





Koo > ek > 
> Guaranteed by % 


Spectro-malic 





Paints 





Check These Profit-Making 
SALES FEATURES! 




















Unusual package deal 
Top profit returns 

No large inventory 
Requires only 2 bases 


Prestige-building national 
advertising in U. S., Canada 






Ss eee 


Complete hard-hitting local 
advertising and promotion helps 


























TUBES PLUS 
) BASE FOR... 24 NEW 








Good Housekeeping 
Nd * 


Soo Soras aoveaniseo WES 


Wrens 












BLONDE AND WOOD-TONE STAINS! 











WALP 






Manufactured and distributed by SPECTRO-MATIC ASSOCIATES 


Marshall-Wells Canadian Companies 
Winnipeg, Manitoba 

Merchant's & Manufacturer's Paint Co. 
Louisville 2, Kentucky 

Mount Royal Color & Varnish Co., Ltd. 
Montreal, Quebec 

Norfolk Paint & Varnish Co. 
Quincy 71, Massachusetts 


Atlantic Varnish & Paint Co., inc. 
Richmond 20, Va. 
B-B Paint Corporation 
Flint, Michigan 
The John P. Cochran Co. 
Cleveland 17, Ohio ~ 
Cowman-Campbell Paint Company, Inc. 
Seattle 7, Washington 














DeBoom Paint Co. Reifschneider Paint & Glass Co. 
San Francisco 10, California Omaha 2, Nebraska 
Felton, Sibley & Co., Inc. Rockford Paint Manufacturing Co. 


Rockford, Illinois 


Stebbins & Roberts, Inc. 
Little Rock and Fort Worth 


Universal Paint and Varnish Co. 


Huntington Park, California 


Philadelphia 6, Pennsylvania 
Ford Paint and Varnish Co. 

Grand Rapids, Michigan 
Lehman Bros. Corp. 
Jersey City, New Jersey 
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Mail to Spectro-matic Associate nearest you. 








Gentlemen: 1 am interested in the Spectro-matic way 
to run a really practical and money-making paint 
department 

Please send me detailed information 

Please have your representative call on me a 
en ‘ - 


Firm Name ————___ ee 


Address ——— 7 = - - 


in din tiled itera el 











BOONTONWARE DESIGN 
MAKES SENSE IN USE ! 
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When this sugar and creamer was designed the basic problem was posed: 
what can improve them for in-use service for today's compact living? 

See how this “lazy piece” in traditional sets was put to work. The idle sugar 
bowl cover that ordinarily sits on the table uselessly was designed to turn over, 
become a little dish, and make all the pieces give maximum in-use service. All 
this results in a streamlined design . . . simple, smart, and pleasing to the eye. 


1. Cover fits under bowl, keeps 
sugar crumbs off the table and 


provides place for sugar spoon. 


< » For syrups or sauces, 


cover fits under pitcher. 


3. A covered soup bow! of 12-ounce 
capacity. Ideal for use on tray, 
cover becomes a saucer.* 


*Yes, we'll sell them separately. 


a » For jams, jellies or relish, 


cover serves an individual portion. 





Every piece of Boontonware passes the maximum in-use service test! 


oe | 


MELMAC dinnerware at its finest! 


A product of BOONTON MOLDING COMPANY Boonton, N. J. 
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National Retail Hardware Assn., an- 
nual congress, July 12-15, at the 
Fairmount Hotel, San Francisco, 
Managing director, Russell R. Muel- 
ler, 964 No. Pennsylvania St., In- 
dianapolis, Ind. 


National Wholesale Hardware Assn. 
annual joint convention with the 
American Hardware Manufacturers 
Assn., Oct. 3-6 at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J. 
Thomas A. Fernley, Jr., is execu- 
tive secretary of the NWHA with 
offices at 1900 Arch St., Philadel- 
phia 3, Pa. Arthur L. Fauble is sec- 
retary of the AHMA with offices at 
242 Madison Ave., New York 17, 
H. ¥; 


Sporting Goods Show and Convention, 
Feb. 6-10 at the Morrison Hotel, 
Chicago. Sponsored by the National 
Sporting Goods Assn., 1 No. La- 
Salle St., Chicago 2. G. Marvin 
Shutt, secretary. 


Regional Events 


Allen, Walter H., Co., Inc., annual 
stockholders’ meeting and Merchan- 
dising Show, Aug. 380-31, at the 
Baker Hotel, Dallas, Tex. 


Franklin Hardware & Supply Co., 
annual stockholders’ meeting and 
convention, Sept. 20-21 at company 
headquarters, 918-28 N. Delaware 
Ave., Philadelphia 23, Pa. 


Texas Wholesale Hardware Assn., an- 
nual joint meeting with the Texas 
Hardware Boosters Club, June 17- 
19, at Galveston. Secretary-trea- 
surer, Howard Weddington, 1427 
National City Bank Bldg., Dallas. 


Pacific Northwest China, Glass, Gift, 
Stationery, Jewelry, Toy and House- 
wares Show, Aug. 15-18 at Civic 
Auditorium, Olympic and New 
Washington Hotels, and Terminal 
Sales Bldg., Seattle, Wash. 


Portland China, Glass, Gift, Jewelry, 
Stationery, Toys, and Housewares 
Show, Aug. 22-25, at the Public 
Auditorium, Plaza and Benson Ho- 
tels, Portland, Ore. 


Spokane Gift Show, Aug. 29-31, at 
the Davenport Hotel, Spokane, 
Wash. 


Sporting Goods Eastern Market Week, 
Oct. 10-12 at the Hotel New Yorker, 
New York City. This Trade show is 
similar to the annual Western 
Market Week, sponsored by the Na- 
tional Sporting Goods Assn., 1 N. 
La Salle St., Chicago, Ml. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, May 16-13, at 
The Admiral Semmes Hotel, Mobile. 
Association secretary, Mrs. Euna G. 
Ramsey, 1006 Frank Nelson Bidg., 
Birmingham. 
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Casement Window Fan 
opens new market! 


The first practical fan designed especially 
for casement windows! Twin 12” fans 
force stuffy air out, pull cool air in. Re- 
verses electrically to circulate fresh air. 
Two speeds, intake and exhaust. Easily 
installed in standard 3-light casement 
window. Panel available to fit 4-light. 
Guaranteed 5 years. $78.05, retail. Sales- 
catching display lets customer operate 
fan displayed. Sturdy wooden panel; col- 
orful Masonite signs. Ht. 634%”. Order 
R-W1253. 





Complete home cooling at low cost 


An R & M “package’”’ attic fan brings years of 
cool summer comfort for less than the cost of a 
Quietly pulls cool night air 
through every room. Easy to install—fits low 
attics and all standard hallways. Four sizes with 
air deliveries from 5000 to 16000 CFM. From 
$137.60, retail, including automatic ceiling shutter. 
Walk-under display duplicates installation as ac- 
tually made in home. (Keeps showrooms comfort- 
able, too). Kiln-dried wood. Ht. 8’ 5”, 42” wide x 


week’s vacation! 


47" deep. Cord, switch. Order R-D30. 
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Reversible action pushes sales! 


R & M 18” and 22” electrically reversible 
window fans are designed to breeze-cool small 
homes and apartments. They exhaust stale air 
and pull in cooling breezes; reverse electrically 
to circulate fresh air. Two speeds. Install with 
a screwdriver. Guaranteed 5 years. 18”, $63.40; 
22”, $82.90, retail. Eye-catching display holds 
either fan, invites customers to sample breezes. 
Polished aluminum tubing, 76%” high, 38%” 
wide, 25” deep. Order R-D25/34. 


NOW! 2 self-selling display 
tor each of these 
profitable 










MO fans! 


No-draft whole-room cooling! 


Cools the whole room quickly and 
quietly. Lifts cool air from the floor, 
giving complete 360° circulation. Super- 
safe grille protects small fingers. Three 
speeds. Mahogany plastic; chrome guard 
and grille. Doubles as seat or low table. 
Compact, easily portable. $53.55, retail. 
Silk kerchief display. Sticks to top cen- 
ter of fan and spins, showing 360° circu- 
lation when fan is on. 1 square yard, with 
logo and sales message imprinted. 



















Robbins & Myers, Inc., Fan Division, Dept. HA 
387 So. Front St., Memphis 2, Tenn. 





Prices and specifications subject to change without notice 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 165. 


(Continued from page 13) 
stand, given away with purchase of 
package consisting of five standard 
grass shears, five long-handle grass 
shears, three pruners, two hedge 
shears and one long-handle weeder. 
One Model DK shear is given away 
with purchase of display unit. Cost 
to dealers of unit is $26.53. Lewis 
Engineering & Mfg. Co. 


For more data circle No. 9 on postcard, p. 165 


Corner Clamp 


For easy nailing, gluing, screw- 
ing, or fastening all 45 deg. angles. 
Has single locking side jaws. Clamps 
take up to three inch stock. Sturdy 





cast construction. Painted in two 
colors, baked enamel. Clamps to 
table, or may be used free. Pack- 
aged in colorful display. List price, 
$3.95. Rocco Products, Inc. 


For more data circle No. 10 on postcard, p. 165 


Flashlight Kit 

Picnic Pal flashlight kit consists 
of the 2104 Work Light operating 
on four standard flashlight bat- 
teries, producing a six-volt beam of 
more than 14 of a mile. Work light 
is of sturdy rust-proofed steel, fin- 
ished in red and yellow baked 
enamel. Kit also includes a clear 
spotlight lens for long distance 
white beam; a white honeycomb 
lens and neoprene collar for wide 
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spread beam, and a red plastic lens 
for a warning signal. Adjustable 
head piece puts beam wherever de- 
sired. Kit, complete with three 
lenses and neoprene lens collar, re- 
tails at $3.97. Justrite Mfg. Co. 


For more data circle No. 11 on postcard, p. 165 


Masonry Paint 

New paint, called Colorsol, covers 
stucco, brick, concrete and con- 
struction masonry block in a selec- 
tion of 144 colors, varying from 
deep tones to bright pastels. Paint 
can be brushed or sprayed like or- 
dinary house paint. Martin-Senour 
Paint Co. 


For more data circle No. 12 on postcard, p. 165 


Cutting Pliers 
These 54% in. compound leverage 
action, diagonal cutting pliers have 


extra hardened forged jaws and 








hand honed cutting edges. Handles 
are steel stampings and are fitted 
with spring which opens jaws auto- 
matically. Designated No. 44]. 
pliers retail for $3.70. Utica Drop 
Forge & Tool Corp. 


For more data circle No. 13 on postcard, p. 165 


Oval Mop Pail 

New oval pail is designed to ac- 
commodate a _ wide-based sponge 
mop without twisting, turning and 
wetting one end at a time. It is 
long and narrow and has a 12 qt 
capacity. Made of sturdy steel with 
alloyed zinc coating for extra re- 
sistance to rust and corrosion. De- 
creased width allows pail to fit 
more snugly on step-ladder exten- 
sion platforms, steps, window ledges 
and other places where space is 
limited. Wheeling Corrugating Co 


For more data circle No. 14 on postcard, p. 165 


Barbecue Grill 

New Trader Vic Combination 
model barbecue consists of light- 
weight portable grill (illustrated 





and oven. Grill is made of Dekoron 
tubular frame, with fittings of dull 
chrome. Grill pan is 12x18 in. and 
can be raised and lowered over a 
5 in. height to adjust the cooking 
rate. Firebox below grill plate is 
51%x16x24 in. Oven, which is easily 
attached to grill, is 32 in. high and 
15 in. sq. R. D. Fageol Co. 


For more data circle No. 15 on postcard, p. }*5 


Bait Casting Reels 

Here are two new bait casting 
reels, the No. 1902 Thrifty (illus- 
trated) priced at $4.40 and the No. 
1904 Acme at $4.85. Made with 
quality, nickel plated brass parts, 
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LOW COST BEAUTY 
FOR EVERY HOME— Geauilid fc Slt 


DEXTER 


COLONIAL ENTRANCE HANDLE LOCK SETS 


These Dexter entrance handles give homes 
that extra touch of beauty and distinction 
—at a price lower than any of comparable quality. Available 
with pin tumbler cylinder or economical disc tumbler cyl- 
inder. Tubular design eliminates costly mortising, saves in- 
stallation time. Three types of locking bolts available: 
Deadlocking Latch, Spring Nite Latch, and Dead Bolt, all 
with automatic bolt hold back feature. 





CAPE COD DESIGN 
No. 7600 T 
(Deadlocking Latch) 





COLONIAL DESIGN 
No. 7500 T 
(Deadlocking Latch) 


Write today for complete information 
on the entire line of Dexter entrance 
handles. 





DEXTER LOCK COMPANY 


GRAND RAPIDS * MICHIGAN 

A SUBSIDIARY OF NATIONAL BRASS COMPANY 

in Canada: Dexter Lock Cenade Lid., Guelph, Ontarie 

in Mexico: Dexter Locks, Plate Elegante, S. A. de C. V., Monterrey, Nueve Leon 
MANUFACTURERS OF AMERICA’S ORIGINAL TUBULAR LOCKS 


@vEXTER wes 
Li 


















WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 165. 





both reels have standard four-gear 
trains, smooth-operating level wind- 
ing devices and stainless steel bear- 
ings. Oiling cups on head and tail 
plates are provided for bearing 
lubrication. Shakespeare Co. 


For more data circle No. 16 on postcard, p. 165 


Car Servicing Tools 


Here are three new tools to ser- 
vice 1954 Fords, Mercurys and 
Lincolns. Overhead valve wrench 
No. 6511, is for the locking cap 
screw which clamps the distributor 
in position. Cylinder-head wrench 
No. 2617, is for torquing Ford cyl- 
inder-head cap screws on overhead 
valve V8 engines. Feeler gage No. 
K58 has special .019 offset blade 
for setting intake and exhaust 
valves on the Ford V8 and Mer- 
cury, and a straight .016 blade for 
6-cylinder Fords. Tools are offered 
in Merchandising Set NT6H which 
includes 12 cylinder-head wrenches, 














tsa7 2 
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six overhead-valve_ distributor 
wrenches, six feeler gages and six 
single offset blades. Set N200 in- 
cludes one of each of the above. 
Bonney Forge & Tool Works. 


For more data circle No. 17 on postcard, p. 165 


Packaged Hardware 
Fifty-six different, plastic-pack- 
aged hardware items, known as the 
““Fix-Set” line, include barrel bolts, 
braces, drawer pulls, hinges, hooks, 
screen and sash hardware. A stee! 
display rack, holding six sets of 





each item, is included free with the 
purchase of each assortment. The 
rack is 66 in. high and occupies 21 
sq ft of floor space. Lawrence 
Bros., Ince. 


For more data circle No. 18 on postcard, p. 165 


Power Sprayers 

Here are two new portable power 
sprayers. Silver Prince II sprayer 
holds up to 12% gal. and can spray 
at 2 gal. a minute. It is 35 in. high 
and weighs 152 lb. empty. Squire 
sprayer holds up to 50 gal. and 
sprays at 4 gal. a minute. Available 
with pneumatic tires or as a skid- 
type for mounting in trucks. Both 





sprayers have heavy-duty ball bear- 
ing spray pumps which are perma- 
nently lubricated and sealed. Pumps 
are available as separate units for 
engine or power take-off applica- 
tion. F. FE. Myers & Bro. Co 


For more data circle No. 19 on postcard, p. 165 


Door Catch 

Door catch for cabinets, cup- 
boards and other’ uses, _ keeps 
warped doors closed. Called the 


Leco-Lon, door catch consists of a 
nylon cylinder mounted on the un- 
derside of a cabinet shelf, and a 
metal plunger which is 
into the door directly opposite cyl- 
inder. When door is closed cylin- 
der holds plunger. Hardware Div., 
Laboratory Equipment Corp. 


screwed 


For more data circle No. 20 on postcard, p. 165 


Coffee Percolators 
Automatic electric percolator, 
designed of chromed-copper, has 
8-cup capacity. The “Aristocrat” 
has a control to provide mild to 
strong-flavored coffee as desired. 
Red signal light goes on when cof- 





Model retails at 


brewed. 
$21.95. Two other new automatic 


fee is 


percolators also include  Flavor- 


(Continued on page 168) 
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Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 








FIRST CLASS 

PERMIT NO. 36 
34.9 P.L.&R.) 
New York, N. Y. 


(Sec 














BUSINESS REPLY CARD 


No postage necessary if mailed-in the United States 











POSTAGE WILL BE PAID BY 
Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 

Postcard valid 8 weeks only. After that use own letterhead fu escribing item wanted 5/13/54 
Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the ‘What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 











When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 





Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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Postcard valid 8 weeks only. Affer that use own letterhead fully describing item wanted 5/13/54 | 

Please send me further information on the WHAT'S NEW items, code numbers | A big help for busy deal- 
for which | have circled below. __ers. Use this card for free 
, &# © #€ 8 & mo MW 1 130: 14 15 information on new prod- 
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Satone doesn’t claim— it proves 
its ability to out-perform all 
other interior finishes, latex 
included. Try it just once and 
watch it prove how it covers in 
one quick-drying coat, how 
fully scrubbable it remains. 
Satone needs no primer or 
sealer, is fadeproof and fool- 
proof, has no painty odor. 

Combined with a thoroughly 
tested merchandising plan that 
really works, Satone can prove 
quickly its ability to out- 
perform other type paints in 
sales, too. Get the full proof 
story on Satone, then test your 
free sample. 











Color is today’s bi 
y g The Patterson-Sargent Company 


talking point in selling 1325 East 38th Street 
interior finishes. This Cleveland 14, Ohio 
smart-! : Gentlemen: 

ooking Satone | would like to try a quart can of New Satone, without cost or 
Colorcade book shows obligation to me! 


your customers scores NAME 
of rich new decorator STORE NAME 
colors . . . colors that ADDRESS 


sell on sight! CITY 











.»f0 Sell 


ANCHOR 


snaps! 


Why? Look at the market you have! 
Hardly a customer comes into your 
store who hasn’t some use for ANCHOR 
SNAPS. They’re handy wherever 
rope, leather, or chain needs a quick- 
hitching device. Hundreds of uses 
on farms, ranches, on boats, and in 
the home. They even use ’em as 
belt attachments for key chains! 


Display Box No. 1 contains the most 
popular swivel and open-eye sizes. 
Just give them a prominent spot 
on your counter, and your selling job 
is done. Order from your jobber today, 


Display Box No. 1 contains: 
2 doz., ¥’’, No. 5037 Open Swivel Eye Snaps 
2 doz., ¥8"’, No. 437 Swivel Eye Snaps 
1 doz., ¥’’, No. 231 Open Eye Snaps 
1 doz., ¥a’’, No. 225 Swivel Eye Snaps 


NORTH & JUDD 


MANUFACTURING COMPANY 


NEW BRITAIN Ea = CONNECTICUT 
‘ 


Philadelphia 


Atlanta 
St. Lours 


Son Francisco 


New York Boston 
Buffulo ° Detrort Chicago 
1) ° Los Angele . 


MAKERS OF ANCHOR BRAND HARDWARE PRODUCTS 
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WHAT'S NEW 








(Continued from page 164) 


Selector feature: the 3 to 5 cup 
“Thrift-O-Matic” No. 1961 which 
lists at $9.95, and a standard 8-cup 
Model No. 1962 which lists at 
$11.50. Metal Ware Corp. 


For more data circle No. 21 on postcard, p. 165 


Rubber Caster Cups 

These Daisy rubber caster cups 
are now packaged in a four-color 
display box, pre-marked with sell- 





Each package contains 
rubber 
floors. 


ing price. 
four non-marking brown 
casters for protecting 
Schacht Rubber Mfg. Co. 


For more data circle No. 22 on postcard, p. 165 


Freezant 


Sno-Gel non-melting, reusable 
ice for protecting perishable prod- 
ucts on picnics, or long trips, is 
now made in new shapes and sizes 
for specific needs. Packed in vinyl 
casing, it freezes overnight in the 
ice cube compartment of a refrig- 
erator, enabling it to be used over 
and over again. There is no melt- 
ing water run-off. Cupples Co. 


For more data circle No. 23 on postcard, p. 165 


Duplex Wall Switch 


Several room lights may be con- 
veniently turned on or off at a 
single wall switch when they are 
connected to one of the outlets of 
new duplex wall receptacle. The 
other outlet, constantly alive, pro- 
vides current for appliances. Unit 





is constructed of molded Bakelite, 
fits standard boxes and wall plates 
and is available in either brown or 
ivory. 
amps at 120 volts, 10 amps at 250 
volts. John I. Paulding, Inc. 


For more data circle No. 24 on postcard, p. 165 


Linoleum, Shoe Knives 


New line of linoleum and shoe 
knives are color-coded for easy 
identification. Knives come with 
red, blue, green and tan handles, as 





a) 


well as in natural burnt finish. Sev- 
eral type blades and styles are avail- 
able in each color. R. Murphy Co. 


For more data circle No. 25 on postcard, p. 165 


Steel Key Stock 


Mak-A-Key zinc coated cold fin- 
ished steel key stock comes in 12 
in. lengths in six sizes: 3/16, %4, 
5/16, 3%, 7/16 and ¥% in. squares. 
Clean cut bars are greaseless and 
rustproof. Easy to cut and fit, bars 
can be used any length desired. For 
repair and replacement use in ma- 
chine tools, wood working, farm 
machinery, machine shop work, ete. 

(Continued on page 170) 


HARDWARE AGE, MAY 13, 1954 





Receptacle is rated for 15 | 





HAR 











dd Bakelite, 
wall plates 
r brown or 
ted for 15 
mps at 250 
» Inc. 

ostcard, p. 165 


ives 

| and shoe 
for easy 
“ome with 
handles, as 


nish. Sev- 
are avail- 
phy Co. 


steard, p. 165 


cold fin- 
les in 12 
3/16, 4, 
squares. 
less and 
fit, bars 
ired. For 
e in ma- 
ig, farm 
rork, ete. 


170) 


13, 1954 








| 





{* 


CP en 


You say there's 
~ a well point with 


NO GAUZE 


Yas, the Johnson 


RED HEAD 














Cut-away section showing the heavy 
construction of the ‘‘RED HEAD" drive 
well point, the non-clogging, V-shaped 
continuous inlet slot, and the direct 
waterway without ony pipe base. 


CCREEN 7 





with patented 
CONTINUOUS INLET SLOT!” 





Lok, 
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tion, illustrating the heavy construction of 
the Red Head well point . . . the only non- 
clogging, V-shaped continuous inlet slot...and 
the only direct waterway without a pipe basc. 


= 
Siow your customers this cut-away sec- (=> 
rs 
S= 


rerrneyy 


—— 
As they can see, there’s a tremendous open L 
area for water—and there’s absolutely no 
gauze jacket to clog up or rip away! 


There’s no necessity of carrying duplicate 
stocks because the Red Head can be used 
as a flush point—or as a drive point, it can 
be driven as hard as necessary under nor- 
mal conditions. Available in 114” and 2” 
sizes, it’s made of low-carbon steel, double 
galvanized, and it’s welded by a patented 
process from top to bottom into one 
solid unit. 





Ask your jobber or write for bulletin... 


EDWARD E. JOHNSON, Inc. 


ST. PAUL 14, MINNESOTA 
Well Screen Specialists Since 1904 
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fast, easy-boring 
electric-drill bits 


by Greenlee 


Specially designed for use in 
portable electric drills, 
these new GREENLEE 
tools meet the big need 
for bits that will bore accurately 
and stand up under today’s faster 
building methods. All around you 
there's a mighty big market for GREENLEE 
Electric-Drill Bits — professional car- 
penters, construction workers, farmers, 
home craftsmen. And when you sell 
GREENLEE you know you're selling 

sure satisfaction. For these new 

bits are of highest quality . . . com- 
pletely heat-treated for extra strength 

. shanks accurately machined 

for precise alignment of the 

tool . . . fine-quality steel. To get 

your share of the new electric-drill bit 
market, get GREENLEE. See your 
wholesaler or write us for 
complete facts. 












iclel RE ie) Ba Piast ii.) 


GREENLEE 


GREENLEE TOOL CO. 
1805 Herbert Ave., Rockford, Illinois 
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New GREENLEE line of 
electric-drill bits includes 
Nos. 56-PT and 53-PT 
Solid-Center Electric- 
Drill Bits, No. 64-PT Ship- 
Auger Electric-Drill Bit, 
and No. 28-PT Single- 
Twist Electric-Drill Bit... 
all in wide size ranges. 
















WHAT’S WEW 








Display case included at no extra 
cost with order for standard as- 
sortment. DeVan-Johnson Co. 


For more data circle No. 26 on postcard, p. 165 


Screen Frames 

Do-it-yourself window screens 
can be made from this new type of 
aluminum screen frame _ section. 
Built in spline folds into position 
and corner clip eliminates miter 
cuts, enabling screens to be put to- 
gether in a few easy steps. Frame 
will hold any plastic, galvanized or 
aluminum screening. Self service 
merchandiser contains 84 strips of 
6-ft. aluminum frame sections and 
42 sets-of-four aluminum corner 
clips. Included are consumer in- 
structions folders and an assembled 
demonstration model frame. Retail 
value of total stock is $138.60. R. D. 
Werner Co., Inc. 


For more data circle No. 27 on postcard, p. 165 


Hog Self-Feeder 


This hexagon Profit-Matic all 
steel self-feeder has 12 doors and a 
capacity of 30 bu. It provides 
enough feed for about 60 hogs and 
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WHAT’S NEW 


@ For more information 
on these products and 
services use free post 
card on page 165. 


needs refilling about every 5 to 7 
days. The unit is tapered, being 
wider at the bottom, to assure non- 
clogging of feed. Regulators per- 
mit adjusting flow to feeding doors. 
Unit is mounted on hardware skids 
for easy moving. H. D. Hudson Mfg. 
Co. 


For more data circle No. 28 on postcard, p. 165 


Sliding Door Lock 


This sliding door lock for by- 
passing doors is easily installed by 
boring one hole and attaching lock 
and strike. Lock cylinder is geared 
to the tongue and action is positive. 
One-half turn of key raises tongue 





6: 


to locked position or returns it to 
unlocked position. Finished in pol- 
ished brass or chrome, lock fits all 
% to 1%4 in. by-passing doors. 
Sterling Hardware Mfg. Co. 


For more data circle No. 29 on postcard, p. 165 


Metal Dusters 


Two new, all metal hand dusters, 
Models No. 591 and 593, are of 
heavy 30 gage steel. Model No. 591 
has a 1 lb. capacity. Dust chamber, 
in line with pump, is 234x6 in. 
Heavy-duty, forceful pump is 234x 
8 in. An 18 in. heavy steel detach- 
able extension rod is included for 
hard-to-reach or high areas. Model 
No. 593 is a 3 lb. unit designed for 
larger dusting requirements. Pump 
is 234x12 in. Two heavy gage steel 
extension rods, each 15 in. long, are 
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UNIVERSAL WINCH STAND 


The Fulton 280 Winch Stand 
provides a simple, inexpensive 
way to mount winch on any 
boat trailer, or any —— 
tion requiring additional clear 
ance for handle to turn. Made 
of heavy gauge steel — die 
formed channel shape for ex 
tra strength. A rope cleat pro 
vides an extra safety feature 


Finished in durable green 
baked enamel. 
* Weight, 5 Ib. $5 00 


List, ea. 


SENSATIONAL 


Low-cost 
ALL-STEEL 





Here’s a new winch for portable or stationary 
use in farm or general purpose work. Selling 
features that appeal: made of steel stampings 
for uniformity and smooth operation . . . gear 
ratio of 3 to 1. . . mechanical advantage of 
38 to 1 with empty drum, 9 to 1 with full drum 
. easily taken apart for servicing . . . simple 
to dismount for moving . . . concealed internal 
gears guard against injury to hand or damage 
to rope . . . spring-loaded ratchet lock insures 
safe operation and permits mounting in any 
position. 
Model 230-A — capacity, 1,000 lIb., $9g 70 
30 ft. 3% in. rope. List, ea. - 


Model 245-A — capacity, 1,500 Ib., $]] 75 
45 ft. ¥% in. rope. List, ea. “ 


FULTON TRAILER COUPLINGS 


NEW 


Type L-2, 6,000 Lb. 


LOAD CAPACITY 









No. 0-7 TRAILER COUPLING 


All Fulton trailer coup- 





This unique lever action coup- 
ling provides fast, positive op- 
eration and adequate take-up for 
wear. Automatic safety latch pre- 
vents accidental uncoupling in use. 
Made of pressed steel — 2 in., one- 
piece steel ball with heat-treated bolt. 
Weight, 61/2 |b. List, ea. $9.35 


lings feature strong, weld- 
ed construction, heat- 
treated bolts, easily-operated hand 
wheel, positive safety latch, and die- 
formed steel balls. 

No. A-6 8,000 Ib., capacity. List, ea. 
No. B-6 6,000 Ib., capacity. List, ea. 
No. O-7 (shown) 4,000 Ib., cap. List, ea. $4.25 
No. 0-6 For 2” pipe tongue. List, ea. $4.25 





All prices slightly higher west of the Rockies. Send for FREE Catalog. 


THE FULTON COMPANY 


1912 $.82nd Street, Milwaukee 14, Wisconsin 
In Canada: J, C. Adams Company, Ltd., Toronto, Ontario 





with firm base. 
GATE HOOKS 
AND EYES — tuil 












uch 6 ie wf 


1. Packaged for quick identification 
and easy sales. 


2. Immediate shipment on orders from 
a central location insuring quitk 
delivery. 


3. A complete line eliminates losses 
on shipping charge minimums. 


TURNBUCKLES— 
“Alumaloy” bod- 
ies, steel hooks 
and eyes. 


EYE BOLTS— 
wrought nuts, 
bright zinc 
plated. 


S$ HOOKS—in o 
wide range of 
sizes. 


EIGHT HOOKS— 
in steel or brass. 


SCREEN DOOR 
BRACES — alumi- 
num or steel rods 
with sturdy 
“Alumaloy” bod- 
a ies. 


UTILITY HOOKS 
—cold drawn 
work hardened 
steel. 


SCREW EYES— 
large, medium and 
small eyes, in steel) 
or brass. 


SCREW HOOKS— 
round end ceiling, 
type, in steel or 
brass. 


SCREW HOOKS— 
square bend, cur- 
tain rod hooks, 
steel or brass, 


SHOULDER 
HOOKS—pbrass 


= 


size range. 


CuP HOOKS— 
bross with firm 
base. 


EYE BOLTS—with 
lag thread, turned 
eye. 


CLOTHES LINE 
HOOKS—plate 
ond screw type. 





PORCH SWING 
HOOKS—with lag 
thread. 


HAMMOCK 
HOOKS—plate 
and screw type. 





ASK YOUR DISTRIBUTOR OR WRITE TO 


TURNBUCKLES, INC. | 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 























included as standard equipment 
with the 593. R. E. Chapin Mfg. 
Works, Ine. 


For more data circle No. 30 on postcard, p. 165 


Electric Drill 


Heavy-duty %4-in. electric drill, 
Model 515, has a three-ampere mo- 
tor in a die-cast aluminum housing. 
Motor is universal AC-DC 115 volt, 
with 230 volts available at extra 
cost. Gear type 14 in. chuck rotates 
at 1800 rpm. Machine has six ball 
bearings, a trigger switch and 
push button lock for one hand op- 
eration. Frame measures 9%4 in. 
long, 2% in. wide and 6% in. high 
with spindle offset of % _ in.; 
weighs 3% lb. Standard equipment 
includes gear type chuck, key, key 
holder and 7 ft. electric cord. Rated 
bit capacity is 14 in. in steel and % 
in. in wood. Porter-Cable Machine 
Co. 


For more data circle No. 31 on postcard, p. 165 


Livestock Spray 

This new livestock aerosol spray 
is designed to kill horn flies, house 
flies and mosquitoes. Contains 
Methoxychlor and Pyrenone and is 


J, 


StL F-SPRATING 





Spraywey 


VESTOCK SPRAY 





harmless to humans and animals. 
One 12 oz. can contains enough in- 
secticide to treat about 100 cows, 
When used in barns and stables it 
is only necessary to close the doors 
and windows for 15 minutes. Re- 
tails for $1.69 for 12 oz. container. 
Tru-Pine Co. 


For more data circle No. 32 on postcard, p. 165 


Lawn Sprayer 

Ten-gallon power lawn and gar- 
den sprayer develops continuous 
high pressure and delivers up to 11% 





gallons per minute. The “Roll-N- 
Spray” unit rolls easily on large 
rubber-tired wheels and has a pow- 
erful engine and pump, and conve- 
nient discharge equipment. foot- 
Lowell Corp. 


For more data circle No. 33 on postcard, p. 165 


New Sandpaper 


A new kind of sandpaper now 
available to home handyman and 
home builder has open mesh con- 
struction so that residue passes 
through the openings. Particularly 
suited to sanding of wood, soft 
metals, painted surfaces, plastics, 
plaster and other materials tending 
to clog sandpaper. Both sides may 
be used for sanding, the material 
being coated on both sides with 
sharp, durable silicon carbide 
abrasive grain. It can be used wet 
or dry, for machine and hand sand- 
ing, flat or folded to any size for 
hand sanding. May be creased and 

(Continued on page 176) 
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here's how to 








ELL MORE 






me, | 


Fe ee eee eee 


=n & 
*—- 


... to the do-it-yourself market 


Three square feet of counter space and $100 set you up 
to take full advantage of the BIG demand for tools in the 
do-it-yourself market. 


The Bon-E-Con merry-go-round is a full-time tool 
“‘salesman’”’ that combines display appeal with self-service 
features. What’s more, the Bon-E-Con line of quality 
tools includes only the most popular items: fast movers 
that assure quick turnover, priced to put you in a position 
to compete with any tool retailer. 


Send the coupon today! Learn how you can make the 
most of the vast do-it-yourself market by selling Bon-E-Con 
Tools to weekend mechanics, car owners, hobbyists, 
home gardeners, farmers. 


BONNEY FORGE & TOOL WORKS HA-618 


ALLENTOWN, PENNSYLVANIA 


Tell me how an investment of three square feet of counter space 
and $100 will boost my tool sales. 














l 
l 
| 
| 
| 
| 
l Name— 
| 
| 
| 
| 
| 
l 


BON-E-CON Company—— a — 
am ele) 
Address ——____. nee 
City = Zone——_ State a 
a ee ee ee ee en ill 


BONNEY FORGE & TOOL WORKS. 


HARDWARE AGE, MAY 13, 1954 


-. ALLENTOWN ... PENNSYLVANIA 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 165. 


(Continued from page 13) 
stand, given away with purchase of 
package consisting of five standard 
grass shears, five long-handle grass 
shears, three pruners, two hedge 
shears and one long-handle weeder. 
One Model DK shear is given away 
with purchase of display unit. Cost 
to dealers of unit is $26.53. Lewis 
Engineering & Mfg. Co. 


For more data circle No. 9 on postcard, p. 165 


Corner Clamp 


For easy nailing, gluing, screw- 
ing, or fastening all 45 deg. angles. 
Has single locking side jaws. Clamps 
take up to three inch stock. Sturdy 





cast construction. Painted in two 
colors, baked enamel. Clamps to 
table, or may be used free. Pack- 
aged in colorful display. List price, 
$3.95. Rocco Products, Inc. 


For more data circle No. 10 on postcard, p. 165 


Flashlight Kit 


Picnic Pal flashlight kit consists 
of the 2104 Work Light operating 
on four standard flashlight bat- 
teries, producing a six-volt beam of 
more than 14 of a mile. Work light 
is of sturdy rust-proofed steel, fin- 
ished in red and yellow baked 
enamel. Kit also includes a clear 
spotlight lens for long distance 
white beam; a white honeycomb 
lens and neoprene collar for wide 


162 





spread beam, and a red plastic lens 
for a warning signal. Adjustable 
head piece puts beam wherever de- 
sired. Kit, complete with three 
lenses and neoprene lens collar, re- 
tails at $3.97. Justrite Mfg. Co. 


For more data circle No. 11 on postcard, p. 165 


Masonry Paint 

New paint, called Colorsol, covers 
stucco, brick, concrete and con- 
struction masonry block in a selec- 
tion of 144 colors, varying from 
deep tones to bright pastels. Paint 
can be brushed or sprayed like or- 
dinary house paint. Martin-Senour 
Paint Co. 


For more data circle No. 12 on postcard, p. 165 


Cutting Pliers 

These 514 in. compound leverage 
action, diagonal cutting pliers have 
extra hardened forged jaws and 











hand honed cutting edges. Handles 
are steel stampings and are fitted 
with spring which opens jaws auto- 
matically. Designated No. 441, 
pliers retail for $3.70. Utica Drop 
Forge & Tool Corp. 


For more data circle No. 13 on postcard, p. 165 


Oval Mop Pail 


New oval pail is designed to ac- 
commodate a wide-based sponge 
mop without twisting, turning and 
wetting one end at a time. It is 
long and narrow and has a 12 qt 
capacity. Made of sturdy steel with 
alloyed zine coating for extra re- 
sistance to rust and corrosion. De- 
creased width allows pail to fit 
more snugly on step-ladder exten- 
sion platforms, steps, window ledges 
and other places where space is 
limited. Wheeling Corrugating Cu 


For more data circle No. 14 on postcard, p. 165 


Barbecue Grill 

New Trader Vic Combination 
model barbecue consists of light- 
weight portable grill (illustrated 





and oven. Grill is made of Dekoron 
tubular frame, with fittings of dull 
chrome. Grill pan is 12x18 in. and 
can be raised and lowered over a 
5 in. height to adjust the cooking 
rate. Firebox below grill plate is 
514x16x24 in. Oven, which is easily 
attached to grill, is 32 in. high and 
15 in. sq. R. D. Fageol Co. 


For more data circle No. 15 on postcard, p. }6> 


Bait Casting Reels 

Here are two new bait casting 
reels, the No. 1902 Thrifty (illus- 
trated) priced at $4.40 and the No. 
1904 Acme at $4.85. Made with 
quality, nickel plated brass parts, 
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LOW COST BEAUTY 
FOR EVERY HOME— Geauilidd fy a Slat 


DEXTER 


COLONIAL ENTRANCE HANDLE LOCK SETS 

















These Dexter entrance handles give homes 
that extra touch of beauty and distinction 
—at a price lower than any of comparable quality. Available 
with pin tumbler cylinder or economical dise tumbler cyl- 
inder. Tubular design eliminates costly mortising, saves in- 
stallation time. Three types of locking bolts available: 
Deadlocking Latch, Spring Nite Latch, and Dead Bolt, all 
with automatic bolt hold back feature. 


CAPE COD DESIGN 
Ne. 7600 T 
(Deadlocking Latch) 


COLONIAL DESIGN 
No. 7500 T 
(Deadlocking Latch) 


Write today for complete information 
on the entire line of Dexter entrance 
handles. 





DEXTER LOCK COMPANY 


GRAND RAPIDS * MICHIGAN Jp4 ele ¢-) 
A SUBSIDIARY OF NATIONAL BRASS COMPANY 

in Canede: Dexter Lock Canada Lid., Guelph, Onterie 

in Mexice: Dexter Locks, Plata Elegante, $. A. de C. V., Menterrey, Nueve Leon 
MANUFACTURERS OF AMERICA’S ORIGINAL TUBULAR LOCKS 








A ee ee, 








@ For more information on these products and services 
use free post card on page 165. 





both reels have standard four-gear 
trains, smooth-operating level wind- 
ing devices and stainless steel bear- 
ings. Oiling cups on head and tail 
plates are provided for bearing 
lubrication. Shakespeare Co. 


For more data circle No. 16 on postcard, p. 165 


Car Servicing Tools 


Here are three new tools to ser- 
vice 1954 Fords, Mercurys and 
Lincolns. Overhead valve wrench 
No. 6511, is for the locking cap 
screw which clamps the distributor 
in position. Cylinder-head wrench 
No. 2617, is for torquing Ford cyl- 
inder-head cap screws on overhead 
valve V8 engines. Feeler gage No. 
K58 has special .019 offset blade 
for setting intake and exhaust 
valves on the Ford V8 and Mer- 
cury, and a straight .016 blade for 
6-cylinder Fords. Tools are offered 
in Merchandising Set NT6H which 
includes 12 cylinder-head wrenches, 














i 
EE a, 
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six overhead-valve distributor 
wrenches, six feeler gages and six 
single offset blades. Set N200 in- 
cludes one of each of the above. 
Bonney Forge & Tool Works. 


For more data circle No. 17 on postcard, p. 165 


Packaged Hardware 
Fifty-six different, plastic-pack- 
aged hardware items, known as the 
“Fix-Set” line, include barrel bolts, 
braces, drawer pulls, hinges, hooks, 
screen and sash hardware. A stee! 
display rack, holding six sets of 





each item, is included free with the 
purchase of each assortment. The 
rack is 66 in. high and occupies 21 
sq ft of floor space. Lawrence 
Bros., Inc. 


For more data circle No. 18 on postcard, p. 165 


Power Sprayers 

Here are two new portable power 
sprayers. Silver Prince II sprayer 
holds up to 121% gal. and can spray 
at 2 gal. a minute. It is 35 in. high 
and weighs 152 lb. empty. Squire 
sprayer holds up to 50 gal. and 
sprays at 4 gal. a minute. Available 
with pneumatic tires or as a skid- 
type for mounting in trucks. Both 





sprayers have heavy-duty ball bear- 
ing spray pumps which are perma- 
nently lubricated and sealed. Pumps 
are available as separate units for 
engine or power take-off applica- 
tion. F. E. Myers & Bro. Co. 


For more data circle No. 19 on postcard, p. 165 


Door Catch 


Door catch for cabinets, cup- 
boards and other uses, keeps 
warped doors closed. Called the 
Leco-Lon, door catch consists of a 
nylon cylinder mounted on the un- 
derside of a cabinet shelf, and a 
metal plunger which is_ screwed 
into the door directly opposite cyl- 
inder. When door is closed cylin- 
der holds plunger. Hardware Div., 
Laboratory Equipment Corp. 


For more data circle No. 20 on postcard, p. 165 


Coffee Percolators 


Automatic electric percolator, 
designed of chromed-copper, has 
8-cup capacity. The “Aristocrat” 
has a control to provide mild to 
strong-flavored coffee as desired. 
Red signal light goes on when cof- 





fee is brewed. Model retails at 
$21.95. Two other new automatic 
percolators also include Flavor- 


(Continued on page 168) 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the "What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 














When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 





Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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Color is today's big 
talking point in selling 
interior finishes. This 
smart-looking Satone 
Colorcade book shows 
your customers scores 
of rich new decorator 
colors .. . colors that 
sell on sight! 



















Satone doesn’t claim— it proves 
its ability to out-perform all 
other interior finishes, latex 
included. Try it just once and 
watch it prove how it covers in 
one quick-drying coat, how 
fully scrubbable it remains. 
Satone needs no primer or 
sealer, is fadeproof and fool- 
proof, has no painty odor. 
Combined with a thoroughly 
tested merchandising plan that 
really works, Satone can prove 
quickly its ability to out- 
perform other type paints in 
sales, too. Get the full proof 
story on Satone, then test your 
free sample. 


The Patterson-Sargent Compony 
1325 East 38th Street 
Cleveland 14, Ohio 


Gentlemen: 
| would like to try a quart can of New Satone, without cost or 
obligation to me! 


NAME 
STORE NAME _ 
ADDRESS 


CITY 






























...t0 sell 


ANCHOR 


snaps! 


Why? Look at the market you have! 
Hardly a customer comes into your 
store who hasn’t some use for ANCHOR 
SNAPS. They’re handy wherever 
rope, leather, or chain needs a quick- 
hitching device. Hundreds of useg 
on farms, ranches, on boats, and in 
the home. They even use ’em as 
belt attachments for key chains! 


Display Box No. 1 contains the most 
popular swivel and open-eye sizes. 
Just give them a prominent spot 
on your counter, and your selling job 
is done. Order from your jobber today, 


Display Box No. 1 contains: 
2 doz., ¥'’, No. 5037 Open Swivel Eye Snaps 
2 doz., Ye’, No. 437 Swivel Eye Snaps 
1 doz., ¥’’, No. 231 Open Eye Snaps 
1 doz., ¥e’’, No. 225 Swivel Eye Snaps 


NORTH & JUDD 


MANUFACTURING COMPANY 


NEW BRITAIN Ea ES CONNECTICUT 
b 


New York . 
Buffalo . Detrost 
Delle - i) 


Atlanta 
St. Lours 
Son Francisco 


Boston Philadelphia 


Chicago 
Angeles . 


MAKERS OF ANCHOR BRAND HARDWARE PRODUCTS 
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WHAT'S NEW 








(Continued from page 164) 


Selector feature: the 3 to 5 cup 
“Thrift-O-Matic” No. 1961 which 
lists at $9.95, and a standard 8-cup 
Model No. 1962 which lists at 
$11.50. Metal Ware Corp. 


For more data circle No. 21 on postcard, p. 165 


Rubber Caster Cups 


These Daisy rubber caster cups 
are now packaged in a four-color 
display box, pre-marked with sell- 





ing price. Each package contains 
four non-marking brown rubber 
casters for protecting floors. 
Schacht Rubber Mfg. Co. 


For more data circle No. 22 on postcard, p. 165 


Freezant 

Sno-Gel non-melting, reusable 
ice for protecting perishable prod- 
ucts on picnics, or long trips, is 
now made in new shapes and sizes 
for specific needs. Packed in vinyl 
casing, it freezes overnight in the 
ice cube compartment of a refrig- 
erator, enabling it to be used over 
and over again. There is no melt- 
ing water run-off. Cupples Co. 


For more data circle No. 23 on postcard, p. 165 


Duplex Wall Switch 


Several room lights may be con- 
veniently turned on or off at a 
single wall switch when they are 
connected to one of the outlets of 
new duplex wall receptacle. The 
other outlet, constantly alive, pro- 
vides current for appliances. Unit 





is constructed of molded Bakelite, 
fits standard boxes and wall plates 
and is available in either brown or 
ivory. Receptacle is rated for 15 
amps at 120 volts, 10 amps at 250 
volts. John I. Paulding, Inc. 


For more data circle No. 24 on postcard, p. 165 


Linoleum, Shoe Knives 


New line of linoleum and shoe 
knives are color-coded for easy 
identification. Knives come with 
red, blue, green and tan handles, as 


a ea 


well as in natural burnt finish. Sev- 
eral type blades and styles are avall- 
able in each color. R. Murphy Co. 


For more data circle No. 25 on postcard, p. 165 


Steel Key Stock 


Mak-A-Key zinc coated cold fin- 
ished steel key stock comes in 12 
in. lengths in six sizes: 3/16, %4, 
5/16, 3%, 7/16 and 1% in. squares. 
Clean cut bars are greaseless and 
rustproof. Easy to cut and fit, bars 
can be used any length desired. For 
repair and replacement use in ma- 
chine tools, wood working, farm 
machinery, machine shop work, etc. 


(Continued on page 170) 
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NO GAUZE 





CCREEN 2 
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Cut-away section showing the heavy 
construction of the ‘‘RED HEAD"’ drive 
well point, the non-clogging, V-shaped 
continuous inlet slot, and the direct 
waterway without any pipe base. 
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‘You say there's 
a well point with 


Yas, the Johnson 


RED HEAD 


with patented 
CONTINUOUS INLET SLOT!” 












Snow YOUR CUSTOMERS this cut-away sec- = 
tion, illustrating the heavy construction of == 
the Red Head well point . . . the only non- 
clogging, V-shaped continuous inlet slot...and 
the only direct waterway without a pipe basc. 


As they can see, there’s a tremendous open 
area for water—and there’s absolutely no 
gauze jacket to clog up or rip away! 


There’s no necessity of carrying duplicate 
stocks because the Red Head can be used 
as a flush point—or as a drive point, it can 
be driven as hard as necessary under nor- 
mal conditions. Available in 114” and 2” 
sizes, it’s made of low-carbon et, double 
galvanized, and it’s welded by a patented 
process from top to bottom into one 
solid unit. 





— 


Ask your jobber or write for bulletin... 


EDWARD E. JOHNSON, Inc. 


ST. PAUL 14, MINNESOTA 
Well Screen Specialists Since 1904 
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fast, easy-boring 
electric-drill bits 


by Greenlee 





Specially designed for use in 
portable electric drills, 
these new GREENLEE 

tools meet the big need 
for bits that will bore accurately 
and stand up under today’s faster 
building methods. All around you 
there's a mighty big market for GREENLEE 
Electric-Drill Bits 
penters, construction workers, farmers, 
home craftsmen. And when you sell 









professional Car- 


GREENLEE you know you're selling 
sure satisfaction. For these new 

bits are of highest quality . . . com- 
pletely heat-treated for extra strength 
... Shanks accurately machined 

for precise alignment of the 

tool . . . fine-quality steel. To get 
your share of the new electric-drill bit 
market, get GReeNnver. See your 
wholesaler or write us for 

complete facts. 






TOOLS FOR CRAFTSMEN 


GREENLEE 


GREENLEE TOOL CO. 
1805 Herbert Ave., Rockford, Illinois 
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New GREENLEE line of 
electric-drill bits includes 
Nos. 56-PT and 53-PT 
Solid-Center Electric- 
Drill Bits, No. 64-PT Ship- 
Auger Electric-Drill Bit, 
and No. 28-PT Single- 
Twist Electric-Drill Bit... 
all in wide size ranges. 

















Display case included at no extra 
cost with order for standard as- 
sortment. DeVan-Johnson Co. 


For more data circle No. 26 on postcard, p. 165 


Screen Frames 

Do-it-yourself window screens 
can be made from this new type of 
aluminum screen frame _ section. 
Built in spline folds into position 
and corner clip eliminates miter 
cuts, enabling screens to be put to- 
gether in a few easy steps. Frame 
will hold any plastic, galvanized or 
aluminum screening. Self service 
merchandiser contains 84 strips of 
6-ft. aluminum frame sections and 
42 sets-of-four aluminum corner 
clips. Included are consumer in- 
structions folders and an assembled 
demonstration model frame. Retail 
value of total stock is $138.60. R. D. 
Werner Co., Inc. 


For more data circle No. 27 on postcard, p. 165 


Hog Self-Feeder 


This hexagon Profit-Matic all 
steel self-feeder has 12 doors and a 
capacity of 30 bu. It provides 
enough feed for about 60 hogs and 
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WHAT'S NEWER 


@ For more information 
on these products and 
services use free post 
card on page 165. 


needs refilling about every 5 to 7 
days. The unit is tapered, being 
wider at the bottom, to assure non- 
clogging of feed. Regulators per- 
mit adjusting flow to feeding doors. 
Unit is mounted on hardware skids 
for easy moving. H. D. Hudson Mfg. 
Co. 


For more data circle No. 28 on postcard, p. 165 


Sliding Door Lock 


This sliding door lock for by- 
passing doors is easily installed by 
boring one hole and attaching lock 
and strike. Lock cylinder is geared 
to the tongue and action is positive. 
One-half turn of key raises tongue 





to locked position or returns it to 
unlocked position. Finished in pol- 
ished brass or chrome, lock fits all 
% to 134 in. by-passing 
Sterling Hardware Mfg. Co. 


For more data circle No. 29 on postcard, p. 165 


doors. 


Metal Dusters 


Two new, all metal hand dusters, 
Models No. 591 and 593, are of 
heavy 30 gage steel. Model No. 591 
has a 1 lb. capacity. Dust chamber, 
in line with pump, is 234x6 in. 
Heavy-duty, forceful pump is 234x 
8 in. An 18 in. heavy steel detach- 
able extension rod is included for 
hard-to-reach or high areas. Model 
No. 593 is a 3 lb. unit designed for 
larger dusting requirements. Pump 
is 284x12 in. Two heavy gage steel 
extension rods, each 15 in. long, are 
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UNIVERSAL WINCH STAND 


The Fulton 280 Winch Stand 
provides a simple, inexpensive 
way to mount winch on any 
boat trailer, or any applica 
tion requiring additional clear 
ance for handle to turn. Made 
of heavy gauge steel — die 
formed channel shape for ex 
tra strength. A rope cleat pro 
vides an extra safety feature 


Finished in durable’ green 
baked enamel. 
* Weight, 5 Ib. 
List, ea. $5.00 


FULTON 


SENSATIONAL 


Low-cost 
ALL-STEEL 





FULTON 
WINCH 





Here’s a new winch for portable or stationary 
use in farm or general purpose work. Selling 
features that appeal: made of steel stampings 
for uniformity and smooth operation . . . gear 
ratio of 3 to 1 . mechanical advantage of 
38 to 1 with empty drum, 9 to 1 with full drum 

. easily taken apart for servicing . . . simple 
to dismount for moving . . . concealed internal 
gears guard against injury to hand or damage 
to rope . . . spring-loaded ratchet lock insures 
safe operation and permits mounting in any 


position. 


Model 230-A — capacity, 1,000 Ib., 
30 ft. % in. rope. List, ea. 


$9.70 


Model 245-A — capacity, 1,500 Ib., 
45 ft. ¥% in. rope. List, ea. 


$11.75 


TRAILER COUPLINGS 


NEW 


Type L-2, 6,000 Lb. 
LOAD CAPACITY 


This unique lever action coup- 
ling provides fast, positive op- 
i take-up for 
latch pre- 
vents accidental uncoupling in use. 
Made of pressed steel — 2 in., one- 
piece steel ball with heat-treated bolt. 


eration and adequate 
wear. Automatic safety 


Weight, 61/2 Ib. List, ea. 










No. 0-7 TRAILER COUPLING 


All Fulton trailer coup- 
lings feature strong, weld- 
ed construction, heat- 
treated bolts, easily-operated hand 
wheel, positive safety latch, and die- 
formed steel balls. 

No. A-6 8,000 Ib., capacity. List, ea. 
No. B-6 6,000 Ib., capacity. List, ea. 
No. O-7 (shown) 4,000 Ib., cap. List, ea. $4.25 
No. O-6 For 2” pipe tongue. List, ea. $4.25 


$9.35 


All prices slightly higher west of the Rockies. Send for FREE Catalog. 


THE FULTON COMPANY 


1912 S.82nd Street, Milwaukee 14, Wisconsin 
In Canada: J, C. Adams Company, Ltd., Toronto, Ontario 








THE 
Turn ee 
gaves MO 


1. Packaged for quick identification 
and easy sales. 


ya" 


2. Immediate shipment on orders from 
a central location insuring quitk 
delivery. 


3. A complete line eliminates losses 
on shipping charge minimums. 


TURNBUCKLES— 
“Alumaloy”’ bod- 
ies, steel hooks 
and eyes. 


EYE BOLTS— 
wrought nuts, 
bright zinc 
plated. 


$ HOOKS—in o 
wide range of 
sizes. 


EIGHT HOOKS— 
in steel or brass. 


SCREEN DOOR 
BRACES — alumi- 
num or steel rods 
with sturdy 
“Alumaloy”’ bod- 
ies. 


UTILITY HOOKS 
—cold drawn 
work hardened 
steel. 


SCREW EYES— 
large, medium and 
small eyes, in steel) 
or brass. 





SCREW HOOKS— 
round end ceiling, 
type, in steel or 
brass. 


SCREW HOOKS— 
square bend, cur- 
tain rod hooks, 
steel or brass. 


SHOULDER 
HOOKS—brass 


with firm base. 
> GATE HOOKS 
AND EYES — full 


Size range. 

CUP HOOKS— 
brass with firm 
base. 


EYE BOLTS—with 
lag thread, turned 
eye. 


CLOTHES LINE 
OOKS—plate 
and screw type. 


| PORCH SWING 
i HOOKS—with lag 
| thread. 


HAMMOCK 
HOOKS—plate 
ond screw type. 





ASK YOUR DISTRIBUTOR OR WRITE TO 


| Iurnbuchles 

| 

TURNBUCKLES, INC. 
BOX 333, MICHIGAN CITY, INDIANA 


FACTORY: GRAND BEACH, MICHIGAN 


kles Line Time ol 


j 


{ 
J 
; 








WHAT'S NEW 

















— 
i 

included as standard equipment 

with the 593. R. E. Chapin Mfg. 

Works, Inc. 


For more data circle No. 30 on postcard, p. 165 


Electric Drill 


/ 


Heavy-duty %4-in. electric drill. 
Model 515, has a three-ampere mo- 
tor in a die-cast aluminum housing. 
Motor is universal AC-DC 115 volt, 
230 volts available at extra 
Gear type 14 in. chuck rotates 
at 1800 rpm. Machine has six ball 
bearings, a trigger switch and 
push button lock for one hand op- 


with 


cost. 


eration. Frame measures 9%4 in. 
long, 27% in. wide and 6% in. high 
with spindle offset of % in.; 


weighs 334 lb. Standard equipment 
includes gear type chuck, key, key 
holder and 7 ft. electric cord. Rated 
bit capacity is 14 in. in steel and 4 
in. in wood. Porter-Cable Machine 
Co. 


For more data circle No. 31 on postcard, p. 165 


4 
Livestock Spray 

This new livestock aerosol spray 
is designed to kill horn flies, house 
flies and mosquitoes. Contains 
Methoxychlor and Pyrenone and is 





SPRAYING 


Sproywey 


VESTOCK SPRAI 





harmless to humans and animals. 
One 12 oz. can contains enough in- 
secticide to treat about 100 cows. 
When used in barns and stables it 
is only necessary to close the doors 
and windows for 15 minutes. Re- 
tails for $1.69 for 12 oz. container. 
Tru-Pine Co. 


For more data circle No. 32 on postcard, p. 165 


Lawn Sprayer 

Ten-gallon power lawn and gar- 
den sprayer develops continuous 
high pressure and delivers up to 114 





gallons per minute. The ‘“Roll-N- 
Spray” unit rolls easily on large 
rubber-tired wheels and has a pow- 
erful engine and pump, and conve- 
nient discharge equipment. Root- 
Lowell Corp. 


For more data circle No. 33 on postcard, p. 165 


New Sandpaper 


A new kind of sandpaper now 
available to home handyman and 
home builder has open mesh con- 
struction so that residue passes 
through the openings. Particularly 
suited to sanding of wood, soft 
metals, painted surfaces, plastics, 
plaster and other materials tending 
to clog sandpaper. Both sides may 
be used for sanding, the material 
being coated on both sides with 
sharp, durable silicon carbide 
abrasive grain. It can be used wet 
or dry, for machine and hand sand- 
ing, flat or folded to any size for 
hand sanding. May be creased and 

(Continued on page 176) 
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BONNEY FORGE & TOOL WORKS 
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SELL MORE 










... to the do-it-yourself market 


Three square feet of counter space and $100 set you up 
to take full advantage of the BIG demand for tools in the 
do-it-yourself market. 


The Bon-E-Con merry-go-round is a full-time tool 
*“‘salesman’”’ that combines display appeal with self-service 
features. What’s more, the Bon-E-Con line of quality 
tools includes only the most popular items: fast movers 
that assure quick turnover, priced to put you in a position 
to compete with any tool retailer. 


Send the coupon today! Learn.how you can make the 
most of the vast do-it-yourself market by selling Bon-E-Con 
Tools to weekend mechanics, car owners, hobbyists, 
home gardeners, farmers. 





' 1 
| BONNEY FORGE & TOOL WORKS HA-618 | 
ALLENTOWN, PENNSYLVANIA 
| Tell me how an investment of three square feet of counter space | 
| and $100 will boost my tool sales. | 
| | 
| Nome ; — ia —— 
| | 
| Company—— — an | 
| | 
| Address : —____________—_———-_ | 
| | 
| City —___. _ Zone——_ State — — | 
ee a eee ee ee ee rE ENTE Se Ne = 


...- ALLENTOWN... PENNSYLVANIA 
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The More You SHOW...The More You SELL... 





Al6 & Al7 








Glass Cutter 
Display Box 





CARB! 
TIPPED & 
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PRODUCTS OF Val Dor Nos - IRVINGTON 11, N. J., U.S.A. 
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MACHINES 
FLOOR 


POLISHERS 


OTHER 
PRODUCTS 


RS! 
ROLLER 
STIPPLER 


RS10 
ROLLER 
STIPPLER 


— 


M1 MASONRY 
DRILL 


S 


cs 


6 


= 
S 


PUTTY KNIVES 
& WALL 
SCRAPERS 






® 


FLOOR 
SANDERS 





24 SANDPAPER 


= 


OTHER SANDPAPER HOLDER 
PRODUCTS é‘ 


t 
Fi 


1%-2% BLADES 


( x23 UNOLEUM 


KNIFE WALLPAPER TRIMMER 


wi 


386 CIRCLE 





a Reoxdl Dany lec ft Ys, 


IRVINGTON, WN. J., U. S. A. 


A 





Red Devil Tools and Machines are made right, 

packaged right, priced right, and backed by 

consistent national advertising. You're right 
when you stock and display Red Devil. ) 
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2-way 
steady 
profits 


Profit for you... 
for your customers 


You can sell the Shelby 444 for any 
type screen door—that's your profit. 
Operation is smooth, quiet, sure— 
it's a profitable investment for your 
customers. 

Quality built—aluminum barrel— 
heavy rod—adijustable closing speed 
—hold-open slide. 

A "handy man's” product. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 





444 DOOR CLOSER 
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@ For more information on these products and services 
use free post card on page 165. 


(Continued from page 172) 


torn into any width from a 9x]ll- 
in. sheet. Available in grit sizes 
ranging from 180 through 500, in 
standard 9x11-in. sheets, cut sheets 
for oscillating sanders, and discs. 
Carborundum Co. 


For more data circle No. 34 on postcard, p. 165 


Riding Mower 


Homko reel type riding mower, 
Model RR-140, cuts up to an acre 
of grass in an hour. Has a 30-in. 


cutting width and turns without 
difficulty in a 4-ft. radius. Flexible 
cutting unit permits operation on 
Mower 


rough ground. has clutch 





with gear shift for forward, re- 
verse and neuttal action. Powered 
with a 2% hp. Briggs & Stratton 
gas engine, mower has a full range 
of speeds and can operate up a 10 
pet grade easily. With its blade 
disengaged, mower can be used as 
a tractor for pulling lawn sweeper, 
roller, etc. Retails for $369.50. 
Western Tool & Stamping Co. 


For more data circle No. 35 on postcard, p. 165 


Automatic Torch 


Insta-Lite automatic torch burns 
a blue-hot, pencil-point flame in any 
position, even upside down. Fuel is 
self-pressurizing, eliminating need 
for pumping or priming. Quick- 
connector permits changing of 
throw-away fuel cartridges in six 


Compact in size, torch 
weighs a little more than a pound 
and cartridge fits comfortably in 
hand. Torch retails for $4.95; re- 
fill cartridges, 59¢. Pressure Can 
Corp. 


. 
For Wiore data circle No. 36 on postcard, p. 165 


seconds. 


Mulching Material 


Aluminum foil mulching mate- 
rial is claimed to eliminate weeds, 
helps soil retain moisture and re- 
duces insect and plant disease dam- 
age. Also seals warmth around 
plant roots and reduces hard pack- 
ing of the soil. “Garden Foil” is 
available in 12 and 18 in. widths, 
in 250-foot rolls. Building Prod- 
ucts Div., Reynolds Metals Co. 


For more data circle No. 37 on postcard, p. 165 


Reboring Jig 

Schlage re-boring jig easily bores 
old lock holes to a larger size for 
new lock. Jig is clamped around cld 
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Eliminates corrosion — prevents leakage 
Designed especially for Duck-Bill ballcock 
Automatic snap shut-off feature 


Standpipe and shank are l-piece casting Special design prevents 
restriction of water flow. 


FOR OLD AND NEW INSTALLATIONS - WRITE FOR DETAILS 


Ry! PLUMBING BRASS SINCg 2 
oo %9, 





©) 


pw 
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THEY’LL STOP, LOOK and BUY... 
WHEN YOU DISPLAY THIS 
i 
| 


ENTIRELY NEW 
Marowkead sian 


SELF-SERVICE 
LESS STEEL 


PACKAGED ITEM 
ar, FURNITURE 
GLIDES 


a 
88 od 
Reg. T. M. 






















@ NEW, improved glides every 
housewife has been 
asking for. 





L- Ave 


@ WILL NOT RUST.. 
steel at a full-value price. 


. genuine stainless 


@ NEW, attractive, colorful, practical 
packaging .. . Cello-wrapped, 
no lost glides. 


@ 4 popular sizes 2", 4%", %", %” 


@ Easy to handle and display in counter trays. 


Call your jobber or write us and get this important brand new merchandise 


item out on sales-display in your store without delay. 


THE MATTATUCK MANUFACTURING CO. 
America's leading manufacturer of fine upholstery nails 
75 EAST MAIN STREET, WATERBURY 20, CONNECTICUT 


rtlse be among the firat to feature the new 


SELF-SERVICE MERCHANDISER 


This is the NEWEST and BEST in its field. 
NOT ORDINARY upholstery nails, but true 
DECORATOR nails in unique styles and 
finishes . . ALL-BRASS heads. Poly-bag 
packaging. A sure-fire impulse item. Ready 
for you NOW. : 
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WHAT’S NEW 


lock hole and guide inserted. Then 
end of saw is inserted into 
guide and new hole is cut. Schlage 
Lock Co. 


For more data circle 





hole 


No. 38 on postcard, p. 165 


Portable Cooker 


tubber-wheeled portable cooker, 


named the “Barbecart,” features 
28 in. cooking level, a 12x20 in. fire 
pan in the form of a removable 





drawer for easier fire-tending, and 
an adjustable divider that reduces 
the size of the fire as desired. For 
cooking efficiency, removable wing- 
shelves are provided. Donley Bros. 
Co. 


For more data circle No. 39 on postcard, p. 165 


Oil Heaters 

These new Super-Challenger oil 
heaters come in three capacities— 
40,000, 50,000 and 65,000 BTU. 
Available in two-tone mahogany or 
silver-beige. All heaters have va- 
porizing burner, said to be smoke- 
less; all-welded low 
chimney vent, flame 


construction, 


door, built-in 
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When Building or Remodeling 
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1344 WEST WASHINGTON BLVD., LOS ANGELES 7, CALIF. 
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WHAT’S NEW 








baffle, waist high finger tip control, 
and porcelained humidifier. Models 
range from 37 to 42 in. in height, 
24 to 29 in. in width, and 27 to 221% 
in. depth less tanks. Quaker Mfg. 
Co. 


For more data circle No. 40 on postcard, p. 165 


Measuring Device 


Lineal measuring device for wire, 
cordage, TV ribbon, etc. affords 
rapid and accurate measurement. 
Device has interchangeable guide 
tubes which permit capacity rang- 
ing from nylon fishing leader to 1 





in. diameter flexible electric cable 
or cordage. Veeder-Root counter 
indicates “feet” and “inches” to 
9,999 ft. Also available is a cutter 
(illustrated) and complete line of 
reeling equipment. Price of 66 
meter and cutter is $57. Olympic 
Instrument Laboratories. 


For more data circle No. 41 on postcard, p. 165 


Door Chime 


Snapit Vu-All door chime is a 
double-tone, non-electric chime 
that permits residents to see who 
is calling without being seen, by 
means of a wide angle viewing lens 
incorporated in the chime. Com- 
pletely mechanical, no wires, trans- 
formers or batteries are needed. It 
can be mounted on any wood or 
metal door % to 1% in. thick. Lists 


NOW ELECT 
farina 


va 
9 EOD 
vou CN NOT Sie 








for $7.95. Melody door chime is 
identical to the Vu-All except for 
the viewing feature. List price is 
$4.95. Each chime is individually 
packaged in actual operating condi- 
tion in a display carton containing 
all parts, illustrated instruction 
sheet and mounting template. Cable 
Electric Products, Inc. 


For more data circle No. 42 on postcard, p. 165 


Wood Finisher 


Satinwood Rez, a low-luster, final 
finish for color-toned natural or 
blonded wood surfaces, protects 
wood against water or alcohol 
stains when the latter materials 
are wiped off promptly. An addi- 
tion to the Rez line of wood fin- 
ishes, the product may also be used 
as a refinishing coat. Monsanto 
Chemical Co. 


For more data circle No. 43 on postcard, p. 165 


Rubber Rug 


Rubber rug for many _house- 
hold uses, including bathroom and 
kitchen, can be cleaned in the 
washing machine. Called the “Bear- 
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RED 
JACKET 


CENTRI-JET “X” 
PACKAGED WATER SYSTEMS 


LOW IN COST—EASY TO SELL 
COMPACT AND COMPLETE 


@ FULLY AUTOMATIC 
@ QUIET— ONLY ONE MOVING PART 


@ LUBRICATION-FREE, PUMP IS WATER-LUBRICATED — MOTOR 
HAS SEALED-IN LIFETIME LUBRICATION 


@ SIMPLE AND ECONOMICAL CONVERSION FEATURE — FROM 
SHALLOW — TO DEEP-WELL OPERATION 


@ ALL WORKING PARTS EASILY ACCESSIBLE* WITH 
STANDARD TOOLS 








These RED JACKET CENTRI-JET "X" compact, quality-built 

pumps were designed to supply the average domestic water re- 
quirements for eight out of ten customers — at a price everyone 
can afford. 


The Model 33X-S-VT8 Shallow Well Water System with 
8-gal. tank is a completely packaged unit — ready to in- 
stall. Model 50X-E3-T42 Deep Well Water System with 

42-gal. tank includes single - or twin-pipe injector. 


Ask your jobber salesman about the Red Jacket Centri- 
Jet "X"'. Investigate Red Jacket's big profit pump line. 
Write for free complete catalog. Address HA, Red 

Jacket Manufacturing Company, Davenport, lowa. 


Tt Jaui44 
products 






AMERICA'S BEST LINE OF 
WATER SERVICE PRODUCTS 
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The METALCRAFT FAMILY | Ww 


eye appeal and buy appeal © For move information | C 


on these products and | 


makes them Stoppers for Shoppers en wee Tene pet f 
card on page 165. i 
é 
foot Airug,” this new rug is said } The 
a | to offer all the advantages of or- B 
dinary foam or sponge rubber with- 
® | out their disadvantages. It wipes . 
clean quickly and cannot absorb ——— 


The Step-On Refuse Containers with 


| water to cause odor formation and 





— compelling sales features . . . ex- | prolonged dampness. Bevel-edged, 
clusive features . . . not found in any | rug lies flat and grips the floor. 
other step-on can, beautiful aluminum or | Bearfoot Airway Corp. 

colors. Individually cartoned. For more data circle No. 78 on postcard, p. 165 


| Toy Space Ship 

Model K-900 “Super Sonic Jet” 
toy is latest addition to Murray 
wheel goods line. Jet intake nose, 
nacelles and exhausts are chrome 


® 
These new "Sportster" models are Amer- 
ica's Newest and Most Beautiful Chest. 
Have removable sandwich tray .. . keeps 




















foods or beverages cold or hot for hours. 
Excellent for fishing, hunting, camping, P 
picnics and many other uses. 100%, in- ‘ 
sulated. Individually cartoned. M 
Pe eS SEES RESO LOSSES SOS GEESE ORS lit 
; . 
* plated. Fuselage and delta wing are j 
° | finished in Stratosphere blue. Toy 
i has simulated jet controls, gauges 
° and instruments; and ball bearing 
; construction, and chain drive to in- 
: sure pedaling ease for child. Mur- 
, | . ray Ohio Mfg. Co. 
Twins ; a ~ For more data circle No. 79 on postcard, p. 165 
a a aS eee as ~ : 4 
tle Rack holds to condiment . P : 
bottles. Saves space. Revolves, brings * A more beautiful waste basket Knife Pipe Cutters 
every item to the fingertips. House- ; .. All Aluminum, guaranteed New automatic knife pipe cutters 
wives love them. Easily installed ... * never to rust. Larger capacity... for hand or power use are available 
fits standard wood or metal cabinets. { exclusive squared oblong design. for cutting, beveling for weldments 
Sturdy, baked enamel on steel, At- + Four harmonizing colors, Individ- or grooving for compression type 
tractively packaged. * ually cartoned. joints, and for cutting Saran lined 
POE Er eee eR RE NE . pipe. They can be changed for vari- 
° re eS ee oD ous operations. Knives have guide Me 
ahead of cutting edge to prevent A. 
° if ed Jobber cannot ° M t TA LC x A FT “hogging in” and knife breakage 2 
por dh tr paged aed MANUFACTURING CORP Cutters are said not to leave burrs. oy 
‘ - 7 Made for use with the Beaver Nos. pao 
. 1025 Firestone Blvd, © Memphis 7, Tenn. 5, 10, 104, 106, 108 and 112 geared Ss 
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Win NEW Household 
Glove Cu$tomer$ with 


Flats, Ents 


These Unretouched Photos Tell Why... 
B...before polish test A...after polish test 


A vee 


LATEX 
GLOVE 


LATEX 
GLOVE 



























Adhesive 











Both PIONEER gloves are made of DuPont 

Milled Neoprene which resists household 

liquids (in this case ordinary furniture 
polish) that ruin natural latex gloves 


.-- Two Lines For Two Markets 
For the Economy-Minded Housewife... 


® 
Eabeu atti by mowers 


@ Permanently satinized inside 
@ Curved snug-to-tips non-slip fingers 
@ Black outside... 
@ Complete hand protection 
for only 69¢ MFT 


Red inside 





For Comfort-Conscious Housewives... 


SUPER 
Erber atten? oy novete 


@ Available in Horizon Blue, 
Satin Ebony and Dove Gray 
e All with absorbent vellow 
Soff-Down Lining — 
® Curved snug-to-tips 
Tread-grip fingers 
® Style plus hand protection only 98¢ MET 











1 O84 Hump > 





, yer" ” 
© Guaranteed by 
Good Housekeeping 


Both gloves pre-sold by National Advertising 







Peat wants neo Stock These Fast-Selling Household Gloves Today! 
-— 

“Mey, 
(S298) the PIONEER rubber Company 


104 Tiffin Road * Willard, Ohio 
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| Dept. HA-5, 214 E. 53rd St.,N.Y.22 © 


NOW! NEW! 


An easy $10°° ‘Come-On’ that may mean 
over $100°° to you in ‘Tie-in’ Sales 





Miracle® 
Anchor Nail &) irc 
Miracle Sa irae 
Anchor 










Kit 


P.3 5 self” Miracle Method of attaching 
s B iorring strips and partition sills to 
me concrete and masonry surfaces. 

Here’s an opportunity for your 
customers to transform drab cellars 
into colorful gamerooms without 
the “back-breaking” and risky job 
a Of drilling holes in the foundations 

2 sof their houses. All they do is glue 
) Miracle Anchors to the walls with 
es Miracle Anchor Adhesive — simple 

=) as “pie”, and at an amazingly low 
installation cost of approximately 
6c per square ft. 

What’s more important, Mr. 
Dealer, is the plus sales that come 
to you as a result of this initial 
™ purchase. These include finishing 
© board, paint, nails, and other com- 
© panionate items. 


| Order Now! 

™ The sooner you begin selling the 
easy $10 “come-on” Miracle Anchor 
Adhesive — Anchor Nail Kits, the 
sooner you cash-in on the big dollar 
tie-in sales. And you do your cus- 
tomers a real favor, too! 


So easy to do it yourself! 


NET PRICE TO RICE TO 
CAT. NO DESCRIPTION DEALER PER PACKING CONSUMER PER 
i DISPLAY UNIT DISP. UNIT 





1000 AN| Display unit holding 96 $6.00 6 Display $10.00 
Miracle Anchor Nails and 1 Units Per 
qt. Miracle Anchor Carton 


Adhesive. 


MIRACLE ADHESIVES CORPORATION 


© By Miracle Adhesives Corporation 
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ORDER BOTTLE CAPPERS 


cutters, ¥g to 12 in., plus Beaver A, 
| B and E pipe machines, % to 2 in, 
e Beaver Pipe Tools, Inc. 


| : 
| For more data circle No. 44 on postcard, p. 165 








Ladder Platform Step 


Aluminum auxiliary ladder step 
automatically adjusts to ladder size 


Tncrease your Bottle Capper sales 





and profits—cash in on the big ‘do 





without use of nuts, bolts, or othe: 





it yourself’? market—with a display 






of Everedy Home Bottle Cappers. 









With each shipping carton, you get 






at no extra cost this attractive, sales- 






making display card. Placed on each 






Capper, as shown, you'll stir up buying 






interest from your home-making cus- 






tomers, make sales easier and faster. 






Phone your Jobber . . . place your stock 






order now. 





fastenings. The “Eze-Tred”’ fits all 
| standard wood ladders. The step is 


D | quickly and easily removed from 
M0 ELS FOR YOU T0 SELL | rung to rung, as required. Safe- 
way Metal Products Co. 


EVEREDY ss For more data circle No. 45 on postcard, p. 165 


GEAR TOP CAPPER No. 15 


Top grade Capper for greater profit. All-metal model with 
heavy base and geared handle. Exclusive ‘‘hold-cap”’ 
throat holds caps securely. Eye-catching red finish. Seals 
caps quickly and surely with pressure on handle. Makes 
an airtight seal every time; preserves contents of bottle. 
Adjusts to fit different size bottles up to quart size. 
PACKING: 6 Cappers to carton. 
Shipping weight per 


Glass Door 


Herculite tempered glass door, 
14 in. thick, weighs 50 Ib. less than 
the 34 in. model. Designed to swing 
easier in manual operation, new 
door has same quality, appearance 
and hardware as the heavier model. 
It will sell for approximately one- 
third less than the heavier doors. 











dozen—60 Ibs. ' Newly designed line of hardware is 
| available for both the % and % in. 

EVEREDY | models. Herculite door frames with 
stop members to receive 4 in. side- 

CLIMAX CAPPER No. 250 lights are available for the new 

; ‘ Cc : doors. Pittsburgh Plate Glass Co. 
Priced to build real volume sales. All-metal For more data circle Ne. 46 on postcard, p. 165 


model in eye-catching red finish. Seals caps 
quickly with pressure on handle. Handle swings 





back after capping. Makes an airtight seal; pre- Car Wash Toy Set 
serves contents safely. Adjusts to fit different Toy set provides children with 
size bottles up to full quart. | everything they need to apply car- 
PACKING: 12 Cappers to carton. washing and polishing techniques 
Shipping weight per to bikes, toy cars and wagons. In- 


dozen—36 lbs. cluded in the set, named the “‘Kidd- 


E-Kar Wash,” are cans of Simoniz 
The EVEREDY@. 


| Liquid Cleaner and Simoniz Body- 
eee inc fabric, Brillo white-wall tire 





gard car wax, Rymplecloth polish- 


WOFrTT 


C57 MAKERS OF CHG FCNEN One cleaning pad, DuPont sponge, Vel 
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HARD‘ 


—— : _ SALES - ‘TESTED 


fens iy 





Beaver A. 

2 to 2 in. =e , ; 

ak aa as “IN THE STORE | 
ep 


dder step 
der size Triple - Tested for Quality 


at the factory 


, Or other 


The , 
American Beauty 


Rustproof Aluminum 


America's Most Beautiful 
Picnic Jug 


oye Sh I ihe 
BM 2 yy 2 TEE 






1”’ fits all 











1e step is 
ed from 
d. Safe- 
card, p. 165 
SS door, 
ess than 
tO Swing 
on, new 
earance 
r model. IT’S BEAUTY IS MORE 
ely .- 
teas You can sell Gilbert’s - THAN ‘SKIN DEEP’ ’ 
; Come. profitably - in today’s 
lware is morket. They have prac- SAME EXCLUSIVE FARIS FEATURES 
d %4 in. tical soles features, re- AS THE TOP SELLING FARIS DELUXE JUG! 
ies with clistically priced. | ALUMINUM, RUST- PROOF 
in. side- ’ 
he new Ask gov wholesaler, or Beautiful polished outside shell. Brilliant 
lass Co. write direct to ‘American Beauty’ Red anodized alumi 


THE WM. L. GILBERT CLOCK CORP. WINSTED, CONN. the 1- gallon size Sparkling red plastic 


ard, p. 165 | num drinking cup. Extra inside cup on 
| bail. Genuine Fiberglas insulation. Re 


551 Fifth Avenue 141 W. Jackson Blvd. 290 First St. 
placeable glass liner. Like the fast 





at} New York Chicago San Francisco | 
m with selling Faris DeLuxe Picnic Jug, The 
aly car- Ov sass NES Ina et | American Beauty is guaranteed for high 
hniques ios : : est efficiency. It's better built for great THE JUG THAT MAY 


ms. In- onpasyera ge a PL er sales. . . yet sells for less! BE COMPLETELY 
coder ==. GILBERT | TARLW APART FOR 
weed Pe , SEE YOUR JOBBER... CLEANING, . KEEPS 
_ we 33 alarm - banjo - kitchen . See ee 





polish: = ELOCKS ©. | Bienela ag ae oe 
< vei i ee eas sSapisterpaae acne she a eperenee tee ae | 2103S. HANLEY RD. @ ST.LOUIS 17, MO 
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TOLEDO 
PIPE CUTTER 










detergent, bucket, fender brush and 
other accessories. Other toy sets 
available include the ‘Campbell 
Kids’ Cooking Set.’’ American 
Metal Specialties Corp. 


For more data circle No. 47 on postcard, p. 165 


Exterior House Paint 

New Marshall-Wells Imperial ex- 
terior house paint is claimed not to 
blister on previously unpainted ex- 
teriors, and to be more blister- 
resistant. Also said to be self- 
priming and to prevent. stains 
caused by rust or corrosion of ex- 
terior metal Paint can be 
used on wood, masonry, stucco and 
other exterior surfaces. Comes in 
| 8 colors and white. Marshall-Wells 
| Co. 


For more data circle No, 48 on posteard, p. 165 


parts. 


Heavy Duty 
Wheel and 


Roller "Insect Spray 


tose and Flower Garden 
Spray is a push-button insecticide 
which kills Japanese beetles, thrips, 


Insect 


% Positive clean-cutting action. 

% Hooks on pipe easily . . . tracks per- 
fectly sturdy malleable frame 
formed to fit the hand and guaranteed 
warp-proof. 

*% High alloy steel cutter wheels leave 
practically no burr. 

% Rollers in hook provide a square base 
when starting tool on pipe. Cuts 4%” / 
to 2”’ pipe... with speed and ease! / 


leafhoppers, aphids, etc., and is safe 
for humans and Non-flam- 
mable and odorless, spray automati- 
cally treats the underside of leaves 


pets. 


Order through your supply house. - OO ~~ ee 

Write for new catalog. The Toledo / ~ 

Pipe Threading Machine Co., Toledo, . f \ 

Ohio. New York Office: en ps , 

—— 165 Broadway, Room Prins, “aly 

— = 1310. Es 

z 3 ; 

$ 


co 


RELY ON THE LEADER! 


TOLEDO 


POWER PIPE MACHINES 
POWER DRIVES 
PIPE TOOLS 
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PANEL BAR WRENCH SETS 


ged containers 


in hin 


cad 
The handsome set that brings you 
a handsome profit. Streamlined 
wrenches — the best designed 
carbon steel wrench on the market 
Hinged container attractively 
enameled — 12 different openings 
in every 6-piece set; 10 different 
openings in 5-piece sets. Sizes 
marked on each wrench. Three 
finishes—natural black, Velco, and 


chrome plated with polished heads. 


iv’s tHe VLCHEK VALUE THAT 
MAKES THE DIFFERENCE 





y 





VLCHEK PLASTIC BOXES | 


Show ‘em, sell ‘em , . . attractive 
Vichek plastic boxes of durable 
construction and practical design. 
Various compartment arrange- 
ments for any need. Available in 
eight standard sizes ranging 
from 4142”x 2%” x 1” to 10%” 

x 6.4” x 1%”. Sturdy crystal-clear 
molded plastic. 


Write for Catalog and Prices. 





spit or 
| | 
| 
ye >> | 
| W) \ 
A > 
CY) soutien 
Mh 
| | ue \  / WECHEK TOOF co. 
| Ae 3001 East 87th Street | 
| Cleveland 4, Ohio 
J 
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ARE YOU SELLING THE FINEST 
COPING SAW FRAMES MADE? 


wn 
No. 28 
NICKEL PLATED 
FRAME 
Throat Depth, 642” 


You're selling a profitable line because hobbyists and 
craftsmen know that Great Neck’s heavy duty Coping 
Saw Frames are ideally suited for work perfection! 
They like the feel of proper blade tension which is 
easy to maintain and correct frame and handle balance 
which makes working a pleasure! 


Adjustable to 6” and 6!2” blades, all frames 
are furnished with the world famous Great 
Neck No. 10 precision set Coping Saw blade. 

No. 18 
NICKEL PLATED 
FRAME 
Throat Depth, 4%4” 










NICKEL PLATED 
FRAME 
Throat Depth, 434” 


TWO ON A CARD BLADES ARE EASY TO SELL 


FINEST BLADE OF ITS KIND 
MADE IN THE WORLD 






ave or BLADE GUARANTEED 


wart wu SA 
GREAT NECK banca Mrns inc MintOLA 


Special set teeth onl pin ends are 
made by an exclusive Great Neck process 


WRITE FOR CATALOG OF TOOLS AND KITS FOR EVERYONE 


“Engineered Quality Tools Since 1919’ 


DRKAY NECK 





| SAW MANUFACTURERS, INC. 


' MINEOLA, NEW YORK 
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ells More Pliers ! 






mil A y 
) Bran 


Abe 


(Ace. 


vari-Boar It! 


1 
Nothing E Ise I 


V 88 above, Is 
24” x 24” with ymplete 
assortment of 24 

numbers (3 of each). 


All pliers of finest quality ...un- 
conditionally guaranteed 

Large Vari-Board has complete 
assortment of 24 fast-selling 
numbers Bp 
Small Vari-Board has select al 
assortmentof 12 popular numbers | i W i\ 
Both Vari-Boards give stock con- 
trol at a glance 7D} PL 
Self-service prices save time 
Eye-catching display steps up 
impulse sales 





V 861s 12 x 24 
tor W ill or Cuf board 


sy reng 


>>. 3-Color Packaging of individual pliers 
a for added buyer appeal makes VACO 
pliers practically irresistible. For great 


~ ‘ 
“Ny” ; er sales, greater profits, sell VACO! 


VACO PRODUCTS CO. 
317 E. Ontario, Chicago 1}, Ill. 


MAIL Please send me complete information on the new 


COUPON VACO plier line and merchandising helps. 
for full Name 
details Address 


City Zone State 


oot 





apvert! 
ihe sate | 


pos! 
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WHAT'S NEW 


where most pests feed. Dispenser 


-_ eliminates mixing, filling, pumping 
The Key to INCREASED SALES and storage. A 12-oz. can fair 
trades for $1.69. Bostwick Labora- 


in ‘54 tories, Inc. the: 
eee 


For more data circle No. 49 on postcard, p. 165 


BETTER VALUES | NA 


r ‘a Watering Can 
in Your Store 


Two quart watering can is made EX] 
. . 4 
from terne plate steel in black 
matte and green colors with con- 














mec 
You 
and 
bef 





con 
trasting hand-painted design. Sur- 
faces are further protected by han 
enameling inside and out. Can is 
17 in. long and 10 in. tall. Becker 


YOU HAVE THESE VALUES IN THE "=s dist 


For more data circle No. 50 on postcard, p. 165 


ALL-NEW 1954 Sanetle Pipe Cutter this 


Heavy duty pipe cutter is de- 











. 2 
New styling... signed to produce clean, smooth awe 
Extra large capacity—perfect seal pails. cut-offs with easy action. Cutter is 
Popular price lining—in best sellers. wheel and roller type and can be 
Unmatched values—no lost sales. used on ¥% to 2 in. pipes. Cutter 
Volume sales—full profit margins. | ¢ 
Quick turnover with minimum stock. F 
One resource—for frequent ordering. 
A committed housewares sales policy. 
The Original Green 
These consumer-accepted bags contain 50% more 
wax than imitations. Be sure you get Sanette Waxed 
Bags, — for over 30 years foremost in quality and 
America’s most popular, best-selling bag. 
In convenient Dispenser Packages, of 50 bags each. 
Priced at the consumer level to provide FULL 
MARK-UP. 
$B-3-50 $B-5-50 | wheels are of high alloy steel and 
for all 10, 12 and 14 at. for all 16 and 20 at. | frame is guaranteed warp-proof. 
waste receivers. waste receivers. fs 3 
Rollers in hook provide a square 
Write, wire or phone for Prices and Cat. Sheets. base when starting tool on pipe. 
Toledo Pipe Threading Machine Co. 
MASTER METAL PRODUCTS, INC. ’ a 
For more data circle No. 51 on postcard, p. 165 
319 Chicago Street, P.O. Box 95, Buffalo 5, N.Y. N. 





(Resume reading on page 13) 
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NO SUBSTITUTE 


Buyers and Manufacturers agree 
there is vo substitute for the 
NATIONAL HOUSEWARES 
EXHIBIT. It is the ov/y national 





meeting place for your industry. 
You will see more exhibitors 


and more products than ever 





before, meet with policy making | 
| 


company executives, get first 

hand knowledge of production, | 
' : | 

distribution, delivery, prices. All | 


this vital business information 


awaits you at the.... 











NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 
1140 MERCHANDISE MART, CHICAGO 54, ILLINOIS 
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Your Customers Will Thank You 


For Recommendin g 





PLASTI-GLAZE 


America’s Leading Glazing Compound 


* EASY TO APPLY — Plasti-Glaze needs no mix- 
ing or thinning. It does not harden or settle in 
the can—goes on smoothly and stays elastic. 


® EASY TO PAINT— Plasti-Glaze can be painted 
immediately. Ideal for filling nail holes. 


Plasti-Glaze is available in all sizes from fast-selling 
1-lb. cans (24 cans in attractive display carton), to 
100-Ib. drums for contractor sales. 





STAZON 


The Handy WHITE Caulking Compound 
in fiber or metal cartridges 


Stazon is the ideal all-purpose compound for any 
household caulking or painting need. It comes in 
quarts, gallons, collapsible tubes, and in 1/10 gallon 
cartridges (spouted or unspouted) to fit most caulking 
guns. Ten cartridges or collapsible tubes in attractive 
counter display. 











PLASTIC PRODUCTS COMPANY 


nd Laboratories 





General Offices 9 





, Detroit 11, Mich. 
6461 Georgia Ave. neni e JERSEY CITY 


ies: DETROIT © © 
anon omens e OAKLAND, CALIF 
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handy to use- 
easy to sell 


Priced for Profits! 


SELF-SCREW — 


TT 
HOOKS .— 
aS 


The ONLY 
small 
utility hook 


No screws, no tools! Ball points protect 
towels and clothes. For homes, stores, 
factories. Bright plated finish. 


GRIES e-z 


One piece 


CUP HOOK 


: 5e es. 
1 gross to box 










Carded, 2 for 15c 










1 gross 

to a box— 
nickel and 
brass only 

6 to a card— 

all colors and finishes 













15c retail 


Strong, rustproof zinc alloy cup hooks in 
bright colors. One-piece construction; 
shoulder cannot get loose. A kitchen and 
closet standby . . . attractively finished 
in white, yellow, red, blue, green, nickel, 
brass. 6 sizes, '/"' to I'4"'. 


Write for samples and catalog pages. 
See your jobber today 

for immediate delivery. 
Jobber inquiries invited. 





GRIES REPRODUCER CORP. 


World's Foremost Producer 
of Small Die Castings 
161 Beechwood Ave., New Rocheile, N.Y. 
Phone: New Rochelle 3-8600 
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TO HELP YOU SELL 


| New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) | 


in beige-colored fabric pattern. 
illustrate 


Display, 


cards 





| Six-color display 
performance of toasters. 
which is also a carrying case, i 
hinged to allow back-to-back, end 


~ 


- MARK 


to-end or any angle counter ar- 


rangement. Sales features are list- yo uw r 
: ith 
Wi cece 





oy 






A 
AMERICAN 


REG. U. S. PAT. OFF. 


LUMBER 
CRAYONS 


F OVER 100 YEARS OF EX 
AMERICAN LUMBER CRAY 





ed on back of display, and pockets 
on front consumer leaf- 
lets. Unit is free with purchase of 
three toasters. Toastmaster Prod- 
ucts Div., McGraw Electric Co. 


For more data circle No. 52 on postcard, p. 165 


contain 


Mower Sales Guide 
Complete line of 1954 

mowers, including seven rotary and 

three reel type models, is presented @ A PROL 


power 


j is %)-n: > ‘0e "a Seve PER . 

in this” 20 page bro hure. Seven ARE PREFERRED AND SPECIFIED FOR 

pages of dealer aids outline a mer- THEIR CLEAP NG-LASTING. LEGIBLE 

chandising program comprising MARKS—MARKS THAT WORK EQUA 
VELL OP ry R REEN JMBER 


posters, streamers, broadsides, ad sat de 

- vs are SS a = ae Write for FREE Industrial 
mats, newspaper stories and radio Crayon Guide. Dept. HA-40 
scripts. As a sales help to dealers 
there is a special section headed 
“85 Ways to Boost Mower Sales.” 


Propulsion Engine Corp. 


he the American Crayon company 


Sandusky, Ohio New York 


For more data circle No. 53 on posteard, p. 165 


Screw Drivers 

Spee-D-Grip screw drivers fea- 
ture tempered steel jaws that open 
automatically when sleeve on driver 
is pushed forward. Jaws hold screw 
firmly for easy starting. Slight 
| backward pull, after screw is start- 
snaps jaws free, leaving tip 
Bars are forged from hex- 








| 
| ed, 
| clear. 
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Detroit 
AUSTIN 


1639 W. 
Chicag 

R. F. 
4524 Ea 
Seattle, 





HARD 


GRIFFIN | 


Light BUILDERS™ 
HARDWARE 


ae] a £e]e] Mee) 
METAL CABINETS 


D>! ITD! 





Now... America’s 
largest-selling magnetic latch 
at this amazingly low price! 
Positive, lifetime power . . . 
| modern, trouble-free design 
... priced to produce steady, 
high-volume sales, satisfied customers. On every 
count, Leco-Latch is right for you, whether you're 
selling or building! It’s the catch that never misses. 


| at 

| CONTRACTORS— Write today for descriptive litera- 
| 

| 





list! 








ture and the name of your nearest distributor. 
DEALERS— Ask your distributor about the sensa- 
tional Leco-Latch INTRODUCTORY PACK with 
FREE counter merchandising display. 
DISTRIBUTORS — Write for Leco-Latch sample, lit- 
erature and discount information. 





HARDWARE DIVISION 


LABORATORY EQUIPMENT CORPORATION 
107 HILLTOP ROAD, ST. JOSEPH, MICHIGAN 








There’s plenty of quick turnover and profit a + 
in the Griffin line of light builders hard- e 
ware. Check over this Spring and Summer 


assortment and be sure you are well LATC 


stocked with these fast-moving items by 


nano 
en 
== 
ee 
TT 
ee 

















Griffin . . . manufacturer of quality prod- + ad 
| . | 506-4 o 
| ucts since 1899. 
} 
thd me REPRESENTATIVES 
ED FOR 
; GEORGE A. GREGG WALTER 8. JOHNSON & SONS LG. FULLER 
LEGIBLE 17134-6 Wyoming Ave. 917 St. Charles Avenue P. 0. Boxu21i3 *€ PER-TO O 
SQUALLY Detroit 21, Michigan Atlanta, Georgia Jackson 5, Mississippi 
R! AUSTIN & EDDY INC E. H. FARRAR HARVEY D. RUSH & SONS 
- vals Broad Street. Room 22, 2nd Unit Santa Fe Bids. 4638 Nichols Parkway aah 
Boston, Massachusetts Dallas 2, Texa ansas ap Missouri The newest and 7 
0 WILBUR H. DAVIS Cc. L. LEWIS H.C. GLOVER sate: we . ¢ 
1639 W. Fargo Avenue 2450 17th Street 261 Garrivon Blvd. greatest development in T ? 
Chicago 26, Illinois San Franciseo 10, Calif. Baltimore 16. Maryland low-cost cupboard and cabinet bere 
oof PEVERS w. c. MEIBAUM & CO. ROY L. ROGERS. latches! Leco-Lon is formed of rug- list! 
e ree’ . . e 
Seattle. Washington St Loule 8. Missourl Denver 6, Colorado ged Nylon, is virtually indestruct- 
THE 6. 8. ALDER COMPANY ible. In laboratory tests, latch has been open and 
New York 7, N. Y. shut well over 100,000 times without wear or ad- 





justment. Leco-Lon Latches can be dyed perma- 














BW Company 
New York 
—_—_—_ aa te nently to any desired color in a few minutes. 
3 i E DOOR NEEDS THREE aD, 
y aN | Sverg COLORFUL 229) a 
—— = display carton FREE 
—=> Compelling red-and-whi 
—— nolan” LECO-LON 
—— dising carton. Shows 
LEED ae a in ——— sample and 
of color possibilities. 
_-—__- —— A stimulating point-of- LITERATURE! 
sale promotion. 
i M t + C HARDWARE DIVISION 
anujacturtng Gmpany LABORATORY EQUIPMENT CORPORATION 
————— 
ae 102 HILLTOP ROAD, ST. JOSEPH, MICHIGAN 
SS E R ? 3 . P o N N Ss YL VA N | A Canadian Licensee: K.N. Crowder and Company, ltd.,104 Jarvis St., Toronto, Ont, 
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STOCK ’EM... 
DISPLAY ’EM... 
AND YOU'LL SELL ’EM! 





There never was a bet- 
ter time to sell Klein 
pliers—to the profes- 
sional workman... to 
do-it-yourself shoppers. 
They both want qual- 
ity tools that fit the job. 

All Klein pliers are 
made of finest tool steel 
—precision fitted— 
individually tested. 















1857.’ Keep a repre- 
sentative stock always 
on hand. You'll sell’em! 


Write for your 

free copy of the 

No. 203 Klein Pocket 
Tool Guide 
Today! 






DISTRIBUTED 
THROUGH JOBBERS 


Foreign Distributor: 
International Standard 
Electric Corp., New York 


Mathias atias AE IN at & Sons 


LMONT AVE CHICAGO 18, | 





3200 BEL 
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Topsin quality“since | nozzle automatically 


TO HELP YOU SELL 


@ For more information 
on these products and 
services use free post 
card on page 165. 


agonal steel; black finish is rust- 
proof. Tips are machine cross- 
ground to size. Handles are of 


tough amber plastic. Drivers come 


in four types of bars in a total of 





Compact 
merchan- 


four. 
black 
free with 1 
Total retail price, 
Stanley Tools. 
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the 
and 


11 sizes for 
green, yellow 
assorted 


$9.10 


diser is doz. 
drivers. 


per unit. 


Vacuum Cleaner Display 
Automatic self demonstrator 

shows the Super Jet 

action. 


99 cleaner in 
Customer operates display 
by sprinkling material on rug and 
pressing button. Thread - picking 
moves back 





and forth over rug, picking up dirt. 
Button is pressed to stop demon- 
stration. Display is 66 in. high of 
sturdy construction with metal 
bracing. Woodgrain base is 30x22x- 


18 in. On yellow background of 
rectangular base panel is a sales 
message in blue, red and _ black. 


Landers, Frary & Clark. 


For more data circle No. 55 on postcard, p. 165 


Fertilizer Booklet 

Four-page booklet describes line 
of fertilizers, quality plant foods 
for lawns, vegetables, flowers, trees 
and shrubs. Faesy & Besthoff, Inc. 
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Sprayer Display 

Permanent counter display for 
use with electric sprayer features 
a large wheel illustrating sprayer 
operate 
wheel, bringing 
explaining vari- 


Customers can dis- 
turning 
pictures and copy, 
uses, into view. can 
also be filled with fluid and plugged 
into outlet to enable customers to 
try spraying with unit. Sprayer fits 


uses. 


play by 


ous Sprayer 


y a. - 


: ~~ 
& o// te, 


Paint gis 


with THES MEW LOW PRICE 


BURGESS jiu 


SPRAVER 


SAPPHIRE asczia 





into metal holder on display base 
and can easily be lifted out. Fin- 
ished in soil-resistant colors, 
play is built of wood, steel and 
hardboard. Vibrocrafters, 
Ine. 
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dis- 


Burgess 


Sign Merchandiser 

For displaying Nu-Lume all-pur- 
pose this mailbox-shaped 
stock-display case has com- 
pletely redesigned. It now has a 
new label printed right on the alu- 
minum mailbox which will not fade 
or wear off. It is also larger in 
size, and hottom tray holds 2 doz. 


signs, 
been 
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Flame 
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NO. LP500 


TURNER 


LIQUEFIED 


PETROLEUM 









WITH 


DISPOSABLE 
FUEL TANK 


A really fine tool of superior quality... 
complete with all-brass burner and fittings. 


@ Lights instantly... 
to use. 


is handy, clean, easy 


@ A year-round seller .. . ideal for solder- 
ing, light brazing, many other uses in the 
home, at the shop, for hobbycraft 
work, etc. 

@ No filling required ... entire fuel tank 
is replaced as needed (which means 
steady repeat business for you). 

e I.C.C. approved heavy-gauge large-dia- 
meter tank designed for greater stability, 
easier handling. 

@ Has wide-range positive-control flame 
adjustment for varying job requirements. 

@ Compact in size... fits conveniently in 

tool box or pocket. 


@ Operates within a wide range of tem- 
peratures ... burns in any position. 


© Complete with pressure relief valve. 


@ Special accessories available (as illus 
trated below) to do more jobs... easier, 
better, faster. 


e@ Tested, sales-proved merchandising aids 
free on request... display cards, win- 
dow streamers, newspaper ad mats, 
electros, etc. 










EXTRA SALES FROM THESE 
SPECIAL ACCESSORIES 





- Heavy Duty Chisel Point 
Burner Soldering Tip 
Flame = 
Spreader —_—, 
Pointed 





Soldering Tip 





$695 


COMPLETE 
Replacement Fuel Tank 
$] 95 DISPLAY PACKAGED 
-.in colorful eye-catching box, as 


for effective 
either singly 


illustrated. A “natural’ 
counter merchandising... 
or in mass display. 


BRASS WORKS 


‘vue 
1671 


SEE YOUR JOBBER 


THE dtesennnaall 





"Glued 
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For Trouble: Free Pipe Threading 
Sel the 65R 


Feibealb> 






This 65R 
Threads 1’’ to 2°’ pipe 


with 1 set of dies 
».. and it won’t jam! 


Your customers won’t find a die stock to equal 
this popular 65R—anywhere! It saves time— 
one set of self-contained high-speed dies ad- 
just to 1”,1%", 1%”, or 2” pipe or conduit 
in 10 nennde! Mistake-proof self-centering 
workholder sets to size instantly! It saves 
trouble—lead screw won’t jam, it kicks out 
automatically when standard length thread 
is cut. Clean perfect threads, fast! Stock the 
Rieti 65R for fast turnover. Order now 
for immediate delivery! 


THE RIDGE TOOL COMPANY: ELYRIA, OHIO, U.S.A. 





———— YF wa. — Th a <—_, - 
REE ol 


--Saver Pice Toc 


BR aE” age 


Abe: 
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The ONLY Electric Fence 


GUARANTEED AGAINST 


DEALER ADVANTAGES! 


@ LOWER LIST PRICES 

@ MORE POWER 

@ EXTRA SAFETY FEATURES 

@ A COMPLETE LINE OF QUALITY ENGI- 
NEERED CONTROLLERS AND ACCESSORIES 


Double fuses, double lightning arrestors— 
give double protection against lightning and 
high line surges on both sides of the circuit. 
This sensational new Weed-Kontrol kills 
weeds on contact ... ends the major cause of 
shorted fences. So safe—powerful and effi- 
cient it will charge up to 25 miles of fence 
for only 6¢ to 10¢ a month. Effectively 
controls stock even on dry ground. Sturdy, 
simple construction requires no service. 
Electro-chopper tube plugs in for quick, easy 
replacement. No TV or radio interference. 
Built-in indicator lights flash red or green to 
show fence. condition at a glance. A com- 
plete line of Esco electric fences for every 
requirement. List priced from $14.95 to 
$29.95. 








letters or numbers in each com- 
partment. Case is free with stock 
assortment which includes 132 num- 
bers, 324 letters, 72 periods, 12 
commas, 12 mounting boards and 
12 brackets. Retail value is $44.64; 
dealer net price is $22.32. Mack- 
lanburg-Duncan Co. 

For more data circle No. 58 on postcard, p. 165 


Chisel Display Board 
New 


1052, 


display board, item No. 
is available free with assort- 
ment of two of each of ten sizes of 
wood chisels, from 14 to 2 in. Red 
and green board measures 19x12 in. 


New catalog, No. 25, covering 











RYAN TOOLS 





(‘TOESTEEL | 


Rustproof Posts 
Cost You Less! 


L New “‘Tee’’ posts of rigid, 
~\. high carbon steel, stronger 
1b) 

Rd \ all around—full, square 


3/7". B70 
ZY 
‘e ~~” “4 4 
| ADJUST-O-GRIP INSULATOR AS- 
SEMBLY— Ready to slip on the post 
Easy finger tip adjustment for 


height—No tools required. 
WRAP-A-ROUND ANCHOR 
PLATES are double welded to 
both sides of the post—-can’'t 
come loose. Also available on 
TUFSTEEL round posts—%” 
| and %’ diam. with points that 
push in the ground easily 


A wide variety of sizes, gauges, 

lengths of electric fencing wire 
including light weight barb Se 
both spools and car- J 
tons. Also a complete 
line of electric fence ac- 
cessories and fittings. 


A ac / 
nen WRITE, WIRE OR PHONE FOR CATALOG J 
SHEETS, FULL INFORMATION AND PRICE LIST 


See your Jobber or write 
ELECTRONIC SPECIALTIES CO, 
Dept. 2A, 1214 N. Wells St., Chicago 10, Ill, 
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forged hand tools, includes descrip- 
tions of several new items, includ- 
ing a scratch awl, double offset 
Phillips screw driver, a T stubby 
driver, 234 in. floor chisel, double 
end punch, and rivet buster. J. J 


Ryan Tool Co. 
For more data circle No. 59 on postcard, p. 165 


Screw Driver Kits 


Now included among the 
tools contained in the Combination 
Screw Driver Roll Kits are 6 in. 
tempered steel slip joint pliers. Kits 
come in five (illustrated) and eight 
piece combinations, both in plastic 
wrap-up roll with pockets for stor- 
age or individual pieces, Five-piece 


basic 





kit, No. 605, 
breakable handle with blister-proof 
dome and three _ interchangeable 
screw driver blades. Lists at $1. 
Kight-piece kit, No. 608, contains 
the same five pieces plus a '% in. cut 
a key- 


$1.50. 


includes pliers, un- 


chisel, a screw starter and 
hole saw blade. Lists at 
Fuller Tool Co., Ine. 


For more data circle No. 60 on postcard, p. 165 


Furniture Levelers 

Domes of Silence Furniture Levy- 
have been repackaged on 
cards to facilitate self-service mer- 


elers 








chandising. Four pieces, with 1-in 
base, on display card shown, list 
for $.75. Also available in 114 and 
114% in. base sizes, 2 
Robert E. Miller, Inc. 


For more data circle No. 61 on postcard, p. 165 


pes on card. 


Lock Set Booklet 


Entitled, “How to Modernize 
Your Home with Kwikset Locks,” 
this booklet shows by pictures and 
captions how to replace old-style 
mortise locks with modern, key-in- 
knob “400” line locks. Booklet also 
shows how to replace cylindrical 
and tubular locks and how to install 


the “400” line in new doors. Kwik- 
set Locks, Ine. 
For more data circle No. 62 on postcard, p. 165 


Hose Valve Display 

This colorful 
supplied with every order of six 
Stop ’n Flo shut-off valves, which 


counter cal is 
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Milcor Pi 
Barbecue 
Fits the A 
or other 

moking th 
kitchens." 


*Reg. U. 


HARDY 


NO COMPETITION! 


THE | Woap &P ... because HYDROMIX — and only 
HYDROMIX ~— give; the home gardener 
fal Yy VW R all of these advantages 


@ May be used wiih any water soluble or concentrated 
liquid fertilizer. 





eee automatically and lofaa th @ Does not reduce water pressure perceptib!y 
. oO t ith all es of les, kl nd 
rately applies any water sol- e eg wit a types of nozzies, sprinklers an 
Tioli-Me] am de)ild tibiae hi-t:| liquid e Gives accurate proportioning at all working pressures 
and rates of flow. 
— fertilizer through any ve roy j @ No change in strength of so!ution dispensed from start 
to finish. 
nozzle, sprinkler @ Absolutely safe — dilution rate makes it impossible to 


burn the most delicate plants. 
@ Aitaches to faucet on the house—nothing to lug around. 


or soaker. 


pliers, un- 











ister-proof @ Visible operation at all times 

thangeable e Guaranteed to operate to customers’ satisfaction for 
sts at $]. one year. 

, contains 

i’ in. cut BACKED BY STRONG CUSTOMER-STOPPING DISPLAY CASE! 
ind a key- Each HYDROMIX is packed in an attractive carton. Six units 
at § =f NATIONAL ADVERTISING are packed in an eye-catching counter display case which is 
a 31.50. bound to command customer attention and make sales. Cost 


Full page ads in FLOWER GROWER and 
POPULAR GARDENING plus big, smash 
ing ads in Metropolitan Sunday News 


$17.82. Sells for $29.70. Net profit, $11.88 


GREAT TIE-IN ITEM! HYDROMIX means increased sales 
of related items such as fertilizers and sprinklers. Every 
HYDROMIX customer will use three to five times as much water 
soluble fertilizer as he did previously 





steard, p. 165 


papers are creating sales for you even 





as you read this! 
iture Ley- 


: STOCK IT NOW! FROM YOUR FAVORITE JOBBER! (IF HE CAN’T SUPPLY YOU, WRITE US) 
cave on 


vice mer- Doggett-Pfeil Company srrincrieto, NEW JERSEY 


A few choice territories still available for manufacturers representatives on 
HYDROMIX and the complete Doggett-Pfeil Garden Chemical Line. Inquiries invited. 





First t choice “ a million home gardeners 







with 1-in 
own, list 
"Bia MILco 
on card. 
t 
me Pick-up Cart 


fodernize 




















L Locks, More than a million nationally advertised Milcor 
ures and Pick-up Carts have been sold. But that’s only the 
old-style S| beginning, because 30,000,000 Americans make 
, _key-in- gardening their hobby. Milcor’s extra-value 
yklet also features give them plenty of reasons to buy. 
lindrical a Make the most of this profit opportunity — stock 
to install Cash in on these other A¢#izcoR volume-builders! = Milcor Pick-up Carts. 
» Kwik . Get the whole story. Write for price list, 
— bulletin, and dealer helps. c-108 
Milcor 
card, p. 165 Tool Rack 
5 ae eal Holds 11 garden 
or household <INLAND> STEEL PRODUCTS COMPANY 
tools safely 
Milcor Pick-Up Cart Milcor Portable — neatly in 4063 W. Burnham St. © Milwaukee 1, Wis. 
Barbecue Grit Barbecve Grill ani BALTIMORE 5, MD., 5300 Pulaski Highway — BUFFALO 11, N. Y., 
ard 1 ts the Milcor Pick-up Cart, A self-starter of extra 64 Rapin St. — CHICAGO 9, ILL., 4301 S. Western Blvd. — CIN- 
Z or other carts and borrows, soles on utensils and CINNATI 25. OHIO, 3240 Spring Grove Ave. — CLEVELAND 14, OHIO 
r of six renee hem HANDY “rolling | ovtdeor-cooking spe : 1541 E. 38th St. — DETROIT 2, MICH., 690 Amsterdam Ave. — 
+ enone. cialties. KANSAS CITY 41, MO., P. 0. Box 918 — LOS ANGELES 58, CALIF., 
s, whlen ‘ 4807 E. 49th St. — NEW YORK 17, N. Y., 230 Park Ave. — 
Reg. U. S. Pat. Off. ST. LOUIS 10, MO., 4215 Clayton Ave. 
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SHOCK-RITE ,.%2" 








Eliminates Nuisance Shorts 
MODEL *'90"" 

115 Volts, 60 Cycle, AC 
Wisconsin and Oregon ap 
proved. Built-in lighting arres- 
tor and short indicator. Clips 
weeds off and is effective on 


dry ground. The best quality 
fencer on the market. 
FIVE MODELS 


TO CHOOSE FROM— 





BATTERY and ELECTRIC 





NCERS 


= is with the 


‘Klip-0 


3 
ACTION! | 





MODEL "80" 115 Volts, 60 Cycle, AC 
MOST FOR YOUR MONEY! 





SPARK UP SALES! 


SELL THE FENCER FARMERS 


are ASKING ror: 
IT'S SHOCKING ... tHE profits you 


CAN MAKE_ IN YOUR ‘CURRENT’ SALES PROGRAM 
selling SHOCK-RITE ELECTRIC FENCES. It's the per- 
fect stock control, weed control, pasture control system 
farmers are turning to all over the country. SHOCK- 
RITE'S "Klip Off" action clips off weeds on contact 
without shorting out your fence wire . . . controls all 
k by shock in any weather or soil condition. SHOCK- 
RITE is the only approved weed —- fence controller 
ide. Farmers are asking for it .. . you can sel! them 
. and profit. 


ASK YOUR LOCAL JOBBER.. 


for our sales aid program. 


* or write 





DEALERS WANTED! 


SHOCK-RITE Electric Fencer, Inc. 


7646 Lyndale Avenue South, Minneapolis 20, Minn. 























diameter. 














~@ TURNBUCKLE 


WHAT DO YOU NEED? 


We manufacture Galvanized Steel, Self- 
Colored Steel or Bronze 
either open or pipe type bodies—with Hook, 
Eye, Jaw or Stub End fittings. eo in 
all standard lengths in sizes from 14” to 2” 


The W-C line of Heavy and Shelf Hard- 


ware also includes items ranging from Blocks 








T urabuchties in 


& Pulleys to Drop Forged 
Steel Shackles. For com- 


plete information on the 
“Dependable” Line write to- 
day for your free copy of 
our new 1954 Catalog “N”. 





WILCOX, CRITTENDEN & CO., INC. 


“A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 


—————————— 





= 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





are attached to card with sturdy 
elastic loops. Easled for convenient 
counter or window use, card mea- 
sures 1414x9\%4 in. and illustrates 
different uses of valve and ex- 
plains its advantages and operation. 
Melnor Metal Products Co., Inc. 


For more data circle No. 63 on postcard, p. 165 


Hardware Catalog 


Catalog No. 38, containing 80 
pages, covers complete line of buil¢- 
ers’, showcase and cabinet hard- 
ware. Lists sizes, finishes and 
materials in which items are avail- 
able. Illustrated items are displayed 
to show a complete selection at a 
glance. Included in catalog is an 
entire section devoted to push and 
pull bars and extended pull bars 
S. Parker Hardware Mfg. Corp. 


For more data circle No. 64 on postcard, p. 165 


Stainless Tableware 


New three-way serving tray set 
of stainless tableware is available 
in set No. TR-30, with 30 pieces to 
retail at $29.50, and set TR-40, with 
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Plymouth shows you Row: 7 | 
to turn PLASTIC into Gold. r 


Plymouth’s New “és ; 






PLASTIC 


epRINKLers _ Uts Mew for 1954 





_. Finger tip throttle. 
em Engine burns regular 
‘ gasoline. 


Comfortable sea-foam 
rubber, durable seat. 


“x 















Quality that tops them all! | 


Bicycle type 
Steering. Two front 
wheels for Dalance. 





Power to cut on 
hillsides and slopes. 


Prices that meet popular demand! 


Eye appeal that clinches sales! | 


Pe © < 









‘ apt Gey 
ee NA ys 
\ omen selintler 


oe 





Four safety hinged 
cutting arms. Cuts full 


Each length is two foot swath 
\ ° 


mounted on a 


colorful self- \ 

selling display Conveniently placed control 

card. Chain drive a8 mp. tormeré: levers. yoo La can be 
PLYMOUTH FORWARD --- NEUTRAL --- REVERSE 


LAWN SPRINKLER 


Cut close into tight spots, then back out under power. 


In beautiful, sparkling TRANSPARENT green. Flexible, It’s the best looking, most rugged and fastest 

featherweight, durable. Always lies flat. Special metal end riding-mower on the market. 

cap for quick flushing. The RANGERIDER lets you go after the big 
Suggested Retail 25 ft. $3.75 sales to park boards, cemeteries, country clubs, 


estates, industrial sites, etc. 

Compare the features and price of the 
RANGERIDER and you will see why it’s the 
WORTHMORE best buy and a profit producer for your 


customers and you. 


GREEN TOP dca sal 
. or additional information and prices contact your local 
ones ni nage F jobber or write direct. Distributor franchises available. 
reen side up for sprinkling, re 
side up for soaking. Electronically TaTes Te 
sealed for longer wear. End clamp | ,. oa 


for easy flushing. 


Suggested Retail 25 ft. $2.98 


. . . and for the best in 
PLASTIC GARDEN HOSE 


ask your jobber for 
PLYMOUTH or WORTHMORE Featherweight in opaque 


or transparent Vinylite. 





PLYMOUTH RUBBER COMPANY, INC. {elo} | MANUFACTURING CO., INC. 


Originators of Plastic Garden Hose 
CANTON, MASS., U.S.A. 127 East Eleventh St 


Baxter Springs, Kansas 
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NOW ... capitalize 


on big demand for b 


CARBOLOY 


CEMENTED CARBIDE 


MASONRY 
DRILLS 


no stalling, no packing “Tr 


Millions of portable electric drills 
are in use in home and industry. 
Right now, from this large mar- 
ket, there’s a big demand for 
Carboloy Masonry Drills — the 
-arbide-tipped, rotary-type drills 
that zip through concrete like 
wood . .. drill any masonry fast 
and clean, without stalling, pack- 
ing, binding. 

And this demand is growing. 
Vigorous advertising is reaching 
many of your customers in the 
“do - it - yourself” market and in 
industry. 

Cash in, now, on this big de- 
mand. Carboloy Masonry Drills 
are priced for quick turnover. 
Attractively packaged for quick 
sales. Engineered for phenomenal 
results. They'll help you make 
many extra tie-in sales of portable 
drills, anchoring devices and 
other accessories. 

Order these drills today from 
your jobber, or if you choose, get 
full details on resale proposition. 
Send in coupon now. 


FREE FOLDER 








Contains all the facts on 
Carboloy Masonry Drills 







Sizes from 3716" up + 
Drills of 12” and above % 
fit '2” chucks. Optional P| 
14” shank on '%” drill ‘ 
also. p 





2 


HANDY-MAN KIT 


Designed for the 
home workshop. 
3 Carboloy Mason- 
ry Drills included 
14” 36" 14% 

+. 4:78» 12 «28 
all fit 14” chucks. 
Send coupon 





**Carboloy’’ is the trademark for products of the 
Carboloy Department of General Electric Company 


MAIL TODAY FOR FULL DETAILS 
| ! 
CARBOLOY'! 
| | 


"ppc OF GENERAL ELECTRIC COMPANY J 
11197 E. 8 Mile Blvd., Detroit 2, Mich. | 
! 


Rush me resale proposition and descriptive 


folder without obligation. j 
| Name Title on | 
| Company ee | 
] Address ! 
| City Zone_ State a I 


0 | am a hardware retailer. | am a wholesaler. 
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TO HELP YOU SELL 


@ For more information 
on these products and 
services use free post 
card on page 165. 


10 pieces to retail at $39.95. Each 
set comes in three patterns. Tray 
is in two parts; inside lifts out as 
a permanent tableware holder; out- 
side becomes a serving tray of jet 
black finish. Imperial Knife Asso- 
ciated Cos., Inc. 


For more data circle No. 65 on postcard, p. 165 


Open Back Fixture 

This new open back merchandis- 
ing unit, fixture No. WF 4538, is 
made of oak and plywood with ad- 
justable wood or glass shelves. Base 





occupies 4x8 ft. floor space. Also 
available in 4x4 ft. size. Prices, 
$68.49 and up. W. C. Heller & Co. 


For more data circle No. 66 on postcard, p. 165 


Upholstery Nails Display 
Self-service merchandising unit 
for new line of upholstery nails is a 
refillable, three-color display unit 
for counter or wall All-brass 
headed nails are packaged in visual 
polyethylene Display mea- 
sures 18%, x 15%, in. and occupies 


use, 


bags. 





less than 1 sq. ft. of counter space, 
Merchandise is offered as complete 
packaged unit, with initial stock of 
12 different items mounted in posi- 
tion on board and remainder of 
100-package stock packed in _ indi- 
vidual cartons for shelf storage. 
Mattatuck Mfg. Co. 


For more data circle No. 67 on postcard, p. 165 


Cabinet Hardware 

New line of modern concave de- 
sign cabinet knobs, knob back plates 
and pulls matches the Weslock line 





locksets. 


residential 
Hardware is attractively packaged 
in self-merchandising display boxes 
suitable for counter or window use. 
Western Lock Mfg. Co. 


For more data circle No. 68 on postcard, p. 165 


of concave 


Fishing Tackle Catalog 

New 1954 catalog describes and 
illustrates fishing tackle line, in- 
cluding 21 different fibreglass rods 
for fresh and/or salt water spin- 
ning in extra light, light, medium 
and stiff action. Prices range from 
$6.95 to $29.95. Also contained in 
the 20-page catalog are solid and 
tubular for bay, boat, lake, 
trolling, bait casting, fly, salmon 
and big game; plus reels, line, nets 
and accessories. Gliebe Co. 


rods 


For more data circle No. 69 on postcard, p. 165 


Tool Display Rack 


Merchandise display 
Cummins portable tools come ‘2 
two sizes: 3 x 5 ft. and 2 x 5 ft. for 
window and aisle display. Smaller 
rack is adaptable for counter use 
by assembling in a horizontal posi- 
tion. Two-sided island display racks 
are also available in both sizes. In 
red and yellow, racks are offered 
either in combination with two tool 


racks for 
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YOU CAN DO TWICE AS 
WELL WITH THESE 
TWO GREAT PRODUCTS! 


Common sense tells you that the more you have to 
offer, the more you can sell. 







That's why Schumacher puts you in such a strong 
selling position, for with Schumacher you can offer your 
trade both a wooden-frame window screen (the 

famous "Reddy-Loc") and a sturdy, smartly-finished metal 
rail window screen. They're top-grade products 
and they move fast! 


Suggest to your customers that they carry 
both of these market-making products. They'll 
be glad you did . . . and so will youl 


Another Plus For Your Profit Picture! 


Push Schumacher screen doors and combina- 
tion screen and storm doors. Wide range of styles 
and sizes .. . all top quality! 











thibb} 







ONLY *200°° puts You IN BUSINESS! 


Highest Quality, Low Cost, and Guaran- 
teed Customer Satisfaction mean CERTAIN 
PROFITS with Hawkins! 


Simply combine the proper amounts of level and bevel 
rail with posts and ornaments from information on cus- 
tomer's rough sketch. 


Guaranteed to fit any normal porch or step arrangement 


Write for Catalogue and Full Details Today! 


HAWKINS IRON CO, 


315 North 4th Street Birmingham 4, Alabama 
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If you are tired 
of watching 


sales go elsewhere, 


etre werere won. 

















natural, liquefied, and 
manufactured gases, 


experience 


V370 
Write your jobber or direct for NEW catalog. 


: : - 
‘ | =a | & 
' a 
} 
( 
€ 
H 
q 8 Fully Vented Heaters 
’ 15,000 BTU to 85,000 BTU 
" 23 Unvented Heaters 
Fi 10,000 BTU to 50,000 BTU 560 
’ All Martin Heaters are Over 
4 AGA approved for 49 years stove 
a 
] 
4 
‘ 


: eee oe 
MARTIN Sg it & STOVE CO., Huntsville, Ala. 













Are you selling 
PURITAN SASH CORD 
only for window cord ? 


- -~ you 
ean , CAN 
oly SELL 
Hoey ps 4 OUT OF 5 
HANKS 
FOR 

OTHER 

USES! 





<4 


boating ° 


trunk lashing ° 


clothesline 
camping * guidelines * farm utility cord ¢ 
trellis © tourist utility cord © do-it- 





yourself furniture * scouting ° 





j e PURITAN 
a / e SOUTHGATE 
eKENDALE 











Poa 
PURITAN CORDAGE MILLS, Snc. 


LOUISVILLE, KENTUCKY 
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TO HELP YOU SELL 


— 





Cumming wz: 





selections or by themselves. Each 
comes complete with shelves, mount- 
ing hardware for hanging tools and 
name plates, and instructions for 


assembly. John Oster Mfg. Co. 
For more data circle No. 76 on postcard, p. 165 


Vise, Clamp Catalog 


General catalog No. 110 describes 
various types of vises, clamps and 
positioning devices. It contains a 
full page editorial index, cross-sec- 
tional drawings showing internal 
construction of products, and cross- 
reference charts of competitive 
lines. New line of lower priced 
vises is included in catalog. Has 
more than 150 illustrations. Wil- 
ton Tool Mfg. Co. 


For more data circle No. 71 on postcard, p. 165 


Polisher Display 


New corrugated Prepak for 
Shetland all-purpose electric pol- 
isher permits retailer to receive, 
store, display and sell the complete 
polisher without repacking or 
wrapping. Interior tray is finished 
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| 
pon'T WAIT NOW’S THE TIME TO PUSH SENSATIONAL 


ANOTHER DAY! | NEW FAST-SELLING SNOZGEIF 


a * 


Non-Melting — Use and re-use over and over again! Cc 
, Compactly packaged storage coldhouse — _ ; ° al 
coiianele saainaniadl * Dozens of Household and Outdoor Uses 


for Amazing New Packaged Refreezants! 







This high-powered salesmaker will give you plenty of 
additional profits from your store traffic! Every customer’s 
a prospect! Indoors, outdoors SNO-GEL solves those 
keep-cold problems the year ’round! Keeps food cold, 
— thin baby’s formula safe during refrigerator defrosting! It’s a 
Sno-Gel Pillows i coldpack for aches and pains! Ideal, too, for outings, 
(R40-B)Retails$2.49 | Saves packing space and barbecues, fishing, hunting trips. Complete SNO-GEL 
Sno-Gel weight—no water run-off |. line of 5 different size Refreezants meets 
Lunch Box Pillows Keeps beverages, foods f every customer need! 
(LP14-B) Retails 89¢ | cold, wholesome—place 
Sno-Gel Bricks under platter for cold-cuts, © 
R26-B)Retails $1.49 salads, shrimp, smorgas- 
bord—Great for barbecues, © 
box lunches, fishing trips 


Sno-Gel t 


Refreezants ef 


(Set of 3—R10-B) 


Retails $2.49 i 


\ 
elves. Each 
lves, mount- 
ng tools and 
uctions for 
fg. Co. 


postcard, p. 165 








The sooner SNO-GEL starts selling itself off your 
counters, the more extra money you’re going to make 
now and in the hot weather months to come! 








log oe _ Clean, safe—just freeze in ~ ORDER NOW—WRITE OR WIRE 
10 describes $2.95: $1 49 each refrigerator and it’s ‘ : 
ais pie - ready to go / CUPPLES COMPANY 401 South 7th St., St.Louis 2, Mo. 
contains a ae a Me nee ne F In the West: 
. C20-B i te 
" ahparetacois to stand lots of abuse a SNO-GEL COMPANY 810 N. Alameda Ave., Azusa, Calif, 
ig internal 7 CREE OS? CR 
, and cross- ———— —" ae, 
competitive 
wer priced /) al 
talog. Has ae () L / Ae 
: ) . -() 
ions. Wil- Fye Phe es tif hui pre . 
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KIMBLE GLASS BARS 
~~" with tear-drop fittings 


repak for 
ectric pol- 
to receive, 
e complete 
yacking or 
is finished 





THE BRIGHT, STREAMLINED, nickel-finished fit- 
tings and sparkling-clear, glass rod make 
Kimble Glass Towel Bars a natural self- 
service item. 


/ Available 
in both 18” 
and 24” lengths. 





They are designed to give the maximum of consumer 
value but priced to stimulate sales and give you high 
profit margin. 

Don't delay, place your order today with your whole- 
saler or write for one nearest you. Address Kimble Glass 
Bar Division, Owens-Illinois, Toledo 1, Ohio. 


KIMBLE GLASS BARS Owens-ILLINOIS 


AN (@) PRODUCT GENERAL OFFICES + TOLEDO 1, OHIO 
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Soll the best... 
UPSON- 


WALTON 


tackle blocks 





+ 





“T 
om 
HIGHER SAFE 
WORKING 

LOADS (cat no extra cost!) 
with Upson-Walton wood 
shell and oval steel manila 
rope blocks, because of their 
flattened steel hooks. HAND- 
SOME green enameled steel 
parts; clear lacquered, mar 
resistant, hardwood shells. 


FHEFFEEHECHEHHEPHE EEE 






















@ Upson-Walton blocks 
are sold nationally 
through selected dis- 
tributors. Write for 

free catalog. 


THE UPSON-WALTON COMPANY 
12500 ELMWOOD AVENUE + CLEVELAND 11, OHIO 


New York ° Chicago Sd Pittsburgh 


YOU CAN DEPEND ON UPSON-WALTON'S LONG 
EXPERIENCE—ESTABLISHED 1871 
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TO HELP YOU SELL 


in red flock. Inside tip of box shows 
six uses for the product. Shetland 
Mfg. Co. 


For more data circle No. 72 on postcard, p. 165 





Sprinkling System Display 
Upright display rack in black, 
red, orange and blue is designed to 
boost sales of company’s under- 
ground sprinkling system. Display 


a Fe m8 


rests on floor; shelves at side pro- 
vide a stock inventory. Unit is made 
of plastic. Lifetime Plastics, Inc. 


For more data circle No. 73 on postcard, p. 165 





Lockset Display 

This counter display unit shows 
two new escutcheons especially de- 
signed for use with the No. 500 
Concave series of Weslock residen- 





tial locksets. Height of display is 
17% in.; base, 534 x 10% in. No 
charge for display when ordered 
with hardware. Western Lock Mfg. 
Co. 


For more data circle No. 74 on postcard, p. 165 


Paint Brush Display 


Free display for Magnet brush 
assortment matches two-tone car- 
dinal and white color of brushes. It 
is 84% in. wide, 20 in. long and 121, 





in. high when open and contains 
1 doz. each of 1 to 4 in. brushes, 
Brushes have a retail value of 
$114.48. David Linzer & Sons, Inc. 


For more data circle No. 75 on postcard, p. 165 


Cutlery Display 

New display merchandiser is de- 
signed to promote open stock sale 
of Carvel Hall homemaker cutlery 





line. Unit features black handled- 
copper trimmed pieces. Chas. D 
Briddell, Inc. 


For more data circle No. 76 on postcard, p. 165 


Baseball Year Book 


This year’s edition of the annual 
baseball publication ““Famous Slug- 
ger Year Book” contains 64 pages 
including pictures of 1953’s out- 
standing hitters, records, hints on 
how to bat and highlights of the 
year’s baseball events. Hillerich « 
Bradsby Co. 

For more data circle No. 77 on postcard, p- 165 


(Resume reading on page 1|4) 
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SEE 
YOUR 
JOBBER 
SALESMAN 










H H 
i a GOLD SEAL seus sest 
oe ae : BEST 
. s =Ts oe Scoot QUALITY NAMED 
K OD se BRAND 
0 tL -_ ed 
ig 5 ia EXTRA HEAVY WEIGHT 
RF al (Sign. Plt L. PURE WHITE STRAIGHT 
Y § a ull fi, GRAIN HICKORY 
—— BEAUTIFUL DISPLAY 


LA PIERRE-SAWYER HANDLE CO., JACKSON, MO.—(For Over 50 Years) 





PACKAGE—METAL AND 
WOOD WEDGES—HANDLES 
IN CELLOPHANE 


CRAFTSMEN AND OTHERS 
ALWAYS WANT TO BUY 
AND USE THE BEST 
REPAIR HANDLES 


SELL THEM PURE WHITE 
GOLD SEAL HANDLES— 
THEY ALWAYS SATISFY 








Enlarge your profit picture 





Feature and display the 

entire VIGORO gardening line! 

America's complete and profitable 
line of Gardening products ! 
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End-o-Weed 
CRAB GRASS 
KILLER 


End-o-Pest 
TREE SPRAY 


*Vigoro is the trade-mark for Swift & Company's 
complete, balanced plant food. 
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Industrial Supply Meeting 
Plans Set For 3-Day Session 


Manufacturers and distributors of industrial supplies will 
converge on New York, May 16 to 19, for the annual Triple 


Industrial Supply Convention. 


This will be the first time in at least 30 years that any 
of the three sponsoring associations have met in the eastern 


city. 
These 


associations are 


the American 
chinery Manufacturers’ Association, the National 


Supply & Ma- 
Indus- 


trial Distributors’ Association and the Southern Industrial 


Distributors’ Association. 
Among the nationally 
known speakers who will 
make addresses will be Gen- 
eral Carlos P. Romulo, former 
President and Ambassador 
of the Philippines and United 
Nations Assembly President; 
Dr. Norman Vincent Peale 
and Kenneth McFarland. 
All sessions will be held 
in the Waldorf-Astoria, A 
conference booth program, 
will be held all day, Tuesday, 
in Madison Square Garden. 


Monday Morning 


The opening convention 
session will be convened at 
10 o’clock, Monday morning, 
with an inspirational address 
by Dr. Norman Vincent 
Peale, pastor of the Marble 
Collegiate Church, New York. 

Dr. Wm. G. Van Note, 
president, Clarkson School 
of Technology, Potsdam, 
N. Y., will speak and will be 
followed by Eugene F. Me- 
Carthy. president, Beals, 
McCarthv & Rogers, Inc., 
Buffalo. N. Y., distributors, 
and chairman of the Joint 
Education Aids Committee of 
the two distributor groups. 

Mr. McCarthy will recount 
the development of an engi- 
neering course in industrial 
distribution, which will be 
started at Clarkson, this 
Fall. His committee was in- 
strumental in organizing the 
course. 


Monday Afternoon 


Members of the American 
Supply & Machinery Asso- 
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ciation may attend a joint 
meeting of the two distribu- 


tor associations, at 2 p.m., 
Monday. 
Three talks on the sub- 


ject, “What Can Be Done to 
Reduce Paperwork,” each il- 
lustrated with slides, will be 
presented by representatives 
of the Charles Bruning Co., 
Addressograph - Multigraph 
Corp. and the Autographic 
Business Forms, Inc. 

These three companies for 
the past nine months have 
been surveying various dis- 
tributor organizations 
throughout the country, 
studying their methods for 
reducing unnecessary paper- 
work. 

A skit entitled, “Sales 
Facts of Life” will be pre- 
sented under the direction of 
Joe W. Pitts, Brown-Roberts 
Hdwe. & Supply Co., Alex- 
andria, La. 

The afternoon session will 
be concluded by two talks: 
“Analyzing Customer Poten- 
tial,” by Howard B. Begg, 


Squier, Schilling & Skiff, 
Inc., Newark, N. J., and 
“Getting More For Your 
Catalog Dollar,” by J. H. 
Ruddell, Central Rubber & 
Supply Co., Indianapolis, 
Ind. 

Tuesday 


No convention sessions will 
be held Tuesday, as the day 
will be devoted entirely to a 
conference booth program 
which will be held in Mad- 

(Continued on page 220) 


C. H. Brill Completes 
50 Years With Firm 


Carl H. Brill, secretary of 


Herr and Co., Lancaster, 
Pa., recently completed 50 
years of service with the 


firm. He was presented with 





CARL H. 


BRILL 


a gold wrist watch by the 

company, and a wallet by the 

employees. 
Mr. Brill started an 


as 


William R. Caskey Named Belknap 
Sales Director; Succeeds Luther R. Stein 


William R. Caskey, vice 
president of Belknap Hard- 
ware & Mfg. Co., Louisville, 
Ky., wholesalers, was ap- 
pointed genera] sales di- 
rector as of May 1. He suc- 
ceeds Luther R. Stein who 
retires as vice president on 
June 10, after 44 years of 
association with the com- 
pany. 

Mr. Caskey is a son of a 
Des Arc, Ark., hardware 
dealer, and worked in that 
store while going to school 
and college. He joined Bel 


knap in 1934, as an order 
clerk in the office sales de 
partment before going on 


the road in 1936. He traveled 
the Texarkana, Tex., terri- 
tory from 1936 to 1941, when 
he enlisted in the U. S. 
Army. 

He was mustered out of 
the Army in 1946, with the 
rank of major. A large part 
of his service was in India 
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order clerk in 1904, later be- 
coming successively assistant 
in the dealer sales depart- 
ment, purchasing agent and 
secretary of the corporation 





R. N. Vincent Heads 
Tennessee Assn. 

Roy WN. Vincent, Union 
City, was elected president 
of the Tennessee Retail 
Hardware Association at its 
recent annual convention 
Other officers elected were 

J. C. Greer, Loudon, first 
vice-president; Harry 
Thompson, Nashville, second 
vice-president. Morris Jones, 
Nashville, is secretary-trea- 
surer. 

Directors elected were 
Carl Higginbotham, Mem- 
phis; J. H. Jenkins, Chatta- 
nooga; E. B. Baird, Leba- 
non; Hunt Morris, Ripley; 
Niles Gray, Kingsport, and 
Lewis H. Bohannon, 
ville. 


Cross- 


and China. After a year in 
his old territory he was 
named western sales man- 
ager, and in 1948, sales di- 





WILLIAM R. 


of 


CASKEY 


rector the western dlvl- 
sion. 

Luther R. Stein 
obliged to leave school before 
finishing the 8th grade, and 
in 1902, became office boy 


(Continued on page 206 
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Officers Elected For 
Nebraska Association 


Robert Benson, Bancroft, 
Neb., was elected president 


of the Nebraska Retail 
Hardware Association at its 
annual convention. Other 


officers elected were: Friel J. 
Kerns, Jr., Humboldt, first 
vice-president; Bud Pence, 
Aurora, second  vice-presi- 
dent. A. C. McCoy, Lincoln, 
is secretary-treasurer. Vin- 
cent Nelson, Omaha, was 
elected a new director to 
serve with Walter Good, 
Holdrege, and Irvin Enke, 
Emerson. 


Housewares Group 
Re-Elects Hanssen 


S. L. Hanssen, president 
of Hanson Scale Co., North- 


brook, Ill., was re-elected 
president of the National 
Housewares Manufacturers 


Association at a recent meet- 
ing of the board of directors 
in Chicago. 

Re-elected vice president 
and treasurer respectively, 
were: C. M. McCreery, vice 
president of Revere Copper 


Hardware Briefs: 





Port Huron, Mich.—Stur- 
mer Hardware Store, 911 
Military St., has installed a 
new self-service system for 
customers. The service, which 
includes use of check-out 
counters similar to those in 
super-markets, is in addition 
to the present sales person- 
nel service. 


South Bend, Ind.~—Meyer’s 
Hardware, Inv., 209 S. Main 
St., heid open house April 
15, to celebrate its 90th anni- 
versary. It featured favors 
for visitors and demonstra- 
tions of tools, hardware and 
appliances. 
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and Brass, Inc., Rome, N. Y., 
and W. E. O’Brien, general 
sales manager, Toastmaster 
Products Div., McGraw Elec- 
tric Co., Elgin, Ill. A. W. 
Buddenberg was named ex- 
ecutive secretary for his 12th 
consecutive term. 

Prior to the meeting, the 
following directors had been 


re-elected, each for a term 
of three years: Mr. Hans- 
sen, J. J. Harding, presi- 


dent of Federal Enameling 
& Stamping Co., Pittsburgh, 
and J. A. Kaplan, J. A. 
Kaplan & Sons, New York 





Franklin Hardware 
Stockholders To Meet 


Franklin Hardware and 
Supply Co., Philadelphia, 
will hold its annual stock- 


holders’ meeting and conven- 
tion on September 20 and 21. 

This is a change from pre- 
vious years, as the company 
is now operating on a fiscal 
year of July 1 through June 
30, rather than a calendar 
year. Henceforth, the con- 
vention will be held in Sep- 
tember, rather than Febru 
ary. 


Sturmer Hardware Installs Self-Service 
Meyer’s Hardware Celebrates 90th Year 


Hillsboro, Md.—Joseph M. 
Eaton has sold the Charles 
Farrell Co. Hardware Store 
to John N. Decker who has 
been associated with the firm 
since 1944. Mr. Decker will 
operate the business as the 
Hillsboro Hardware Co. 


Hill City, Kan. — Ben’s 
Hardware has opened for 
business. The store, formerly 
operated as Webster Hard- 
ware, is owned by Mr. and 
Mrs. Ben Fabricius. 


Durango, Colo. — Wallace 
Gould has sold the Durango 
Hygrade Store to Shelton 
Edwards and M. G. Howe. 

(Continued on page 216) 
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Five Brand Name Retailers 


Receive Awards in New York 


Midwest Mower Buys 
Ride-A-Mower Co. 

The Midwest Mower Corp 
Chicago, manufacturers of 
Eversharp power and hand 
lawn mowers, has _ pur- 
chased the Ride-A-Mowe1 
Co., Bridgeport, Conn. 

The acquisition gives Ever- 
sharp exclusive rights to all 
Ride-A-Mower patents which 
are the original patents cov- 
ering all riding type mowers. 

Ride-A-Mower will be op- 
erated as a separate division 
and distribution will be 
through an exclusive jobber 
and dealer organization on a 
maintained price _ policy. 
Plans call for moving the 
Bridgeport operation to the 
Eversharp plant in Hanni- 
bal, Mo 


W. B. Anderson Named 
To Westinghouse Post 


William B. Anderson has 
been named assistant to 
J. M. McKibbin, vice presi- 
dent and general manager 
of consumer products for 
Westinghouse Electric Corp., 
Pittsburgh. Pa. 

Mr. Anderson joined West- 
inghouse at its East Pitts- 
burgh plant in 1923. and 
since then has held various 
engineering and management 
assignments, ineludine 18 
years in the Electric Appli- 
ance Division 


California Lamp Show 
Scheduled July 11-15 


The 10th California Lamp 
and Picture Show will be 
held July 11-15 at the Los 
Angeles Biltmore Hotel. 
Hours will be: 9 a.m. to 9 
p.m. Sunday’ through 
Wednesday, and 9 a.m. to 
3 p.m. on the closing day, 
Thursday, July 15. 


Representatives of the five 
hardware stores from widely 
scattered parts of the coun 
try that took top honors in 
the annual competition of the 


Brand Names Foundation, 
were feted in many ways 


during a three-day program, 
in New York City April 26 
to 28. 

These hardware dealers, 
together with their counter- 
parts in 24 other retail cate 
gories, were paid honors by 
many top-flight figures in 
commerce, publishing and ad 
vertising. 

The highlight of the three 
day series of events was the 
annual Brand Names Dinner, 
at the Waldorf-Astoria hotel, 
when bronze plaques and cer 


tificates of distinction were 
presented. 
The plaque denoting the 


Brand Name Retailer-of-the 
Year for the Hardware cate 
gory was received by H 
Jackson Clark, president of 
Jackson Hardware, Durango 
Colo., who had been a runner- 


up in last year’s competi 
tion 

Other hardware dealers 
who shared the spotlight with 
Mr. Clark were: Bliss S 
Cleveland, Cleveland Hard 
ware Co.. Austin. Minn.; 


Irving Librett, vice president 
(Continued on page 206) 


Marshall-Wells Selling 
New Exterior Paint 


A new. exterior house 
paint is being introduced by 
Marshall-Wells Co., Duluth, 
Minn., wholesale hardware 
firm. 

Developed 
Paint Co., Duluth, a Mar 
shall-Wells subsidiary, the 
paint is being sold through 
all Marshall-Wells _ stores, 
and through open accounts 
in non-competitive areas 


by Western 
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— News of the Trade _ 


Lendved Appointed General Sales Manager 
Of Pritzlaff Hardware; Froling Promoted 


Herbert Lendved has been 
appointed vice-president and 
general sales manager of 
Pritzlaff Hardware Co., 
wholesalers of Milwaukee, 
Wis. Mr. Lendved had held 
the position of vice-president 
and merchandise manager. 

Mr. Lendved succeeds E. T. 
Stamm, who will remain with 
the company as a sales con- 
sultant. Mr. Stamm has been 
with the company for 62 
years, 33 of which have been 
as sales manager. With less- 
ened office duties, it is ex- 
pected that he will be able to 
spend more time visiting the 
many dealers he numbers 
among his acquaintances. 

It was also announced that 
Len Froling, who has been an 
appliance buyers under Mr. 
Lendved, has been promoted 
to manager of the Pritzlaff 
appliance department. 


Belknap Promotes 
William R. Caskey 


(Continued from page 204) 


for a manufacturers’ agent. 
He joined Belknap in June, 
1910, as assistant to R. I. 
James, a (buyer. Later that 
year he became special har- 
ness sales manager. 

From 1914 to 1919, he was 
Belknap' representative — in 
New York, handling govern- 
nent contracts. In March, 
1919, he was named directo) 
of sales for the northern 
sales division, and was 
elected a director of the com- 
pany in 1919. In 1925, he 
was elected’ vice-president 
and general sales director to 





LUTHER R. STEIN 


Mr. Lendved started his 
hardware career in a retail 
store operated by his father 
in Clintonville, Wis. He 
joined the Pritzlaff firm in 
1935. Prior to that he had 
been associated with Mar- 
shall-Wells Co., Duluth. 





HERBERT LENDVED 


succeed the late Frank 
Cassell. 

Mr. Stein has long given 
freely of his time and tal- 


ents to civic affairs, his 


a number of 
businessmen’s associations. 
He has attended and ad- 
dressed many meetings of 
state hardware associations 
und NRHA Congresses. 


church, and 


Bolt & Nut Firm Names 
R. Hoehl Distric Mgr. 


Russell Hoehl has _ been 
named district manager of 
the Philadelphia office of Rus- 
sell, Burdsall & Ward Bolt 
and Nut Co., Portchester, 
N. Y. He will make his office 
in Ardmore, Pa. 

Formerly assistant man- 
ager of the Philadelphia dis- 
trict, Mr. Hoehl joined 
RB&W in 1933. He had been 
with William L. Crowe Con- 
struction Co., Portchester. 





Brand Name Winners 
(Continued from page 2/5) 
Charles Librett, ine., New 
Rochelle, N. Y.; and Hardy 
Rickbeil, Rickbeil’s Worth- 

ington, Minn. 
Another certificate winner 
Benjamin Melcher, of 


’ 


the 


Melcher-Schene Hardware & 
Co., St. 


Lumbei Louis, was 





BENJAMIN J. MELCHER 


unable to be present 
ceive his store’s award. 

The  Retailer-of-the- Year 
awards, sponsored by the 
Brand Names Foundation for 
the sixth year, were made on 
the basis of presentations of 
brand name advertising and 
merchandising activity dur- 
ing 1958. 

The judges included Karl 
M. Haugen, Schlafer’s, Inc., 
Appleton Wisc., hardware 
store that took top honors in 
lact year’s competition. 


to re- 





The hardware dealers who took honors in the 1953 Brand Names competition wer¢ 
guests of HARDWARE AGE at a luncheon, at the Waldorf-Astoria, April 27. These 
hardware people were joined by retailers in the jewelry, shoe, department store, optica! 
and automotive trades who were guests of other Chilton publications. Shown, left t: 
right are: J. R. Keagy, store Management Editor and Leonard V. Rowlands, Publisher 


HARDWARE AGE; Bliss R. Cleveland, Cleveland Hardware, 


Minn.; Irving 


Austin, 


Librett, Charles Librett, Inc., New Rochelle, N. Y.; W. A. Phair, Ed'tor, HARDWARE 
AGE; Mrs. Hardy Rickbeil; Bliss S. Cleveland, Cleveland Hardware; Hardy Rickbeil 
Rickbeil’s, Worthington, Minn.; H. Jackson Clark, Jackson Hardware, Durango, Colo 
and L. V. Nyquist, divisional sales manager, Janney, Semple, Hill Co., Inc., Minneapolis 
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BOUGHT MY FIRST 
D+M GLOVE IN THIS 
SAME HARDWARE 
STORE 55 YEARS AGO! 


; 


















































That’s right . . . in fact 
grandpa could have bought 
a D & M glove in a hard- 
ware store when he was 
just a youngster! Down 
through the years, Draper- 
Maynard has been a 
leader in selling through 
hardware stores. The 1954 
line of D & M baseball 
equipment is the finest 

in the company’s history— 
a sure profit-maker for 
you. For regular profits 
call your D& M 
wholesaler or write. 
Complete catalogs available. 


Sports Equipment 


CINCINNATI 32, OHIO 
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FLEXON 


German Process 
SOFT MONOFILAMENT 


..-and still the BEST seller 
because it’s the FINEST! 


ihe oniGint 





Recocnizep as the outstanding soft monofila- 
ment on the market, FLEXON is treated with 
Sunset’s exclusive German softening process. It’s 
almost unbelievably pliable, slick as glass, invisible 
in water, small in diameter, with high knot test 
factor. An extremely versatile line, ideal for spin- 
ning, excellent for bait casting and trolling. 


2 4 6 8 1 12 15 18 24 Ib. test 
1.20 1.40 1.60 1.80 2.00 2.40 2.80 3.20 3.60 per 100 yds. 


Up to 60 Ib. test, Mist and Camouflage color. 
Attractive plastic box packaging, 2 or 6*connected 


@ Order from your jobber. 





~ 8 FLEXON CASTS LIKE THIS’ 
a yD Be 

~ “ae Ye 

— NOT LIKE THIS 


- 











/ SUNSET LINE & TWINE CO. 


Two factories to serve you 





PETALUMA, CALIFORNIA «© FLORENCE, ALABAMA 
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WANT LARGER SHARE OF DO-IT-YOURSELF TRADE? 


Rent SANDERS 


HOLT EDGERS 


POLISHERS 


Here’s equipment that quickly pays for itself, 
while increasing store traffic and sales of paint, 
shellac, varnish, wax, sandpaper, steel wool, etc. 











New HOLT Rental Sander. 
Stronger vacuum, improved pick- 
up reduce dust. Short coupled, 
well balanced; easy to handle and 
transport. Does truly oe 
job. Has same durability, same 
quickly demountable drum cush- 
ion (patented) as HOLT profes- 
sional sander. 


New HOLT JW12 Pol- 
isher waxes, polishes, 
scrubs, steel wools. Easy 
for women to use. Motor 
grease-sealed for life. 
Stowaway handle requires 
less display space. 





HOLT Edger never has 
been surpassed for sand- 
ing floor edges, corners, 
closets, boats, etc. 





Safe, simple to use, built for rental abuse. See 
how this HOLT profit-making trio builds do-it- 
yourself business — fill in coupon NOW. 


MANUFACTURING 


COMPANY 








. 14 
Better floor machines for more than 25 years 
ROOM M5, 669 - 20th ST. © OAKLAND 12, CALIF. 
—_—_——— ee ee ee ee eee ee eee ee a ee ee a ee a a eee 
HOLT MFG. CO. | 
Room M5, 669 - 20th St., Oakland 12, Calif. 
Please send me folders describing HOLT rental machines. | 
NAME POSITION 
FIRM | 
ADDRESS ! 





—___________News of the Trade 





NEWS OF 


MANUFACTURERS AGENTS 





Wrentham Company 
Promotes Jack Wise 


Wrentham Co., New Ha- 
ven, Conn., has promoted 
Jack Wise to manager of the 


| firm’s Boston office. Mr. Wise 


has been a member of the 
firm for three years and has 
had 25 years experience in 
the wholesale plumbing, heat- 
ing and hardware fields. 

The Wrentham firm, with 
offices and warehouses in 
both New Haven and Boston, 
recently added 20,000 sq. ft. 
to its warehouse space. 


Leitz to Handle Frost 


Leitz Co.. Minneapolis, has 
been appointed to handle 
sales of C. L. Frost & Son., 


: Grand Rapids, Mich., in Min- 


nesota, Northern Wisconsin, 
Iowa, Eastern Nebraska, 
North and South Dakota. 


Export Sales to Glantz 

H. Glantz, 15 Whitehall 
St., New York, has been 
named to handle export sales 
of National Hardware Corp.. 
Ozone Park, N. Y. 


Selinger Gets Line 


Eliot R. Selinger & Asso- 
ciates, Silver Springs, Md., 


has been appointed to rep- 
resent Star Metal Products 
' Co., Brooklyn 17, N. Y. 


Georgia, Alabama and Ten- 
nessee will be handled by 
Julian B. Rousey, while Mar- 
vin Schwartz will cover 
North and South Carolina. 


Hookrite Names Agent 


Hookrite Products Corp., 
Newark, N. J., manufac- 
turers of perforated hard- 
board, have appointed John 
H. Graham & Co., New York, 
as exclusive national sales 
agents. 


Wooster Brush Appoints 
Western Zone Sales Co. 
Western Zone Sales Co., 


Los Angeles, Calif., has been 
named by Wooster Brush 


Co., Wooster, Ohio, to repre 
sent the firm in the West 
Coast market. Western Zone 
will cover California, Oregon, 
Washington, Utah, Idaho, 
Western Montana, Western 
Colorado and Nevada. 

Wm. Kirton will remain 
as West Coast factory rep- 
resentative and will work 
under the direction of West 
ern Zone Sales Co. 


Mollie Boynton Named 
To Represent Replogle 


Mollie Boynton, New York, 
has been appointed by Re- 
plogle Globes, Inc., Chicago, 
as representatives of thei 
Housewares div. in a terri 
tory comprising New York, 
New Jersey, Maryland, Dela- 
ware and eastern Pennsy! 
vania. 


Wolco Names Agency 


Edwards-Hunt Co., Boston, 
has been appointed by Wolco 


Products, Hartford, Conn., 
to handle its full line of 
products. 


Morris Joseph Opens 
Elizabeth, N. J. Office 


Morris Joseph has sold his 
interest in Pioneer Sales Co., 
ted Bank, N. J., to his part- 
ner, George Straus, and has 
opened his own manufac- 
turers’ representative agency 
in Elizabeth, N. J. 

Mr. Joseph will represent 
in New Jersey, Hoffman 
Roberts Cordage Corp., New 
York, N. Y.; Rembrandt 
Mfg. Co., Irvington, N. J 
and Dutch Masters Paint 
Brooklyn, N. Y. 


Gates Appoints Spector 
Gilbert H. 

been appointed director of 
retail sales for Gates En; 
neering Co., Wilmington, 
Del. He will be in charge 
Gaco_ protective coatings 
sales to paint and hardware 
wholesalers. 


Spector has 
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DOES EVERYTHING A PIPE- 
WRENCH WILL DO, AND MORE! 


THE AMAZING... 


RATCHETING 


CHAIN WRENCH 


SELLS ON SIGHT TO a 
PLUMBERS, ELECTRICIANS, 7 
MECHANICS — FARMERS, — 
HANDYMEN 





Works close to wall 


Gets into places a pipe wrench can't 
reach. Works on round, hex or square — 





t<) x 
12" has capacity from 7%" to 4° —20" ree oo 
capacity from 3" to 6". Drop forged in s \ f \ 
alloy steel fully heat treated — the Two \ 


replace Six pipe wrenches. oe | 
>, 


Works between pipes 


a Ya-3 
Shipped in attrac- (C~ lous) 
tive display con- WD |] 
tainer 6 to a box, = — 


12” only... 20” in Te 
single pack. eal 
Excellent for short 
Many good Jobber franchises open—write swing 


OWATONNA TOOL CO. 


308 CEDAR ST. ° OWATONNA, MINNESOTA 








—— | 
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MULTI-PURPOSE INTERNATIONAL 
HI-SPEED COPE SAW DRILL BIT 


Cut yourself in on the profits of this 
revolutionary tool consistently advertised 
for 3 years in over a dozen popular mag- 
azines. Here is something new and your 
customers know about it! Converts any 
+" or 4” drill, slow drill press, lathe or 
milling machine into a more versatile tool 
Works equally well on sheet metal, angle 
iron, pipe, wood, plastic, transite, bake- 
lite, and similar materials. Drills own 
starting hole—upper part of bit is used to 
cut, saw or ream circles, ovals, squares, 
or scrolls. Easy to operate. Ideal for car- 
penters, mechanics, electricians, plumbers, 
hobbyists, many others. Abrasive resistant, 
high speed steel. Flutes ground from solid. 
Withstands severe continuous use. Avail- 
able in 3 types—All Purpose, Wood, Heavy 
Metal. Money back guarantee. Order or 
send for complete details TODAY! 


Manufactured and Distributed by 


INTERNATIONAL TWIST DRILL CORP.» See 


618 Wyandotte Room 817 Kansas City 5, Mo. 


es 


teirde 
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How to make more profit 
from power tool sales . . 


Contractors, builders and construction men need 
an engine-generator to get full utilization any- 
where from the power tools you sell them. They 
want a generator they can easily carry to wherever 
the tool is used — one that delivers full, continu- 
ous power, dependably and consistently, whenever 
they need it — one that gives that extra push of 
power when the load is heavy. 

You can give these men such carryable electric 

power if you stock and sell the 


NEW LIGHT-WEIGHT 
WINCO ENGINE-GENERATOR 
WITH SUPERCHARGED POWER 


This new Winco plant weighs only 148 Jbs.! It is 
easily carried to wherever power is needed and 
delivers full continuous power and top voltage 
regulation — more power per pound. 


Two models are available to meet your customer's 
carryable power requirements. Both models have 
4 115V twistlock receptacles for multiple power 
tool use. Superior belted construction lets engine 
operate at recommended speed for added years of 
service. You give your customer his choice of 
Wisconsin AKN or Briggs & Stratton #14, both 
4-cycle, standard engines for easy starting and 
fast maintenance service. 


F-2500 DC— 


2500 watts continuous 
output*, 16.8 watts per 
pound. Has compound 
winding for full, SUPER- 
CHARGED power, gives 
more efficient power tool 
operation, 





F-3000 AC— 


2000 watts continuous 
Output, bonus motor start- 

ing capacity of 3000 ¢ 
wotts.* 115V single 
phase, 60 cycle, 13.5 
wotts per pound. Pro- 
vides power for greater 
number of tools. 


* Rotings determined at seo level and 60° F. ombient temperoture. 


NPAO® 
Wi8CO 
WINCHARGER CORPORATION 


SIOUX CITY 2, IOWA 
Subsidiary of ZENITH Radio Corp 


Mail this coupon to Sincere, 


oo Se eee ee ee ee eee ee eee eee ee ee eee ee ‘ea 





4 Please send me complete information on Wince's 5 

@ new carryable Engine-Generators 

g Nome .. ‘a 7 — 

i Store Name — 
Address ~ . — 


i City Se en 
HAS 


its eens ds anh ie aie eae a eee 





_______ News of the Trade - —_— ; one E 
N. E. Builders’ Hardware Group Meets 


Plywood & Lumber Co., Ekco Names E. Keating 


Augusta, Ga., as sales mana- ° . 

ger in 1948. In 1949 he re- Exec. Vice President 
turned to New York City to Edward Keating has been 
join Weisberg-Baer, a build- mamed executive vice presi- 
ing materials firm, as vice dent of Ekco Products Co. 
president in charge of sales. Chicago, manufacturer of 
Mr. Sherrill left this post to 
join Olin Industries. 





Design 
caused 
weeds. 
Has | 
breake 
depen 
- 115-V 
C. G. Ely Appointed 
Maytag Co. Sales Mar. 
Clair G. Ely, manager of 
product and market plan- 
ning for. Maytag Co., New- 
ton, Iowa, has been appointed 
general sales manager. He 


ONL’ 





Ihe third meeting of the year of the New England 
Builders’ Hardware Club, held at Hotel Touraine, succeeds Verne R. Martin, 
Boston, attracted some 70 distributors and factory general sales manager fo: 
representatives. The meeting (above) heard a talk the past 10 years, who has 
announced his’ retirement 
effective May 1. 





by John Hunt, president, Alumiline Corp. of America. 
Highlight of the meeting was a presentation of a plaque 
by the National Builders’ Hardware Assn. to Ralph 
F. Barber, president of Chandler & Barber Co., Boston 
The plaque was presented in recognition of Mr. Barber's 
outstanding service tu the association and the industry 
luring his term as president. In the photo below the 
plaque is presented by A. C. Dudley, president, Dudley 
Hardware Co., and a regional director of NBHA, to 
George Galvin, who represented Mr. Barber in his 
absence. 


EDWARD KEATING 


Mr. Ely became associated 
with the company in 1924, as 
a retail salesman for a May 


housewares and commercial! 
baking equipment. 





He has served as first vice 
president of Ekco since 1952. 
In 1949, he was elected a 
director, and in 1950 became 
vice president in charge of 
all foreign operations, in- 


112 3 











Olin Industries Names 
Division Sales Mgr. 


Electrical Div., Olin In- 
dustries, Inc., New Haven, 
Conn., has appointed Nelson 
B. Sherrill as sales manager. 

Mr. Sherrill began his 
career with Johns Manville 
Sales Corp., New York. In 
1944 he left his position 
there as general sales mana- 
ger of the Home Insulation 
Div., to become general sales 
manager of the _ Radio, 
Phonograph and Television 
Div., Magnavox Co., Fort 
Wayne, Ind. 

He joined Georgia-Pacific 


210 





NELSON B. SHERRILL 





CLAIR G. ELY 


tag dealer in Minneapolis 
and St. Paul, Minn. He rose 
through several dealer sales 
executive positions before 
coming to Newton in 1952 to 
assume a newly-created posi- 
tion as manager of product 
and market planning 


New Appliance Plant 


Construction of a new ap 
pliance plant at Columbus, 
Ohio, by Westinghouse Elec- 
tric Co., has been completed, 
according to John H. Ash- 
baugh, Westinghouse vice- 
president. 

The new plant is a one- 
story building with more than 
2 million sq. ft. of working 
area. It will employ between 
6000 and 7000 persons and 
will produce approximately 
4000 major appliances a day. 


cluding the firm’s  subsidi- 
aries in Canada, England, 
and Mexico. 

Mr. Keating who lives in 
Glencoe, Ill., is a member of 
the Housewares Club, the 
American Ordnance Society, 
Illinois Manufacturers As- 
sociation, the Lake Shore 
Country Club, and is active 
in the North Shore area of 
the Boy Scout Council. He is 
also a director of the Ekco 
Foundation. 


Firm Changes Name 


Fond Du Lac Roller Corp., 
Fond Du Lac, Wis., has an- 
nounced that the company 
has been renamed Bestt 
Rollr, Ine. to identify it more 
closely with the Bestt Paint 
tollr, which it produces 


Hoover Co. Elects 


H. Earl Hoover has been 
elected chairman of the 
board of Hoover Co., North 
Canton, O., and H. W. 
Hoover has been named hon- 
orary chairman. 

H. Earl Hoover was for- 
merly vice chairman, and 
H. W. Hoover was head of 
the company. 
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NEW SHUR-SHOX)I 


A SURE PROFIT BOOSTER 


Designed to prevent ‘shorts’ 
caused by high grass and 
weeds. 

Has replaceable circuit 
breaker — inexpensive and 
dependable. Operates on 
115-V 60 cycle A.C. 








ONLY $23.95 RETAIL 


Complete with fence tester and 





= installation instructions. 
. OTHER MODELS 
as low as 


$12.95 


including 6-volt 


battery model 


ALL MODELS 
GUARANTEED 


SOLD BY LEADING 
JOBBERS EVERYWHERE 


SHOX-STOK, INC. 


112 MAIN ST. WELLINGTON, OHIO | 


HARDWARE 
CLOTH ... every 
wite round and 
true to gauge... 
uniform mesh... 
free from bulges 


. straight sel- 





vage . . . heavily 


and brightly gal- 
the 
way. A 


vanized 
Wright 
Wright product 
all the way from 


rod to you. 


CE WRIGHT sire 
WORCESTER * MASS: 
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Stock the line that sells itself 
at greater profit margins 






SIMPLIFY 
ORDERING! STOCKING 
AND HANDLING! 








NO DRAIN 
ON PROFITS FROM 
EXCESS SERVICING! 










REDUCE 
INVENTORY ! 





General Motors 


DELCO WATER SYSTEMS 


A complete line. Honest gph ratings. 
Built for trouble-free installations. 
Backed by the selling magic of the 
General Motors name. For franchise 
information about this outstanding 
pump line write Delco Appliance 
Division, General Motors Corp., 
Dept. HA, Rochester 1, N. Y. 












Delco Jet Convertible 
Pumps for shallow and 
deep wells from 380 to 
1620 gph from depths 
of 5 to 120 ft. 


For a good deal... DEAL WITH DELCO 


Manufacturers of famous Delco-Heat oil and 


gas fired burners. Conditionairs and boilers, 








— —News of the Trade — 


o fast 
| Cnteve we see ne Porter-Cable Presents Sales Plaque 


re an ad for this issue so 
cue is a pencil aes” of 
sted newspaper ad -=~ 
a oe you have scheduled 
this promotion No. TI-4-21 
-- it closes May 31, 1954. 
If you haven't scheduled 
this promotion order now 
from your distributor or 
wire your order direct to 
Dazey Corporation, St. Louis 
7, Missouri. No orders ac~ 
cepted after May 31, 1954. 














Joseph J. Diamond, left, Porter-Cable Machinery Co., 
Syracuse, N. Y., manufacturers of portable tools, zone 
sales manager for the east central states, is awarded the 
firm’s annual placque for best sales achievement in the 
past 12 months out of the country’s five zones. John A. 


j 
TRADE-IN 
Proven, Porter-Cable vice president of sales, makes the 
presentation. Hayden Marsh, sales representative for the 
' Binghamton area, was given a diamond pin for having 
ece !} exceeded his quota for the past five years successively. 


| 
| 
| 





r 
ana Grond New | Congoleum-Naira Names — William J. Ferris, printed 


| 

j Division Sales Mar. products manager, has been 
| \ Willj 1 OH appointed assistant to Mr. 
| illiam J. ara, na- ©’Hara. Other appointments 


| tional field sales manager, .; é > 
. : ’ include: Robert T. Bean, na- 
»SPEFOM> | | Gold Seal Div., Congoleum- tional sales manager, and 
; Nairn, Inc., Kearny, N. J., Sewell Faulkner, printed 


products manager. 























MODEL 64 
L | Renuzit Names Scott 
} a National Sales Manager 
} “ > 7 Smears» 
oe a. 6 Seo | Renuzit Home Products 
oe Pees a7 “sear e Company, Philadelphia, has 
Ents) | -. ; \ \ appointed D. Gerald Scott 
er > } = | national sales manager. 
4 ; | Mr. Scott, who has been 
Model 84 : with Renuzit since 1946, re- 
features powerful magnet places Samuel Sauber, whe 
lid_lifter. Keeps lid from } resigned. 
falling inte contents, 
| WILLIAM J. O'HARA 
} . 
. has been appointed general 
Reguiar Price sales manager. Mr. O’Hara 


succeeds Douglass L. Mann, 
who has resigned, effective 
| May 18, to become vice presi- 
dent for sales of the West- 
ern Condensing Co., Apple- 
ton, Wis. 

| Mr. O’Hara joined Congo- 
| leum-Nairn 32 years ago as 
a sales supervisor in the 
Boston district. He held a 
succession of field sales jobs 
until 1944. D. G. SCOTT 


Trade.in on your old can opener j 00 
Fegerdiess of kind, age, shept_or condition e 


“Your Bramt tew DALEY ~SPEEBO> cats at 2 95 





a ee 


game - * seceeeieimaaees 
4 6 Year Guarantee.... 3 
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SLICERS 


NOW with 
both CLAMPS 
and SUCTION CUPS 








HERE ARE THE TWO BIGGEST 
MOST SELL-SATIONAL KITCHEN 
APPLIANCES OF THE YEAR.. 
GET THE PROFIT FACTS——— 










.  All-in-O TAIN 


— 
SALAD 
MAKER 


' CHOPPER 
4 


guided) >¥1CING MACHINE CO., INC. 
Dept. 452, Walden, New York 











These carpet textured stair 
ads are in demand. Mil- 
ions of homes need 13 to 

30 treads and Texto Treds 

are preferred. Preferred for 

home beauty. Preferred for - 
dealer profits. 


18" or 24" widths 
with or without risers. 
Beautiful, durable, economical! 


Texto Treds are pre-sold for you with na- 
tional advertising in Ladies Home Journal, 
Good Housekeeping, McCalls, House Beau- 
tiful, House and Garden, and Living for 
Young Homemakers. 

At Better Jobbers Everywhere 


ACE RUBBER PRODUCTS, INC. 


100 Beech St. Akron 8, Ohio 
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cal 
ee 
Incomparable in Accuracy and Styling... 
Most Magnificent of all Bath Scales 


COUNSELOR 












Retail 
$895 


Denver & West 
50c higher 


SALES FEATURES THAT POINT THE 
WAY TO PROFITABLE VOLUME 


@ Monotro!l Movement as- 
sures precision weight 
transfer 


e@ No-mar plastic feet 


@ Scuff-resistant rubber 
mat 


Dependable accuracy 


Award-winning beauty , @ Spacious platform area 


Sudedive “0:8” gencre- «+. 105 sq. in. of surface 


e@ Choice of 7 colors: Black, 
White, Burgundy, Blue, 


Yellow, Green, Pink 


W 


@ Tip-proof design... scale 
is just 1%” high 





THE POINT OF SALE... 
(Sa 


Stimulates sales...keeps 


; stock in like-new condition. 
Only scale with this positive, 
self-selling feature. Scale also 
comes in an attractive new 
gift-styled box. 
















COUNSELOR 


on 
> Guaranteed by ” 
Good Housekeeping 


THE BREARLEY CO. 
ROCKFORD, ILLINOIS 















Rawiplug Co. Names 
McEwan Sales Manager 


Rawlplug Co., New York, 
has appointed Allerton J. 
McEwan sales manager and 
Everett D. Sperry assistant 
sales manager. Mr. McEwan 
has acted as sales manager 


for several companies in the 
industries. 


construction 





A. J. McEWAN 


Other organizational 
changes announced include 
the appointments of Felt 
Advertising, Inc., to handle 
all local and national adver- 
tising, and Noel D. Stafford, 
treasurer, as vice president 
and treasurer. 


Rawlplug also announced 


that they plan to expand 
their expansion bolt line. 


Awards To Salesmen 


P. A. Grolman and C. P. 
Jarrett, sales representatives 
for Hyde Mfg. Co., South- 
bridge, Mass., were first and 
second prize winners respec- 
tively in a sales contest re- 
cently conducted by the firm 
to introduce its new line of 
home repair tools. 

As their prize, Mr. Grol- 
man and his wife will have a 
10-day vacation in Miami. 
Mr. Jarrett was awarded a 
suit of clothes. 


McDonald Mfg. Co. 
Builds New Branch 


A. Y. McDonald Mfg. Co., 
manufacturers and distribu- 
tors of plumbing, heating, oil 
equipment, builders and in- 
dustrial supplies, has begun 
construction on a new branch 
building in Sioux City, Iowa. 

The structure is expected 
to be completed in July of 
this year. It will contain 67,- 
000 sq ft of floor space. 





O. T. Finsand, Lemmon, S. D. (center) was elected presi- 
dent at the recent annual convention of the South Dakota 


Retail 


Hardware Association. 


H. T. Benson, Chester, 


S. D., (left) was elected vice-president. O. R. Baily, 


Falls, (right) is 


Sioux 


secretary-treasurer. 


Executive 


board members are: R. J. Glood, Viborg; E. S. Peterson, 
Bradley; Gordon Thune, Mitchell, and E. Stedronsky, 
Wagner. On the advisory board are John Frey, Belle 


E. M. Barber, 


Fourche; 


Aberdeen. 
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Britton, 


and W. A. Parsch, 
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Sessions Clock Names 
Two District Managers 


Leonard A. Roulier has 
been appointed district man- 
ager for Metropolitan New 
York and Fred J. Ritzer for 
New England, for Sessions 





LEONARD A. ROULIER 


Clock Co., Forestville, Conn. 

Associated with Sessions 
since 1950, Mr. Roulier trav- 
eled the New England-New 
York State territory until 


his appointment as New 





FRED J. RITZER 


England District Manage) 
in 1952. Mr. Ritzer, was 
formerly Sessions’ sales rep- 
resentative in the New York 
market. 


Eisinger Builders 
Enlarges Operations 


John O. Eisinger, presi- 
dent of Ejisinger Builders 
Supply Co., Bethesda, Md., 


has announced he will oper- 
ate Bethesda Builders Sup- 
ply, Ine., a branch of which 
will function as Seaboard 
Wholesalers, Bethesda. 
William L. Foster is man- 
ager of the contract hard- 


ware department, and John 
L. Cicofci is manager of Sea 
board Wholesalers. 


AMF Appoints Gott 
Executive V.P. 


Rodney C. Gott, directo: 
and vice president of Amer 
ican Machine & Foundry Co., 
New York, has been named 
executive vice president of 
the firm. 


Mr. Gott has been in 
charge of AMF’s General 
Products Group and Com- 
mercial Research and Devel- 
opment since 1951. Included 
in the General Products 





RODNEY C. GOTT 


Group are: De Walt, Inc., 
Lancaster, Pa.; Cleveland 
Welding Co., Cleveland, and 
BMC Mfg. Corp., Bingham- 
ton, N. Y. 


Penn Metal Names Supt. 


Paul Kocher has_ been 
named superintendent of its 
lunch kit plant by Penn 
Metal Ware Co., Wilkes- 
Barre, Pa. 


National Rod Appoints 
H. A. Ashby Sales Mgr. 


National Rod Co., Costa 
Mesa, Cal., has appointed 
Howard A. Ashby sales man- 
ager, 

He has been associated 
with the firm since 1946 in 
the production end of the 
business and for the past 
two years as assistant to the 
president. 

Earl Osten, formerly pres- 
ident and director of Na- 
tional Rod, resigned from 
these posts March.15. 
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seasoned hickory handles. 





plant at Bedford, Virginia. 





experience and resources. 


Surpless, Dunn & Appleyard 
57 Leonard St. 
New York 13, N. Y. 


BEDFORD, VIRGINIA 





| TK AW Remors to the Contrary 


On Fleischmann's ''Ezy-Fix'' and Fleischmann's ''Flame Seasoned'’ 
handles—the two fastest growing and most profitable brands of 


They will continue to be shipped promptly as usual thru your hard- 
ware wholesale distributor from the Fleischmann Handle Company 


| The recent association of Holthouse and Hartup, Inc., manufac- 
turers of Hill Hickory Tool Handles of Waynesboro, Tennessee, 
with the Fleischmann Handle Company will in no way change the 
| sales policies or quality of these two famous brands but they will 
now enjoy the addition of Holthouse and Hartup know-how, 


SALES OFFICES 


Surpless, Dunn & Co. 
34 N. Clinton St. 
Chicago 2, Illinois 


FLEISCHMANN HANDLE COMPANY 


E. R. Palmtag Company 
1355 Market St. 
San Francisco 3, Calif. 


WAYNESBORO, TENN. 











tt SHOP TOOLS 
pricep 10 Sell! 


@€CORNER CLAMPS 


Three models for amateurs and 
professionals. Sell ‘em in pairs 
for fast turnover. Heavy gauge 
steel, Cadmium plated. 

LIST $1.98 up 


Ke 














MITER BOX) 


A“natural” for the Do-It-Yourself 
trade! Accurate as high-priced 
boxes, yet sells for much less. 
Made of rugged steel with rust- 


resistant finish. $1.98 LIST 








@WEDGE VISE 


Handy work-holding accessory 
which sells on sight! Holds stock 
up to 2'4” with vise-like grip 
for sanding, planing, etc. Heavy 
steel construction. For workbench 
or tool kit. $1.50 LIST 








w! MASTER > 
YEW' FRAMING 
QUARE 
Totally unlike other steel squares. 
For laying out and framing par- 
titions, buildings, etc. 
$7.95 & $9.95 LIST 


















ORDER ’EM FROM YOUR WHOLESALER 
‘“S4* THE GUNVER MFG. CO., MANCHESTER, CONN. 
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IT SELLS ON SIGHT 


wHen it's XCELITE! 





= 4 r= 


There's something about a really fine tool that appeals to a man! 
A glance at ths XCELITE ''Combination Detachable" Screwdriver tells 
the customer that here's a craftsmanship tool. There's no mistaking 
that piecision-formed blade of top grade tool steel—and that big, 
hand-fitting handle! It's made for a mon. It's made to do jobs righf. 
And that solid feel tells him it's a life-time tool. You've got your- 
self a scle—ond a satisfied customer who's going to*keep coming 
back for more! 


SCREWDRIVERS, 
NUT DRIVERS, KITS 
THAT LEAD THE 
PROFIT PARADE 


Why not compare XCELITE tools with any 
other make? You'll see instantly (just 
as customers do) why they're tops 


WRITE TODAY for the new 
XCELITE catalog—we're really 


proud of it! See this complete 
line in full color. Write today! 


XCELITE, INCORPORATED 


(Formerly Park Metal- 
ware Co., Inc.) 











Dept. G 
Orchard Park, 
New York ry 


Kolo) Mie) 
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NEW DISPLAY 
helps you sell 


DISPLAY 1S FREE—JUST BUY THE LATCH 


Helps you sell many more latches by demon- 
strating exclusive cushion action simple 
operation. . . easy installation. Buy the latch and 
the handsome blond wood display is yours free. 


A NEW DIFFERENT 
MAGNETIC DOOR LATCH 


Heppner Sales Co. Round Lake, IW. 








#% 1/2 THE COST of other magnetic latches due to new, 
extremely efficient design and compact size (only 3/8” high 
x 2-1/8" long). ' 

No after-installation headaches 
even when warped or sagging. 


doors remain firmly closed 


Doors open easily, shut quietly due to EXCLUSIVE spring 


action 
Lasts indefinitely—no working parts to get out of order 


Unconditionally guaranteed. 


HEHE & & 


Works equally well on wood or metal doors. Highly recom- 
mended for every type of home and industrial cabinet, 
including kitchen, medicine, tool, music and house trailer 
cabinets, closet doors and ship and boat lockers. 


Write for complete details and distributional 
information. Order your Sales-Helping Display TODAY. 


HEPPNER 


SALES COMPANY ¢ ROUND LAKE, ILLINOIS | 
Specialists in magnetic devices 
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(Continued from page 205) 


Mr. Edwards has been in 
the hardware business in 
Pagosa Springs for five 
years. Mr. Howe is a part- 
ner in hardware stores in 
Pagosa Springs and Moun- 
tainair, N. M. 

Adrian, Minn. J. 2 


Schultz Hardware held open 
house at its newly remodeled 
store. Visitors were served 
free coffee and doughnuts. 


Tuscola, ill. — Ed A. 


Schultz has purchased the 
Tuscola Hardware Co. from 
William M. Ferguson. The 


firm, which has been in con- 


| tinuous operation for 75 
years under five owners, will 
retain its present name. 

Weber City, Va.—A. & G. 


Electric Co. held a grand 
opening for its new hard- 


ware store, located next door 
to its main building, April 
15 to 17. Prizes totalling 
some $1,000 in merchandise 
were given away. The new 
addition gives the firm about 
7,900 sq ft of floor space. 
Santa Paula, Cal, — Cha- 
pek’s Hardware Store re- 
opened April 8 for the first 
time since fire gutted its in- 





terior last December. Free 
| awards of merchandise were 
offered customers. 
Swannanoa, N. C. - The 
Swannanoa Hardware Store 


has opened for business with 


John D. Craig, owner and 
operator. 
Linden, N. J. — Farber 


Bros, has opened a home sup- 
ply center at 1025 West St 
and George Ave. The struc- 
ture contains more than 10.- 
000 sq ft of display area and 
a parking lot. In addition to 
lumber and building ma- 
terials, the store has a floor 
coverings materials depart- 
ment and a hardware section. 


New Oxford, Pa.—James 
L. Myers Hardware Store, 
now occupies space formerly 
held by Sleighter’s Furniture 


Store. The store will be re- ition of the former Kordes 
novated. garage. 
HARDWARE AGE, MAY 13. 1954 


Alamo, Tex.—Ge W hee- 
lock has purchased the Alamo 
Hardware Store for Mrs 
W. S. Ray. 

Utica, N. Y.—McCarthy @ 
Hollender Uptown Hardware 
Store opened April 9, at 1817 
Genesee, in the former West 
Shore freight station. The 
business is conducted by 


Eugene F. McCarthy and 
Edward Hollender, Jr., who 


for the past eight years they 
have operated a lumber com- 


pany, hardware store and 
paint store in Herkimer, 
N. Y., under the name Herk- 


imer Lumber Co. 
Mobridge, S. D—A_ new 

front has been added to the 

Mobridge Hardware Store. 


Dutton, Mich. — Dutton’s 


first hardware store was 
opened April 17, by Harold 
Carrier, of Grand Rapids 


The store, at 68th and Hanna 
Lake Road, will be housed in 
a building 40x60 ft. 

Browe rville, Minn. - 
T. Lano and T. J. Lano of 
Long Prairie, recently pur- 
chased the local Marshall- 
Wells store, owned 
erated by Bob 
past two years. The store will 
be known as Lano’s of Brow- 
erville. 


Joun 


< 


and op- 


Coe for the 


Morris, Minn 
Eul and Sons 
Store recently held an open- 
ing to celebrate remodeling 
of the store. Coffee and 
doughnuts were distributed 
in addition to door prizes 


John F 


Hardware 


Worthington, 0), Partial 
self-service has been installed 


at Worthington Hardware 


Store. It also feature sev 
eral “Do It Yourself” gad 
gets. 


Parkville, Mo. — Parkville 
Hardware and Appliance Co 


is expanding its quarters 
The main part of the store 
has been remodeled. In ada- 
dition, warehouse spa has 


been doubled through acquls- 














5 
E 
Cc 
L 
Vv 
N 
P 





5. 
Leg 


HARD 








a 










—(;e0. Whee- 
sed the Alamo 
re form Mrs, 


-McCarthy & 
wn Hardware 
pril 9, at 1817 

former West 

station. The 
onducted by 
cCarthy and 
der, Ji , who 
ht years they 
| lumber com- 








Weathersinp 


GARDNER'S WEATHERSTRIP 
| 
___| | TRADEMARK SINCE 1876 BOMMER | 
: e 
EF - : 
S ee | aSt.. ANG FTOUMADLY 
ALWAYS Quickly and easily installed in 
doors and double hung windows. 
Treated felt on brass or zinc 
MEANS installation included. Cartons are 
designed for effective display, to 
Also a complete line of packaged 
wool, hair and cotton felts in va 
| available to complete your weather- 
strip line. 


PACKAGED HOLDFAST 
perforated for nails . . nails for 
QUALITY | help make fast profitable sales 
| rious quantities and lengths, is 
UNIVERSAL DOOR . . WINDOW SETS 

















e store and PE Gardner's No. 5 Uni- 
n Herkimer, <= versal Door Sets and 
> name Herk- | _ =>, No. 6 Window Sets 
0. i << ee (for double hung win 
Ny ae dows) are popular 

need in Gout, metal strip items 

D.—A new individual cartons. Complete including 


| 
added to the | nails and instructions 


eae | BOMMER SPRING HINGE CO. INC. DnoMPacal AND wocoeasr 


Main Office & Plant: LANDRUM, SOUTH CAROLINA 


pr Dutton's Chicago Office: 180 N. Wacker Drive, Chicago 6, Ill. p LITY WEATHERSTRIP 
store was Sales Office 10 UA 


° by Harold and Warehouse: 263 Classon Ave., Brooklyn 5, N. Y. 
and Rapids. 
h and Hanna 
be housed in 


ft. 


Two quality zinc strips with treated tele 
BROWN BEAR line includes a water-proof, 
rubberized fabric covering over the felt. 
High weather-proofing qualities. Perforated 
for nailing. Seven foot lengths in 7%”, 1”, 
and 114” sizes. Also furnished in door bot 
tom sizes with oval perforations for screws 
Door bottoms made of treated felt on brass 
also available in several weights. 


No. 9000 BRONZE STRIP 


A double hemmed, top quality, 
spring-bronze weatherstrip that is 
guaranteed to give effective ser- 
vice. Perforated for nailing, nails 
included. Packaged in 100-foot 
rolls; also in attractive transpar- 
ent boxes holding 17 or 20 feet, 


“id an open- e 
remodeling Brings AIG Profits as illustrated. A profitable seller. 


Coffee and 


oo | AIROVENT cuitiun AVHINGS 


O.—Partial Sell Ouer-the- Counter FAST 


en installed 





Retails at 


finn. - Jouun 
J. Lano of $1075 
ecently pur- 
1 Marshall- To $19.95 
ned and op- 


Coe for the = 

‘he store will 

o’s of Brow- tj 
Sacre 


John F. Packaged Awning 


Hardware 


























GASKET STRIP. 


Economical, easily installed strip that has 
many uses. Three types: STORM SEAi 
with cotton filler and covered with maroon 
rubber-coated fabric . . . FIRM-FLEX, 
with special core and reinforced tacking 





Hardware . i a 
atures sev- . tener Br eee Pen flange, covered with maroon rubber-coated 
“self” gad- © Customers can install easil fabric . . . and GARD-STRIP, a new 
rsel gad ers can ins easily. AND DISTRIBUTORS tough vinyl plastic gasket strip. All 






Some territories stili open! 
Only $3.00 brings pack 
aged sample. 


© Low cost. 
* Ventilated. 





shipped on reels or in smaller units 
lacks included, 








— Parkville ® No glare—allows 80% normal light Write for information on 
; passage. TODAY: untapped market Order from Your Jobber or Write Us 






ypliance Co 

$ quarters. 

f the store 
| 


ed. In ad- 
space has 


i oe 1909 
ugh acquis- Peerless Products Co. 
rer Kordes 5415 St.John Dept. A Kansas City 23, Mo. ARDN ER WIRE co. 
Se RE NE EE ER OE 








1329 SC. CICERO AVENUE, CHICAGO 50, ILLINOIS 
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New appointments, new territories, etc. 


MANUFACTURERS’ SALESMEN 





Whiting-Adams Names 
Two Salesmen 


Whiting-Adams Co., Bos- 
ton, has added Frank E. 
Gallagher and John F. Gal- 
lagher to its sales staff. 

Mr. Frank E. Gallagher 
will operate as a special rep- 





FRANK E. GALLAGHER 


resentative for the firm in all 
but 11 western states. Mr. 
John F. Gallagher will cover 
Minnesota, lowa, Missouri, 
Kansas, Nebraska and II- 
linois. 

Other changes in 
Whiting-Adams sales 


the 
staff 


are: James McCabe, trans- 
ferred from the territory 
comprising Missouri and 


Kansas, to the territory con- 
sisting of Eastern Pennsy]- 





JOHN F. GALLAGHER 


vania, Southern New Jersey, 
Delaware and Eastern Mary- 
land; and David Rowlett, 
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formerly operating in Indi- 
ana and Kentucky, will cover 
headquarters in New Or- 
leans, and cover Louisiana, 


Arkansas, Mississippi, Ala- 
bama and Western Ten- 
nessee. 

Adelphi Paint 

Adds Two Salesmen 
Adelphi Paint & Color 
Works, Inc., Ozone Park, 


N. Y., has appointed A. M. 
Bodmer and G. M. Currey as 
salesmen in the Pennsylvania 
and Great Lakes region, re- 
spectively. 

Mr. Bodmer will be located 
in Harrisburg, Pa., and Mr. 
Curry in the Twin Cities, 
Minn. 


Bonney Tool Appoints 
C. H. Wyman Salesman 


Clifford H. Wyman has 
been appointed a _ factory 
sales representative by Bon- 





CLIFFORD H. 


WYMAN 


ney Forge & Tool 
Allentown, Pa. 

Mr. Wyman will make his 
headquarters in Chicago, 
representing Bonney in 
Northern Illinois and Wis- 
consin. He was formerly 
Midwest representative for 
Cleveland Pneumatic Tool 
Co. 


Works, 


Brearley Adds Salesman 


Brearley Co., Rockford, 
Ill., has appointed Allan B. 
Carpenter to handle the 


News of the Trade 








ALLAN B. CARPENTER 


firm’s line of Counselor bath 
scales in the Rocky Mountain 
States and Hawaii. Mr. 
Carpenter’s home office is in 
Denver, Colorado. 


Three Salesmen Added 
By Oakes Mfg. Co. 


Appointment of John D. 
Casey, Sam Helzer and Tom 
Preston as territory repre- 
sentatives has been an- 
nounced by Oakes Mfg. Co., 
Tipton, Ind., manufacturers 
of poultry supplies. 

Mr. Casey, formerly with 
Eldredge Farm Supply Co., 
Norwich, Conn., will cover 
Pennsylvania, Eastern Ohio, 
West Virginia, Maryland, 
Delaware and Northern Vir- 
ginia. 

Mr. Helzer will cover Ne- 
braska, Iowa and Eastern 
Illinois, and Mr. Preston 
takes over Florida, Georgia 
and Alabama. 


G. E. Wolf Joins Cal-Dak 
As Los Angeles Salesman 


George E. Wolf, assistant 
buyer of housewares at the 
Broadway Department Store, 
Los Angeles, for the past 
few years, has_ recently 
joined Cal-Dak, Colton, Cal., 
and La Porte, Indiana, tubu- 
lar steel housewares manu- 
facturer, as their Los An- 
geles salesman. 

Mr. Wolf will assist 
Julian D. Cale, sales man- 
eger of Cal-Dak’s western 
operation, in handling the 
Southern California market 
for Cal-Dak TV tray tables, 
laundry carts, and hostess 
carts. Both Mr. Cale and Mr. 
Wolf will headquarter at 
Cal-Dak’s new sales office in 
San Marino. 


Stanley Works Divides 
Texas Sales Territory 
Stanley Works, New Brit- 
ain, Conn., has divided Texas 
into two separate sales terri- 
tories. C. Earl Stafford will 
continue to travel the south- 
ern half of the state while 





C. EARL STAFFORD 


John E. Lindroth has been 
appointed to call on accounts 
in the northern half. 





JOHN E. LINDROTH 


Mr. Stafford has been cov- 
ering Texas for Stanley 
since 1936. Mr. Lindroth 
joined Stanley in 1949, and 
in 1951 was assigned to as- 
sist Mr. Stafford in Texas. 


McNulty Design Studios 
Enlarges Sales Staff 


McNulty Design Studios, 
Milford, Conn., manufac- 
turers of name signs, weath- 
er-vanes, mail-box posts and 
other aluminum products, 
has added salesmen in the 
territories comprising  IIli- 
nois and Missouri; Wiscon- 
sin, Minnesota and Nebras- 
ka; Kansas, Oklahoma and 
Texas, and Alabama, Louisi- 
ana, Mississippi and Ten- 
nessee. 
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DL EASY TO SELL 

TWO-WAY ACTION 
HAND CLEANER MAKES 
FRIENDS 22 PROFITS! 


= ne 














APPLY AND 


wits 
WIPE DRY = |e" eg 
OR 
“SA HANDI-CLEANER © 
RINSE WITH [muuen? 
ABMU 4 ¢ 
WATER | 


Mr. Hardware Dealer, here is a fast 
selling, extra profit product you 
can't afford to overlook. Popular 
D-L Handi-Cleaner . . . fortified with 
Lanolin.. 


grime without skin irritation. This 


. removes dirt, grease and 


cream-type cleaner can be used with NATIONALLY 
ADVERTISED 

or without water and you need only packaged in 14 02., 3 Ib., 
4%. and 5 Ib. dispenser 


display it for it sells on sight. 


sizes, ond 5 gal. containers. 


ORDER FROM YOUR 


BANITE CO. 


McCORMICK 


Suggests You Feature It, Too! 


JOBBER OR CONTACT US 


BANITE BLDG., 
BUFFALO 4,N. Y 


MADE 
ONLY BY 





Because right now McCormick is busy 
pre-selling your customers on the new 
“Economy Size’! In... 
BETTER HOMES & GARDENS 
HOUSEHOLD 
SUCCESSFUL FARMING 
Millions of readers— your customers included! 


MENDS 
MOosT 
_ ANYTHING 
Get the 
New 2! 
conomy Size 


2 07 


Note—fing fa 

rnit 
makers Use it for oe 
major repairs} 


~ McCormick & ¢ 
Ssttinen & me Inc. 


Available in regular °4 oz. and 


New 2 ozr-.Economy Size 


Product of 


McCORMICK & CO., INC. 


Baltimore 2, Md 


ANOTHER 
SALES-TESTED, 
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pinbtactatacbaD sais Selling 
elf-Selling 
Wheel Display 


ASSORTMENT No. 100 


Puts You in the Profitable 
SMALL WHEEL Business — 
AT A MINIMUM INVESTMENT! 












FOR COUNTER, 
WINDOW, 
FLOOR 

USE! 





Two each of 13 proven, 


2 6 we be € 3 LS popular sizes, 5” to 12” 
d 


ia. 1/2’’ axle bore. 

6 —Axle Bushings, to reduce bore to 7/16” dia. 
6—Axle Bushings, to reduce bore to 3/8” dia. 
1—Complete Wheel Display, as pictured, in attrac- 


Cash In. a tive colors —size: 27”’ 





x 19-1/2"" x 13”. 


On the BIG= Fast Growing 
“Do It Yourself” Market! 


@ There're thousands of uses and needs for small wheels —in homes, 
factories, schools, on farms—for replacement and repair of all sorts 
of rolling products ... plus the big “do it yourself" trend and the home 
craftsman and hobbyist market... that can mean year around volume 
and PROFITS for you just by placing ALLIED Wheels on display in your 
store NOW! 


ALLIED WHEEL PRODUCTS, INC. 
27 Broadway « Toledo 4, Ohio 


THIS COUPON RIGHT NOW 
TO OBTAIN COMPLETE DETAILS! 


ALLIED WHEEL PRODUCTS, INC. 
DEPT.J * 27 BROADWAY ¢ TOLEDO 4, OHIO 
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a — News of the Trade———__—_ 


Wednesday Afternoon 

The final convention ses- 
sion will be in the na- 
ture of a luncheon beginning 
ison Square Garden, from { at 1 p.m. for members and 
to 5 o’clock. guests of the three associa- 
tions. Presentation of the 3rd 


Industrial Supplies 
Convention in New York 


(Continued from page 204) 










Admission to all sessions 
of the convention will be re- annual advertising awards 
stricted to members of the will be made by C. MeD, 


os 
of the 


England, Jr., Logan Hard- 
ware & Supply Co., Logan, 
W. Va., chairman of the Joint 


three associations. 


4 









Get Your Share 


Wednesday Morning 













1416 Broadway 








7508 QUINCY AVE. 








bs ” While the two distributor Advertising Committee of 
DO-IT-YOURSELF associations are meeting the distributor groups. 
jointly, Wednesday morning, The closing address of the 
MILLION-DOLLAR MARKET the manufacturers’ organi- convention will be delivered Mean 
zation will hold its annual by Gen. Carlos P. Romulo, The new 
The S Gl by featuring the brand new Ludlow membership meeting. former President of the Phil- - by far 
Teeeh pol The distributor session will ippines, President of the horizon’ 
all other electric Super begin at 9:30 a.m. with a 4th Assembly of the United " = 
paint removers. short movie of the Miami Nations and first Philippine ith 
— Ganon” aaa G/o -Jorch | convention last year. A talk Ambassador to the United — 
n the subject, “Is Fair Trade States. “se bo! 
With G. E. Calrod 1,000 Watt, Desirable in the Distribution : —e ee 
115 Volt AC/DC Heating Element | of Industrial Supplies,” will Social Activities white b 
The electric paint remover | »¢ %iven by George H. Hal- — Farly arrivals, who will neta 
pin, Minnesota Mining & register any time Sunday, Handy 
that anyone can operate Manufacturing Co., St. Paul. will assemble, Sunday even- —for 
RETAILS 95 The remainder _of the ing, from 4 to be o'clock, in winding 
AT ONLY morning program will be de- @ Rendevouz Room for a Ore 
voted to three slide talks. Dutch treat get-together. ? 
eee | These will explain what hap- A reception for members 09 


UDLOW PRODUCTS CORPORATION 


Schenectady 6,4.¥. 





... and create 
repeat business 
FOR YOU on Caulk 
Jobbers and 


are invited to send for new 


distributors 


prices and discounts on our 
complete line for all home 
and professional guns. 


Our manufacturing facili- 
ties are devoted exclusively 
to caulking guns, nozzles 
and cartridges. 


Choose from 14 different guns and 
30 different nozzles. 


MANUFACTURING CO. 


e CLEVELAND 4, OHIO 











pens to typical orders from 
the time they are received 
by mail, phone or salesmen 
until they are filled and ship- 
ped, in three different indus- 
trial distributor companies. 

The speakers and_ their 
companies which they will 


| deseribe will be: Eugene F. 


McCarthy, Beals, McCarthy 
& Rogers, Buffalo, N. Y.; 
Wallace H. Campbell, Camp- 
bell Industrial Supply Co., 
Seattle; and Paul J. Stine, 
of Harry P. ‘Leu, Ine., Or- 
lando, Fla. 

membership meet- 
ings of the two distributor 
groups will be held from 
11:30 to 12:30 o’clock. 

At the annual membership 
meeting of the American 
Supply & Machinery Manu- 
facturers’ Association, Wed- 
nesday morning, there will be 


Closed 


reports by the _ president, 
Robert J. Kellev. Manning, 
Maxwell & Moore, Ince., 


Muskegon, Mich., and on sec- 
tional meetings held during 
the past vear in five cities. 

The principal speaker at 
this session will be Dr. Ken- 
neth McFarland, educational 
director of General Motors 
and consultant to the Amer- 
ican Trucking Association. 

Recentlv elected officers of 
the American association will 


| be presented at the conclu- 
sion of the meeting. 


and guests will be tendered 
Monday evening by the three 
associations. 

The American Association 
will be host at another re- 
ception for all convention 
guests. Tuesday evening. 

A boat trip around Man- 
hattan, a United Nations tour 
and a breakfast and fashion 
show at Altman’s have been 
scheduled for the feminine 
guests. 


Aloa Corp. Appoints 
DeBonville Sales Mgr. 

Aloa Corp., Eau Claire, 
Wis.. has named Bob DeBon- 
ville sales manager. 

Mr. DeBonville’s back- 
ground includes work as a 
publisher, advertising sales- 
man, public relations, and 
more recently salesman for 
Frankfort Distillers Corp. 


American Hard Rubber 
Merges Two Divisions 


American Hard Rubber 
Co., New York, has merged 
its Chemical Equipment and 
Plastics Divs. into one. 
George H. Reed, formerly 
manager of the Plastics Div., 
has been put in charge of 
the combined hard rubber 
and plastics operations. 
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3/4” ~~) /WHITE BLADE 


Means More Sales—More Satisfied Customers 


The new wider, 16-ft. SUPER CHIEF makes one-man measuring easier 
»y far! Designed for accurate, one-man measuring of extended 
rizontal ond vertical surfaces, the SUPER CHIEF has all the out 
riding features that make Carlson the popular leader—plus 
eral new features 
Extra-long 16-ft. Blade— 
wider, more rigid 34” blade 
has bold jet-black easy-to- 
read numerals on snow- 
white blade ...won’t surface 
crack, chip or peel. 
Handy Re-wind Crank 
—for smooth, rapid re- 
winding, without backlash. 


Compact—Fits the Pocket 
—designed into a 212" case; 
weighs only 6% oz. 

Quick Blade-Change 
Feature — change worn or 
damaged blades in seconds. 
Swing-tip — flips conven- 
iently aside for inside or 
butt-end measurements. 

Your customers deserve the best. 
Order this new Carlson rule from your jobber today! RS 


Carlson & Sullivan. Juc. tes y 


Under Pay,,,, MONROVIA, CALIFORNIA ..90 
ents 2089209 449510939, #20 
























Wore Sates... More Profits 
WITH A STYLE 12 


Woodford Freezeless Wall Faucet 





Made By Specialists in Freezeless Valves Since 1929 


ASSURE CUSTOMER SATISFACTION (3 
WITH THIS MODERN CONVENIENCE 


STYLE 12 










CHOICE OF INLETS 
* REGULARLY FURNISHED WITH roa 


HANDLE v nm provi ides more fi nager < or 

ance but 29 be furnished with ea 

handle when specified. The lever and whee al 
handles are interchangeable and either can b bens 
be used as a loose key y 

* CAN BE USED IN FREEZING 1 —neageoneer ty 
TURE—Wall pipe drains out af 
osina. 

* SHUT- OFF THREADS ARE INSIDE BUILDING—W t stick 
with fr natter as C sip'e n trost pr tT ta et witl 
er Amid sds in 4 steide heed 

* QUICK OPENING AND CLOSING— jned t 


See your wholesaler or write for information about 
our complete line of freezeless wall faucets. 


WOODFORD HYDRANT 


DES MOINES 17, lOWA 














CANNIBAL 


DRAIN PIPE CLEANER 


“EATS EVERYTHING IN THE PIPE” 
* NEW formula works in hot or 
cold water. 


Window Streamer in every carton 
of one dozen cans. 


Not sold to the Grocery, Drug or Chain stores 


youn SUNSHINE CHEMICAL co, inc. 


604 W. Lake Street @ Chicago, Illinois 
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&@ The GLUE with the 





Say - MIGHTY GRIP 
~") will build mighty sales for you 





i 
Pe ADO are pre-sold on Rogers Glue . . because, y 
| / 
}constant national advertising in numerous high--S ~ “if 
= 
| circulation magazines tells your customers about = pa 
|the superior qualities of Rogers Glue — its clear, 


| pure, smooth consistency; its tremendous “gorilla 
| grip.”’ For only the finest materials are utilized 
lin making Rogers Glue . . . only the best man- 
ufacturing processes are used. 

| And you don't share pre-sold buyers of Rogers 
|Glue with chain stores, group buyers or mail 
order houses. Rogers’ policy of selling exclu- 

| sively to the hardware trade means more / 
bee for you . . . protects your SALES REcORD|, 
| Rogers Glue business against 











| ° 
| Cut-price competition. 





















































n0) © 4 

































































Lill 
AN) Glukey says: ‘Keep plenty of Rogers Glue 
oO oe on hand to satisfy customer demand .. . 
youre reap steady profits.'" Order some today. 


0 





ROGERS 


| 3,885 Ibs. ISINGLASS & GLUE CO. 
Shearing Strength per Square Inch GLOUCESTER, MASS. 
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Myers Co. Appoints 

L. Hart, Jr., Salesman 
Luther Hart, Jr., has been 

employed by F. E, Myers & 

Bro. Co., Ashland, O., as a 

sales representative in South 

Carolina, Georgia and Flor- 





LUTHER HART, Jr. 


ida, specializing in 
and hand sprayers. 

Mr. Hart, formerly a sales- 
man with C. I. Brumback 
and Sons, Myers’ dealer in 
Winchester, Va., took over 
his territory about May first, 
following a month’s indoc- 
trination at the company’s 


power 


—— ———_S 





main plant. He takes over a 


territory formerly handled 
by L. I. Wingert who re- 
signed to go into private 
business. 


Lufkin Adds Salesman 
In Mountain States 


Richard Colvin will head- 
quarter in Denver, Colo., and 
represent The Lufkin Rule 
Co., Saginaw, Mich.,_ in 
Colorado and several of the 
neighboring states. Mr. Col- 
vin has had hardware and 
supply experience in Clovis, 
N. Mex., and Atlanta, Ga. 





News of the Trade —_—_ 


Florida, Georgia Dealer Groups Meet 





New officers of the Georgia, Florida Hardware Dealers 
Ass'n. elected at the April 25-27, convention held in the 
George Washington Hotel, Jacksonville, Fla. Georgia of- 
ficers in the photo above are, left to right: Clarence 
Johnston, Charles C. Giddens and E. D. Pennington, di- 
rectors; Olin Williams, past president; H. G. Teaford, 
president; Virgil Poss, director and Forrest Knapp, di- 
rector, and William Flemister, vice-president. Florida of- 
ficers shown below are |. to r: T. R. Hodges. and Robert 
Bronson, directors; A. C. Stine, retiring president; C. W. 
Brady, president; Stanley Bumby, vice president and 


Robert J. McCann, director. 

















OBITUARIES 














Sam B. Kelly 
Sam B. Kelly, 53, hardware 


dealer in Cleburne, Texas, 
died April 9. 


Warren V. Nelson 

Warren V. Nelson, Arling- 
ton, Ind., hardware store 
owner, died April 6. 


Otis P. Johnson, Sr. 

Otis P. Johnson, Sr., 73, 
for many years with Fones 
Bros, Hardware Co., died in 
Little Rock, Ark., April 6. 


Frederich M. Smith 


Frederich Martin Smith, 
62, owner of the Smith Hard- 
ware Co., Naples, Fla., died 
March 30. 


Elmer F. McNeer 


Elmer F. McNeer, 86, who 
opened his hardware store in 
Elkin, N. C., in 1905, died 
March 22. 


A, J. Luedke 


August J. Luedke, 69, for- 
mer director of John Pritz- 
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laff Hardware Co., Milwau- 
kee, died April 2. 


Alfred W. Puchner 


Alfred W. Puchner, 82, 
who established his hardware 
store in 1894 when he moved 
to Edgar, Wis., died March 
27. 


Charles T. Gayle, Sr. 

Charles T. Gayle, Sr., 77, 
died April 6, at Lake Charles, 
La. He was with J. Frank 
Hardware and Gayle Hard- 
ware before going into busi- 
ness for himself in 1939. He 
owned two stores. 


John W. Orlebeke 


John W. Orlebeke, 48, 
wholesale salesman for many 
years with Harris-Luckett, 
Foxworth Hardware and 
Alamo Iron Works, died 
April 6, in San Angelo, 
Texas. 


S. L. Leinwand 


Solomon L. Leinwand, 74, 
who operated a_ wholesale 


hardware business in New 
York City for 50 years until 
he retired several years ago, 
died April 20 at Mount Ver- 
non, N. Y. 


Sam Solomon 

Samuel Solomon, retired 
hardware dealer in Ports- 
mouth, Va., died March 25. 
He founded one of the oldest 
hardware stores in the Vir- 
ginia Tidewater area nd op- 
erated it more than 50 years 
before selling to Mack Cra- 
mer, his son-in-law. 


Richard N. Kuist 

Richard N. Kuist, 57, dis- 
trict manager of the Seattle 
office of the Stanley Works, 
died April 17. Mr. Kuist 
clerked in his father’s hard- 
ware store in Highland Park, 
Ill., then moved to Seattle 
and was with the builders’ 
hardware department of 
Whiton Hardware Co. and 
joined Stanley in 1926. 





RICHARD N. KUIST 





Henry W. Blackman 

Henry W. Blackman, 89, 
who retired in 1949 as sales 
manager of Stanley electric 
tools division of Stanley 
Works, died March 28, at 
Newtown, Conn. He started 
as an order clerk with the 
former Stanley Rule & Level 
Co. in 1903, and later trav- 
eled territories in New Et 
gland, eastern Canada. He 
was elected secretary of 
Stanley electric tools in 1928 
and later became sales man- 
ager. 
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HA Photo Angles 


A report in pictures of 
people and events 
in the hardware trade 


Five members of Revere Ware's new Pacific 
Coast sales force meeting for an initial brief- 
ing with company executives. Left to right 
are: W. A. Fielding, Donald R. Evans, Harry 
J. McCormack, sales manager; C. M. Mc- 
Creery, vice president; Paul L. Wakefield, 
asst. sales manager; Stuart R. Knight, W. 
Coast sales manager; J. M. Wilkins, and 


Randall L. Williams. 


A Sales representatives of Stanley Tools met recently 
for a sales meeting at the company s home oince in New 
Britain, Conn. Highlight of the meeting was the unveiling 
of the medium-priced line of Stanley Handyman tools, de- 
signed for the “Do-It-Yourself’’ market. Details of this new 
line are described in the marketing section of this issue. 


«< 
see 


epbt-Grtied, 4,” 
$45 f-0--i- 
Ceeereens & « 
f 
. 


ee 


see 
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Executives of Lockwood Hardware Mfg. Co., Fitchburg, 
Mass., at luncheon given for dealers who completed the 
firm's two-week factory training course. The course, de- 
signed for contract and stock hardware men, covered all 
phases of the builders’ hardware business as it m carried on 
in the manufacturer's plant. Vv 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


There was a decrease of $112 
million in charge accounts’ in 
March due in part to seasonal fac- 
tors. This brought outstanding 
charge account balances to $2,438 
million on March 31. 

Auto instalment credit dropped 
$115 million in March; while other 


consumer goods paper fell $157 

million during the month. 

Stores Had 12% Gain 

In Pre-Easter Week 
Department store sales in the 


week ended April 17, the week be- 
fore Easter this showed a 
gain of 12 pet above a year earlier, 
a post-Easter week, reports the 
Federal Reserve Board. 


year, 


A detailed breakdown on store 
sales follow: 


WEEKLY 


Based 


DEPARTMENT STORE SALES 
om Retall Dollar 


Percentage Change 


Amounts) 


from Corresponding 
Period a Year Ago - 


Federal Reserve 1 week ending 4 wks. end 
District April 17) April lO April 17 
Boston + 21 + 23 + $3 
New York + 9 + 24 + 4 
Philadelphia 2 18 - 4 
Cleveland + 14 18 1 
Richmond + 8 + 25 . = 
Atlanta + 23 + 19 + 5 
Chicago 8 7a 3 
St. Louis + Il 18a 1 
Minneapolis + 15 12 _ 1 
Kansas City + 18 + 16 + 1 
Dallas 7 + lla - 2 
San Francisco + 16 “a 4 
U. 8S. Total + 12 + 16 0 
a~ Revised 
° . 
Failure Rate Higher 
Business failures in the week 
ended April 22 totaled 229, com- 
pared with 198 the week before 
and 159 in the same 1953 week, 


reports Dun & Bradstreet. Fail- 
ures involving liabilities of $5000 
or more totaled 190, compared to 
168 the preceding week and 132 in 
the same week a year ago. 

Six of the nine geographic re- 
gions reported weekly increases. In 
the Middle Atlantic states they 
rose from 62 to 83. 
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Consumer Savings 
Reach High Point 


Consumers saved about 7.7 
pet of their disposable income 
in the first quarter, reports the 
Federal Reserve Board. This 
percentage is as high as it has 
been at any time since the third 
quarter of 1952 when it was 8.2 
pet. First quarter savings are 
estimated at $19.1 billion. 


Long Range Prospects for Business Viewed 
Optimistically by Leading Economists 


Government officials and private 
economists attending the economic 
seminar of the U. S. Chamber of 
Commerce agreed the business sit- 
uation is getting better, but dis- 
agreed on how substantial the up- 
turn may be. 

Federal Reserve Board Gover- 
nor A. L. Mills and Assistant Sec- 
retary Lothair Teetor were more 
optimistic about the long-range 
prospect than were Walter E. 
Hoadley, economist for Armstrong 
Cork Co. and Dr. Courtney Brown, 
dean of Columbia University’s 
Graduate Business School. 

The Commerce Dept. figures the 
nation is “just about ready for an- 
other advance,” Mr. Teetor said. 
The “gloomy ones may well be 
caught out in the bright sunshine 


with their umbrellas and over- 
shoes on,” he added. 
Mr. Mills, who serves on the 


policy-making Federal Reserve 
Board of Governors, says there’s 
“increasing evidence” of resurgent 
business activity but that, nonethe- 
Reserve should 


’ creation of 


less, the Fedeéral 
continue to “promote’ 
credit to lend impetus to the up- 
turn. 

The 


foresee 


economists also 
an upturn in the near 
future, but Mr. Hoadley warned 
that the next two to five 
would be an “interim period be- 
tween two booms.” This period, he 


private 


years 


says, will “definitely mean a rough 
time ahead for unprepared com- 
panies.” 

Mr. Hoadley’s timetable calls 
for “relatively little further de- 
in the immediate future; a 
“strong probability” of a moder- 
ate upturn before the end of the 
year, then the “interim period” 


cline” 


and finally a “much higher boom 
period between 1960 and 1965.” 

Dr. Brown, however, sees the 
present prospect of improvement 
a “period of rally in a longer pe- 
riod of slack activity.” 

He told the Chamber a “more 
solid” upturn in business can be 
expected in the year just ahead 
when goods now in the hands of 
consumers are used up and busi- 
ness assets depreciate. The rate of 
new family formation, he adds, 
now low, will begin to increase 
and there may also be a cluster of 
new products. 


Sears’ April Sales 
Down 6% From 1953 


Gen. Robert E. Wood, chairman 
of Sears, Roebuck & Co., reported 
that sales in April were running 
about 6 pet under sales in April, 
1953. Gen. Wood, who has retired 
April 
best of any 
In March 
volume lagged 12.2 pet under the 
1953 


were down 10.6 pet and were off 


chairman, said 


the 


as Sears’ 


sales would be 


month so far this year. 
sales 


month; in February 


12.9 pet in January. 


Wage, Price Increases 
Called New Threat 

Carrol M. Shanks, president of 
Prudential Insurance Co., predicts 
a new round of wage and price 
increases this year, on a limited 
scale. The greatest danger to the 
economy now, “by all odds,” he 
says, is inflation and contributing 
to that will be pressure for con- 
tract gains by labor, Mr. Shanks 
believes. 
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9s | MOLINE SELF-LOCKING Roller | 
Bearing ROPE HOISTS 


Easy operation and durability are built into 
Moline Hoists. Sheaves revolve on hardened | 
steel rollers. Body and fittings are high 
strength malleable iron. Positive locking de- 
vice prevents slipping, yet releases instantly 
for speedy operation. Heavy steel side 
plates and hardened steel axles add rug- 
gedness. Available either with rope reaved 
or without rope. Finished in bright alumi- 
num enamel. Write for Moline Bulletin 249, 


TRANSPARENT 
which describes these hoists and other i 


Moline hoisting accessories including pulleys 
ALSO AVAILABLE... 

and blocks. an eye-catching point- * 
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@ Nowe 2p @ PREPRICED 2 FOR 15c¢ 


Increase your unit sales of the ‘CAN'T 
MISS" mouse trap with this new, self- 
service 2-PAC. This convenient, trans- 
parent new package will prove to be 
a ‘‘sure fire" traffic stopper. 
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NEW IMPROVEMENTS GIVE 
FROST-PROOF MODEL-B 
COLUMBIANA CAM-LOCK 
HYDRANT ADDED SELLING 
FEATURES! 


., reported 


with the 
Complete 

_ Power Mower 
Line ! 





re running 
3 in April, 
las retired 





aid April 
st of any I NEW CROSSHEAD SET SCREW! 


4 Size increased for easy adjustment with 
In March standard wrench. Securely locks valve 
under the adjustment. 

ae 5 


‘ary sales | 2 /MPROVED PACKING GLAND NUT! 





Easily adjusted with any 
1 were off standard wrench. 


3 IMPROVED PACKING 


GLAND WASHER! 


Specially treated—designed for 
positive sealing. 


ises 

4 ENTIRE VALVE ASSEMBLY 
CHANGED! 
Specially treated, double rubber one valve 


Mow-Master 


7 Great New Rotary Power Mowers including the 
sensational lightweight self-propelled Modgl 205! 


PROPULSION 


3 Grand New Reel Power Mowers from 1&8" to: 
cut! 





»sident of 














, construction. No water loss through drain A limited quantity of the popular ‘Home Lawn Care”’ 
; predicts port when valve is open. Easy to replace. booklet 7 Richie, Gitte winds ennan SN. 
R Entire new valve assembly shipped from ooklets are avaiia : ory pply 
and price pone, . installed in minutes. No valve 
limited assembly ‘adjustment by user. | aan Gaebemnnnnee 
a limite PULSION EN 
Investigate this newly designed Columbiana ax PROPU 
er to the Model- Cam-Lock Hydrant now! Ask your | hy Subsidiary of Food Machinery and Chemical Corp 
odds,” he a eee wn MC 7th St. and Sunshine Rd., Dept.A-5, Kansas City 15, Kansas 
itrib iting Please send details o our prefit plan on the complete home power mowe ‘ 
MANUFACTURED BY x 
for con- iy NAME ao ee ; 
Shanks COLUMBIANA PUMP Co { | EE ee 
ge — CITY. a _ STAVE 
COLUMBIAN A, OHI O, U.S.A. Exclusive territories for Jobbers and Distributors still available. Write today 
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Here’s your next 
caster customer 


Ads with pictures like this in The 
Saturday Evening Post are doing a real 
selling job for you. 

Year in, year out, dealers tell us 
these Bassick ads in the Post are send- 
ing people into your store for easy- 
rolling “Diamond-Arrow” casters with 
two-level ball-bearing construction and 
rubber-cushion glides. What’s more, 
Bassick’s the only caster manufacturer 
giving you this kind of backing. 


The rest is 
up to you 


Display Bassick 
glides and casters on 
your counter. = 

It’s like signing 
your name to Bas- 2 
sick’s continuing Post 
campaign. And it re- ff iar 
minds people you ™ ax 
carry a complete linc =_—_—__—____—_ 
of the glides and casters they want. 
Don’t overlook this easy way of getting 
your share of pre-sold Bassick cus- 
tomers. Ask your distributor about 
Bassick’s self-demon- 
strating glide and cas- 
ter displays today. 


eusete CuSMtOn GLIOtS 


Gon fey | 


i 





perk coe Rare en ee 





THE BassicK COMPANY, 
Bridgeport 2, Conn. In 
. Canada: Belleville, Ont. 








A DIVISION OF 





MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE WARNER 
75 YEARS OF CASTER LEADERSHIP 
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Heavy Consumer Spending Sustained 
Business in Ist Quarter of This Year 


Active consumer spending has 
helped keep the business downturn 
from being much worse, says Dr. 
Louis J. Paradiso, the Commerce 
Department’s chief statistician, on 
the basis of an analysis of con- 
sumer buying in the last three 
months. 

Consumer spending for goods 
and services in the first quarter 
continued at about the same level 
as in the last quarter of 1953, Dr. 
Paradiso reports. At an annual 
rate of $230 billion, it was only $1 
billion below the record high set 
in the third 1953 quarter, and was 
$2.3 billion higher than in the first 
1953 quarter, he reports. 

This “strength in consumer pur- 
chasing,” he adds, has been a sus- 
taining market factor. The expen- 
ditures included in the Commerce 
Department’s censumer buying 
statistics take up nearly two- 
thirds of the total national output. 
Therefore, when this spending 
slackens, factories slow their vut- 
put of goods, merchants feel the 


pinch and the economy lags. 

Although consumer spending 
has remained about level the last 
six months, Dr. Paradiso concedes 
that shifts in spending among vari- 
ous commodities and services have 
had “important consequences” on 
sales in some fields. 

The statistician figures that con- 
sumer buying of goods alone in 
the first quarter this year was 
about 2 pct under the record rates 
reached in the third quarter last 
year. He notes, however, that pur- 
chases of durables were 7 pct be- 
low the third quarter of 1953. 

The economist says that the con- 
sumers have plenty of moaey 
available to buy things. In addi- 
tion, he says, American earning 
power so far this year is even 
higher than a year ago. 

Dr. Paradiso predicts that when 
all the figures are in, personal dis- 
posable income in the first quarter 
of this year will be “little changed” 
from the $249 billion annual rate 
in the third quarter of 1953. 





Plant Expansion 
Still Running Strong 


The Commerce Dept. reports 
that cash outlays on plant expan- 
sion and modernization by United 
States Corporations this year will 
fall only 4 pet under the 1953 rec- 
ord of $24 billion, in spite of “un- 
precedented” capital expansion 
over the past eight years. 

The Department says U. S. cor- 
porations spent $150 billion on 
new plant and equipment in the 
years 1946 through 1953. Expendi- 
tures for plant and equipment are 
considered a prime economic in- 
dicator. 


Federal Buying 
Being Curtailed 

Government purchases, a recog- 
nized prop to the economy, may be 
curtailed in coming months. 

Budget Director Hughes has or- 
dered all government agencies to 
avoid “excessive buying” in the 
new two months. 

The director warns that if agen- 


cies do step up their spending—a 
common practice as agencies try 
to use up all their appropriations 
before the end of the fiscal year 
on June 30—the Budget Bureau 
will dock their funds for the first 
quarter of the new fiscal year 
starting July 1 unless “an ade- 
quate explanation justifying a 
higher level of obligations is fur- 
nished.” 


Wholesale Prices High 

Wholesale prices in the week 
ended April 20 hit their highest 
level in 19 months, reports the Bu- 
reau of Labor Statistics. The 
weekly index rose 0.3 pct to 111.3 
pet on the 1947-49 base of 100, the 
bureau reports. 


TV Prices Raised 

Emerson Radio & Phonograph 
Corp. has raised from $179.95 to 
$199.95, or 11 pct, the suggested 
retail prices of its lowest-priced 
21-inch table model TV receiver. 
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Ser Ta 


Legible House Numbers 


In standard 3 and f-inch heights, stamped 
and embo--ed from pure sheet aluminum 
or brass. Meet every requirement and ure 
always popular with householders becan<e 
of their modest price and long life. Send 
for prices today. Free display cartons. 


PREMAX PRODUCTS 


DIVISION CHISHOLM.RYDER CO., INC. 
$441 Highland Ave., Niagara Falls, N. Y. 








cc aa eee . ee 





ae 
for Big Spring Sales 
Big Summer Sales 


Year ’Round 
Gift Sales! 





PATIO 
GARDEN 
_ BELLS 


WITH THIS BELL YOU CAN make every 
outdoor meal a festive occasion; call 
guests to the outdoor grill, call the 
children. It's a real “Come and Get It" 
Bell; a real “Chow Down" Bell; a Barbe. 
cue Bell that's a must for every outdoor 
party. 


This Big 6-inch solid brass bell is highly 
Polished, lacquered and packaged in 
an attractive display box. Suggested 
retail price is $6.49. 


Bells are individually packaged, fully 
assembled with “Good Luck" horseshoe 
bracket attached. Send for additional 
information NOWI 












BEVIN BROS. MFG. CO. 
EAST HAMPTON, CONN. 
Sales Agent 
JOHN H. GRAHAM & CO. INC, 
105 Duane St., New York 8, N. Y. 
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36 States Report 
Rise in Jobless Claims 


New claims for unemployment 
insurance jumped by 49,100 to a 
total of 387,900 in the week ended 
April 10, reports the Labor Dept. 

Thirty-six states reported in- 
creases. Indiana was the only 
state reporting a decline of more 
than 1,000. 

Officials of the department’s Bu- 
reau of Employment Security say 
“the rise was primarily due to the 
filing of claims by workers who 
were not newly unemployed but 
had only recently become eligible 
to file for benefits.” Four states 
started new “benefit years” April 
1, allowing previously ineligible 
people to file claims. Among these 
was Illinois, where claims spurted 
by 13,400, it was emphasized in 
Washington. 

The Labor Dept. says total un- 
employment covered by insurance 
dropped 4,800 in the latest week 
calculated, ended April 3. 

Labor Secretary James P. 
Mitchell predicts there will be “an 
upturn in employment and a de- 
crease in unemployment” before 
the end of the year.” 


Nation's Output Fell 
Slightly in 1st Quarter 


The Joint Congressional Eco- 
nomic Committee reports that the 
nation’s economic activity, “as 
measured by overall expenditures 
and incomes,” shows a further 
“moderate decline” in the first 
quarter of 1954. 

Preliminary estimates show the 
annual rate of gross national prod- 
uct—the market value of all goods 
and services—declined about 1 
pet in the first 1954 quarter from 
the final three months of 1953. 
This brought the G. N. P. value to 
$359 billion. 

Consumer expenditures within 
the G. N. P. were apparently main- 
tained however, the committee 
finds. Expenditures were at about 
the same rate as in the fourth 
quarter of 1953, the committee re- 
ports. (This figure was at about 
the rate of $230 billion in both 
quarters.) 

The drop in gross national prod- 
uct from $363.5 billion—the an- 















the NEW 


Curb-Marking 


A 


Drivefinder at 
Needed by . 
Millions of an: Pose 


Be 
ge Home-Owners ae 


@ The DRIVEFINDER is the new- 
est, most attractive, most sales- 
making unit ever offered to 
mark driveways. Saves lowns, 
saves tires, eliminates short-cut- 
ting. Its outstanding beauty 
appeals to the pride of every 
homeowner. 

Double borrel-shaped head 
corrying two red and green 
high-quality reflectors in each 
head. Corrosion resistant sotin 
chrome finish for permanent 
beauty. 


TWO MODELS 


Model 100 DRIVEFINDER, in- 
cludes 8"' high base and an- 
choring stakes for driving into 
ground. (Assembled unit at 
right), two units in display box 
List $4.95 per pair. Vs 
Model 200 DRIVEFINDER, with- 

out base. Heods threaded to 

fit any length pipe desired (not 
furnished), two units in disolay 

box. List $2.95 per pair. 





ATTRACTIVE 
DISPLAY BOX 


This eye-catching, 
colorful display 
box strikingly pre- 
sents the DRIVE- 
FINDER to pros- 
pects — impels Im- 
mediste sales in 
window or on coun- 
ter! A quality 
package fora 
quality item... 
ot an attractive 
price . . . with 
volume prospects 
ond excellent 
profits! 









Order 
DRIVEFINDERS 
now for 
the big spring 
and summer 
demand. 


CARTRUCK PRODUCTS 


Corporation 
3243 West 33rd Street 
Cleveland 9, Ohio 
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practical UTILITY 


Dy Fewer Housing Starts 


salesmaking PACKAGING 


Reported in March 
The Bureau of Labor Statistics | 

reports that only 8800 fewer non- 

farm housing starts were reported 


ae in March than in the like month a 


self-service DISPLAY 


THEY'RE ALL IN THE NEW 


Sharon 


year ago. 





, The bureau puts the total at 

Ss 97,000—all but 1200 of them pri- PROFIT BUILDING SW-7-D 
vate ventures. The bureau adds 

NN that all but 300 of the 8800 drop COLOR KEYED 

p» from a year ago was due to cur- 

Ww tailment of public housing. | 
D>, On a seasonally adjusted basis, 
> 


March private starts ran at an an- 
nual rate of 1,161,000—about the 
same as a year earlier and above 
the March rate for all earlier 
years but the record year of 1950. 

The agency says March starts 
were 33 pct, or 24,000 units above 
February. This was due entirely 
to an increase over the month in 


private housing starts, since pub- RS : 2d 
a lic starts for each month came | [QZ 6 gente td Meo LA OM La 
> ~~ 


© 7 sizes from .050" to 3/16" across flats 
e Alloy steel, heat treated 
¢ Each key color sized 


¢ Selector chart sealed in polyethylene 
case 


e Fits 32 sizes hollow head fasteners 


ASK YOUR JOBBER OR WRITE US 


to 1200. 
The February-March increase 
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MRS. DAMAR’S ALL-PURPOSE 


SPICE AND 
GARLIC PRESS 


ba 






PROFIT BOOSTER! 
Now Specially Packaged 
For Self-Service Stores! 
TAKE YOUR PICK. 


We just never 
seem to have 
enough of these 
quick - selling, 
profit - building 
Garlic and Spice 
Presses. Tests in 
the first six sucer 
markets showed 
138% turnover in 
one month! New, & 
improved model 
converts garlic 
into a creamy 






Packed By 

ta rlin The Dozen in 

7, tary Self - Selling 

mm Display Car- 
ton. 







paste. Especially 

popular during 

“summer - salad" 

season. Made of Individual 
lightweight alumi- "Seno 
num. Simple to “ Evetet 


use—easy to clean. 
Retails for $1.00. 


SEE YOUR JOBBER OR WRITE US DIRECT 
DAMAR PRODUCTS INC., 2°-3,Oamar 8t4p. 








“PAINT-IT-YOURSELF” 


Steel Kitchen Ladder-Stool 





\\ CHANNEL 
STEEL 
FRAME 


WwooD 
STEPS 





CE $2.25 Each 
Unpainted — No Rubbers (Sell #17 
Crutch Tips). Packed two to a carton. 


PAINTED 


DE discccowewanic $3.00 Each 
Rubber tipped. Colors: Red—Blue— 
Green—Black—Yellow. Packed one to 
a carton, 











SOLD DIRECT TO RETAILERS 
MINIMUM ORDER—EIGHT PIECES 
F.O.B. N.Y.C. 
mode by 
A. FRITZ & CO. 


92 Greene Street New fork 12, N. Y. 
Mfrs. of Steel Folding Chairs 
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was the largest since 1950, says 
B. L. S. This increase was “espe- 
cially pronounced” in the nation’s 
northeast and central portions, it 
adds, but the gain also “reflected 
sizable gains in all regions of the 
country.” 

Total starts for the first quarter 
of 1954 were 8 pct under a year 
earlier, mostly because of a big 
drop in public housing starts. Pri- 
vate starts for the 1954 quarter 
totaled 232,000 units, about 2 pct 
under a year earlier. However, 
total public starts for the 1954 
quarter—at 3700—represented only 
a fifth of 1953 volume. 


Hirings Increased 
In Month of March 


On the basis of factory hiriags 
and lay-offs figures released by the 
Labor Dept. there was no apnpreci- 
able pick-up in business during 
March. 

The report showed that hirings 
picked up from 25 per 1000 work- 
ers in February to 28 a 1000 in 
March. This, says the department, 
is a little better than seasonal. 
However, the hiring rate remained 
“the lowest reported for the month 
in recent years.” 

The lay-offs rate, after dipping 
sharply in February for the first 
time since the recession began, 
rose slightly in March—from 22 a 
1000 to 23 a 1000. The department 
says the iay-off rate was “not 
significantly above the February 
rate” but it did not deciine. 


Postmaster Seeking 
Higher Postal Rates 


Postmaster General Summer- 
field has renewed his plea for 
higher postal rates. He has asked 
the Senate for increases late in 
April. There was no indication he 
would get quick action. 

Mr. Summerfield presented the 
plan to raise rates about $252 mil- 
lion a year to the Senate Post Of- 
fice Committee. He wants to 
charge four cents for non-local 
first class mail, 7 cents an ounce 
for air mail, plus sizable in- 
creases for books, second and 
third class mail. 








gTEAPY, aes 


with 


Stainless 
DOOR-EASE? 


STICK LUBRICANT 


Nationally advertised 15c sell- 
er, comes 12 in display box. 
Hundreds of uses in home and 
shop. Also large 39c seller in 
metal container, packed 6 in 


display box. ’ 
A 
Gs 


American Crease Stick Co. 
Muskegon, Michigan 
PRODUCTS 





aus? LOCK-EASE Graphited Lock Fluid 


in 4-oz “Drop or Stream” can, 39c; 
AMERICAN Dripless Oil in 4-0z. oiler, 29c. 














HEAT PROOF 


MATS 


In SIX 
NON-FADING 
COLORS 
» YELLOW 

» BLUE 
» GREEN 
» GRAY 
+ RED 
» WHITE 


STOCK AND DISPLAY NEW 
DAISY RUBBER MATS 


Write at once for Display Rack Deal. Pro- 


vides complete line of DAISY Rubber Mats 
better 


in Vivid-X colors. Fast turnover 
than 45% profit. Tops in Quality. 


SCHACHT RUBBER MFG. CO. 


Dept.H + Huntington, Ind. 
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PLASTIC BOXES \ 


For Every 
Purpose! 








NEW! 


SELLS ON SIGHT AND FEEL! 


é ‘(TUFTED COTTON 





















RETA 


“et f 4 ~ 
‘i iy Nes 4 4°R9 ’ : 
%, We she ry 2% 









"PARTS yy F aaa 
raise These. transparent © 
©” plastic utility boxes 
~~ sell on sight! Your 3 
~ customers can use | 
~ them ‘for. keeping = 
small items neatly 4 
_» stored. . . easily 2 
_. identified. Available’ * 
in 6 sizes “with a" 
choice of 24» comi- % 
partment designs. @ 
Write for samples ¥ 
and prices today! «4 
> Specialists in plastic ~ 
+_packaging from planning 
(stage to finished package. 


. ~~" : = ae 
an ¥ Me? 
STICS “3 ING. . = 
5 a “S Ss = 
A Fatt Byes Soa 
I 3 
4? ~ = « 


B- STAMPS. 7S 
F NOTIONS = 
bp. HoBBiEes 
be HARDWARE 
ey TOOLS 3 
EBUTTONS. ~ 
# JEWELRY 
HAIR PINS 
Be TOILETRIES 
e SEWING 
SNAILS 

- COINS 
SUPPLIES 
B. PAPER. CLIPS» 
Se ELASTICS 



























fy 





















ri 
7 s uTi 
Z; Duz-it dusts, pads, 
dry polishes, does a million other 
chores, It’s cotton tuft fused to 
foam rubber . . . washable . . . 
durable...non-slip. Size 5" x 7", 
six assorted sharp colors. 
See your Jobber or write direct. 




























FREMONT, OHIO 


jibe 


~ 18%30" 
@veet® wowce THOS om remot wll evel 
































ENTRANCE MATS 








Flite Master products 4 don’t buy from pictures... 


GYM SETS — TEETEROUNDS j SEE SV 77e Waster 


SANDBOXES — SLIDES compare it... 
PLAYTIME TABLES SS and 


you'll 
| , r BUY IT! 

















ask 
your 
favorite 
jobber 


for SUPER DELUXE FD 5!-SRNT-2 


CONSOLIDATED METAL PRODUCTS COMPANY ° CINCINNATI 2, OHIO 


is 














<i ow ; Vio) 
, ad 
a, SQ SILVER-BEAC BEACHMASTER 
w " World’s finest surf reel. Popular priced ~ casting A. combination ree! with A solid frame reel for 
4 Ball Bearing, quick Take- reel of exceptional qual- a plastic spool for cast- light tackle casting. 
apart, Convertible Star ity. Star drag, Take- ing, metal spool for bot- Triple multiplying, excel- 
drag, Air-brake fin spool, apart, free spool, 3 to 1 tom fishing or trolling. lent for squidding and 
3Y3 to 1 gear ratio. 2 geor ratio. One extra Take-apart, 3 to 1 geor bottom fishing. 
sizes, One extra spool. spool. ratio. 













These reels have earned a reputation with fishermen for 
dependability, durability and satisfactory performance. = : 
They are the choice of most surf fishermen. eee 
Be sure you are stocked to serve the angler’s demand. 





Send for Catalog 17-D 










PENN FISHING REELS © PHILA. 32, PA. 
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Now Anyone Can 


Putty windows 


THE DUO-FAST 
PUTTY KNIFE 


Here’s the ‘’Do-lt- 
Yourself” putty knife 
your customers want 


The Professional Skill 
is built right in! 






— 




















Patented shaper end 
packs, shapes, trims 
putty with one easy 
stroke. Other end is a 
handy scraper blade, 


Spring Steel e Rustproof Plating 
Comfortable Wood Handle 
Packed 12 to Counter Display Box 
See jobber or order direct. 


FASTENER CORP. 


860 FLETCHER ST., CHICAGO 14, ILL 





Summer S 
Coming 


i HUMMING! 
7, ree 


CANVAS — 





BEACH CHAIRS - 
and FIBRE RUGS! < 


Get set for extra profits this sum- / 
mer. Get Setfast—only paint made 
especially for canvas—and for fibre 
rugs too! Attention-getting 3-dimen- 
sional counter displays, streamers, 
fibre rug sample and actual canvas 
swatch card FREE with first order. ‘tavas pare’ 
Customers go for exciting new 

idea, reasonable oo go for us 
easy sales, quick turnover, good a 
profit masgin. 





GET WITH IT! 


Setfast has grown like Topsy in the last couple 
of years—best sales in history expected in "54! 
Put in a minimum order—play a hunch—watch 
it pay off. Details, prices on request. 





MURPHY PAINT DIVISION 
INTERCHEMICAL CORPORATION 
\ 224-8 McWhorter $t., Newark, WN. J. 
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Chain and Kindred Products in New Packaging 
To Encourage Self-Service in Hardware Stores 


A new packaging program on 
many items in the line of chain 
products manufactured by the 
Round Chain Companies offers dis- 
tinct advantages to both wholesal- 
ers and dealers. 

Sturdy individual cartons, which 
bear labels with full identifications, 
have been designed to encourage 
self-service in the hardware store. 
They also simplify ordering, han- 
dling and displaying by the dealer. 
Dealers will also be interested in 
the suggested resale price schedule. 

Wholesalers will benefit from the 
new packaging which will provide 
easier ordering, stocking, deliver- 
ing and billing. 

James W. Dickey, executive vice- 
president of the Round group, 
claims the new packaging program 
“represents the greatest advance in 
chain merchandising in more than 
200 years.” 

The manufacturer believes that 


home owners, farmers and others 
will be attracted by well packaged 
chain products and will make more 
impulse purchases. 

More than a score of chains, 
hooks, links, snaps and swivels are 
included in the new packaging. 

An illustrated circular giving in- 
formation and prices may be ob- 
tained from any of the Round 
Chain Companies: Cleveland Chain 
& Mfg. Co., Cleveland 5; Round 
Bridgeport Chain & Mfg. Co., 
Bridgeport 1, Conn.; Round Cali- 
fornia Chain Co., San Francisco; 
Round Chain & Mfg. Co., Chicago 
38; Round Los Angeles Chain 
Corp., Los Angeles 54; Round Se- 
attle Chain Corp., Seattle 8, Wash.., 
and Portland 10, Ore.; The South- 
ern Chain & Mfg. Co., Birmingham 
4; Round Woodhouse Chain & Mfg. 

o., Trenton 7, N. J.; and Round 
Chain Co. of Canada, Brampton, 
Ont. 


Medium-Priced Line of Hand Tools Introduced 
By Stanley For Do-It-Yourself Market 


A new medium-priced line of 
Stanley “Handyman” tools, de- 
signed especially for the “do-it- 
yourself” market was_ recently 
shown for the first time at a con- 
ference of Stanley Tools sales rep- 
resentatives. 

A red and gray matched line, 
prepared for the hardware dealer 


and the average American home 
owner, the new line was announced 
s “the most researched, merchan- 
dised and thoroughly checked me- 
dium-priced line of tools.” 

C. Kenneth Freedell, general 
sales manager, stated that market 
studies made by Stanley had 


shown that a larger share of the 





C. K. Freedell, general sales manager, shows one of the new Handyman tools 
to Hoyt C. Pease, vice president in charge of the Stanley Tools Division. 


HARDWARE AGE, MAY 13, 1954 








tool mark 
a new ‘ 
priced, s' 
merchant 
self marl] 

Two f) 
chandise 
island di 
onto sta! 
similar |: 
able. 

An isl: 
on top 0 
and is c 
peg boa 
Panel is 
tioning ¢ 
price cli 
glass_ bi 
panel ir 
side of fF 
used to 
merchan 

The w 
4 ft wi 
stencilec 
and con 
sary fitt 

In ad 
ing serv 
—price 
plied a: 
furnishe 
and illu 
order fo 

Prome 
include 
catalog, 
trim, er 
radio a! 

A Sta 
that the 
with a) 
consisti 
with; hi 
appeal, 
Stanley 


Intern 
Studi« 


The 
reports 
decision 
dealing 
require 
electric 
cise ta) 

The | 
“gener: 
the act 
now pl 
formal] 


HARDY 





ig 
es 


others 
ckaged 
e more 


chains, 
els are 
ng. 

ing in- 
be ob- 
Round 
Chain 
Round 
; oe 
| Cali- 
icisco; 
hicago 
Chain 
id Se- 
Wash., 
South- 
igham 
c Mfg. 
Round 
npton, 


home 
unced 
chan- 
d me- 


neral 
arket 

had 
f the 


ools 





too! market could be obtained with 
a new companion line, popular 
priced, styled right and thoroughly 
merchandised for the do-it-your- 
self market. 

Two frost blue peg-board mer- 
chandisers, for both wall and 
island display units that will fit 
onto standard NRHA fixtures and 
similar store fixtures, are avail- 
able. 

An island topper fixture “H”’ fits 
on top of standard step-up island 
and is constructed of blue %4-in. 
peg board, 5 ft wide, 27 in. high. 
Panel is screened for easy posi- 
tioning of tools. All the hardware, 
price clips and inserts, bin board, 
glass binning are packed with 
panel in one carton. The other 
side of panel, when set up, may be 
used to display and sell other 
merchandise. 

The wal] display fixture ‘“‘W” is 
4 ft wide, 43 in. high. Panel is 
stenciled for positioning of tools 
and comes complete with neces- 
sary fittings. 

In addition to a complete pric- 
ing service for the merchandisers 
—price ticket changes are sup- 
plied as required—the company 
furnishes catalogs, catalog pages 
and illustrated price sheets and 
order forms for easy stock control. 

Promotional aids for the dealer 
include a rotogravure consumer 
catalog, store banner, window 
trim, envelope stuffers, ad mats, 
radio and TV spots. 

A Stanley trade survey showed 
that the trade wanted a new line 
with a new look and a new name, 
consisting only of good sellers and 
with: high over-the-counter sales 
appeal, to take its place beside the 
Stanley senior line. 


Internal Revenue 
Studies Tax Refunds 


The Internal Revenue Service 
reports it is preparing a Treasury 
decision for the Federal Register 
dealing with floor stock tax refund 
requirements for appliances and 
electric light bulbs under the ex- 
cise tax reduction act. 

The IRS gave a “horseback,” or 
“general,” judgment at the time 
the act was signed into law and is 
now proceeding to spell this out 
formally. 
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pp USE THIS TIMELY NEW 3-WAY PROMOTION TO IN 


Sei MO RE PAINT...MORE CALKiNg! 


When you buy Handicalk this spring, you get 
at no extra cost a sure-fire promotion that will 
double or triple your calking sales! 


With every case of Handicalk (40 cartridges) 
you get timely, hard-hitting sales helps that 
tell your customers to... 







ee bila roll bi 
. L 
oe ni yj 


Each case contains: (1) Four of the 
new Dispensing Cartons. Each carton 
holds 10 cartridges, and makes a 
wonderful self-selling counter unit! 
(2) A novel Paint Can Display Card 
that fits on top of a gallon can of 











CALK FIRST... THEN PAINT 


...for a Better Paint Job! 





GET STARTED NOW! PUT THIS POWERFUL PROMOTION TO WORK FOR YOU! 


your brand of paint... makes it easy 
to sell more calking during the 
big spring-summer paint season! 
(3) Colorful Window Streamer to 
help you “put over” the story to 
your customers! 











CLEVELAND 6, OO 





ORDER HANDICALK FROM YOUR JOBBER TODAY 








SALES INCREASED FOR 
SIX CONSECUTIVE YEARS 


. which indicates that jobbers and 
dealers handling our line of Water- 
tite Tackle Boxes are doing right 
well too. They keep on re-ordering 


. so they must be selling ‘em. 


So, if you’re looking for a quality 
line... styled right... priced right 
for quick, profitable turnover—then 
set your sights on UNION! 





UNION STEEL CHEST 
CORPORATION 


LE ROY, N. Y. 





= Write for catalog and prices 
JOBBERS = covering full tine—including 
DEALERS = our new Fiberglas model. 


iy -Ver 48 10) @3-) 
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Apr 


LAWN MOWERS 





BLAIR Homestead 
16” or 18” cut 


Also available: BLAIR Reel and Ro- 
tary Power Mowers, and a complete 
line of fine hand mowers. 

If it’s made by BLAIR, the qual- 
ity’s there. 


BLAIR MANUFACTURING CO. 
Telephone 2-7449 
Springfield 7, Mass. 











DIETZ COMET 
Red Enamel 







DIETZ No. 2 D-LITE 
Blue Gray Enamel Finish 


EVERY HOME NEEDS 
A DEPENDABLE 
STAND-BY LIGHT 


for darkness without warning 
or unexpected emergencies 


Gas SYRACUSE 1, N. y. Ba@@baaal 


OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 
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Nation's Output Failed 
To Rise in March 


Industrial production in the 
United States in March dropped 
slightly under the February level 
and was about 10 pct lower than a 
year earlier, reports the Federal 
Reserve Board. 

The board’s production index, 
which measures output of the na- 
tion’s mines and factories, stood 
at 125 pct of the 1947-49 average 
in March. This was a point or a 
little less than 1 pct below Feb- 
ruary and 13 points or about 10 
pet under March, 1953. 

Reserve Board officials say pro- 
duction in March, when allowance 
is made for seasonal factors, 
dropped a bit when a small rise is 
normal for that month. “Produc- 
tion in March just did not show 
the usual seasonal upturn,” one 
official says. 


Congressional Groups 
Seek Business Answers 


Two Congressional groups have 
started work to find the answer to 
the $64 economic question: Is the 
current period representative of 
an end to the recession or is it 
merely a seasonable pickup before 
the recession again resumes? 

One group, on economic stabili- 
zation, is headed by Sen. Flanders, 
R., Vt. The other on economic sta- 
tistics, is headed by Rep. Talle, R., 
Iowa. 

Sen. Flanders says important 
economic policy issues are yet to 
be decided by Congress and his 
committee would try to work up 
information useful in making these 
decisions. 

Rep. Talle said his group is 
hunting for gaps in governmental 
economic information. 


Ward's Catalog Out 


Listing price cuts in almost 
every category, Montgomery Ward 
& Co.’s midsummer sales book 
went out into the mails late in 
April. The 252-page flyer lists a 
heavy assortment of items priced 
for the summer market. Adver- 
tised reductions ranged as high 
as 19 pct on some items. 


N’ 


Strataflo_can 


FOOT <-) AND 
VALVES 






EVA 


neem med 


SILICONE TREATED 
Can’t stick! End leak- 
age troubles ...save 
wear and tear on pump... 
save their cost in service calls 


T 


they eliminate. Ideal for jet-type 


pumps. Write for Bulletin 301 


Order from 
your Jobber 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE 1, INDIANA 


















Changes 


New products and 
new trade names are 
constantly being 
added to the listings 
for the next Directory 
Number of HARD- 
WARE AGE. 


Therefore, if you do 
not find in the current 
issue of the Directory 
Number the product 
you are interested in, 
write to the “Who 
Makes It” Editor. He'll 
be glad to serve you. 


HARDWARE AGE 


100 E. 42nd St., New York 17, N. 
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N.A.M. President Urges 
Tax Rate Reduction 


The National Association of 
Manufacturers says tax reforms in 
the House-passed technical tax re- 
lief bill “are in no way a substi- 
tution for the rate reduction job 
which lies ahead.” 

Testifying before the Senate Fi- 
nance Committee, Fred Maytag, 
president of Maytag Co., and 
chairman of the N. A. M.’s taxa- 
tion committee, notes the House 
bill continues the 52 pct corporate 
tax rate a full year until April 1, 
1955, instead of letting it drop to 
47 pet as scheduled. 

The N. A. M. accepts this, Mr. 
Maytag says, “but we strongly 
urge that there be no further post- 
ponement.” He declared tax rates 
are still too high and excessive 
corporate and individual rates 
“have been and will be a serious 
impediment to our long-term eco- 
nomic development.” 


G.E., Westinghouse 
Report Higher Sales 

The two biggest electrical man- 
ufacturing concerns, General Elec- 
tric Co. and Westinghouse Electric 
Corp., report 1954 is shaping up 
as a good year for appliances. 

W. Ii. Sahloff, general manager 
of G. E.’s small appliance division 
says sales of his unit in the three 
months ended March 31 were 15 
pet above the same months in 
1953. 

John H. Ashbaugh, vice-presi- 
dent of Westinghouse’s appliance 
division, reports that shipments of 
all his company’s appliances in the 
first quarter were 5 pct above 1953 
and that an even sharper increase 
in business is indicated from the 
current quarter ending June 30. 


Refrigerator Prices Up 


Aveo Mfg. Corp. has raised 
prices of four Shelvador refrigera- 
tor models in its Crosley and Ben- 
dix lines. They were raised to 
their pre excise-tax cut levels. One 
Shelvador refrigerator was 
boosted officially to $499.95 from 


$478.95. 
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and see the DIFFERENCE 
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WAGNER 


KOMB-KLEANED , 


E.R. WAGNER MFG. CO., MILWAUKEE, WIS. 


_— | 
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| 
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PERFORMANCE 
PROVED... 


ELECTRIC FENCE CONTROLLERS 


EARN TWIN PROFITS WITH ELECTRO-LINE. You profit — your customers profit! 
Electro-Line Performance Proved Electric Fence Chargers are greater values. 
They sell better because they are better — heavier construction, more rugged 
mechanism, greater shocking power. There is an Electro-Line model for every 


ye bi. ae: wit r Ma thd 


fencing job 
See Your Hardware Jobber or Write 


ELECTRO-LINE PRODUCTS en 2 2ek 2 Benen, | 


Saukville, Wisconsin 





235 











“DO IT YOURSELF" 
with 


PUNCH-BOARD 


Sheets and Fixtures 





Illustration shows “PUNCH- 
BOARD” as tool rack. 

Hundreds of dealers are showing 
and selling ‘‘PUNCH-BOARD” Ma.- 
sonite sheets and meta! fixtures. 

Are you getting your share of this 
timely ‘‘Do-it-yourself’’ item for 
home, office and store use? 

The “PUNCH-BOARD” Merchan- 
diser displays, selis and stores the 
sheets and fixtures right on your 
floor. 


Write today for complete information 


J. P. DENTON, nc. 


104 LINCOLN ST. BOSTON 11, MASS. 

















SAWHORSE BRACKETS 
NO NAILS e NO BOLTS 


NO SCREWS 






ALL-WELDED CONSTRUC- 
TION. Use any 2 x 4s for legs 
and crossbar...set up or knock- 
ed down instantly. 

Each package is a 
colorful counter dis- 
play. 12 Sets to a 
carton. Dealer helps 
FREE, 


Nationally advertised 
—order from your 
wholesaler, or direct if 
be cannot supply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH. 
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Promotions 





Manufacturers’ New Merchandising Plans 


Bicycle Retailers 
Eligible in Contest 


A mink stole is one of 26 prizes 
which are to be given to bicycle 
dealers in the “70 Questions” 
prize contest announced by the 
Westfield Manufacturing Co. 

The contest is open to anyone 
concerned with the retailing or 
distribution of any make bicycle 
and consists of 70 questions about 
bicycles. Rules, entry blanks and 
questions for the contest which 
ends July 31, are available from 
the Westfield Mfg. Co., Westfield, 
Mass. 


Fan Display Contest 
Promotes Early Sales 

A window display contest to 
stimulate dealer interest in an 
early season promotion of fans is 
being sponsored this month by the 


electric fan section of the Na- 
tional Electrical Manufacturers 
Association. 


Awards in the contest amount to 
$3,000 in U. S. Savings Bonds. 

“May days are fan days” is the 
slogan for the contest window 
streamer which is available to 
dealers. 

Materials can be obtained with- 
out charge from N. E. M. A. at 
155 E. 44th St., New York 17, N. Y. 


Dealers Urged To 
Check Store Floors 


A coordinated merchandising 
plan to help linoleum dealers take 
advantage of commercial sales op- 
portunities in their own neighbor- 
hoods is being issued to distribu- 
tors of Congoleum-Nairn Gold 
Seal products. 

Called “Operation Backyard,” 
the plan stresses the business 
potential existing within a few 
blocks of a dealer’s own store. The 
company reported that prelimi- 
nary surveys had indicated that 
roughly up to half of the stores 


in any given neighborhood are in 
need of new floor coverings. The 
program outlines five steps by 
which a linoleum dealer may se- 
cure this business and 
his volume. 


increase 


The first suggested step is a sur- 
vey of the market. The dealer is 
advised to check the condition of 
the floor in retail stores, shops, 
and offices within several blocks 
of his own location. He is urged to 
check the condition of his own 
floor. 


Paint Contractors 
Featured in Ad Series 


“Get to know a good painting 
contractor” is the theme of a con- 
sumer advertising campaign in 
which painting contractors, mem- 
bers of the Painting and Decorat- 
ing Contractors of America, have 
joined with Spencer Kellogg & 
Sons, Ine. 

Color advertisements, which are 
expected to be seen by about four 
million home owners, in Better 
Homes & Gardens, tell the benefits 
of using the best materials applied 
with professional skill to meet 
the exacting needs of outdoor 
painting. 

The sponsoring product is Spen- 
cer Kellogg’s Improved Boiled Lin- 
seed Oil. The advertisements will 
appear throughout the painting 
season. 

A feature of the merchandising 
aids which have been prepared to 
with the advertising is a 
Handbook, a 


tie-in 
Salesman’s manual 
for the retail salesman containing 
information on outside painting. 
Point-of-sale materials are also 
available. 


Predicts $5 Billion 

TV Market in 3 Years 
Approximately $5 billion worth 

of television receivers will be sold 

within the next three vears to 
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about 14 million American fami- 
lies. now without TV, predicted 
W. C. Johnson, vice president- 
sales of Admiral Corp., speaking 
at the annual convention of the 
Southern Wholesale Hardware As- 
sociation. 

The replacement demand within 
the next three years among TV set 
owners will amount to at least 7 
million sets, Johnson said. He 
added that the annua! replacement 
business, when TV reaches its full 
saturation of 97 or 98 pct, will 
reach 6 to 7 million units. 

Color television is not going to 
be a significant factor for at least 
one and, perhaps, two more years, 
he predicted. 


Melnor Fair Trades 
Two Lawn Sprinklers 


Melnor Metal Products Co., 
Long Island City 1, N. Y., has an- 
nounced that it has established 
fair trade prices on its Swingin’ 
Spray oscillating lawn sprinklers, 
on both the standard and deluxe 
models. 

Samuel Warshauer, sales man- 
ager, promised rigid enforcement 
of the fair trade prices and urged 
wholesalers and retailers to help 
the company police its program by 
reporting any cases of _ price- 
cutting. 


HARDWARE HUMOR 


THIS 18 17" 
> T 









Do- iT 
YOURSELF # 


HOME Oume R's 
CARPENTER 
Lvs 
SPEG/AL + 





. wis - 
a 


© Hardware Age, 1954 


. and, of course, we throw 
in a free first aid kit." 


HARDWARE AGE, MAY 13, 1954 











BOUCLSEVE... nit your 
WASHER NEED 


Your emergency 
requirements are 
our special concern 





Ajier AL// THERE'S NO SUBSTITUTE 


FOR QUALITY AND SERVICE 


204 CONNELL AVE. 
JOLIET, ILLINOIS 


pone 





f= 


PD te 


Standard 
Specials 


A heap good source you shouldn't forget — 
standard and specials from Joliet! Thousands 
of special dies in many shapes and forms, 
9/32" to 8” O.D., gauges No. 28 to ¥%". 
A variety of finishes available to meet your 
special needs, including: Electro-plating, 
Galvanizing, Parkerizing and Cyanide hard- 


ening. A dependable supplier for 39 years. 




















R—T IS OK 
AT BROOKS 


When Radius is no greater than 
Thickness of stock, a bend might 
be called tight. Yet Brooks repeats 
and reverses such bends—even close 


together—with precision and at low 


cost. We've saved our friends many 


dollars on such parts, among others. 


Why not you? 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


"BROOKS  HOGKS™ 












will 


Scru-Tite Screw Anchors 

Anchor Any Material to Any Solid 

Surface with Little Effort and 
Lifetime Durability 


SCRU-TITES quickly accepted and used 
by Home Owners, Building Trades, Com- 


munications, Manufacturers, Municipall- 
ties, Aircraft and many others. 
SCRU-TITE ANCHORS made _ from 
TENITE are tougher than ordinary an- 
chors 
Dealers and wholesalers repeat orders 
prove easy sales and liberal profits. 
UNDERWRITERS LABORATORY APPROVED 
New expansion anchors available soon 
Additional information upon request. 


MASTERCRAFT PLASTICS CO. 


95-01 150TH ST., JAMAICA 35, N. Y. 
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KEMOVER 


For prices and sample, write 


THE KLEAN-STRIP CO., INC. 
2340 S. Lauderdale, Memphis, Tenn. 








EVERY ITEM ON THIS 
» NEW HYDE UNIT 
\ SELLS FAST AND 
GIVES YOU A FULL 
40% PROFIT 


903 

Features pong 
BLUE DIAMOND 

SHATTER-PROOF FROM 
SEAMLESS PLASTIC YOUR 
HANDLE PUTTY JOBBER 
KNIVES & SCRAPERS 

WOOD SCRAPERS FREE! 

COLORED GLASS CUTTERS 

RAZOR BLADE SCRAPERS poy FOR 











Lawn Mower Study 
Reported by Professor 


The advantage and the limita- 
tions of both reel and rotary-type 
power lawn mowers have been set 
forth in a report by Dr. James Ty- 
son, head of the Soils Science 
Dept. of Michigan State College, 
based on a series of tests. 

Using several test plots near 
the college, Dr. Tyson and his as- 
sistants planted one area with 
Merion blue grass to simulate a 
“nice” lawn. Another area was 


‘ planted with a common variety of 


rye grass which became infested 
with tall weeds and dandelions ap- 
proximating the kind of lawn not 
too well tended. 

One half of each area was cut 
with a reel-type mower and the 
other half with a rotary mower. 

Following the tests, Dr. Tyson 
reported, “for areas where the 
lawn is allowed to grow higher 
than four inches and contains 
fast-growing tall weeds, such as 
at a cottage visited only occa- 
sional week-ends, the most satis- 
factory power mower to buy is the 
rotary.” 

“On the other hand,” he contin- 
ued, “for the average lawn that is 
mowed frequently and is made up 
of such grasses as blue grass, 
fescues and bent, which are sown 
for their carpet-like appearance, 
the reel-type is generally prefer- 
able.” 

The report also touched on the 
subject of “growth recovery” of 
lawn grasses. 


Factory Shipments 
Of Vacuums High 


Factory sales of standard-size 
household vacuum cleaners’ in 
March were highest since March, 
1953, according to the Vacuum 
Cleaner Manufacturers’ Associa- 
tion. 

March sales totalled 276,464 
units, or 16 pct less than 329,294 
in the comparison month a year 
ago and topped the February to- 
tal, 199,035, by 38.9 pct. 

The nearest approach to March’s 
record total was 268,548 units in 
April, 1953. 








MEET HANSER’S HUSTLERS! 


50 top-notch salesmen concen- 
trated in w rich sales territory 
ee 30 result producers work- 
ing directly for you. giving you 
Complete Coverage tn: 


NEW ENGLAND STATES; NEW 
YORK Cinel. Metropelitan areas; 
NEW JERSEY; PENNSYLVANIA; 
MAKYLAND; DELAWARE; DIST, 
OF COLUMBIA; VIRGINIA, 

The HARRY HANSER 
ORGANIZATION 


Manufacturers Representatives 














HAIR-LOC 


Amazing New Liquid 

S-W-E-L-L-S Wood 

© Pemtrates esod fibree— 
makes them @-2-p-a-n-d 
permanently. 

© Quickest and easiest way 
to fix loose chair rungs, 
legs. handles, dowels, 
dove-tails, etc. 


yam A Fast-Selling Impulse Item 
Write for Free Samples and 


ware 


we Literature 
CHAIR-LOC CO. 
GLUE Lakehurst 3, N. J. 











WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete hecters 
100 DIFFERENT MAKES 
Single, Double, Tripie, 
lastantaneous, Multi Coll 
Send for Catalog yee 
DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 











STAINLESS STEEL 


FASTENINGS OF ALL TYPES 
RIGHT OFF THE SHELF 


@ Sheet Metal Screws @ Machine Screws © Cap Serews 
@ Set Serews @ Wood Serews @ Nuts, Washers. ete. 
© Class 3 AN Drilled Fillister Head. PROMPT DE- 
LIVERIES ON SMALL OR LARGE QUANTITIES. 


Write for complete descrintive catalog 

~ A, STAINLESS SCREW CO. 
SOC «tae oe ARmory 4-1240 
232 UNION AVE. @ PATERSON 2, N J. 


Direct New York ‘phone Wisconsin 7-904! 




















Bewildered ? ? 


a ee ee EE 6-600 
WASHINGTON NEWS 
AND VIEWS on page 10 
of this issue. Here are ac- 
curate, authentic, easy-to- 
understand reports on the 
latest developments in 
Washington affecting 
hardware dealers. This 
helpful feature in each 
issue is another reason 
why HARDWARE AGE 
is the No. 1 choice of 
hardware dealers through- 
out the nation. 
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17'S A FACT 


HELLER 
FIXTURES 
MOVE 
MERCHANDISE 
FASTER 











Ask for 
Catalog No. MAH 


W. C. HELLER & CO. 
MONTPELIER, OHIO 


Free! ASK YOUR JOBBER! 





CAULKING and GUN 
DISPLAY | 


+ 


Get this handsome 
full-color 3-dimensional 
Caulking Cartridge 

and Gun Display 
without cost. It's what 
; you need to sell even more non- 
P hardening, non-staining, super- 
fam Gun and elastic quality CALBAR Caulking 
1 Cartridge not Compound and precision-made 
pi included bear-for-wear Caulking Guns. 
Ask your jobber for yours today. 





CALBAR PAINT 
& VARNISH CO. 


Manufacturers of Technical Products 
2612-26 N. Martha Street, Phila. 25, Pa. 





‘ 





o 









“LITTLE GIANT” FARM & GARDEN TOOLS ° 





% Notionally Known Sc ss 


* Guoronteed Quality 

%& Competitiveiy Priced 

w& Free Sales Aids 

% Impulse Sales Packaging 


Lown Razors 
° 


Grass Hooks 
Swing Clips 
° 


Scythooks 
. 


*& Complete Cooperation Bushy Saabe* 
e 


A FREE HATHAWAY SHIRT to Mr. Robert Weed Cutters 
Barton, A. R. Barton & Son, Passaic, N. 
J. Send us your shirt size. Also free 
shirt to your jobber salesman who sells 
North Wayne Tools. Please send his name, 
company and address. 


Order from your jobber ‘ 


Write for colorful cotolog 
showing 65 tools 


OAKLAND 1, MAINE 
= li 


NORTH WAYNE TOOL CO. * 
AUR aon 2 























WHAT'S NEW ? 


Turn to pages 165-166 of this 
issue. The Quick Check Card 
properly filled out will bring 
you quickly the details on 
new products that interest 
you. 


IT'S QUICK—IT'S FREE 





HERE...AT LAST !! 


The new way to sell MORE 


SCREWS AND SCREW DRIVERS 


SIMPLER — FASTER — MORE ATTRACTIVE 
SELF SELLING — SELF DISPLAYING 


HANDI SCREWPACK 
f} 
_ 





Made to y & 
retail at Cc 
A TOP VALUE THAT FILLS A DEFINITE CONSUMER NEED! 


HANDI SCREWPACK is 8 beautiful. solid, «parkling 
clear PLASTIC BUX containing an assortment of full 
8 dozen (almost 100) BRIGHT ZINC LATED 
WOOD SCREWS and good sturdy 6” UTILITY 
SCREW DRIVER. 


ORDER NOW 
HANDI PRODUCTS CORP., r. 0. Box 151, Notley, N. J. 
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the |, 
andl 


puller 






HC-70 
with CD-70 
Counter Display 





Here is a new tool that gy = 
shops and service men buy on - 
forged, heat treated, alloy stee 


seer | 
wheel puller .. . that makes tough fobs easy 
. . « that every household can afford. 

No. CD-70 Counter Display Carton carries 6 
individually boxed No. HC-70 Pullers (Dia. 
5¥2"'; Reach 3°"; Screw '2"' x 7°’). 

On your counter or in your window this dis- 
play carton will bring you extra sales and 
profits. 

Write for Catalog Sheet and name of your 
nearest jobber. 


ARMSTRONG-BRAY & CO. 


5348 Northwest Highway, CHICAGO 30, U.S.A 











GIBSON GRIPPER CLIPS 


Keep things in place! 





New Display Carton holds 3 dozen clips 
with screws. Packed all large, all small 
or assorted (2 dozen large and | dozen 
small). 
© Bright nickel finish 
e No jutting points 
¢ Need no adjusting 
© Double spring for greater holding power 
Large size grips 34" to 1'/4" diameter 
Small size grips '/2" to 7%" diameter 
© Retails for 10¢ in East 


See your jobber or write 


GIBSON GOOD TOOLS, INC. 


80 PEARL STREET 
SIDNEY, NEW YORK 
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Chains, Mail Order 
Sales Off in March 


Chain store sales slumped sharply 
in March compared with a year 
ago. The drop was attributed to 
Easter falling two weeks later this 
vear. 

The mail order firms, whose 
business is not affected so much by 
seasonal buying as the chain’s, also 
suffered sharp declines in March. 

Montgomery Ward’s sales in 
March were 22.8 pet under the like 
1953 period and their sales for the 
first three months of 1954 were 
18.4 pet under the comparable 1953 
period. 

Sears, Roebuck & Co.’s March 
sales were 12.2 pct under March 
1953 and Sears’ sales for the first 
three months of the year fell 11.9 
pet under the like 1953 period. 

Spiegel, Inc.’s, sales in March 
were 17.3 pct under the like 1953 
month and the store’s sales for the 
first quarter were 16.8 pct under 
the same 1953 period. 


Department Stores 
Had Sales Decline 


Sales of New York department 
in the week ended April 24 
were 4 pct under the like period 
a year ago and sales in Philadel- 
phia were down 5 pct, reports the 


stores 


Federal Reserve Board in a pre- 
liminary tabulation. 

In Los Angeles, sales of down- 
town department stores in the 


week ended April 24 were off 2.1 
pet from the same 1953 week, 
ports the Security-First National 
Bank of Los Angeles. 


re- 


Helicopter Hauling 
New Mode of Transport 

The helicopter, considered by 
many retailers to be a future an- 
swer to the problems of fast, short 
distance hauling and a means of 
bringing suburbanites to _ city 
stores, seems to be doing well. 

New York Airways, Inc., which 
operates a helicopter service in the 
metropolitan area, flew 257,800 
pounds of mail in March, compared 
with 214,800 in February. They 
also flew 354 passengers. 

(Resume reading on page 15) 


Classified Opportunities Section 





Representatives Wanted 


| ritory 





SALES REPRESENTATIVES WAN' 
men to establish agencies with hardware and 
ber dealers. Steady 


ED— 
ith lum 
commission on a big line; 
widely publicized and popular now. Specify ter. 
Address: Box B-820, eare of Harpware 
AGE, 100 East 42nd Street, New York 17, N.Y 








MANUFACTURERS REPRESENTATIVES WANTED 
calling on industrial, Mill Supply Houses, Hardware 
and Automotive Jobbers. Combined European manu- 
facturers offer exclusive franchise on revolutienary 
METAL CUTTING SHEAR and all types SAW 
BLADES—Hack, Power, Slitting—best High Speed 
quality Straight 10% commission. Indicate lines 
presently handled. 

Address Box B-810, care of HARDWARE AGE 

100 East 42nd Street, New York 17, N. Y. 














“MANUFACTURER'S ~ REPRESENTATIVE 
WANTED FOR Ohio, Indiana, Lllinois and 
Wisconsin. To represent a fine quality line of cab 
inet hardware. Must have following among retaii 
lumber yards and hardware stores. No jobbers 
accounts, Ohio and Indiana have established ac 
counts. In reply, please state lines now carrying 
and full particulars.” Address Box B-773, care 
of Harpware Ace, 100 East 42nd St., New York 
iw, ¥ 





REPRESENTATIVES WANTED 


To sell a new extensible clothes line prop of unusual 
value. Small scale sample available to salesmen 
Experience has demonstrated sales in over 75% of 
contacts made. A liberal commission is offered which 
make possible exceptionally good earnings. We are 
looking for salesmen now calling on hardware and 
lumber yards trade. Good territories are still open. 











Write KAYWOOD CORPORATION, 1225 Milton 
Street, Benton Harbor, Michigan. 
~ MANUFACTURER OF FAST MOVING 


METAL flower boxes (Planters) wants established 
Hardware Agents to represent them in many parts 





of the country. Write for our proposition. Liberal 
|} commission. Write: Lee-Carver Stamping Com 
pany, 116 Graymont Avenue, Birmingham, Ala 
bama 
SALESMEN CALLING ON RETAIL HARD 
WARE Stores or places, where Imported Wood 
Screws, Stove Bolts, Twist Drills, Builders’ 
Hardware and other items could be sold. Good 
opportunity to increase your income and develop 


new business by oftering the best products at low 
; I 


prices. Commission hasis. Good territories are 
open, Address: Box - 781, care of HARDWARE Act, 
100 East 42nd St., Nev » York 17, N.Y 


CUTLERY 


Experienced Representatives wanted for the fastest 
selling, best-packaged gift and household line 
Sheffield Cutlery, now selling to Dept. Stores, Jew- 
elry, Houseware, Hardware and Gift Stores. Terri- 
tories opening soon:—Ohio, Western Penn., W. Vir- 
ginia, Kentucky, Indiana, New Jersey, Upstate New 
York, Southern California. 

Address Box B-804, eare of HARDWARE yet 

100 East 42nd Street, New York 17, N 





f 








SALESMEN WANTED 


Man between 25 and 40 years of 
age as direct mill representative to 
work retail hardware and variety 
store trade on commission ba 
handling nationally known 
and cordage line. Exclusive ter 

tories open in New York State, 
Michigan, Tennessee and Kentucky. 


eare of HARDWARE AGE 
New York 17, N. Y. 


wine 


Address Box B-825, 
100 East 42nd Street, 











REPRESENTATIVES WANTED: manutac 
turer of aluminum hardware specialties seeks rep- 
resentatives calling on retailers of hardware and 


building specialties. Many exclusive territories 
open. Commission. Write, stating territory that 
you cover and type of retailers that you are all 
ing on. Address: Box B-805, care of HARDWARE 


New York 17, N. ¥ 
242) 


Ace, 100 East 42nd Street, 


(Continued on page 
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Profit Builder That’s 


FLEXO-SPACE Self-Service Island 


ANNOUNCING 
our new low prices 
on FLEXO-SPACE 
Self - Service Is- 
lands. Here is your 
opportunity to fol- 


Making Running Toilets 
Old Fashioned! 


Famous NOW! NEW LOW PRICE on 













; = ,’ o @o) low the trend of 

as advertised §=——wy | ely «gn 

| ‘ gressive merchants 

4 - : | like yourself and 

” LIFE res 73 | modernize your 

vr 6 a | Ra 

NEW improved cylinder $929 Do it with FLEXO- 
° | SPACE at a saving 

and ball design ese ‘ Slightly of 50% over com- 
tall. | 1 igher in West petitive Islands. 

ne es Se ay x || FLEXO-SPACE gives you Self-Service, Mass Display cmd 
ee | 300% more Selling Space than one flat-type counter. Yes, 

NEW 3-color counter 3-YEAR | in only 12¥%2 Sq. Ft. of floor area you get 50 Sq. Ft. of 
display box . « « Maximum Guarantee | selling space. Raise or lower the middle shelves every 2” 


within 15 adjustments. FLEXO-SPACE is a complete 
Island! Your customers shop on 4 sides from 5 large 
Self-Service shelves. The time-saving and money-making 
advantages of FLEXO-SPACE have been “Tested and 
| Proved” by thousands of retail merchants. New amaz- 
| ingly low prices on FLEXO-SPACE at almost 50% less 
than you expect to pay. Without obligation write for FREE 
catalog on FLEXO-SPACE and other Self-Service fixtures. 
Do it now — Today! 


eye appeal in minimum space! 





Friction-Free Flush Valve 
OVER 5,000,000 SATISFIED USERS! | Mirs. write for special extra low prices 

ADD SALES COMPANY 

825 York Street Manitowoc, Wisconsin 











Order from Your Jobber or write Ardmore Products Co., Ardmore, Pa. 


| With my Color Gallery | 
| you sell more paint 


—you also make extra profit 
on every gallon sold! 








If you want to see why, just get a “Dutch 


~9? i - ‘ . , , as i 
Boy” salesman to show you the beautiful, PAINTS « ENAMELS - VARNISHES 
new Coior Gallery in your own store. Simply NATIONAL LEAD COMPANY: New York 6; Atlanta; Buf- °W\% 
a ~ . falo 3; Chicago 80; Cincinnati 3; Cleveland 13; Dallas 2; | 7) 
write or phone our nearest branch office for Philadelphia 25; Pittsburgh 12; St. Louis 1; San Francisco 10; \y 

. ° e ° Boston 6 (National Lead Co. of Ma 
a private showing of this big money-maker. ee ee ee * Reg. U. S. "Pat. Of 





SELL WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


ARISTO-MATS pumice 
Greater Volume! Bigger Profits! 


See Your Jobber or Write For Your Nearest Distributor ARISTO-MAT CO., 1718 E. 75th Street, Chicago 49 





wae 


MARSHALLTOWN TROWEL COMPANY «¢ MARSHALLTOWN, IOWA 
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Classified Opportunities Section 





Representatives Wanted 


Representatives Wanted 


Accounts Wanted 





SALESMAN WANTED by old established 


manufacturer of aluminum cooking utensils. ‘ler 
ritory open in Illinvis, eastern Texas, western 
Kentucky and ‘Tennessee. Straight commission 


basis. Jaberal commissions paid each week on 
previous week's shipments. line sold direct to 
hardware and housefurnishings trade. No jobbers 
or wholesalers sold. S lesmen have exclusive sale 
of line in territory assigned and can sell another 
non-conflicting line. Unusual proposition for right 
man. State fully experience, age and what lines 
you now sell. Will consider only experience: 
salesmen who know the retail hardware and house 
furnishings tr. de Address: Box B-8U9, care 
Harpware Ace, 100 East 42nd Street, New York 
ee T 
EXCLUSIVE, FULLY PROTECTED TER. 
RITORIES (Great Lakes, Midwest and South- 
west) open for 98¢ retail item that fills a detinite 
consumer need at an excellent value. Nationally 
advertised in “ILARDWARE AGE” and other 
trade magazines. T’roven high volume and repeat 
business. Carried and listed by many national and 
regional chains, syndicates, wholes Jers, jobbers, 
etc. Only highly reputable, aggressive firms with 
excellent following in hardware, houseware, chain 
and mail order tield will be considered. Policy 
of dealer missionary work desirable. Write fully, 
stating lines handled, number of men travelling, 
territories, ete. Address: Box B-826, care of 
Harpware Ace, 100 East 42nd Street, New York 
7. 2. ¥ 

PAINT BRUSH SAIESMEN outstanding op- 
portunity for men now selling paint or allied line 
& having good following with paint, hardware, 
lumber, variety stores, etc. We manufacture pro- 
fessional, consumers & nylon brushes. Strong 
office backing. We pay highest commissions in the 
industry & Bonuses. Several protected territories 
open. Send full details in first letter. Address: 
Box B-792, care of Harvware Acz, 100 East 42nd 
St., New York 17, N. Y. 


OLD ESTABLISHED NEW YORK HARD. 
WARE JOBRER, member National Wholesale 
Hardware Association, and distributor of na 
tionally branded lines of hardware and tools, seexs 
men accustomed to earning $7,500 to $10,000 o: 
more a vear. Following among hardware stores. 
lumber yards, etc. essential. Fine opportunity for 
selected men to hecome part of progressive or 
ganization. High commissions. State full parti 
culars including territories you now cover. Re 
plies held strictest confidence. Address Box R-778. 
care of Hlarpware Ace, 100 East 42nd Street 
New York 17, VN Y 

BRAND NEW ITPFM—SURE TO BECOME 
staple. Onur initial sales call test, 100 calls netted 
100% orders! Need independent representatives 
already calling on hardware retailers, chain and 
department stores. 5% plus repert orders. For 
immediate renlv write TOM HH. COLLINS, Medi 
cal Arts Rei'ding, Waren, Texas, Telenhone 4-2762 

AGGRESSIVE XTANTFACTURER HAS 
SEVERAL. TERRITORIES open for represen- 
tatives calling on hardware and building supply 
jobbers. Complete line of contract and residential 
hardware as door trim and cabinet hardware 
Solid brass and die cast. Write stating lines 
handled and territory covered. Replies confiden- 
tial. Address: Rox TR-R8N6, care of Harpware 
Ace, 199 Fast 42nd Street, New York 17, N. Y 

COMMISSION SALFSMAN WANTED FOR 
CONNECTICUT to sell insect screening and 
caulking compound to hardware jobhers and storm 
window monufacturers, Exclusive territory. Es- 
tablished men only. Reply to J. P. Garrigan, Box 
205. Rutherford. N. J. 


























EXPERIENCED SALESMEN 


with following among retail hardware and 
housefurnishing stores, to sell the most popular 
branded line of dog furnishings. Con be 
handled as ao side line. Liberal commission. 
Choice territories open. 
Address Box A-803, care of HARDWARE AGE 
100 East 42nd Street, New York 17.N Y 














EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON nationally advertisel M k 0) Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra- 
tion sells eight out of ten on first call. Excellent 
for opening new accounts and high volume re- 
peat business. Address: Box A-870, care of Harp- 
— Ace, 100 E. 42nd St., New York 17, 





SALESMAN WANTED — PRUMISENI 
PAINT BRUSH manufacturer has open terri 
tories tor successful sales producers. Prefer men 
now calling on paint, hardware, lumber dealers 
and industrials, Established territories. Wall con 
sider side line man or manufacturer's agent. Ad 
dress: Box B-772, care of Harvuwane Aug, 10U 
Fast 42nd St.. New York, 17, N. Y. 








MANUFACTURERS REPRESENTATIVE WANTED 


Experienced with following among Illinois and 
Indiana Hardware and Mill Supply Jobbers. 
To sell old established line of pump oilers and 
hardware specialties. 


Address Box B-822, care of HARDWARE AGE 
100 East 42nd Street, New York 17. N. Y. 











SALESMEN. Selling RETAIL Hardw-re and 
lumber yard trade; to sell a complete line of Lock- 
sets, Latch Sets and Shelf Hardware, Hich Vol- 
ume line for a hard working salesman. In reply, 
give full details including experience in Builders’ 
Hardware. Address: Box B-829, care of Harp- 
ware AGE, 100 East 42nd Street, New York 17, 
N. Y 

COMMISSION SALESMAN: selling RETALL 
HARDWARE and LUMBER YARD TRADE 
in Virginia; to sell a complete line of Loacksets, 
latch Sets and Shelf Hardware. High Volume 
line, In reply, give full details including expe- 
rience in Builders’ Hardware. Address: Box 
B-828, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y 

EANCLUSIVE, PROTECTED, ESIABLIS:s1 
ED TERRITORIES OPEN in Jersey and ( on 
necticut for salesman selling hardware, nuilde: 
supply dealers; fine line hardware spectalties 
capable large volume to retailer; straight commis 
sion basis: lifetime connection. A-idress: giving 
full particulars to Address: Box B-770. care ot 
'larpware AGk, 100 East 42nd Street, New York 
i. 2S. 

WANTFD: SALESMEN NOW CATLING 
ON RETAIL HARDWARE STORFS, Auto. 
Mill and Plumber supply houses, to sell a quality 
line of wood working and mechanics hand tools. 
Address: Box B-814, care of Harpware Ace, 100 
Fast 42nd Street, New York 17, N. Y. 

SALES PILUMBING SPECIALTIES to sell 
Plumbing & Heating Specialties and Supplies for 
estab'ished New York firm, exclusive territory 
Commission, Replies confidential. Akron Supply 
Co., Inc., 216 Grand Street, Brooklyn, N. Y. 























Wanted Manufacturers Agent 


Some very good territories still open for men ca!ling on hardware 
stores, paint stores, and merchandising lumber yards. A “Do it 
Yourself” item that all home owners will buy. Liberal commis- 
sions. Display and national advertising. Excellent opportunities 
to tie in with “Do it Yourself’ movement. Send your qualifications to 


Spray-0-Bond Company, 2225 N. Humboldt, Milwaukee 12, Wis. 
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NEW PRODUCTS WANTED 


Established, Aggressive Factory Agency 
desires additional provucts. Calling on 
bardiware jobbers, mill supply houses, con- 
tractors supply houses, tiateriais handling 


ALL OR PART OF 13 STATE COVERAGE 


P.O. Box 627 York, Pa. 














MANUFACTURER'S REPRESENTATIVE 
now selling to llardware, Houseware, Department 
Store, Cabins, and Girden Supply trade wants 
additional substantial lines; garden or houseware 
items preferred. Thorough coverage, Eastern Pa., 
South Jersey, Delaware. ugressive and expe 
rienced service guaranteed if items have good 
potential. Write for further information and ref 
erences. Address: Box B-815, care of LlAkoWare 
AGE, 100 East 42nd Street, New York 17, N. Y 








ALCLULNIS WANTED, BY LUNU ESTAB 
LISHED ALABAMA manutacturers’ representa 
uves, ample capital, builders hardware, Western 
vlywouds sash and dours, wire cluth, metal win 


dows, galvanized ware, hand tovis, power tools, 
cutlery, general hardware lines, steel kitchen 
equipment. Good steady business producers 


Box 3318, South Highland Station, Birmingham 
Ala. 


MANUFACTURERS REPRESENTATIVES 
TRAN ELING 5 men desire an additiunal nation 
illy known line. We cover the states of Wiscon- 
sin, Illinois, Indiana and Kentucky. calling on 
hardware jobbers, sporting gumls jobbers, +lectrica! 
jobbers, plumbing jobbers, automutive distributors. 
mill supply houses, mail order accounts and chain 
organizations. Dealer missionary work our pol 
wy. Address Box B-739, care of Harnwase Act 
1M East 42nd Street, New York 17. N 








WANTED—Complete line or single item— 
large and medium price mechanical and electrical 
machinery or equipment for any type of outlet— 
we have sales floor—we have the guts and the 
knowhow—wholesale — retail — industrial — institu- 
tion—Address: C. P. Conway, 1664 Montpelier 
Ave.. Pittshurgh 16, Penna. 


REPRESENTATIVE SERVING MICHIGAs 
AND NORTHWESTERN O10 with Whole 
sale Hardware and Mill Supply Accounts can add 
another good line and at the same time maintais 
effective coverage. Will give intelligent and indus 
trious representation. Prefer products of a me- 
chanical or electrical nature. G. D. McCormick, 
16035 Hamilton Avenue, Detroit 3, Michigan. 


INCREASE YOUR SALES VOLUME— 
SELL THE OVERSEAS MARKETS! 


Sell the profitable overseas markets by 
engaging our alert and experienced 
export organization, now actively trad- 
ing in all principal countries. 

Write today—let us show you how 
our international sales force can pro- 
duce volume sales for you. 


J. J. Plesser, Pres. W. Hirsch, Mdse. Mg: 


HAMOS COMPANY 


Manufacturers Export Representatives 


Dept. 8A, 332 West 21st Street © New York 11, HW. ¥. 





























ACCOUNTS WANTED: Autention Manufac 
turers: Quality lines wanted tur the territury ot 
Northern UJlmois, Northern Indi.na and Southern 
Wisconsin by reliable and thoroughly experienced 
sholesale hardware silesman who is becoming 4 
Manufacturers’ Agent, June 1. Aggressive and 
comprehensive coverage of lariware Jobbers, 
Garden Supply Jobbers, Chain and large Hard- 
ware Stores who specialize in Contractors’ Sup 
plies. Address: Box 8796, care of [HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 


MANUFACTURERS—DPo you want a manu 
facturers’ agent who wears out the soles of bis 
shoes rather than the seat of his pants? Metropoli- 
tan New York and New Jersey. Address: Box 
787, care of Hlartwaxg Acs, 10u East 42nd St., 
New York 17, N. Y. 
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ANTED = GO-GETTER, SALESMAN, now calling on NAILS FOR SALE—700 Kegs—Nails, original 
REPRESENTATIVES retail hardware, houseware and variety stores | posting Casing, Spiral lead Head, Finishing, 
pry Agency Covering all classes o: jouners. Can renger reliable Steady high earnings for volume repeat business vated, Box, Coolers, Duplex. Priced to sell below 
Calling on aggressive service. We are astions! distributors wits 98¢ ret il item, that fills a definite consumer necd | mill price. Call or Write Tick Brothers, Inc., 
huuses, con- : - : ” : at an excellent value. Nationally advertised tw | I’. O. Box 128, Paducah, Kentucky 
ts hand established actively operating branch offices in New the trace in “Hardware Age’”’ and other trade maga | $$ $$<$_$_—___—_ - 
andling. York, Philadelphia. Detroit. Cleveland and Louisvelie zines. Proven high volume repeat store with even 
We will carry the account or you can bill direct the sm: llest he rdw re or housewz ure counter Only 
“~~ ‘ inquiries invited. =_— Ance Corporation, 7 Wood men with wall eutabliched following need apply 25,000 Sq. Ft. FOR LEASE 
+ Fe. treet S'ttchurnh 22 P oe : — = ates ; 
—_—— — — - ee eee es nnn tiie Bele care of || LIGHT GROUND FLOOR, FIREPROOF BUILD- 
‘SENT ATIVE MANUFACTURERS REPRESENTATIVES. Hakpw AKE AGE, 100 East 42nd Street, New York — Toaae eae” caaaiaeaa aon. 
e, Department | offering complete coverage of all or part of seven | !7. N.Y. PANCY, INSPECTION BY APPOINTMENT. 
y trade wants western states, desire an additional line. Now = ' ° 
or houseware selling to wholesa'e hardware, industrial supply. NEW YORK, N. Y. 
, Eastern Pa, construction supply and painters equipment supply APPLEGATE 7-7300 Ext 5 
ive and expe firms. Offices in Seattle. San Francisco and I.os 
ms have good Angeles. Arldress: Box B-808, care of HarDware ——_________— — 
1ation and ref Ace, 109 Fast 42nd Street. New York 17, N. Y. 
of IlARoware Well established Eastern manufacturer of OWNER BEEN IN BUSINESS FOR 
ork 17, N. Y. TWO MANUFACTURERS’ REPRESENTA. wrenches and plumbing tools is seeking o SIXTY YEARS — WANTS TO QUIT 
ING ESTAB apply and Inher trades in Eastern Pa, Southern | | S21¢5 manager to handle national distribu- | | 7 
eee i: Semen, tehenase sad Gaechad dele aul tion, Company uses agents to sell through Real Estate and Inventory worth $95,090 00 
vare, Westers ity lines of power or hand tools and specialties. distributors and jobbers. Must have mer- Can be bought with as little as $10,000.00 
b, metal we ~ nandie = 2 veld commmesion ——. — chandising experience in associated fields, to some quick buyer. Ask about very liberal terms. 
| power tools, ress: Box 1-786, care of Harnware AGE, as job entails complete responsibility for ; 
steel kitch East 42nd St.. New York 17, N. Y. — y i ; 
ae ee i ew Vork 17, development and execution of company Joseph Binford & Son, Crawfordsville, Ind 
| Birmingham, OHIO: ATTENTION MANUFACTURERS. marketing program. Prefer supervisory searsarceacicnesnse cornea se 
y Well or aon with following; live sales experience. Attractive salary ar- HARDWARE STOCK & BUILDING. Place 
ENTATIVES ee ogy cae Boece 004 a” = rangments. Your full reply treated in con- | | for sale consists of Hardware, Stock, Service Sta- 
inal pation | Chins. Address: Tox 1798, care of Hanowanx | | fidence. on wht A, ake lenge cares 8 Sevier, comm. 
= pe Ace, 100 East 42nd St.. New York 17, N. Y. AA AGE be for any use. The price is $25,000.00 with 
bers, +lectrica! SALES RFPRYSENTATIVES, well estab terms Adivess: Box, B ag? ag A “es 
e distributors, lished and favorably known in hardware, dvit-|~ ...  .. enamine Ave. 1090 East 42nd Street. New Yor =." 
nts and chain yourself, hobby and educational craft field, offer- WE NEED AN EXPERIENCED SAI.ES 
work our pol ing thorough coverage in Illinois, Wisconsin, Min- | MAN to sell to Hardware Jobbers and Mill Sup- 
ARDWARE ACE nesota, Towa ard Missouri, seeking another line | Ply Houses in the territory covering Texas, Okla WANTED 
fs es to be sold to jobbers, department stores, chains, | oma, Louisiana, and Arkansas. Should cover 
mail order and buying groups. Address: Bex | '«t tory from central location by automobile. Sal- ‘ . x 
a ae B811, care of Harrw me pen 100 East 42nd ary — and travel expenses. Full time position Used Mechanics Files, as well as job 
and electrica Street. New York 17. N. Y. ‘ with well est.blished company. Address: Box 
eof outlet B13, care of Hakoware AGE, 100 East 42nd lots of new files. 
guts an e an treet, New York 17, N, Y. 5 
insti W ; Address Box B-821, care of HARDWARE AGE 
F ee Positions anted 100 East 42nd Street, New York 17, N. Y. 













































































. a . = 
—____—_— SEEKING POSITION WITH HARDWARE Business Opportunities ~ PAINT MAN—Top experience in buying, re 
MICHIGAs CONCERN; Wholesale, retail or manufacturing, tailing merchandising of paints and wood furnish 
with ——. bed og York or yt Jersey. 8 years’ re ing supplies—seeks to invest up to $10,000 in a 
minits can a inside buying and selling with manufacturers o \ P: business within 100 miles of 
ime maintais hardware items and fastening devices (Nuts. Wanted: Tools & Shelf Hardware yc. NN: ar an hnowirdee of General 
mt and indus Bolts, Screws). Past two years in *supervisury 6 Hardware, Gardening, Electrics) & Plumbing Sup 
cts of a me: capacity. Dependable, conscientious, family man Job Lots, Closeouts, Discontinued Items— plies, Housewares, etc. Address: Box B-819, care 
McCormick, Address: Box R-816, care of Ilarnware Acg, 100 Best Prices for Cash—Please! of Hlarpware AGE, 100 East 42nd Street, New 
Michigan. East 42nd Street, New York 17, N. Y. ATLANTIC STATES SALES CORP York 17, N. Y. . 
nOHIO. MICHIGAN, INDIANA, KEN || 165 Garden St. Poughkeepsie, N. ¥. 
TUCKY. Twenty-five years of close Selling . . 
ILUME— inieodie with the Hardware Jobbing trade in Send for our list of specials! FOR SALE 
the above four states. Ninety per cent of mv time 
RKETS! tbe been spent doing missionary work with the MY, CONTROLLING 
above Jobbers Salesmen in these states. Am seil FOR SALE~—IN EASTERN PENNA. 5,000 
meron ing every Jobber, larve and small. Want to | sq. ft. modern, self-service HARDWARE, TELE. STOCK IN THE 
perienc represent a manufacturer who can use a man whe | VISION, APPLIANCE store. Best c a 
vely trad- knows his way around, can hold present accounts. | tion on Route 22 and me Gaeakiee, 1083 JOE TIMMER HARDWARE CORP. 
and increase the business, Minimum starting in | volume $143.000. Inventory now approximately 909 State line, Kansas City 1, Mo.—Joe W. Timmer 
crease the business. Minimum starting salary | ¢39 Quy. TI Lestidieus 5 z f 
you how $7500.00 and exnenses. Mv diversified exnerience | ti rex Bh agg Bo $138000, yg mony Ss ———— — 
am we qualifys_ me to handle anv item sold to the Hard | 1,15, care of Hawvware Ace, 100 East 42nd |. HARDWARE STORE FQR SALE—Located 
p ware Jobhing trade. Address: Box B-729. care of rath New York 17, N. Y - in Western Illinois, Pop. 30,000; choice main 
Harnware Ace, 100 East 42nd Street, New Yors | © nl tie street location: new fixtures; low rent: average 
Mdse. Mg: 17,N. ¥ 2 ‘ sales volume, $65.000; well established trade; 
> HARTFORD, CONN., Houseware-Hardwire | ideal investment; easily operited by two; above 
NY EXPERIFNCFD WHOLESALE WARDWAR®! | Distributorsiup, Excellent return, fine outlets. Sul | average stock turnover; priced to sell $25,000. 
é MAN in bnvng, credite, collections. pricing | stantial cash required. Maddock & de Ves, Reai- | Address: Box B-807, care of Harowake Ace, 100 
pntatives quotations. enetamere nhone calle, Salesman needs tors, 44 State Street. Hartford, Conn. Fast 42nd Street. New York 17, N.Y 
rk 11,8 Y in work. inventory Frenediting. etc. Gond a -——— Ne ahd tee te Renee " | Fast 4nd street. 7 ———_ 
escalate figures. and details. Graduate Colleve Busines 
Adminierearion Theronch knowledge of bard 
Manufac ware field modest compensation accentable. Wonle W A D T B U y 
on dia ; consider part inside and outside arrangement. Ad 
Begone Ps ay Rox R759, care of Harpware Acz, 100 
ind SY - ast 42nd Street. New York 17, N. Y. [ 
experienced a Shen, Hae Va a successful business 
aos > I HAVF RFEFEN ON THE OUTSIDE selling 
Kressive aa for a Nationa'ly known Manufacturer in the Lock Making a consumer specialty product sold through hardware jobbers, department 
are jobbers, Field for 37 Years and have made many life long stores, and house furnishing stores. Annual sales, actual or potential, $1—$4 mul- 
large Hard: friends among The Hardware Trade in and lion. Continuance of experienced staff essential. Our client is a nationally known 
actors’ Sup around the Metropolitan area of New York. Would Eastern manufacturer whose reputation and experience would enhance the value of 
f HARDWARE Prefer a commission setup. Address: Box 818, a product in the consumer field We are management engineers compensated by 
7, MN. T care of Hlarnmware AcE, 100 East 42nd Street, our client. Brokers protected. Replies held in confidence. Please write, or tele 
— New York 17, N.Y phone LExington 2-3616, referring to advertisement No. 59. 
ant a 
soles of his POSITIONS WANTED: SEASONED SALES 
? Merrope® cen VINE seeks interesting a offering W E L L I N G & W @) @) D A R D ‘ I N Cc + 
ress: 5bo F xception | lony range management or sales oppor- - ° 7 
st 42nd St., tunity. Availohle now. living in St. Louis. Ad 52 Vanderbilt Ave., New York 17, N. Y. 








dress: Box B817, care of Harpware Ace, 100 


East 42nd Street, New York 17, N. Y. | CONSULTANTS IN PLANNED DIVERSIFICATION 
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KEEPS WATER CLEAR and COLD 


SELL YOUR CUSTOMERS A 
HIGH QUALITY LINE OF OAK 
* Railroad water kegs 
¢ Drinking water kegs 
(commonly known as coolers) 
¢ Old fashioned well buckets 
¢ Harvest kegs 
We ore sole manufacturers of well buckets 
and harvest kegs in the U. S. Low freight 
rates due to our central location. 


Write for full details and prices. 
Established in Indiana in 1869 








WATER COOLER 


DAVIS 


RAGE C0. MARTINSVILLE, IND. 





Builders’ Hardware sot Ihe. 
Fits today’s home-planning ceebore! 


Designed to meet every requirement for 





A hardware year ‘round service and dependability 
favorite 
tot eves Consider the advantages of having over 300 individual 
hardware products from which to choose—and all are manu 
50 years factured to one high standard of quality 
i. Fine basic materials, precision construction and operation are 
m * * Ps but a few of the “reasons why” National of Sterling is the 
. tn i ever-growing choice of discriminating builders everywhere 
. ¥i5 Ci - 
“oat MANUFACTURING 
* * STERLING 
et COMPANY iiiinois 





ARR: 


LAWN SWEEPERS 


¢ Lift out basket 
¢ Fold-away storage 
¢ High quality construction 
¢ Spring supported handle 
¢ A complete line includ- 
ing electric and gaso- 
line powered models 








PARKER SWEEPER CO. 
25 Bechtle Ave. 
Springfield, Ohio — 


KINGSTON 


ROLLER SKATES 4; 


rst IN THE 
POPULAR PRICE ¢ 
[A MARKET 
MODELS FOR ALL AGES 
KINGSTON PRODUCTS CORP., HDW. DIV. A-5 






FOR COMPLETE 
INFORMATION 


Kokomo, Ind. 
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Laboratory Equipment Corp...... 191 
Lamson & Sessions Co. .......... 112 
Landen Putty Works, Inc. - 
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North & Judd Mfa. Co. 168 
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i JOBBERS — DEALERS! 
6 


FoR SELF-SPRAY 
PRODUCTS 


® AUTO FOAM upholstery anc 


EXTINGUISHERS 


425 LAKESIDE AVENUE, N. W 
LOS ANGELES 


+ CLE 





ON THE BIG DEMAND 


@ Touch-up enamel and lacquer. Ignition spray 


®@ O-GO eliminates garbage can odors 


@ PLASTIC SPRAY « INSECTICIDE + FIRE 


| Fast Kote INC. 


TORONTO 


‘eae 
Nae 


— 


1 seat cover cleaner 


VELAND 13, OHIO 















ee ceING 
T SOLveKt 
ae GREATER PROFITS 







display and sell Rubyfluid liquid and 
paste soldering flux from eye-catching 


counter merchandisers Preferred by 
customers becouse Rubyfluid is fast 
acting, wets out freely, easy to use, 


makes strong unions 


RUBY CHEMICAL CO. 


58 S. McDowell S#., Columbus 8, Ohio 











Ideal 


SU 


26 La 





A SELL-ON-SIGHT SENSATION! 


chinists, mechanics, et Holds drills, 
calipers, screws, etc Eo ach drawer has 
identification slots. Cabinets weigh 7 
Ibs. each; measure 13%” high x 6 
wide x 3%” deep—a fast moving profit 
maker! 

6 Drawer Cabinet .. J $5.25 list 
9 Drawer Cabinet (shown) $5.95 list 
12 Drawer £abinet . $6.95 list 


LIBERAL DEALER DISCOUNTS 
Freight prepaid on 200 ibs 


SUPERIOR’S All-Steel 
SWING-OUT CABINETS 


for do-it-yourself workshops, ma- 


or more 


PERIOR PRESSED STEEL CO. 


Cambridge 39, Mass 





nsdowne St., 








s 


Heavy Hercules 
Leather Aprons 
for 
Warehousemen 

Draymen 
Shop 
Buckers 
Lumber Pilers 
Hay Pilers 





KEYS 


Scored) 


SAN FRA 





LEATHER APRONS 





INCE 1868 


No. 37 Buckers 
Leather Apron 





For 85 Years 
The Finest 
Leather Aprons 





Send for 
Dealers Catalog 


TON BROS. 


75S MISSION STREET 





NCISCO 3, CALIF. 








245 





CAF ALON INS: 


iN Ae hove mis easy OYA ae 


OOFt 
Recognized superior by both the professionals and the "do-it-yourself" trade .. . 


Nicholls TROWELS, FLOATS, CEMENT TOOLS, DARBIES and 
HAWKS have been engineered and designed to perfectly “fit” the 
job. Many years of research give “much wanted features” that 
make Nicholls tools sell faster. 


on 57 yours m Stock and Display Nicholls Tools 
agian LS CARPENTER Sct Jor more sales» catien sales bigger profil / 


has been @ leading 
NICHOLLS MANUFACTURING COMPANY 
OTTUMWA, IOWA 








Hurricane the line more customers put their money on! 


ROTARY POWER MOWERS 


4 quality models to meet every Hurricane Glider, the 18” econ- 
selling situation. A Hurricane omy model. Nationally advertised. 
Traveler, the new 22 self-pro- Find out how Hurricane quality 
pelled machine; B -- Hurricane can bring you a bigger share of 
Senior, 20” model for large subur- the power mower business. Write: 
ban lawns; C—Hurricane Junior, NATIONAL METAL PRODUCTS CO., INC. 


18” machine for city lawns; D— Dept. HB 2722 Cherry St. Kansas City 8, Mo. 

















This new Round Roman house number combines legibility 


and decorative appeal. Available in chrome, brass and 
ebony. Absolutely rust proof. FREE! 12 extra numerals 
mounted on multi-colored display unit with every assort- 
ment #1201. Write for prices and free catalog. 


a 
HOUSE NUMBERS (sold thru jobbers exclusively) 


JOSEPH HALL CO. 


3420 MARKET STREET PHILA 4 





ELEGTRIC DAIRY 


WATER HEATERS 


The only non-pres- 
sure electric water 
heaters with a 10-year 
guarantee Inner . 
tank heavy gauge Guaranteed 
copper. ‘*'Wrap- ears 
around” heating ele- for 10 | 
ment. Fiberglass in- 
sul Sa 3 inches 
thick. 3 sizes—10, 

15 and 20 gallons 

or a — write 


Dept. S-HA. 


when parents think of roller skates it's only natural i SAFGARD Ee ee 
PRODUCTS COMPANY 
they buy the leading brand of over 40 years Melrose Perk, ino 











NATIONALLY ADVERTISED FIPQMES oF SILENCE  rurniture cuives 


RUBBER CUSHIONED REGULAR PINTLE & SOCKET TYPE 


One set on a card. One set in a box. 


12 cards in a box. 12 boxes in a For furniture 


Sizes 1%”, 1%”, carton. Sizes — Een Shs ee | where casters 
1-1/16”, . %” 1%”, 1%”, %”, Tr regs have been used. 
5”. %", We”, 2”, a4 : 

3%”. 








- . 4: Ask your jobber, if he Is not supplied, write DS 22-1%4", DS 293—1%” 
DOMES of SILENCE Division of ROBERT E. MILLER CO., INC., 35 Pearl St., New York 4, N. Y. 
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